Industrial 
Uistribution 


You Can Determine Potentials 
(see page 96) 


10,500 Silent Salesmen at Work 
(see page 104) 





GET THE ORDER! 


11 short words to tell you the best thing 

that’s ever happened in the socket screw 
industry—H-K’s SAME-Day SERVICE on standard 
catalog items! There’s also Same-Day Telegram 
Inquiry Service . .. specials in 4 weeks or sooner... 
a shipping room crew on duty till midnight handling 
rush orders . . . faster, more efficient telegram 
receiving equipment—all designed to give H-K 
distributors the best service in the industry. 

If you’re not an H-K distributor, it’s well worth 
investigating Holo-Krome’s service and sales policy. 


Find out now if your territory is open. 


= HOLO-KROME 


THE HOLO-KROME SCREW CORP, @ HARTFORD 10, CONNECTICUT, U.S.A, 





MORE ON 
DEFINITIONS 





We're still tryin 
the industrial dist 
lhis time, howe 
gotten he Ip from y 
ideas a’plenty 


EYE ON THE FUTURI 





<_— 


Akron distributors plan 
ahead by telling high 
school students all about 
their business. For the 
a 
special ingredients neces 
sary to prepare a vocational 
guidance booklet, turn te 


page 88 


rWO HEADS 
BETTER THAN ONI 


— 





And 38 heads a1 better 
still. New England distri 
butors, 38 in number, have 
decided there's a lot to 
learn from each other. For 
details, see page 108 





REGULAR FEATURES 


You Said It 
Talk of the Trade 


Supply Sales Trends 


Outlook for Business 


What's New in Merchandising 


Price Index 
On the Market Today 


A McGRAW- PUBLICATION 


te we a: Industrial Distribution q@. 


Print Orde © T his Issue 16, 925 Member of Associated oa Publm atrons 


ond Audit Bureau of Grcvlations 


Mounting Salesmen's Expenses 


An editorial 


What's Your Definition of An Industrial 
Distributor? 


Same question—new answers. Readers respond 


enthusiastically 


Akron Distributors Talk About Job 
Opportunities 


Seven distributors publicize careers available to 


high school graduates 


They Cut Red Tape With Tapes 


Pittsburgh distributor automates office procedures 
Market Potentials Highlight Cincinnati 


Manufacturers and distributors discuss mutual 


problems 


You Can Determine Potentials 


How to replace crystal-ball gazing with Census data 


It Pays to Stay Flexible . 


Flexibility means more sales for Dayton distributor 


Make 10,500 Silent Salesmen Work For You 


Sales promotion bulletin speaks softly, but in a loud 


voice for Denver distributor 


Distribution Shares Conference Program... 


President's Conference takes a very close look at 


distribution 


New England Distributors Organize 


New Englanders unite for grass roots activities 


Sullivan Tool and Supply Makes the Move. . 


Connecticut distributor goes suburban 


Do Sales Incentives Pay Off? 


Conventional sales incentives come under questioning 
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BUTTERFIELD 


backs its distributors 






























































Metallurgy Design Application 
Expert knowledge... yours on request 


Warehouses in Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York, San Francisco 
... connected by TWX for prompt deliveries from stock. 


B U 'TERFICLD DO IVI S lO N UNION TWIST DRILL COMPANY, DERBY LINE, VERMONT 
Butterfield offers a full line of Drills, Reamers, Taps, Dies, Milling Cutters, End Mills, Hobs and Carbide Tools 
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LINK: -BEL 


ewe 


QIMIRIBUTUR NEWS 








Full Line of Takeups 
for Conveyors-Elevators 


Offered by Link-Belt 


Link-Belt gravity, screw and 
spring takeups are available 
for easy, positive adjustment 
of head and foot shafts on 
conveyors and elevators, re- 
gardless of belt or chain 
length. Equipped with ball, 
roller or babbitted bearings, 
they can be mounted on verti- 
cal or horizontal supports, or 
sliding blocks. They're ac- 
curately finished for proper 
shaft fit—easy to lubricate. 


Three of a broad range 
of takeup types 


Greater Dynamic Strength Extends 
Life of All L 


ON DRIVES — 


Dynamic 


strength 


enabies Link-Belt 


to withstand such operational Stresses aS sprocne 


Startmg 


load 


shock, 


gor 


ON CONVEYORS — 


created by surge loads and sprocket contact 


conveying 


on 


centrifugal 


horizontal, 


Dynamic 


vertical, 


strength 


loads 


resists wear from Stresses 


assures smootn 


inclined and curved planes 


ink-Belt Roller Chain 


Equally Important 
for Conveying and 
Power Transmission 


Whether transmitting thou- 
sands of hp or gently convey 
ing cookies—every length of 
Link-Belt roller chain offers 
dynamic strength to withstand 
Stresses encountered in opera 
That's 


out- 


tion 
why it 


* Sales 

, lasts ordinary 
Meeting roller chain 
in Print 


on drives and 
conveyors 

provides the low-cost answer 
for applications requiring 
greater strength and efficiency 
dynamic strength 
Link-Belt roller 
and multiple 
and double 
cottered and 
types ; 
flat-top, crescent flat-top and 
universal crescent flat-top car- 
rying chains 


Superior 
applies to all 
chain—single 
widths, single 
pitch, riveted, 
corrosion-resistant 


Dynamic strength is the re- 
sult of special Link-Belt 
manufacturing and proc 
essing refinements, such as 
pitch-hole preparation, micro 
finish of special proc- 
essing of pre-lubri- 
cation and rigid quality con 
trol. These are combined with 
the well-known Link-Belt “ex 
shot-peened rollers 
close heat-treat control, lock 
type bushings and prestressing 


de- 


sign 


parts 


sidebars, 


tras’ 





- 


MOVING RAILCARS is one of many car spotter uses. Today many 
are being used in manufacturing plants, airports, docks, canals, 


mines, foundries, lumber yards and other facilities, 


Link-Belt Car Spotters Permit One Man 
to Move Heavy Loads Quickly, Easily 


Because it permits easy mov 
ing and accurate positioning 
of railroad cars and other mo 
bile loads—a Link-Belt car 
spotter offers substantial econ 
omies. Providing rope pull up 
to 10,000 Ibs., the car spotter 
takes the work out of heavy 
haulage permits one man 
to do in minutes what former 
lv required a crew sharply 
reduces train delays and de 
murrage 
Link-Belt car 
available with 
separate motors 
or portable types 


spotters are 
integral o1 
in Stationary 

They 


can 
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be used for hauling loads 
either direction 
properly arranged sheave sys 
tem, can be pt 
around corners and 


structions 


and with 


loads Head 
other ob 





LINK-BELT COMPANY 


Plants in 


























COMPLETE LINE OF STANDARD & SPECIAL TAPS 











COMPLETE LINE OF HIGHEST PRECISION GAGES 


PLASTIC TAP BOXES 


PROTECTED 
QUALITY 


It's apparent how Threadwell 
TAP quality is protected by 
the original plastic 

tap package shown above. 




















KEYWAY BROACHES & SETS 


BUT ... the quality of ALL 
Threadwell products is 

triple protected ... at the factory, 
in transit and in use. 
THREADWELL DISTRIBUTORS, 
too, are triple protected— 

by the consistent 

high quality and dependability 
of Threadwell products— 

by Threadwell Field Engineers 
strategically located to 
provide on the job help 
with cutting tool and 

gaging problems... and 

by Threadwell’s progressive 
distributor sales policy. 














Ask us 
about the 
Threadwell 
story. 

We know 
you'll like it. 





THREADWELL TAP & DIE CO. 
Greenfield, Mass., U.S.A. 


THE FINEST IN CUTTING TOOLS & GAGES 
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namie Action; pei Ts 


Nias-4an 
Know total uses to. winn more sales 


DURKEE 
ATWOOD 
V-BELTS 


a complete line 
serving industry 


MULTIPLE V-BELTS 


Standard Line for normal 
loads 
Premium Line with 40% 
extra capacity for high 
loads. 








GENERAL DUTY 
V-BELTS 


Power-balanced con- 
struction for maximum 
flexibility, durability and 
strength. 


STEEL CABLE 
V-BELTS 
Now available... a com- 
plete line of steel cable 
reinforced V-belts. 








DOR-TITE 
for weather ame” 
sound proofing . . draft 
stopping, etc 
SPONGE RUBBER 
fer cushions gaskets... 
mounting pads, etc. 


ele oate 








ACTUAL PRODUCTION TESTS PROVE LONGER V-BELT 
LIFE FROM D.A. DYNAMIC ACTION V-BELTS 


FACTORY SERVICE HELPS REVEAL THE POSITIVE 
QUALITY D.A. V-BELT FOR DYNAMIC ACTION 


ffered by the Durkee-Atw 


DISTRIBUTOR PROGRAM ASSURES GREATEST CUS- 
TOMER SEVIS heed DYNAMIC ACTION 


Minir 


DURKEE 


ATWOOD, 
COMPANY 


FEderal 2-0441 
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Minneapolis 13, Minn. 


DODGE New Engineering Manual 


+ ane on Dodge V-Belt Drives 


NEWS 


More than 100 pages of detailed 
information on Dodge V-Belt drives and their 
components are included in this manual which 
is available to engineers and others involved 
in the specification and selection of power 
drives. Specific advantages of Taper-Lock 
Sheaves and Dodge Sealed-Life V-Belts as 
drive components are outlined and there are 
complete selection tables for the many types 
of drives which Dodge provides. 








The engineering principle underlying 
Taper-Lock is explained and the manner in 
which this principle simplifies the work 
of installing and changing drives is outlined 
The longer life of Taper-Lock V-Belt drives, 
due to true running and accurate machining, is covered. And Taper-Lock’s unique 
interchangeability which makes possible additional savings, is clearly illustrated. 


Detailed information is also supplied on the line of Sealed-Life V-Belts which team up 
with Taper-Lock Sheaves for superior performance and longer life. 


NEW BULLETIN PROVIDES DATA ON 
PARA-FLEX FLEXIBLE COUPLING 


This bulletin just off the press gives complete information concerning 
the Para-flex Flexible Cushion Coupling. Since its introduction by 
Dodge earlier in the year this entirely new and different flexible 
coupling has won widespread interest and acceptance. Described as 
the coupling with the 4-way flex, Para-flex is distinguished by the fact 
that it takes angular misalignment, parallel misalignment and end 
float, or any combination of these three, and at the same time absorbs 
torsional vibration. This exceptional flexibility is achieved by a tire 
of synthetic tension members bonded together in rubber—a unique 
and distinctive feature of Para-flex construction. In addition to pro- 
viding detailed information concerning construction and application 
the new bulletin carries complete selection tables for all Para-flex sizes. 





9OTH TRANSMISSIONEERING CLASS GRADUATED 


Rounding out its 14th year the Dodge School of Trans- 
missioneering has graduated its 90th class. During 
the fall term three classes received diplomas, adding 
61 Transmissioneers and bringing the total number 
of graduates since the inception of the school to 1689 
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Veteran supports distributor “buying policy” 


Distributor’s salesmen adopt role playing 


Experience teaches Scott distributor’s value 


Manufacturer salutes merits of direct mail 


Suppliers vs. Outlets 
San Disco, Cau 
Your Sept. issue brings to light 
the first noticeable change in con 
structive thinking about the rela 
between “suppliers” 
“outlets” for many, 
Reference is made to the letter by 
Anthony Grenci, president, Grenci 
Machinery & Supply Co., Garfield, 
N. J. (You Said It—Sept., p. 7 
4 careful look should be 
to Mr letter 


contains two suggestions 


tions and 


many years 


given 
Grenci’s because it 
not onc 

and his second suggestion is a posi 
tive answer to many problems other 
than price Please 


carefully what Mr. Grenci outlines 


cutting note 
as his company “buying policy” 


This “buying policy”, which most 
certainly is the answer to a written 
and adhered to sales policy, will not 
be administered by an_ elevated 
stock clerk. In all likelihood Mr 
Grenci will either do the job him 
self or will train someone to think 


like he is thinking. 


What's Your Sales Policy? 

One thing is dead certain! Under 
such a buying policy, the buyer at 
Grenci Machinery & Supply will 
insist on seeing the sales policy of 
his suppliers, and that sales policy 
will have to be in writing. Also, of 
necessity, it will be part of his fran 
This, 
can be reached. 

in a very short time every manu 
facturer of merchandise such as is 
handled by of indus 
trial supplies will know that it’s a 
Gren 


chise. before an agreement 


distributors 
waste of time to call on 
Machinery & 
sale that wall fit his buying 


Supply without i 


poli \ ot 


policy. All that is necessary to jerk 
the kinks out of the price cutter’s 
backbone is for many unorganized 
distributors to follow a similar 


policy 


Handling Complaints 

With a keen appreciation of Mr 
Grenci’s suggestions about how to 
get price cutting complaints han 
that he has 
given the matter much thought, the 


dled, and recognizing 
feeling persists that no manufac 
turer could or would sit in judgment 
on one of his own distributors’ 


Besides, Mr 


know that many manufacturers can 


activities Grenci must 


make very good cases against com 
peting manufacturers and compet 
ing distributors. Who will tn 
these offenders? 

Mr. Grenci has touched a sensi 
tive nerve center when he suggests 
a place and modus operandi for the 


acing of complaints. But why not 
g 


use what is already in existence and 
expand its usefulness to some put 
All distributors should have 
their 
to whom complaints could be sub 
Such an 


gency could operate for the com 


p' se? 


in agency within association 


mitted and investigated 


plainant and the industry by and 
between the distributor associations 
the 


This procedure would 


ind also with manufacturer's 
issociation 
also call for fully supported evidence 
shut off 
speculation by gossip mongers. 


R. M. GarrsHart 


and would much loose 


«Mr. Gattshall is remembered by 
members of the industry for his eye 
opening survey, “Face the Facts”, 
published in 1926. He was instru 
mental in organizing the Joint Mer 
chandising Committee of the three 
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You Said It 


industrial supply associations which 
for two years took on the task of 
educating the public and business 
about the function of distributors. 
Mr. Gattshall was southern district 
manager for Republic Rubber Divi 
sion, Lee Rubber & Tire Co. He 


retired in 1953. 


Adopts Role Playing 


Cuariorre, N. C 
article “Role Playing” in 
113) of Inpus 


evidently 


Your 
the Sept 
DISTRIBUTION was 


issue (p 
PRIAI 
read by the majority of our person 
nel. It has been quite some time 
since the writer has personally re 
ceived as many comments from oul 
personnel on a single article as was 
received on this article 

As a result of the interest which 
was expressed by our personnel, we 
are now formulating plans for a 
Role Plaving”’ 


own in which the inside sales pet 


sales meeting of ow 


sonnel will play the role of the out 
side sales personnel calling on thei 
various he 
will be made up of our outside sales 


customers observers 
personnel, and the discussion period 
following the skit should prove very 
interesting : 

Then at our next sales meeting, 
the outside sales personnel will play 
the role of the office and store per 
sonnel and, of course, the observer 
will be the inside sales 
Likewise, the 


prove very interesting 


} 
personne 
ps Ui 


discussion shoul 


I certainly anticipate that, as 


result of employing the “Role Play 


ing” technique, our outside and in 
side salesmen will have a 
respect for the other man’s prob 


lems and that each will have learned 


greate! 


CONTINUED ON PAGE 10 





The Big Swing to 


AS 








8) Trademarks Registered 


' 50 by The Lunkenheimer Co. 


150 Ib. S.P. 
300 Ib. W.0.G. 


R 
LQ600-200 
200 Ib. S.P. 550°F. 
400 Ib. W.O.G. 
Ye” through 2” 


LQ600 is the most important valve devel- 
opment in 25 years. No other valve has won 
such widespread acceptance in so short a 
time. Case history reports from industry- 
after-industry highlight the spectacular 
maintenance savings it offers. 

Lunkenheimer developed and pioneered 
such outstanding valves as LQ600, Luncor 
PVC, King-Clip, Causul Metal, Regrinding, 
Space-Saver Needle, and Renewo, together 
with maintenance-saving lubricating and engineering 
devices, that have earned a reputation for quality and 
performance unmatched by any other line. Stock the 
complete line . . . and sell the outstanding maintenance 
savings it offers. Never before in history has quality 
equipment been so much in demand. 


LUNKENHEIMER 


QUALITY 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





Lunkenheimer 








_proof of a 
Job well done 


mn Thanks to the progressive selling program con- 
HHI . ‘ : . 
Fig. 906BS Needle ducted by Lunkenheimer Distributors, more 











and more industries all over the country are 
realizing that they ‘“‘can’t find the cost of a 
valve on a price list.” Through your efforts, 


Fig. 73PS RENEWO™ 





top management, plant operating personnel, 

peat and purchasing executives are becoming in- 
creasingly aware that they cannot afford to 

hedge on quality. With maintenance costs at 

the highest level in history, quality equipment 

is the lowest-cost investment they can make 

the only means they have of bringing 

maintenance costs back down again. Many 

Lunkenheimer Distributors are using this idea 

wid to back up every top-quality line of equipment 
Hab they sell. It’s a powerful selling theme, and 
the results prove it. It built bigger sales in 1957 


ny 
Fig. 2600 LUNCOR PVC” ... and it can do an even bigger job in 1958. 


*°BRONZE IRON ¢eSTEEL ¢* PVC 


NAME N VALVES 
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TULL as 


eo. es 


SOCKET SCREW 
PRODUCTS 


Perhaps you've been looking for a socket line 

that meets your particular requirements for quality, 
variety and service. If so, you'd be doing 

yourself a favor —and us, too—by checking into the 
Blue Devil line. Better do it now.... 

make a date to see the Blue Devil E1cut! 


Pl Daril 


MEMBER ASMMA 


Actual cross-section diagram shows how cold forming 
of Blue Devil Socket head insures unimpaired fiber continuity. 


Sold only through Authorized Industrial Distributors 


Casare Comat Cenew Co 


6501 North Avondale Avenue ® Chicago 31, Illinois 


Warehouses at: Los 7 Son Francisco, Detroit, New Haven, New York City 
SOCKET SCREWS EXCLUSIVELY! 
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You Said It 


STARTS ON PAGE 7 





advantage in a system of distribu 
tion that gives the producer control 
from mill to customer. But I would 
venture to predict that anyone, who 
proceeds in that direction, will 
eventually wind up with a system 
that looks very much like the or 
ganization he could have had, if he 
had made a sincere attempt initially 
to work with the distributors already 
in business. 

G. WILLING PEPPER 
Vice-President 
Scott Paper Co. 

*From a speech delivered by Mr. 

Pepper at the fall convention of the 

National Paper Trades Association 


in Chicago. 
Direct Mail Pays Off 


Wasuincton, D. C. 

Direct mail has an important and 
often overlooked auxiliary role as 
an “indirect” or “soft sell” adver- 
of 


and a means 


a company’s ad 


tising medium 
“merchandising” 
vertising. The importance of this 
“indirect” role should not be dis 
counted simply because it is not 
designed to—and therefore does not 
—produce replies. 

In the industrial field, at least, 
most direct mail falls into this cate- 
gory. There are external, “soft sell” 
house organs; direct mail literature 
prepared for the use of dealers; and, 
direct mail and internal house or 
gans designed to “merchandise” the 
company’s advertising and promo- 
tion programs. 

\s an example of the first, we 
send a quarterly house organ, “The 
Power Tool Instructor”, to some 
38,000 vocational and industrial arts 
instructors. 

We cover the hobby and light 
commercial markets with a_ bi- 
monthly publication, “The Delta- 
gram.” This is actually sold direct 
to consumers on a dollar-a-year sub- 
scription basis and circulation is 
over 50,000. This, too, is soft-sell- 
ing. 

We can’t count the results of this 

CONTINUED ON PAGE 4 





AT YOUR 
SERVICE-:: 








the NEW MARVEL SAWING 
DEMONSTRATION ROOM! 


How would you like to run sawing tests on your own material 

watch demonstrations under actual working conditions, of the 
world’s most modern hack saws and band saws—and compare, if 
you wish, band sawing and hack sawing to see which type of saw 


lete Marvel is best for you? 


H ck Saws an You are cordially invited to come in to see and make use of the 
Line of a ting! Sawing Demonstration Room—the most complete and up-towlate 
5 ws Operatin P facility of its type in the country Staffed by experienced metal 

Band a - sawing engineers and technicians, the Sawing Demonstration Room 
has been set up for your convenience. We sincerely believe you will 

find it interesting and helpful in your selection of metal sawing 


...- available for equipment. 


demonstration or , 

Here, you will see the most modern single cut and automatic bar 
testing on your feed hack saws and band saws (including the all new MARVEL 
own material! No. 81 and 81A Universal Hydraulic Band Saws equipped with 
the amazing “TRUE-LINE” Automatic Blade Control (Basic 
Patent Applied For) and using High Speed Steel Band Saw Blades 


The Comp 


If you have any type of sawing problem, or if you would just like 
to come in and see a demonstration of the fine cutting MARVEL 
Saws can do, the Demonstration Room is always open to you 





ARMSTRONG-BLUM MFG. CO. 
5700 W. BLOOMINGDALE AVE., CHICAGO, ILL 
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DEMING PUMPS 


DISTRIBUTOR PROGRAM 


SALES POLICY: Deming Pumps and Water Systems are sold through selected 
distributors. This policy has been effective for more than 75 years. 


SALES HELP: Deming Factory Representatives work in close cooperation with 
Deming Distributors and their Salesmen to help solve customers’ pumping problems. 


SALES SCHOOLS: Deming Pump Schools extend the “know-how” of experienced 
pump men to Distributors’ Salesmen. This program has proved successful in many ways. 


ENGINEERING POLICY: Design and development of Deming Pumps and Water 
Systems are based on time-tested principles of hydraulic engineering. 


MANUFACTURING POLICY: To help Deming Distributors meet a wide variety 
of pumping needs with a full line of diversified types and capacities of Deming 
Pumps and Water Systems. 


CATALOG SERVICE: An exceptionally complete catalog service is always avail- 
able to Deming Distributors and their Salesmen. 


SALES PROMOTION: In addition to a continuous program of advertising in business 
and industrial publications, various other forms of promotion help pave the way 
to sales for Deming Distributors. 


THE DEMING COMPANY 


511 BROADWAY «+ SALEM, OHIO 
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Another reason it pays to sell CHICAGO Fasteners 


Special Process Makes CHICAGO Fasteners 
Stronger... Safer...Easier to Sell 





These screws are entering a specially designed furnace. When they ae 
leave it, they’re better fasteners—ehaving received an extra margin of Superior fastener quality . . . with 
strength from CHICAGO’s Carbon Restoration process. a performance “‘plus’’ for all heat- 

Steel hardness depends on carbon content. In the processing of steel, treated items — CHICAGO’s special 
some carbon is lost from the surface—leaving a thin layer of softer, Carbon Restoration process. 
weaker material. The scientifically controlled Carbon Restoration process Industry’s broadest protection on 
replaces this carbon . . . provides uniform hardness throughout each sales in your territory. 
fastener . . . assures superior resistance to fatigue, wear, shock, and Preferred by leading manufacturers 
vibration. throughout industry. 

Offer your customers the advantages of Carbon Restoration with all A complete fastener line... over 
CHICAGO socket screw products and heat-treated cap screws. Their extra 4,000 cataloged standard items. 
quality is one of many reasons leading manufacturers prefer CHICAGO Continuing saleshelp, Fastener ex- 
fasteners . . . making them a fast moving, highly profitable line. And, perts selling with you and for you. 

THE CHICAGO SCREW COMPANY ‘rs you industry’s broade: C . Pes 

THE CHICA CREW COMPANY offers you industry’s broadest protection Fast service andidelivery. 

on sales in your territory. s 
We've just completed a new booklet which gives the full story on tig Ve cont wl eng me - 2 

Par “7 . r - 

why it pays to be a CHICAGO distributor. Write our Standard Products oe ee 
“ies . your customers, 

Division for your copy. 


THE CHICAGO SCREW COMPANY 


ESTABLISHED 1872 e@ DIVISION OF STANDARD SCREW COMPANY 


2701 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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One of a Series: Germs You May Know 


Genus: 


Policymysticus 


Are You a Victim 
of Policymysticus? 
Policymysticus is a germ which causes distributor diseases known 


as Erratic Operation, Chronic Misunderstanding, Loss of Sales, 
and Businessman’s Frustration. 


This germ is transmitted by manufacturers whose policies di- 
rectly affecting distributors are mysterious, obscure, not written, 
not comprehensive, not realistic or not reliable. 


To help distributors operate confidently and smoothly, FORT 
WORTH policies have been established firmly on matters of 
vital interest to distributors — such as selective distribution, 
direct orders, OEM accounts, sales promotion and market de- 
velopment aid, product service and availability etc. Policies are 
set forth clearly in writing and given to distributors. Too, the 
FORT WORTH Distributor Advisory Council is asked periodi- 
cally to review our policies and make suggestions for improve- 
ment in light of new conditions. 

We'd be glad to send you a copy of the FORT WORTH 
Distribution Policy (and a set of “germ” pictures suitable for 
display). Just write us, P. O. Box 1038, Fort Worth, Texas 


Fort Worth 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PROOCUCTS TODAY 


SCREW CONVEYORS 


ROLLER-CHAIN SPROCKETS V-BELT SHEAVES 


= 


Warchouse Stocks in e Fort Worth e Jersey City «© Memphis ¢ Atlanta e Chicago ¢ St. Louis 
Kansas City ¢ Odessa ¢ Houston ¢ Oklahoma City ¢ Denver ¢ Los Angeles 
San Francisco ¢ Portland 
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a great deal more inside and outside 
selling. 

Upon completion of these two 
meetings, we intend to use “Role 
Playing” in product education for 
our personnel. 

Our thanks to you for publishing 
this splendid article. 

W. J. CasHMan 
Branch Manager 
The Henry Walke Co 


Why the Distributor? 
Cuicaco, Iu 
In any industry where one person 
makes the product and another per 
son sells it, the producer and the 
distributor are as interdependent as 
the two halves of a pair of scissors 
In an experiment conducted by 
our firm several years ago, we took 
over the operation of a distributing 
organization in Binghamton, N. ¥ 
We operated this organization for 
one year and, at the end of that 
time, we were delighted to disasso 
ciate ourselves from this particular 
phase of industrial marketing 
Nevertheless, the 
taught Scott that many of the prob 
lems faced by merchants are very 


experience 


real indeed 

I cite these factors as the major 
considerations in Scott Paper Com 
panys decision to work toward 
100° shipment through established 
distributors 

1. The problem of maintaining 
idequate warehouse stocks. 

2. The problem of billing hun 
dreds of customers in a given local 
market. 

3. The fact that many local com 
panies prefer to deal with local 
merchants, rather than branch ware 
houses of national organizations. 

4. Necessity for handling thou 
sands of local problems that require 
the immediate attention of a local 
representative with an _ intimate 
knowledge of the customers’ needs 

I will grant that there is some 


CONTINUED ON PAGE 18 





They're doing your 


“Prospecting” 


1200000 times % 
each month 


ACH MONTH—month after month—Goodyear 
trade ads track down your industrial rub- 
ber goods prospects among production supervi- 
sors, foremen and men-on-the-line. From the 
pages of 25 most-read journals, they capture 
attention—then pound home the story of the 
quality of Goodyear products. 
Most of the stories are on-the-job case histories. 
They not only spotlight the superior performance 
of rubber products by Goodyear—they dramatize 
this performance in actual work-settings, famil- 
iar to readers. And they speak in language these 
men understand. 
More than that, these ads make Goodyear pros- 


pects your prospects. Virtually every one of the 
1,200,000 messages each month directs the 
reader to see his “nearest Goodyear Distribu- 
tor.” And Goodyear has been telling them that 
since 1944. 

The result: many a prospect soon on the phone 
to you. What’s more, they’re presold prospects. 
Often it takes only your call—a few clinching 
arguments—and you've got an order. 











And remember—Goodyear’s “distributor-come- 
first” campaign is unmatched anywhere in the 
industry. For the full story on how you can make 
the most of it—-write: Goodyear, Industrial] 
Products Division, Akron 16, Ohio. 


GOOD/YEAR 


THE GREATEST NAME IN RUBBER 
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Stand-out Power for Fast, High Pressure Lubrication! 


AALE MEET E .cnrac 


er gu 


AIR-POWERED “711-A”’ 


Many plants that have outgrown hand-gun lubrication 
can save lubrication time outdoors or indoors— anywhere 
in the plant—with this highly portable air-powered 
pump. Pivot-swing dolly holds container upright at any 
pulling angle. Powerful pump delivers 14% oz. of 

gun grease per minute at 70°F. Holds 25-, 35-, or 50-Ib. pail 
—or 70 lbs. of grease. Dynamic primer assures 

positive priming. Model 711-A. 


Electric-Powered “Porta-Kart”’ 
Only 18” wide . . . easily moves 
through narrow aisles. Capacity, 12 
pounds... . delivers 13 oz. of pres- 
sure gun grease per minute. Auto- 
matic switch shuts off motor when 
5,000 Ibs. of pressure is built up 
Model 7182-8 


Air-Powered “Rockcrusher”’ 
Handles heaviest greases —even in 
cold weather. No air pockets! Ca- 
pacity, 40 Ibs. Develops up to 5,000 
Ibs. pressure .. . delivers 11 oz. of 
fibrous or 17 oz. of light-bodied 
lubricant per minute at 70°F. 
Model 6288. 


STEWART 


ALEMITE sw 


WARHER 
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MAUREYMATIC 
VARIABLE SPEED 
TRANSMISSIONS 


MAUP CY a .wuercrunne conronarion 


2907-23 S. WABASH AVENUE, CHICAGO 16, ILLINOIS 


you've got it good 
with the MAUPeY tine 


EVERY THING in V-Drives from FHP to 600 horsepower. 


QUALITY brands like Hi-Q V-Pulleys, Mor-Grip V-Belts and 
Ful-Grip Q-D Sheaves. 


ENGINEERING help from the Maurey factory when a customer 
wants it. 


DELIVERY from Maurey warehouse stocks on time, anywhere. 
SPECIAL DESIGN V-Pulleys in OEM quantities. 


SALES HELPS, catalogs and manuals that stand out from 
the pack, inform and sell. 


PRESTIGE built solidly on Maurey's 40-year record of 
guaranteed customer satisfaction. 


PROTECTION and full cooperation in your territory. 


CONFIDENCE that goes with selling your customers the top 
quality v-drive line. 


REPEAT BUSINESS over the transom that results from 
true-running, efficient Maurey performance. 


b 


HI-Q V-PULLEYS 


MOR-GRIP 
V-BELTS 


To Qualified Distributors we shall be glad to present details on 
guaranteed protection in several territories. Write for information 


Maurey Catalog Lineup 

F-10 for FHP V-Drives—MVD-56 for Multiple V-Drives—V-55 for FHP 
and Multiple V-Belts—MM-56 for Maureymatic Variable Speed Trans 
mission—Maurey V-Drive Engineering Manual! for all V-Drive Users 
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DISTRIBUTOR OF 


FLEXANGLE 


A TIP TO 
STEP UP 
SALES 


When you FlexAngle distributors are 
selling the features of the “Complete 
Angle”, make sure you point out that the 
14 ga. and the 11 ga. make a perfect 
marriage, and when matched in construc- 
tion provide exclusive sales features: 


VERSATILITY — and complete interchange- 
ability that's possible only with FlexAngle's 
uniform bolting arrangement of both gauges. 


STRENGTH — where added strength is 
needed by combining the two gauges. 


ECONOMY — because one section of 11 ga. 
will often replace two sections of 14 ga. 
without disrupting the design. 


Feature-facts such as FlexAngle’s ex- 
clusive 3 bolts in bearing at every joint, 
built-in measure marks for cutting ease, 
and rust preventive finish step up sales 
for all FlexAngle distributors. It’s easy to 
tell the story of the “Complete Angle”’. 


FLEX“ANGLE 


UNIVERSAL SLOTTED ANGLE SYSTEM 


FLEXANGLE CORPORATION 


278 PARK ROAD, WEST HARTFORD 7, CONN. 
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type of promotion. But letters from 
readers, requests to be put on the 
mailing list, and comments from 
our own dealers and salesmen are 
good indications. 

In one year we produce for mail 


ing by dealers approximately 1,300,- 


y 
! ioe) 


000 pieces of literature at a cost of 


wer $50,000. We furnish these at 
no charge, so that our dealer’s finan 
il investment is limited to the cost 
f imprinting and postage. We feel 
that, if dealers will pay these costs, 
they will make good use of the 
naterials we provide 
Che first target of out 


efforts is our own sales 


merchan 
sing 
e. You can’t expect a sales 
force to become automatically en 
thusiastic about anv advertising o1 
promotion program 
To accomplish this, we issue a 
regular inexpensive internal house 
organ directed to our salesmen, a 
publication in which planned pro 
motions are explained and “sold” 
long before they break 
As for dealers, Delta uses a large 
lume of direct mail to enlist their 
pport for new and continuing pro 
rams. Preprints of all individual 
ids are sent to them in advance 
vith letters explaining the purpose 
nr € ich 
BERNARD D. Cox 
Advertising Manage 
Delta and Walker-Turnei 
Power Tool Divisions 
Rockwell Mfg. Co 
*From a speech delivered by Mr. 
Cox at the 40th annual convention 
of the Direct Mail Advertisers Asso 
ciation in Washington, D. C. 





ConrrisutTions to “You Said It 
Icome from all readers. Write 
n any topic you like; we'll publish 
ind, if you do not want to | 
lentified, you can rest assured that 
know how to keep a secret 
Just send vyour letter to the 
You Sam Ir Eprror, INpustria1 
DistripuTion, 330 West 42nd St 
New York 36, N. Y 
The Editors 

















QUICK SHIPMENT 
FROM FERRY CAP 


Your order to Ferry Cap is filled fast because 
big stocks of Standard Fasteners are always 

on hand in a complete range of sizes. 
Continuous planned production and inventory 


control assure maintenance of high inventory, 


if 


ready for immediate shipment. 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 


2153 SCRANTON ROAD CLEVELAND 13, OHIO 


HI-CARBS— double 
heat-treated for strength 
LO-CARBS— bright for 


regular use 


“mie 


rs MUTE geared n ASR SER 


Set Screws 
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Mr. A. J. Glesener, owner, A. J. Glesener Company, Inc. 
San Francisco, California 


“There's an awful lot of power tool business to be had and we 
got a big increase in the first six months with the SKIL plan. 
It worked all the way down the line. As a result, our SKIL sales 
are more than doubled over last year and the men are still 
making sales at a terrific rate." 














Mr. William J. Cashman, assistant vice-president and 
manager, The Henry Walke Co., Charlotte, N.C. 


‘We've needed this program for years. Something with spark. 
Something to get attention—to stimulate power tool sales. 
This year SKIL developed a sound selling story with plenty 
of good ideas. Our results so far indicate a big year in SKIL 
power tool sales." 

















Mr. Joseph J. Badalli, president, Standard Equipment 
and Supply Corporation, Hammond, Indiana. 


*‘No doubt about it! This SKIL selling plan did great things for 
_ sour power tool business. A substantial increase so far this 
; year. My salesmen think it's great. New tools made sales 
calls easier. It has meant hot power tool sales for us." 








_,. 31% to 109% INCREASE © 
1957 SKIL Power Tool Sales 


Success Formula: 


Three distributors in three separate 
regions of the country put the same 
SKIL sales plan into effect in 1957. Top 
management enthusiastically accepted 
the complete program and can now 
report substantial increases in their 
SKIL power tool sales. Each company 
took the same plan and made it work 


to their sales advantage. 


You, too, can enjoy similar benefits 
when you use the SAVE with SKIL 


selling plan. To SKIL distributors, 


the current promotion has meant greater 


enthusiasm, fewer turndowns, increased 
sales, more profits. Write SKIL direct 


if you would like complete details. 


SKIL Corporation, manufacturer of famous SKIL and SKILSAW 
Brand products, 5033 Elston Avenue, Chicago 30, Illinois 
In Canada: 3601 Dundas Street West, Toronto 9, Ontario 





1. The Up-To-Date SKIL Tool Line 


New and improved products maintain 
competitive lead. Active line increases 
rate of turnover. 


mene nes 0! 
TESTIMONIAL LETTERS 


ey et 6 ey 
= & oe 


YOU SAVE WITH 


SKILL Wis 


2. Complete SKIL promotional program 


Selling theme, direct mail, local ad- 
vertising, premiums, envelope stuffers 
each part of this program keeps sales 
moving. 





These Rubber-Cushioned, 
MULTI-USE STOCK ABRASIVES 
DO THE WORK OF SPECIALS.... 


GIVE A COMPLETELY NEW, WIDER CONCEPT 
OF ABRASIVE APPLICATIONS 


Brightboy gives you something definitely different 
for your customers. A unique working action note- 
worthy for newness and versatility. Frequently 
reduces BURRING, FINISHING, CLEANING, 
POLISHING to a single-step operation. 


Special formulation is responsible for Brightboy’s 
exceptional adaptability. Abrasive grains and “cush- 
ioning” rubber are evenly dispersed throughout the 


compound. Rubber and abrasive work simultaneously. 


STOCK NUMBERS are job-matched to customers’ 
regular and special requirements. Silicon Carbide and 
Aluminum Oxide grains, each from extra fine to extra 


coarse, in soft, firm and tough rubber binders. 


Distributors and their salesmen are enthusiastically 
selling the versatility of nationally advertised, nation- 


ally known, nationally demanded Brightboy. 


There is a very profitable place for you in the sales 


: . TOs AVIN FEATURES 
picture of volume-use Brightboy. Write today for TIME $ G 
Brishther’s attractive sales proposition. Works to close tolerances 
Can be shaped to contour 


Produces conventional and special finishes and potterns 
frequently the final polish 


BRIGHTBOY INDUSTRIAL DIVISION No before-use preparation or dressing 
WELDON ROBERTS RUBBER CO. No skilled labor required 
95 North 13th Street Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives GENERAL USES 
Removing light digs, tool and heat marks 
Cleaning welded and soldered joints 
Burring and finishing castings, stampings, 
machined and molded parts 


Maintenance of tools and machinery 
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a aR 
UNION DISTRIBUTORS 
CAN DELIVER PROMPTLY 


%, ef 


- = . . 
4 > arr © 
es 


«* 


‘ 
Ot the er 


Each of Union's seven strategically located warehouses carries a heavy stock 
Union line. Warehouses are connected to each other and the home plant by TWX 
means you get what you want, in the quantity you want it, when you want it. You ge 


business . . . more profits as a Union Distributor, because you sell a complete line th 


be delivered prompll y. 


UNION 


TWIST DRILL COMPANY, Athol, Massachusetts 


Manufacturers of a full line of Drills ¢ Reamers « Cutters « End Mills « Hobs and Carbide Tools. Worehouses: Atlanta *« Chicago « Det 


Los Angeles * New York and San Francisco. S$. W. Card Division, Mansfield, Mass. Butterfield Division, Derby | 
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"DAYTON LEADS in 
over our 10 other 


Mr. William J. Phifer, President, Howe Distributing Co., Gastonia, N. C. 


“In the 10 years that we have been dis- 
tributing Dayton V-Belts, we have aver- 
aged 50% dollar-volume increase annu- 
ally and the demand has grown to the 
extent that Dayton now leads in dollar 
sales over our 10 other key lines. 


“With its Field Surveys, Dayton helps 
us perform a high grade of service for 
our customers. Our local Dayton repre- 
sentative visits customers in textile 
mills, cotton gins, bakeries, furniture 
factories, and a variety of other plants 
to record the type and size of the V-Belts 
in use. With this information, we can 
tailor our inventory to meet the specific 
requirements of this region, and give 
our customers exactly the right V-Belt. 


“George Steele (left), the Dayton representative, 
spends part time of every month with our salesmen. 
Here he’s helping make a follow-up call to a 100% 
Dayton customer who has 120 matched sets of V-Belts.” 


“At the same time, the Dayton man 
works with us to help customers deter- 
mine the best possible V-Belt for their 
particular jobs, and give them preven- 
tive maintenance tips to increase the 
usefulness and efficiency of their Dayton 
V-Belts. This type of manufacturer- 
customer contact has helped tremen- 
dously to build up goodwill that no 
amount of money can buy. 

“Maintenance men freely admit that 
Dayton V-Belts are the finest on the 
market. This, plus service, availability 
and the type of field help we get from 
the Dayton representative, all go a long 
way towards making Dayton V-Belts 
our leading line.” 


“As Distributor for the only truly complete V-Belt line on the 
market, we can supply our customers with the correct V-Belt 
for every type of V-Belt Drive. Buying all their require- 
ments at Howe also means the convenience of one billing.” 
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doliar sales 
key lines” 


“Dayton has designed a complete, hard- 
hitting promotion package around their 
wall charts, direct mail, specialized and 
general catalogues and the most authori- 


tative V-Belt design handbook written.” T=) 
awtom i ex 


World’s Largest Manufacturer of V-Belts 


1957 


THE DAYTON RUBBER COMPANY 
industrial Replacement Division, Dayton 1, Ohio 


I want to know if the Dayton Franchise for my area is 
available. Please send full details. 


name — 








“With Dayton Field Surveys guiding our 
inventory policies, we can anticipate fu- firm 
ture demands, stock these items in depth, 


and give our customers one-hour service.” city —zone 
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3M SALES TIPS of the 


Six hot leads to help 3M Distributor Salesmen 


develop new selling 


MASKING TIP 


Sell © 3M” > quality! sales 
janded 4 nice order © hen he - “5 
to this metal cabinet manufacture j 
that 4 wang” Coated Abrasive 
pise would last twice aS jong = 
the discs the company had — 
rovide 4 better finis 

rll find the quality 


abrasi¥ es: 


using, and P 
Try it--- you 


story will sell more 





Try this idea on the chrome-plat- 
ing plants in your territory —stop- 
off masking with “SCOTCH” 
Brand Plastic Tape No. 470! A 
salesman suggested it to this air- 
craft engine manufacturer, who 
found that the tape’s positive, pres- 
sure-sensitive adhesive insured 


quick, easy masking. 


rare TIP 





Do what this enterprising Western 
Distributor does—use a rubber 
stamp, an ink pad and the product 
itself to pre-sell “ScoTCH” Brand 
Filament Tape! He simply hand- 
stamps this message on every Cus- 
tomer shipment closed or rein- 
forced with the tape. Try it . . . it'll 
help you sell more, too! 
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MONTH... 


opportunities in industrial markets 


Any 


near you 
this idea 
ane propel 
time bY ies 


pl 


“ScoTCH 
902. It gives n 


and No. 202 Tape 


NO 


airport 


ance shops 


mainten . 
aterested It 


9 They'll be 
orizing 
ne usual 


with 


ait- 
cystom-col 
ers in half ul 

, ing 
-mas kine al 
Masking Tape 


Brand esults, 


eat, trim r 


5 super-thin _ 
“build-up - 


call- 


t 
imizes pain 


SALES are 
where you find them 


and when your line includes “3M” 
Brand Abrasive Products and “ScoTcH” 
Brand Pressure-Sensitive Tapes, you can find 
sales opportunities everywhere. Look at these 
typical examples . . . chances are there are 
prospects like these in your territory! 


It pays to be a 
“3M” DISTRIBUTOR... 


e You're selling the best “SCOTCH” 
Brand Tapes and ““3M” Brand Abrasives are 
known the world over for quality and 
economy 


per min 
e You're helped by steady promotional sup- 


port... a well-planned year-round advertis- 
ing program helps pave the way to sales 
for you 


ABRASIVE Tl Pp e You're equipped with a constant supply of 
ROLL sales helps ranging from comprehensive 


manuals to demonstration kits. movies 
sound-slides. 





aT at vel Ity 
architectural metal specialty | 
Think arc e You're assured factory technical assistance: 


firms are hard to sell on new math including recommendations of special ap- 
ods? Here’s one that wasnt plications and materials. Always available 
they were using hand files to blend to you. 
the surface on aluminum tube rail- © You're protected because you're key man 
ing, but switched quickly when a in our policies and plans. You get maximum 
salesman showed them how a strip credit for factory-made sales, and opportuni- 
of “3M” Coated Abrasive would oo = cash in on inquiries from your 
: ‘ erritory 
" . *tter, faster. ’ 
Soe e You're first with new products. Minnesota 
Mining and Manufacturing Company’s re- 
search program assures you the newest and 
best products on the market 


Know these products of 
3M RESEARCH... 


Gotacustomer witha complicated, 


metal finishing job? 
“3M” portable 


Pressure-Sensitive Adhesive Tapes 
Coated Abrasives + ‘'Safety-Walk”’ 


Sold worldwide under the trademark 


multi-step 
Suggest the new 
“pG” Wheel. A salesman did to 


this Midwestern auto die maker, 


helped the company cut their , yt 
y from 
finishing operations 40°; —!rot co i CH 
5 steps to 3—and achieve an out BRAND 
standing finish as well. 
Made in U.S.A. by MINNESOTA MINING 
Offices: St. Paul 6, Minn. in Conada: P.C Box 75 
Export Soles Office: 99 Park Avenue, New York 


vcr 
te Oe 


* 
®seaec™ 
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Fieads like this give 
nobody hneadcdaches... 





when every arill is 


IVIOER 


Automation stays in operation, when 
the cutting tools are Morse-made. For 
every Morse Tool in every set-up is the 
same top quality as every other. And 
Morse Tools stay that way because of 


Morse leadership in design . . . in exclu- 


sive production methods and machines 
. . and know-how in applying the right 
tools to the job. 
That’s why the Morse-Franchised Dis- 
tributor is ‘the man with the MOST in 


the whole cutting tool industry.” 
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in Cutting Tools 


MORSE TWIST DRILL & MACHINE COMPANY NEW BEDFORD, MASS. 


A Division of VAN NORMAN INDUSTRIES, INC. 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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» MACHINE BOLTS © 
, REPUBLIC STEE ise 
Sa te aA wa ane 


$d 


rte ia 


ie. Se os eee PRODUCTS 





COLD FINISHED BARS—supplied in rounds, squares, hexes, flats and special FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
sections in standard and special steel! analyses, plied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
@ complete line of fittings and clamps. 


REPUBLIC 


Woldi Wideat: Kange oY, Slandard Steels 
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The best sales help you can get is a brand that 
sells itself—a brand that not only inspires cus- 
tomer confidence, but one that provides top qual- 
ity, intelligent packaging, effective selling aids 
and is intensively pre-sold to every customer 
you serve. 

In the field of fasteners, the brand that does all 
this for you, and more, is Republic. Here’s why: 

First, the quality and reliability of Republic 
Bolts and Nuts is aggressively pre-sold through 
continuous advertising in consumer, business 
and trade publications. Republic’s precise manu- 
facturing control from raw ore to finished 
fastener assures your customers of consistent 
excellence in every unit. 


Second, a complete range of literature is 


PROFIT 





ROOF DRAINAGE PRODUCTS—c complete line that's competitively priced and 
ready to use. These high-quality products are available in galvanized steel and 
ENDURO” Stainless Steel. 


STEEL 


ant Steck Froducla 


Better Products build Bettor Proftta... ell 


REPUBLIC BOLTS and NUTS 


available to help you maintain and sell all of the 
fasteners your marketing area requires. 


Third, Republic Bolts and Nuts can be fur- 
nished in bulk, or packaged. When packaged, 
convenien, multiples of the entire standard line 
require only 13 different packages, spill-proof 


in design, bearing high-visibility labels for ease 
of handling and stocking. 


Finally, you lose no orders through holes in 
your stocks when you sell Republic Bolts and 
Nuts. Over 20,000 standard and 8000 special 
types and sizes enable you to fill virtually any 
customer requirement. 

For complete information on building better 
profits with Republic Bolts and Nuts, contact 
your local Republic sales office, or mail coupon. 


STEEL SHEETS—for ao wide variety of fabricat ng or repair appli 
cations. Available in ENDURO” Stainless Steel, Electro Paintiok 


Continuous Galvanized —steel or copper-steel base, Gal 
nealed— steel or copper-steel base 
REPUBLIC STEEL CORPORATION 
DEPT. C-36288 
3156 EAST 45TH STREET + CLEVELAND 27, OHIO 
Please send me more information on 
©) Fasteners O Flexible Plastic 
0 Roof Drainage Products C) Steel Sheets 
(1) Cold Finished Bars 


UD ccntnctennnnictiini 
ees 


Address 
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FIG. 3003—Steel 0.S.& Y. Gate 


FIG. 375—Bronze Gate Valve 
Valve for 300 Pounds W.S.P 


for 200 Pounds W.S.P. Union Bon- 
net-Inside Screw Rising Stem 


FIG. 2608—Bronze “WS” Full Flow Glo 
FIG. 6061—600-Pound Valve for 200 Pounds W.P. Fuller flow 
Steel Swing Check Valve. less turbulence and pressure drop 


ego 


Designed for long life, designed for dependable service 


Consult your Powell Valve distributor for all the facts about quality proved bronze, iron, steel and 
corrosion-resistant valves. No matter what the flow contro! problem, a Powell Valve can solve it . . . better. 


THE WM. POWELL COMPANY, CINCINNAT! 22, On10... 1lith YEAR 


PS. This io just one of many ads appearing im trading magasines that tulp you sell POWELL VALVES! 
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COSTLY “DOWN TIME” REDUCED! 


@ You can keep your drilling oper 


and high performance of CLE-FORGE High Speed Drills. These fine quality tool 





Uniform quality 


superior performance On every set-u{ and you can rel 


CLE-FORGE High Speed Drills uniformity day after day, month after month, year afte: 


< Why not ask a Cleveland Service Representative { 
can help you reach tions on reducing “down time” and increasing production it 


shop? Contact our nearest stockroom, or 


production quotas TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


This advertisemen 


th « lead 


mHECLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 « Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Lid., London W. 3, England 





could I find unmbleached muslin?” 








“Where in Kalamazoo 


“I FOUND OUT 
IN THE YELLOW PAGES” 


says Mr Jack Hartung 
Netional Purchamng Agent of Se Regis Paper Co. 
New lay 


“You can beat the Yellow Pages of the triephone 





America’s Buying Guide for Over 60 Years! 





a = 





“Where do we locate 
mew sources of supply?” 





“WE RELY ON THE 
YELLOW PAGES" 


explains WE. Marsh, Head of Purchases 
Monroe Calculating Co. New Jersey 


“We comerder the Yellow Pages one of our most valuable 
relereace books im our purchasing operation They are 
paruculerty helpful im loveting aew sources of supply 
We buy shout 50% of our materials in the New York 
and New Jersey area. We leo rely om the classified 
directory to bad supphers or unueuel stems 
Purchesung agents im every held fed 
the Yellow Pages on indispensable 






= eource of buying information. Keep 
Yellow Pages directory handy to help you 


locate the supphers and services yo 


America’s Buying Guide for Over 60 Years 








Purchasing Profiles 








“When we're developing « new product 


we want a complete choice of suppliers.” 





“TRE YELLOW PAGES GIVE 
US THE CHOICE WE NEED” 


seve TJ Millon, Purchasing 


Cherry Burrell Corp. Chicago, Vlinots 
« 


Manulecturers of Foos 
‘We find the Yellow Ea 





4 - 


America’s Buying 





Meet some of the men 


who make your YELLOW PAGES 


advertising pay off! 


Ads like these — appearing in PURCHASING magazine 


through the year— remind Purchasing Agents and 


buyers of industrial supplies to use the Yellow Pages 


as their local buying guide. 


Profit from this continuing advertising campaign... 


place your sales messages and complete buying 


information under appropriate headings in the 


Yellow Pages to make it easy for prospects to find you. 
S ; I ] } 


Call your telephone business office for further information. 
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“What's the best way to find 
local suppliers and sub-contractors?” 





“WE FIND THEM FAST IN THE 
YELLOW PAGES" 


says Nicholas R. Lichwar, Purchasing Agent 


Die Supply Co. (dixxmon of E ©. Bliss ( 
( leweand (imo 
The Yellow Pages are am casential reference book in 


our purchasing operation We use them regularly to 
fad most suppliers cepecially for new 
materisis...and te locate sub-contractors i 
Cheweland eres.” 
Purchasing agents in many Gelde value the Yellow 
9, Pages for giving them such » com 
plete selection of aupphers Yow! 
he find they provide quick, heady 
Poges | "elerence for both regularly and 
occamons!ly purchased maetenals 


Find Pees 
, 


Yellow 


— + amd services 


America's Buying Guide For Over 60 Years! 








Find Your 
Nearest Distributor 
In The 


Yellow Pages 


Advertisers of branded industrial 
products like Borg-Warner (York 
Division), Briggs & Stratton Corp., 
Bryant Manufacturing Co., Western 
Tool & Stamping Co., Yale Hoisting 
Equipment, are using the Yellow 
Pages to tell buyers where to find 
their local distributors. 
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Ra) PROOF COIL AND BBB CHAIN 
QO) LUMINATED 


Here’s a brand-new merchandising feature in those old reliables: 
Proof Coil and BBB Coil chain—3¢, 14, 3% and *¢ inch— 
made by Hodell. 

It’s the lustrous LUMINATED look that gives you cleaner, 
more attractive chain to display and sell. 

So clean, your women customers cou/d handle this chain with- 
Out smudging their white gloves .. . you cam handle it without 
soiling hands or clothing. 

Here’s why: LUMINATED finish is a clean, metallic coating 
with a soft satin sheen and a uniform depth that closes up the 





metal pores. It is durable, protective, and effectively rust-resistant 
under most average conditions. 

And LUMINATED luster has eye-appeal ... gives these chains 
big decorative appeal for uses where good appearance is desir- 
able, with no need for painting. At the same time, its appearance 
isn’t out of place in even the most practical applications. 
LUMINATED Proof Coil and BBB Coil chain are now avail- 
able in handy 50-foot cartons, Hodell Pailettes (75- to 250-foot 
lengths, according to chain size), or standard 600-lb. barrels. 


MORE PROFIT-SAVING FEATURES: 


@ Chain’s premeasured: length marks every 10 feet save 
measuring time. 


Chain’s positively identified: colored, printed plastic bands 
every 10 feet prevent stock-handling errors. 


Chain’s end-tagged: color-coded tag locates end of chain 


immediately, keeps it always in sight. Handy, too, for re- 
cording chain footage withdrawn. 


Call or write your distributor 


HODELL CHAIN COMPANY O\y; 
alitona 


Cleveland 3, Ohio aa, 


Division of The National Screw & Mfg. Co. 
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NOW—there’s a brighter look to 








HERE'S BIG NEWS 


that Cah mean 


“LIGHT-HEAVY WEIGHT’ MACHINE TOOLS 
to bring you bigger volume! 


Now—with a new line of grinders and 
new radial drills, the big Walker- 
Turner line is even more complete 
offers even more profit opportunities. 
These and other famous “Light- 
Heavyweights” in your display will 
mean business for you. 





DYNAMIC NATIONAL ADVERTISING PROGRAM 
to pre-sell your prospects! 


Walker-Turner is running the largest 
national advertising campaign in its 
history to sell your customers on the 
benefits of Walker-Turner tools. 
Dominant “case history” and “prod- 
uct’? color advertisements are 
appearing in twenty-five leading 





publications, with a total number of 
3,555,954 impressions. 


SALES TRAINING PRESENTATION 
to make your selling efforts more productive! 


This complete four-color slide pres- 
entation gives the important sales 
advantages of each W-T “Light- 
Heavyweight”—tells where to sell 
Walker-Turner tools, and how to sell 
them against all competition. It’s 
bound to mean more sales for you. 
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FROM 


BIG BUSINESS anc 
HEALTHY PROFITS “o- vou / 


CATALOG AND SALES LITERATURE 
to make your local promotion more effective! 


The new all-inclusive 48-page 
Walker-Turner catalog is invaluable 
as a sales tool. And to make your 
local promotion more resultful, use 
the new series of hard-hitting, in- 


quiry-producing Walker-Turner di- 





rect-by-mail pieces. 


CUSTOMER ACCEPTANCE 
that makes your selling job easier! 


Customer preference for W-T “Light-Heavy- world, Walker-Turner tools are cutting costs 
weights” is growing by leaps and bounds. In while increasing production, as shown by the 
thousands of manufacturing plants all over the three typical installations below. 





Walker-Turner multiple-spindle drill presses At North American Aviation, Columbus This installation of Walker-Turner drill presses 

are reducing machining costs at The Elec O., Walker-Turner radial drills have at Hycon Manufacturing Co., Plant #2, Pasa 

trical Products Division of Joy Manvufac- been in constant use for 6 years—and dena, Cal eliminates costly handling and 
turing Co., St. Louis, Mo. they’re still going strong. changing of tools. 

= 

Act Now-Get in the WALKER-TURNER PROFIT PARADE! 

. 

These “sales-builders” are typical of the big Turner “Light-Heavyweight” machine tools, we 

things that are happening at Walker-Turner. And urge you to get the complete story on what 

more are on the way. Walker-Turner has to offer you. Write today to 

If you are not now a distributor of Walker- learn if a distributorship is available in your area 


Division of Rockwell Manufacturing Co. 
Dept. WL-91, 400 N. Lexington Ave., Pittsburgh 8, Pa. 
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HEWITT-ROBINS ENGINEERS 


Having first-hand information on the industries they serve 
-«. and putting the information to work... can build profits for distributors 


Down in Texas and Louisiana, Pete Gifford manages 
an extremely successful distributorship . .. The Coastal 
Plains Supply Company. Even the casual visitor gets 
the feeling that everyone in the 75-man organization 
has the same friendly, energetic spirit that Pete 
possesses. 

Like distributors everywhere, Coastal Plains is set 
up to serve local industries. In the territory surround- 
ing Dallas and Shreveport, where Coastal Plains 
stores are maintained, stone, construction, non-ferrous 
mining, foundries, and paper mills predominate. And, 
to build bigger business, they maintain a special engi- 
neering department to design complete bulk materials 
processing and conveying systems. They probably in- 
ventory a greater stock of H-R vibrating machinery, 
idlers, belting, replacement parts, and hose than most 
other distributors. 

Needless to say, their operation involves many 


technical problems and H-R’s Dallas office has two 
field engineers who are always ready to help answer 
such questions. Webb Sowden is the specialist on belt- 
ing and hose, while Harry Crissman’s talents are in the 
direction of H-R machinery and conveyor equipment. 

“Webb and Harry,” says Pete, “‘are the kind of 
men we like to do business with. We look upon them 
as sales consultants . . . not as order takers. And, in 
the many special jobs we get, their background of 
experience in solving bulk materials handling prob- 
lems is extremely helpful to our staff.” 

While Webb and Harry operate independently, 
they often work as a team. And they are part of a 
much larger team of H-R engineers and technicians 
who are constantly striving to render more efficient 
service to distributors throughout the country. The 
accompanying pictures tell the story of a recent call 
on Coastal Plains Supply Company. 





A large portion of the Coastal 
Plains warehouse is stocked with 
H-R products. In the background, 
Mack Williamson, inside sales- 
man, is discussing H-R idlers with 
Harry Crissman. At the right, 
Purchasing Agent Jack Castles 
checks specifications for H-R con- 
veyor belting with Webb Sowden. 
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A view of the neat, well-stocked 
warehouse at Coastal Plains. In 
the foreground is an idler display 
stand, the design and construc- 
tion of which was a cooperative 
project of H-R’s Harry Crissman 
and Coastal’s V. P. and General 
Manager, Pete Gifford. ; 


1957 


In the Engineering Department 
of Coastal Plains Supply, Chief 
Engineer Melvin Bryant and 
Harry check the drawings for a 
proposed conveyor system, the 
specifications for which require 
the use of Hewitt-Robins machin- 
ery and belting. 





WORK WITH DISTRIBUTORS 


In an impromptu sales meeting, 


Field Engineer Webb Sowden 


(left) discusses the advantages of 


Hewitt-Robins CR belting. 
Seated (|. to r.) are John Penning- 
ton, salesman; Pete Gifford, V. P. 
and General Manager; Billy 
Haughton, Manager of the Dallas 
Harry 
Engineer, 


In background, 
Crissman, H-R Field 
and William Spies, salesman. 


store 


All adre ri 
ber Products D 


your 


semenis f 


listing in the 


local cla 
directory. He u tt-Rob ns 


Here, atop the Southwest Con- 
struction Materials Company 
gravel screening plant, Coastal 
Plains’ outside salesman, Bill Spies 
left), Dave Forsyth, Plant Supt. 
for Southwest, and H-R’s Harry 
Crissman watch an H-R vibrating 
screen in action. To the right of 
the picture are Darrow Hooper, 
Civil Engineer at Southwest, and 
Webb Sowden of Hewitt-Robins. 


@ HEWITT-ROBINS 
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No matter what filing problem a customer has, there’s a Nicholson or 
Black Diamond file for the job. 

In order to cover all the range of filing applications, we make 6000 
different shapes, lengths and cuts. We make them for fast finishing, for 
roughing, for smoothing. We make them for metals, wood and plastics. 


We use only the finest steels for the purpose, and from them our master 
craftsmen fashion files that are recognized as the best available. 


Every one of these 6000 shapes, lengths or cuts offers your salesmen 
opportunities to make sales. And because they have the Nicholson or 
Black Diamond trademark, the saies are made easier. 


ALWAYS RECOMMEND NICHOLSON OR BLACK DIAMOND FILES 
orete, NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
® Ss s.a.* (im Canada: Nicholson File Company of Canada Lid., Port Hope, Ontario) 


NICHOLSON and BLACK DIAMOND FILES 


WORLD’S FOREMOST MANUFACTURER OF A FILE FOR EVERY PURPOSE 


UNITIES 
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A.S.A. ROLLER CHAIN 


Complete line of A.S.A. Roller Chain 
%" pitch through 2'2" pitch carried 
in stock. Large back up parts in stock. 


EXTENDED PITCH CHAIN 
(CONVEYOR SERIES) 


Straight side bars | pitch through 
1%" carried in stock. Large stock of 
ports ready for assembly and quick 
delivery 


HEAVY ROLLER CHAIN 


Complete line of Heavy series Roller 
Chain %" pitch through 2'2° pitch 
carried in stock. Large back up parts 
in stock. 


EXTENDED PITCH 
(DRIVE CHAIN) 


(Drive Chains figure “8” Sidebor) 


1” pitch through 11" carried in stock. 


large stock of ports for quick as- 
sembling and delivery. 


MULTIPLE STRAND CHAIN 


Complete line of Multiple Strand 
Chains %” pitch through 2%” pitch. 
Single, double, triple or quadruple 
carried in stock. Any width desired 
made to order. 


CABLE OR SLING CHAINS 


%" pitch through 2%” pitch. Any 
lacing and width required. In stock 
extra finished parts stocked for 
assembly and quick delivery 





OO OM OMES 


ATTACHMENT CHAIN A.S.A. ROLLER CHAIN SPROCKETS 


CORROSIVE RESISTANT CHAIN 
Alloy steel, stainless steel, bfonze, 


Complete line of A.S.A. Roller Chain 
Sprockets %" pitch through 2” pitch 


Electrolized all sizes and types—in 
stock “2” pitch through 2'2". Bronze 
in stock 4" pitch through 1” pitch. 
Stoinless steel in stock %" pitch 
through 1 "pitch. Other pitches toorder. 


SPECIAL CHAIN 


Atlas mokes approximotely 100 
special chains and will make any 
chain, ony pitch required and assure 


Electrolized. Single, multiple and 
extended pitch. Large stock of parts 
for quick deliveries. Specialty de- 
partment for service on specials. 


® 


FLEXIBLE COUPLINGS 


Complete line of steel chain couplings 
carried in stock. Stainless steel, 
bronze and Electrolized are avail- 
oble made to order 


carried in stock ready for delivery 


ELECTROLIZED FLAT-VEYOR CHAIN 


Chain and sprockets—complete line 
of both Electrolized and carbon stee! 
carried in stock. Also ovoilable in 
stainless steel upon order. 


good deliveries. 


COMPLETE CATALOG 


1. Offset Sidebar Chain (early 1958) 
2. High Strength High Wear Chain 


PACKAGING 


Parts and all chain. 10 ft. packages, 
100 ft. packages, reels, parts pack- 
aging. Efficient, clean, easy to handle, 


YOU name " 





PIONEER GIVES YOU EVERYTHING YOU 
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NEED FOR CHAIN SAW PROFITS! 


24 woods- tested features pack plenty of sales appeal into Pioneer Chain om. PIONEER SAWS’ 
They give your prospects everything they’ve wanted in : PARTS DISTRIBUTORS 
chain saw: direct drive, high-speed cutting, rugge wna 
low-cost maintenance, easy on-the-job servicing, and Bryant's Equipment, inc 
balance for ease of handling. And—every feature has 1117 East Northlaxe , 
proven its value and popularity in North-America’s big 

timber country. Seattle 5, Washington 


Big-space Pioneer advertising reaches every prospect in your area. Pioneer Carver Caft 

is out to build the biggest possible chain saw market for 1998 Harbor Boulevard 

you in your local area. In professional and semi-pro- Costa Mesa. California 

fessional publications, outdoor, farm and construction 

magazines, Pioneer hits loggers, tree surgeons, arborists, Mc Cune's Outboard Marine 

eee an, sg —- oe con 1115 Broadway 

struction men, home owners, land owners, outdoorsmen 

and camp owners. It pre-sells Pioneer as the chain saw Denver, Colorado 

that gives them more time for profit-producing . . . less 

downtime. What’s more, in the farm magazines, it will Larson-Olson Company, Inc. 
1210 Hennepin 


carry your name and address. 
Minneapolis, Minnesota 

Pioneer tailors its merchandising to your individual needs. Pioneer gives 
you more than merchandising aids, it gives you a mer Star Boat & Motor Company 
chandising program. Here’s what we mean. Naturally, 1626 Baltimore Avenue 
Pioneer gives you newspaper mat ads, direct mail, un Kansas City 8, Missouri 
limited use of telephone directory advertising, radio 
commercials and book matches to reach your prospects Mr. Howard Griffin 
in their homes. Pioneer also gives you floor and counter 
displays, window streamers, decals, tags, franchise Monroe 
certificates and illuminated signs to reinforce prospect Louisiana 
interest inside your store. 

But ... Pioneer also shows you how to get the most Waukegan Outboard Sales & 
mileage out of this material. Pioneer’s 10-Day Sales Service 
Promotion Plan shows you how to build chain saw sales 2015 Grand Avenue 
and profits in less than a week-and a half. And. it Waukegan, Illinois 
only takes you thirty minutes a day! Pioneer will help 
you solve special proble ms that crop up. It will regularly Cleveland Yacht & Supply 
supply you with fresh ideas and material. You work with 3027 Detroit Avenue 
the merchandising experts who created three great sales 
leaders: Johnson ae Rolaeuie among outboard motors. Cleveland 13, Ohio 
Lawn-Boy among power mowers Pyron & Garron 


A 32% markup gives you a higher-than-average profit margin. With the 969 Plum Street N.W. 
extra profit margin of Pioneer, you can afford to devote Atlanta, Georgia 
more time and effort towards building up your chain saw 
sales volume. In many cases, it will pay you to put a man Capitol Marine 
entirely on Pioneer Chain Saws. And—it requires no 803 Maine Avenue. S.W. 
change in your store layout or methods of operation Washington 4, D.C. 


Servicing adds 50% to your Pioneer sales gross. Repairs and replace Outboard Motor Parts 
ment parts allow you to pocket more profits from Pioneer Company 
You can set up your own service center with factory 120 South Route 17 


assistance. On the other hand, you can make arrange 
ments with a local small-engine shop. Any outboard 
motor or two-cycle engine shop can service Pioneer. Out 
board Marine Corporation’s central parts depot plus our Crandall-Hicks Company, Inc. 
own twelve independent parts distributors over the 910 Commonwealth Avenue 
country assure fast delivery . . . low inventory. Boston, Massachusetts 


Paramus, New Jersey 





Write today for more information to: 
Pioneer Saws, Division Outboard Marine Corporation, Waukegan, Ill. 


IONEER 


DIVISION OUTBOARD MARINE CORPORATION 
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BOSTON 


goes all out for distributors 


Randy Jackson, Director of Sales, discusses 
BOSTON’S Distributor Cooperation Plan with 
Lloyd F. Childers, Vice President, Goodyear 
Rubber & Asbestos Co., Portland, Oregon. 
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: 


OSTON 


' 


08 eT ER ees: 


ver competes 
with a distributor 


With a BOSTON franchise, you’re sure your rights are protected 
all the way. But that’s only one side of the story. BOSTON always 
cooperates — works closely with you and your salesmen to sell the 
big purchasers in your market. This strong, friendly relationship 
puts you in a firmer competitive position. 


Bthe BOSTON MAN 
ia ‘is ready 


Lag - a t 
.. te serve you 
es, 


BOoOSTO BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASSACHUSETTS 


Specialists in Industrial Rubber Products 


Sf 


TRIAL HOSE e BELTING e V-BELTS e MATTING e PACKING e TAPE 
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CARBOLOY 


SS” 


Ri pve 


How this 


has been made more valuable to 


Authorized Distributors off CARBOLOY. 


EMENTED CARBIDES 


TEAMWORK 


...key idea behind the new and more profitable 
franchise for Authorized Carboloy Distributors 


The new franchise includes a number of unique 
features which will help Distributors sell more 
Carboloy cemented carbides —faster—and with 
improved profit margins. 

But — what really makes the franchise work is 
the new Distribution Plan behind it. This plan is 
designed to give carbide customers what they want 
in carbides . in the way most advantageous for 
them to buy. 


It sets up two channels of distribution . . . and 
thus creates an effective team relationship whereby 
Carboloy Distributors and the Metallurgical Prod- 
ucts Department serve the customer best. 


This diagram demonstrates how it works: 


METALLURGICAL 
PRODUCTS 
DEPARTMENT 


CARBOLOY 
DISTRIBUTOR 





Distributors of Carboloy cemented carbide now 
handle all orders in what we call the “supply” 
business. These are orders where the customer is 
looking for fast, local delivery and the services that 
the Distributor is best equipped to offer. The supply 
business covers about 95°7 of the orders placed 
through Distributors 

The Department’s role in this team effort is two- 
fold. First, it provides the products, engineering, and 
advertising to support the Distributor 100°7 in his 
efforts to build the supply business. Second, it serves 
the customer directly for that portion of his needs 
where local availability is not a factor. This latter 
we call the “direct material’ business. 

This team approach of direct and distributor sell- 
ing serves the customer the way he wants to be 
served. And because the customer will benefit from 
it, both the Carboloy Distributor and the Depart- 
ment will benefit. 


By implementing the Distribution Plan with a 
franchise that contains such features as improved 
discounts, greater stock protection, and performance- 
measurement reports, our Distributors have one of 
the most valuable franchises in the field of industrial 
distribution. 

Through the new Distribution Plan and the new 
franchise, Carboloy Distributors will be able to 
increase their sales volume . . . while getting a 
higher profit on what they stock, and a larger return 
on their investment. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


MANUFACTURER OF CARBOLOY CEMENTED CARBIDES 
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They thrive on vibration... 


and users know it! 











IMPERIAL 
2)¢ FITTINGS 





build volume and 
profit in a hurry 


Here’s the fitting that “soaks up” the worst shocks and 
extreme vibration...eliminating one of the most 
common causes of fitting failure. 


It's a feature illustrated above... an advantage you'll 
find easy to demonstrate and sell, especially to buyers 
who have had trouble when rigid tubing connections 
failed under vibration. 

Imperial Flex fittings won't fail! They’re secure. Quickly 
installed too. Nut and sleeve slip over tubing. Tubing 
inserts into body and the nut tightens it. Will make 
pressure-tight joints on all seamed and seamless tubing 
—even with scored tubing or tubing with surface defects. 
Can be disconnected and connected repeatedly. Sleeve 
withstands gas and oil... flexes perfectly in sub-zero 
to 250 degrees F. temperatures. 

Here’s customer appeal aplenty. And you can cash in 
on it. Sell Imperial Flex fittings ... for better installa- 
tions . . . bigger profits. 


—— ee 
—_ 
_—_— 
_ 
— 


satiate. 


me. 


— 
—_ = 
— — 


. . ’ . 
Why Flex fittings can't fail 
Like resilient mounting for automobile engines, 
Flex sleeve permits tube to flex back and forth 
through angle shown. Flex Fittings have never been 
known to fail because of vibration. Tubing can't 
wear because metal-to-metal contact is snubbed 
Flex Fittings are available for 4 to 74° O.D. tubing 


Get complete details from 
your Imperial representative and 
write for catalog No. 344. 


THE IMPERIAL BRASS MFG. CO. 
6300 W. Howard St., Dept. 10117 © Chicago 31, Illinois 


in Canada 


334 Louder Ave., Toronto, Ontario 


& ws 
Ss, mle ne 
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SIX MONTHS WITHOUT ONE HOUR OF DOWNTIME due to carbon deposits or sticking valves. That’s the 
record set by this heavy duty compressor when Keystone No. 49 Light high temperature lubricant 
was put to work. Cleaning time was reduced by 30% and the compressor used half as much lubricant. 


Facts to help you sell Keystone No. 49 Light 





Enables aircraft plant to cut maintenance 
30%, lubricant consumption 50%. 


Tell this true story to anyone whose machines 
operate at high temperatures. You’ll win new 
customers and keep them when you show how 
Keystone No. 49 Light outlaws carbon, friction 
and scoring that cripple production. 


Carbon deposits and sticking valves shut down 
a heavy duty air compressor and the air tools 
it powered in a leading aircraft plant. The 
company soon exhausted the field of conven- 
tional lubricants—but found what it wanted 
in Keystone No. 49 Light. This special high 
temperature lubricant resists sludging, oxidation 
and breakdown when subjected to severe heat. 


After six months’ service, without downtime, 
the compressor was given its semi-annual 


overhaul. The maintenance reports showed: (1) 
Cleaner valves—no carbon had built up during 
this trial period. Maintenance men had only 
to wipe the valves clean with a rag. (2) Reduced 
maintenance— overhaul time was cut from 30 
to 20 hours. (3) Less oil used—during the six- 
month period, the feed was reduced from six 
to three drops per minute. 


Wherever there’s a sticky problem—in air 
compressors, ring bearings, multiple friction 
clutches, drying oven conveyor chains or textile 
tenter frames—recommend Keystone No. 49 
Light. Technical Bulletin No. 51 contains 
complete information and speci- , 
fications. Review your copy 
now and be ready to answer 
inquiries developed by Keystone 
advertising. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY « 2ist and Lippincott Streets + Philadelphia 32, Penna. « Estat 


438 
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THE GREATER PROFIT OPPORTUNITIES 
OFFERED BY NYB&P vs. OTHER 
INDUSTRIAL RUBBER SUPPLIERS 


DISTRIBUTORS often tell us they never knew what real Manufac- 


turer-Distributor cooperation could mean until they became NYB&P 
Distributors. You, too, may not realize all the profit opportunities you 
are missing...until you make this point-by-point comparison. 


NYB&P oe 

yeep OTHER SOURE 
N 
SOURCE 
7. Does the ti 

1. Has it an established _ types ming” Belt 
: licy not de- such as the™ Timur 
company Eee whims of which provide entree - 
pen 
individuals? 


> 
many new accounts 


: intain ade- 
8. Does it main 
s s egically 
2. Does it sell industrial doen ook ste rh 
| located rougho t 
nly through fran au 
pont = Tributors with 


country? 
> 
protected trading areas: 


9 Does it provide you 

: senious demon- 

with ingen ou “ 

kits, accurate 

e effec- stration , “4 

oes it provide £°— ~————— product se 

2. 8 training for calculators, Pree ech: 

tive sales vectors and similar tech 
aie nical sales helps? 


9 exten- 
in addit on to ex 
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NYB&P INDUSTRIAL RUBBER PRODUCTS 





V-BELTS AND ‘‘TIMING’’’ BELTS 








—) America’s Oldest Manufacturer of Industrial Rubber Products 
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D. M. WILLIAMS, Vice President, LE VALLEY MC LEOD, INC., Schenectady, New York 


“Lincoln's top acceptance 


helps us make more sales 


“‘We believe that a distributor, like an individual, is known 
by the company he keeps. 


“For that reason we are proud to be known as a distributor 
of Lincoln lubricating equipment. Lincoln Engineering Co. 
has integrity, the ability to manufacture a complete line of 
top quality products, and an understanding interest in the 
needs of the distributor and his customers. Lincoln’s coopera- 
tion with us in sales efforts and service has been outstanding. 


“Through this mutual relationship, we have sold some out- 
standing Lincoln installations to a number of leading indus- 
trial concerns. Every such sale has resulted in repeat 
orders, and complete satisfaction and confidence on the 
part of those customers. 


“Based on what we consider a rather extensive experience we 
recognize Lincoln as one of the most satisfactory lines we 
handle from the standpoint of customer acceptance, full 
cooperation, and last but far from least, profit to ourselves.” 


Lead with Lincoln... 


MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT 


Hf you are not already a Lincoln Distributor, it will 
pay you fo get the complete profit-story now. 





LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co. + 5739 Natural Bridge Avenue, St. Lovis 20, Missouri 























"Handing ONE COMPLETE LINE 


of abrasives makes good sense to us/ 


Dealing with Carborundum for all abrasives, 
rather than handling two or three lines from as many 
different sources, enables us to do complete-line 
selling. Impartial recommendation of the specific 
product best suited to each individual job, 
whether it be an abrasive belt or a grinding wheel, 
has gained us the complete confidence and 


respect of our customers. h 


THE ABRASIVE MACHINE & SUPPLY CO 
NEWARK, N. J 


_CARBORUNDUM 


REGISTERED TRADE MARK 


continua//y gives its distrib 
the edge on competition... by putting 


MORE SENSE /? fhe/r customers ABRASIVE DOLLAR 
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ARE SOLD ONLY THROUGH 








INDUSTRIAL DISTRIBUTORS 





This is the keystone of ‘the Parker-Kalon Distributor Policy 
. a policy which provides protection against direct selling— 
broad marketing opportunities—excellent profit potential — 
active sales cooperation — steady sales promotion — and highest 
quality products. 
Even in today’s highly competitive markets, Parker-Kalon 
fasteners are recognized as the lowest-cost fasteners in industrial 
use. More and more companies are learning through experience 
that it is not “price”, but the cost of using, that is the real index 
of value. And they’ve discovered that Parker-Kalon fasteners 
cost far less to use in high-labor-cost assembly operations. 
This is why Distributors sell Parker-Kalon products with 
complete confidence. This is why, in our national advertising, 
we can unreservedly state: “P-K fasteners . . . Sold Only 
Through Leading Industrial Distributors!” 


Yes, certain territories are open for interested distributors. 


al 


PARKER-KALON DIVISION, General American Transportation Corpo-_ 


ration. Factory: Clifton, New Jersey — Warehouses: Chicago and Los Angeles. 














Better 

design through 
product © 

improvement 


Can selling motors make you this rich? 


No, we admit — but a Louis Allis distributorship will be profitable 


All fancy claims aside, this is what some of the coun- 
try’s outstanding distributors say about a Louis Allis 
distributorship: 

It’s a practical and paying business proposition. You 
handle a line of motors, gearmotors, and adjustable 
speed drives that are well respected, readily accepted, 
and competitively priced. All products are superbly 
engineered and enthusiastically promoted. 


You get active support and sound application help 
from the motor industry’s finest field sales force. All 


MANUFACTURER OF ELECTRIC MOTORS AND ADJUSTABLE 


this — plus a broad stock line with fast delivery and 
prompt service. And you can concentrate on one 
satisfactory source without cluttering up your oper- 
ation with supplementary lines. 

Moreover, distributors find Louis Allis distribution 
policies equally sound and rewarding. Investigate 
the advantages and benefits today! 

A few choice Louis Allis distributorships are open 
now. Interested? Write the Louis Allis Co., 455 East 
Stewart Street, Milwaukee 1, Wisconsin. 


LA-134 


LOUIS ALLIS 


SPEED DRIVES 
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Complete line stocked by 
the Standard Tool Distributor in your area 





Profits build up when this point 
“takes hold”’ fast! 


Why? Obviously the only function 
of a Twist Drill is to make holes. 
And the faster it makes them—with 
no “time out” for re-sharpening— 
the more you can make from them. 


So say “Standard” and get more 
holes for your money .. . many more! 





Quality Tools Sinve 1887 


OOL 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK ¢ DETROIT « CHICAGO + DALLAS + SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 











THi¢ LUBRICANT 
EXTENDED 
BEARING [IFE 
50%," 


—says REPUBLIC AVIATION CORP. 
Makers of the famous F-84E THUNDERJET 











V “Underactual tests, LUBRIPLATE 


extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


THERE 1S A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 




















"WiTH LUBRIPLATE 
LUBRICANTS —NO 
BEARING LOSS FOR 
AN ENTIRE SEACON” 


so states a well-known manufacturer 
of Cotton Gin and Oil Mill Machinery 











“‘We have gone to great expense 

in checking lubricating greases 
out in the field and find the best to be 
LUBRIPLATE. Over a season’s test we 
found that out of all the greases tried 
LUBRIPLATE was the only one that did 
stand up under all operating conditions 
throughout a season’s run without loss 
of a single bearing.” 
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wormmeen BETTE 
LUBRICATION 


Say SAVINGS” for 
SALES APPEAL 


You can actually show operat 
every imaginable kind of plant wh« 


others in the same line are en 


] u’g S Ss Oo se Oo ; t | 
huge savings from the use of LUBR FOR BALL AND ROLLER 


PLATE Lubricants. In the vears th 
eee BEARINGS 


Lubricants have been availabl 
dustrv, thev have built up cas 


torics of savings that are unequall BALL BEARING | __. a most ef- 
I he se storics are re il s iles ai un LUBRIPLATE fective grease 
type lubricant 
hese modern lubricants redu that also protects ball and roller bear- 
ings against rust and corrosion. Highly 
recommended for speeds up to 5,000 
ind corrosion, they save on the st of RPM and temperatures up to 300° F. 














ion and wear, they pre 


lubricants because the requ 


frequent application, they sav ‘ LUBRIPLATE ... an unu- 
they permit higher speed operatio1 No. 205 sually light 
‘ consistency, 
grease type lubricant made for use in 
anti-friction bearings operating at 

The big thing about LUBRIPLATI speeds in excess of 5,000 RPM. 














} 


Lubricants from the Industrial Sup) 
Salesman’s viewpoint is that the LUBRIPLATE are fluid type 
\ . Nos. 1, 2,4 and 8 | lubricants of 
various vis- 
same customers over and ove n cosities that have given outstanding 
; , results in anti-friction oil type bearings. 
because they give satisfaction an Nos. 1 and 2 are recommended for 
high speed applications; nos. 4 and 8 
; . are recommended for slow speed, heavy 
yusiness makes it worth the sal load applications. 











repeat items thev are sol 





used up. This prospect fot 


\ } ¢) ( S - ° ° 
vhile t y os om For nearest LUBRIPLATE distributor 


LUBRIPLATE customers as | see Classified Telephone Directory. 
Write for free “LUBRIPLATE DATA 
is a continuing source of Book”. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 

Newark 5, N. J. or Toledo 5, Ohio. 


L.UBRIPLATE further offers 
dustrial Supply Salesman pl 
territorics, competent factor a 
sentatives to help the salesman, plent Wine 
of good literature and continuou THE MODERN LUBRICANT 
vertising like the sample alongside 
this column. All contribute to build 
sales volume for the Industrial Supy 
Salesman 

PSKE BROTHERS REFINING, 
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more reasons why 
distributors like handling 


selective 
distribution 


O-B valves are sold in a given 
territory through a selected 
number of distributors. 


Distributors realize many added benefits from 

handling O-B bronze valves for industry and 

the plumbing and heating trades. If you are 

not an O-B distributor, our representative will o-B develo . 
be glad to tell you more about our products technical assista a 
and policy. Just write to: OHIO BRASS COM- who encounter ” 
PANY, 380 North Main Street, Mansfield, Ohio. 


ine 
» ea y* distributors 
problems. 
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‘True 
Cata 02 Economy 


FOR THE BRIGGS-WEAVER 


MACHINERY COMPANY, DALLAS, TEXAS 


Seven Donnelley-Built Catalogs 913-1957) 


if 


| 


bids dteel 
. 





oe 
GS 
2 


’ 
Catalogue 6MT 


Welding Equipment 
and Supplies 


DALLAS 
TEXAS 


Oo 


Read what their President, Ashley De Witt, writes 


** After consider thle déevatle and honesiiy trying ft éll qe all pre Nadices, 
we are con inced al Brige 

us in the long run t 

costly too—of personne 

usl kidding them Se 


doing their own.” (August 30, 1957 


Right! Able men cost money, whether they are on your payroll 
or ours. Able men on your staff are most valuable on their regular 
jobs. Able catalog men at Donnelley’s are most valuable at cat- 
alog compiling—the special service at which they have become 
the nation’s leading experts. Using each group where its abilities 
count most is the real way to the wisest use of your catalog dollar 
If you are looking forward to a new catalog, by all means let us 
present the complete story of Donnelley Catalog Service. No ob- 


ligation to you. Just call us or drop us a line today. 


THE LAKESIDE PRESS 


R.R. Donnelley & Sons Com PANY costa comping depen 


1941 


350 East 22nd Street, Chicago 146, Illinois - CAlumet 5-2121 














BRIGGS-WEAVER 
Wier ini demos! 
The House of Service 

INDUSTRIAL a 


MACHINERY 


[tersmungo. 
MACHINERY CO 


BRIGGS 
VER 


MACHINERY COMPARY 


BRIGGS 
WEAVER 


MACHINERY COMPANY 


MA SID 


tame 
feevrarn) 


| 


a4TAYT. 


a ee ee 


| HIAWIM: SIFT 


Ballas + SeetTOR 
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Moving 2 million lbs. of freight daily on 


NZELTING 


The new West Coast terminal of Pacific Inter- 

mountain Express, Los Angeles, the largest of 

its kind, uses a 1400 foot long Towveyor sys- 

tem to help provide unmatched service for its 

customers. This system which is one of the 

Pa nation’s longest was developed to reduce ma- 
terials handling costs, one of the major expenses 


E- 8 | 
X ry ; : in the transportation industry. Over 1200 
| x af RY _ Faultless equipped carts operate with a con- 





; . tinuous under-floor drag line to move over 

ic 4 2 million pounds of freight daily. The carts 
aia BILES are used for loading and unloading 
NEOPRENE j : . local and line haul trailers, 144 of 
RETAINER MOLDED ; i . which can be thus handled at one 
; . time. Faultless Series 900GS Grease 


AND VULCANIZED . “eshee 
ON UPPER % Sealed Double Ball Bearing Swivel 
BEARING SWIVEL 4 Plate Casters are used in this huge 


RACEWAY. x system. 


THRUST BEARING Be | 90 0 G S 


GREASE RETAINER 
TIGHTLY FITTED AROUND R A 
FORMED, HARDENED OS £ GREASE SEALED CASTER 
RACEWAY. CAN BE . rr. 
. Wheel Bearings wher r Dirt, Steam 


gives positive protection fo Swivel and 


EASILY REMOVED FOR 
CLEANING OR INSPECTION. 


Chemicals or Water a ncountered 
Faultless Series 900GS medium duty, double 
NEOPRENE RING ball bearing swivel plate casters are ideally 
PERMANENTLY ATTACHED TO suited to continuous operation. All bearings are 
METAL WASHER AND PRESS sealed against dust, grime and water to protect the 
FITTED INTO HUB. lubricated balls and raceways and to cut the cost of 
frequent re-lubrication. Series 900GS Casters are available 
with Semi-Steel, Rockite and Plaskite (hard tread) Wheels and 
Rubber Tired, Vulcanized and Ruberex (cushion tread ) Wheels 
MR. DISTRIBUTOR: in 5”, 6” and 8” diameters and with load capacities ranging 
: es : ; from 240 to 650 Ibs. per caster. 
The Series 900GS and 9700GS are typical of 
the many Faultless Casters engineered to solve 
problems in every important industry. If you are Series 9700GS Rigid Plate Caster 
not yet selling Faultless Industrial Casters like Available with wheel types and sizes, load 
the 900GS and 9700GS and want to know the capacities and overall heights to match com- 
profitable facts, write today, no obligation panion Series 900GS Swivel Plate Caster 


Send for FREE Illustrated Literature a Fasultless CASTER CORPORATION 


Each month the solution to a real 2 Evansville 7, Indiana 
Materials Handling problem is fully . = 

presented in a free illustrated folder —{ = mda | would like to have Select Distributor 
to your executives, salesmen, cus- | Copy of P.LE. Facts 9OOGS Caster 
tomers and prospective buyers of in- 
dustrial casters as part of the com- 
plete Faultless Sales building pro- | . 
gram for Distributors. To get a typi- si 
cal sample and the complete story on - bitin 
the P.I.E. Installation, write for fur- Py, 

ther details about “Faultless Facts.” |_ ’ City 


Nome 
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One feature that you can depend on to help you 
build Industrial Brush sales, year after year, is quality. 
Users expect and get the most out of Milwaukee Indus- 
trial Brushes: The reason is the materials used and 
the expert workmanship combine to 
make possible the kind of quality that 
insures long life and the finest in per- 


formance. 


You can very easily stay on top of sales 


with this top line of Pro- Your sales job is simplified through a service com- 
plete in every respect. 


duction Brushes for 


More than 40 years serving industrial distributors 


power use, Brushes for 
with top quality 


vari i 
arious maintenance Here is the brush line for every industrial require- 


needs and Production ment 


Brushes for hand use. From receipt of order we work to smooth the dis- 


tributors sales job 


Repeat orders of any quantity are exactly the same 


as initial orders 


Lay your problem in our lap and we will have the 


right answer for you 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


Write for 
descriptive 


literature 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





.. -Your customers want 


The U-BRAND fitting, of course! 
protection reduces maintenance costs 


».. means extra sales for you 


For complete Tough, pliable U-Cote film is readily cleaned or painted and has 


information 
send for this 
free folder 
today! 


long-lasting durability. It won’t crack from rough handling 

or wrench gripping. This U-Cote film actually seals fitting surface 
from damage by Rust, Corrosion, Fumes, Acids, Alkalies, 
Abrasion, Heat and Steam. That’s why maintenance men prefer 
U-Brand black fittings. They know they stand up longer under 
the toughest conditions . . . minimize repairs and repainting 

. .. reduce maintenance costs. You sell added protection at no 


extra cost! Order a supply of U-Brand fittings today 


A single source for all your pipe fitting needs ; The 
Galvanized and Black U-Cote Malleable Iron Pipe Fittings— Unions D uU rn i t © | rn NM al | e a b I e 


— Plugs and Bushings — Cast Iron Drainage and Screwed Fittings — ; Manufacturing Company 
Steel Nipples and Couplings —Insert Fittings for Plastic Pipe. - 
Ashland, Ohio 
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PIPE FITTERS 
HAND TOOLS 


WRENCHES 


it’s easier to CELL 


CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


CAPEWELL products are brand name recognized and pre-sold 
through a consistent national advertising program in the leading 
trade magazines. 

CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 

CAPEWELL Sales Engineers all over the country are actively 
working in your behalf. 

CAPEWELL’s policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 

CAPEWELL’s liberal freight allowance policy means profits to you. 


CAPEWELL has AIA... ask your Capewell salesman. 


BAND SAW 
BLADES 


HIGH SPEED STEEL 
BAND SAW BLADES 


GROUND FLAT 
TOOL STEEL 


THESE ARE CAPEWELL’S TESTED SALES AIDS: 


“How to Use” booklets 
that graphically illustrate 
the ways to get the most 
out of CAPEWELL products. 


Advertising reprints to 
remind your customers 
that they're buying 
nationally recognized 
qvolity. 


Envelope stuffers to include 
in your own direct mail 
program. They're specifically 
designed to boost sales. 


The CAPEWELL Pocket Saw 
Selector tells the complete 
saw story...carry it in 
your pocket. 


~~ 
Microloy® Ground Flat Tool i 
\ 


Steel combination Wall Chart 
Direct mail program le] 
imprinted with your. letter- 


or File Folder. 

CAPEWELL Shop Caps with head and sales message 

distributor imprint. to back up your personal 
selling efforts. 


CAPEWELL products are sold only through distributors. 
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‘Uniform Quality... 


repeat sales 






© STRONGER — higher tensile strength, no sand 
holes. 


@© TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


@ PROTECTED—galvanized fittings zinc plated 


after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED—for extra convenience in handling, 
eliminates damage and inventory loss. 





* ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 








Vdd 





MFG. & SUPPLY CO. 


COLUMBUS, OHIO 














You get MORE 


0 with a Fexr ope 
ATY Drive 


bd {/ 

Texlit im » 
hl 660 at Franchise 
| ae 


~~ Profitable stocking plans... nation-wide 

sales assistance organization... selective 
appointments... rapid delivéries through 
expanding manufacturing facilities and 

Vari-Pitch field stocks - - national advertising es . free 
promotional aids such as imprinted liter- 

Sheaves ature, displays, working models, direct 
mail, films, and identification material . . 
sales schools... engineering help... it’s 
all part of a Texrope drive franchise. 
AND all of it, plus the invaluable selling 
power of the Allis-Chalmers and Texrope 
drive names, is now available to selected 
industrial distributors. 
FOR DETAILED information on these 
profitable franchises, get in touch with 
your nearest Allis-Chalmers District Office 
or fill out and mail the coupon below. 





Magic-Grip 
Sheaves 


Allis-Chalmers A-5234 
General Products Division 
Milwaukee 1, Wisconsin 


Texrope 
‘ Belts 
: I am interested in hearing more about 
the advantages of a Texrope franchise 
Please have your representative call 


Name 
Address 


Firm 
Magi-Key 
Sheaves 


Other products handled 


See ee See ee eee Se ee ey 
Tritt tttttttethethethethethefheefsehsisisttftf 


Texrope, Texlite, Vari-Pitch, Magic-Grip and 
Magi-Key ore Allis-Chalmers trademarks. Le 


ALLIS-CHALMERS 
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ILLIAM 


Distributors 
TOOLS OF INDUSTRY 
are 


the complete 
Williams line 
cash in on... | (eee 


The year of the Model T, 1908, led to 
America on wheels 


Cross-country air service in 1930 introduced 
mass air travel 


Famous old ‘999"' scorched the rails at 
112 mph in 1893 


F BRAND 
ACCEPTANCE 


9 QUALITY 
PERFORMANCE 


ADVERTISING ; 
SUPPORT ‘ yt WILLIAMS <¢, 


V4, : 
4 GOOD PROFIT 2 " AP... a 


MARGIN 





Since 1882, Wiliams has anticipated the tool requirements for 
production and maintenance in the transportation industry. Among 
the hundreds of patterns and sizes of tools which Williams forges 
are Carbon Steel Wrenches... Alloy Stee! Superrenches® and Super 
sockets® ...and a. wide range of extra tough “C” Clamps 


/ TODAY ... Williams makes the Broadest Line of Its Kind for this 
that’s why and other important industries. Write for Catalog 303 


ae toy 00 ema las or 
STOCK and SELL 


we 
BUFFALO @® NEW YORK ¢ CHICAGO ee LOS ANGELES 
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* ee “Gem” Self-Primer 


& 





ower-Take-Off Drive of 


alt 































are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


PUMPS 





MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, N. J. 


Morton Grove, Illinois Longview, Texas 








Motor Driven Self-Primer 
eae 
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Marlow, specializes in 
pumps for: 









Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 








The line that measures up to every need 





HANDY® WYTEFACE ... pocket-size . 
urements. 6, 8, or 10 ft. with replaceable blade. Sliding 
end-hook for accurate inside and outside measurements. 


KE 


Y 


SY 
y 
Ss 


\ 


i), 
\\ 


May, 
AN 
A 


bud 


\\\ 


LST WYTEFACE 


Ww ith easy-view bubble eee 


replaceable Wyteface® tape rule. Sliding end-hook. 


... sell themselves every inch of the way 


K & E WyTEFACE is the line that creates confidence 
... Sells itself on sight... and offers a tape for every 
purpose. No wonder WYTEFACE is found in homes, 
workshops, plants, factories and on job sites every- 
where. Everyone, from homeowners to production, 
maintenance and construction men, knows it has 


\\) 
\ 


\) 


\) 





. it’s a Level—it’s a Square—it’s a 
Tape. And it’s pocket-size! Has built-in, unbreakable level 
accurate square.. 





. . for short meas- 





- 


Choice 
.and 10 ft. 
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tape rule. 4” 
reading. With sliding 


EFACE 





MIGHTY HANDY® WYTEFACE .. . extra-rigid pocket 
| asy 


replace il le b] ide see 





FAVORITE® WYTEFACE for / 
75 and 100 ft. Fe 
at every inch. Sturdy ste« 
A first choice with professional 


25 


the quality that gives them extra \ 
WYTEFACE ‘Tapes prominently and sell your s 





1957 


end hook. 
















ilue. Display 





DS A me, 











YOU GET more* WHEN 
YOU BUY BEARINGS FROM YOUR 


Bunting. 


DISTRIBUTOR 









qQ ] 


Brose orSibility 


NEVER WRITTEN IN ANY SPECIFICATIONS, 

the responsibility of the supplier is established only 
by his record of service. It is well known that 
Bunting goes far beyond the strict terms of a 
transaction to meet all the requirements of the 
customer, even in crises produced by unforeseen and 
unavoidable complications. Complete manufacturing 
facilities, an unfailing supply of Bunting Cast Bronze 
and Bunting Sintered Powdered Oil-filled Bronze 
Stock Bearings and Bars assure that Bunting 
distributors always have ample stocks. 































Your Bunting distributor is listed in the classified section of your 





telephone directory usually under Bars—Bronze, and Bearings— 
Bronze. Two modern Bunting factories and eleven Bunting 
Branch Warehouses expedite distribution in all areas. Write, or 
ask for catalogs giving complete dimensional listings 

and technical data. 





Sensible price brackets 
making ordering and pricing easy— 





an exclusive Bunting feature. 


This advertisement appears in: Bu cat - ¥ nr c 


BUSHINGS, BEARINGS, 
BARS AND SPECIAL PARTS 
OF CAST BRONZE AND 
POWDERED METAL. 





Purchasing News 
lron Age @ Mill & Factory 
Machinery e Modern Machine Shop 
Southern Power & Industry @ Steel The Bunting Brass and Bronze Company @ Toledo 1, Ohio @ Branches in Principal Cities 
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The Jacobs Model 91 
Spindle Nose Collet 
Chuck for tool room 
and engine lathes. 


The Jacobs Rubber- 
Flex® Tap Chuck de- 
signed for tapping 
heads and impact tools. 


The Jacobs Ball Bear 
ing Super Chuck for 
heavy duty and pre- 
cision industrial use. 


Grip and accuracy are the products of per- 
fectly made and matched parts. 

Jacobs and your industrial supply distribu- 
tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Model 96 The Jacobs Impact Key The Jacobs Plain Bear 
Collet Chuck for grind less Chuck especially ing Chuck for dr 
ing machines, millers designed for the air presses, portable elec 
and jig-borers craft industry tric and air tools 
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NEW and EXCLUSIVE 


selling advantages! 


Yours with 2 new 
BLACKHAWK Hydraulic tool lines. 


New Blackhawk HOLL-O-RAM and HYDRAULIC 
PULLER lines break markets wide open — leave all com- 
petition far behind! The selling advantages are limitless! 

Sure-fire profit makers like these make your Black- 
hawk franchise more valuable every month! It’s why you 
can stay out front with Blackhawk, the world leader in 


hydraulic power tool sales! 


rf 4 Ww 3 complete series of 


BLACKHAWK HYDRAULIC PULLERS 


Push-Pullers, Double-Grip Pullers and Triple- 
Grip Pullers — activated by 20, 30 and 60-ton 
HOLL-O-RAMS! A maintenance man's dream! 


q 


SS es. 


Amazing 
HOLL-G-RAMS 


1. Self-retracting HOLL-O-RAMS are ex- 

tra-compact — Noe xposed springs, yokes or 

external interferences. 

2. Versatility tremendously 

three interchangeable saddles. 

3. One ram serves as power unit for pullers, 

for lifting as a jack. No other ram fulfills 

this multiple purpose. 

4. Rams are provided with a means to mount 

conveniently in presses, jigs and fixtures. 

5. Rams are machined from solid steel bars 

— not castings. Greater strength, safety, 

freedom from porosity and leaks. Full pow- y 

er output in a single symmetrical unit! 
. and there’s plenty more! 


increased with : 
a yi 


Triple-Grip Pullers 
in 3 capacities 


Double-Grip Pullers 
in 3 capacities 


Push-Pullers 
in 3 capacities 











PRODUCTION 


Blackhawk HOLL-O-RAMS power 
presses build into production fix- 
tures for assembling, pushing, 
pulling, bending, clamping, 
spreading. Use them with gauge- 
equipped pump for a wide range 
of testing operations. 


<DBLACKHAWK: 


BLACKHAWK MFG. CO., Dept. H-17117, Milwaukee 46, Wis. 


MAINTENANCE 


Blackhawk hydraulic pullers pro- 
vide an easy, damage-free meth- 
od for torque-free removing or in- 
stalling of gears, pulleys, wheels, 
bearings — any shoft-driven part 
press-fit on tube or shaft. 


CONSTRUCTION 


Blackhawk HOLL-O-RAMS fulfill a 
growing need for pre-stressing 
concrete, stressing cable, post- 
tensioning and pulling shofts on 
construction jobs. Speed equip- 
ment repairs right on the job! 


. 


ALL INDUSTRY 


Blackhawk HOLL-O-RAM with 
pump and hose converts to a ver- 
satile, remote-control hydraulic 
jock. Exerts full power in any di- 
rection, any angle. Tremendous 
power at your fingertips for lift- 
ing on 1001 jobs. 


Phone your BLACKHAWK man today! | = 


details immediately. 


“World's Largest Manufacturer HYDRAULIC POWER TOOLS” 


INDUSTRIAL DISTRIBUTION #« NOVEMBER, 


1957 


Make these Blackhawk exclusives 
boost profits for you! The 
man will give you full sales-getting | 
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OF DRILLS, REAMERS AND CARBIDE TOOLS 


SERVE YOU BEST! 


A wider range of sizes 
and styles 


Rapid off-the-shelf ‘de- 
liveries at lower cost 
Uniform high quality for 


longer tool life 


Sound advice in selecting 
the right tool 


Take the first step toward increased Production and lower tool costs! 
Contact your Whitman & Barnes distributor for complete information 
or write direct for free Catalog 106! 


“Makers of Gine Tools Since 1848" 





WHITMAN s BARNES ncztns 


40010 PLYMOUTH ROAD + PLYMOUTH, MICHIGAN 
NEW YORK +¢ CHICAGO + LOS ANGELES 
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YOU are being featured in national 
advertising that will appear in 
twelve national tradepaper maga- 
zines. The current Whitman & 
Barnes advertisement stresses YOU 
as the source for the complete line 
of Whitman & Barnes drills, ream- 
ers and carbide tools. The entire ad 
is devoted to telling YOUR cus- 
tomers the advantages in buying 
direct from YOU ... the distributor. 


This advertisement is a part of the 
continuing program to sell you as 
the number one source of supply. 
All Whitman & Barnes advertise- 
ments this year are stressing the ad- 
vantages of working’ directly with 
the industrial distributor. 


wéB 


One of the areas in which we can 
often provide considerable assist- 
ance to you is in publicity. We can 
help you obtain publicity in your 
local papers, in tradepapers and in 
distributor magazines. If you send 
us the information we will gladly 
write and process the publicity re- 
leases. Some of the items that can 
be publicized are personnel addi- 
tions and promotions, business ex- 
pansion or moving to a new location, 
unusual job applications, and good 
case history material. Don’t over- 
look your participation in local 


shows, exhibits and conferences. 


This type of manufacturer-distribu- 
tor cooperation is an example of our 
expanded efforts to help increase 
your recognition in your territory. 


Quite often many publicity oppor- 
tunities for you are passed by be- 
cause you don’t have a publicity man 
on your payroll and it becomes an 
added chore for someone to take 
over the job in addition to his other 
duties. Consider the advertising de- 
partment of Whitman & Barnes as 
part of your organization . . . contact 
us for assistance in publicity, as 
well as any other matters concern- 
ing your overall advertising and 
sales promotion efforts 





ACCO 


for Better 
Values 





THE COMPLETE LINE— 


















































DESIGNED FOR DEPENDABILITY 


Why Top Distributors 


Prefer to Sell the R-PaC Valve Line 


In practically every line of business, 
you ll find the top-grade distributors 
handling the top-grade lines. In 
valves, you'll find more and more ag- 
gressive, profit-minded distributors 
featuring the R-PaC Valve line. Here 
are some of the reasons why you 
should line up with R-PaC: 


1. You 


valve needs from one reliable source. 


ean fill all your customers’ 
The R-PaC Valve line includes gate, 
globe, angle and check valves in 
bronze, iron, cast steel, forged steel, 
bar stock all 
Also, R-PaC 


as asbestos-packed cocks. 


standard materials. 
makes specialties such 
Lubrotite 
gate valves, and automatic stop and 
check valves, plus a full line of cast 


steel fittings. 


74 
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2. R-PaC Valves cover an extremely 


broad range of styles, sizes and pres- 


sure classes. 

3. Your customers know R-P&aC 
Valves, and accept them without ques- 
tion. This helps you sell faster. 

4. Technical assistance from R-Pat 
sales engineers is available to you, the 
distributor. This means real help in 
selling big orders. 

5. We back up your selling effort with 


a dynamic R-PaC advertising pro- 


R-P&C Valve Division Ac 
AMERICAN CHAIN & CABLE 


eram in leading industrial magazines 
annuals. We 


free wall charts. catalogs. 


and furnish you with 
valve selec- 
tor slide rules, and hard-hitting sales 
promotion literature. 

Now is a good time for you to investi- 
gate the extra profit possibilities which 
selling the complete R-PaC Valve line 
ean bring you. Get a bigger share of 
the valve business in your territory. 


For full 


Reading, Pa.. office today. 


Acco 


information, write our 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, : 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, Oe 
Bridgeport, Conn, mann —v 
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WORK 

SUPPORT 

1-3 Yo) 

foley el-teit-lm-le)olilet-tilels 

Willey'’s have pioneered in the development and From Your Stock 

manufacture of carbide work support blades. Seasoned : or Ours... 
cps ee: Price List & Catalog 

toolmakers with “know-how” build these tools for standard as on Request - 


well as for special applications. Many centerless grinding operations 


require special carbide tipped work support blades for work such as: -molti- 


diameter — angular — form—tapered or radius grinding. 


dete] Teleaied. It, Lemp) afi ed = 


Willey'’s regrind or carbide re-tip your worn out, chipped, broken or damaged 


work support blades to original accuracy . . . smooth—straight and Wi LLEY | «<. 


parallel. For more than 20 years Willey'’s customers have used 


this service, often having the same blade recondi- CA | ks t D E T © © a 
tioned many times...a service and 
COMPANY 


TenaiileE Meh aciiioleli-mie) 


aren 1340 WEST VERNOR HIGHWAY «+ DETROIT 1, MICHIGAN 
WOodward 1-9444 
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Now...more trapping value 
for your money! 


NEW SARCO FLOAT-THERMOSTATIC STEAM TRAP 
with improved engineering features 


THERMOSTATIC BELLOWS 
FOR AIR BY-PASS HEAVY-WALL COPPER FLOAT 


To insure long life — made Reinforced at lever connection 
of special copper alloy, Copper-plated for greater dura 
EASY ACCESS TO drawn and corrugated by bility 1. 
: SEMI-STEEL 
ALL WORKING PARTS exclusive process im Sarco’'s BODY AND COVER 


Entire trap mechanism is plant sos Gee oe 
attached to easily remova- . 
ble cover. No disturbing y — working pres 


of inlet and outlet con 


cd 
~  , eo” J 
Pa) 


| I 





) 


7 


VALVE HEAD U 
STAINLESS STEEL 
BALL BEARING STAINLESS STEEL ; 
Its accuracy and hard- VALVE MECHANISM SIDE INLET AND OUTLET 
ness insure tight shut Valve arm, bracket, seat. Pipe can be connected ver 
off, long life. ball head — all of stain- tically, horizontally, or at 
see etast Seat is hard right angles 
en 








This new, improved Sarco Float-Thermostatic location above condensate level permits discharge 
Steam Trap Type FT discharges condensate at of air and gases reaching trap after start-up. Does 
steam temperature continuously and without not require adjustment when pressures change. 
shock. 

Recommended to drip steam mains, unit heat- 
ers, blast coils, heat exchangers, and other allied 
process equipment, requiring accurate temperature Write for Bulletin 455-B to Sarco Company Inc., 
control. . ' 635 Madison Avenue, New York 22, N.Y. 

Air Binding Impossible — equipped with sepa- 22108 
rate thermostatic air vent, which removes 


automatically and immediately all air and incon- 
densable gases reaching trap. Balanced pressure 
vent self-adjusts to all operating pressures. Its 


Sizes —% and 1” 
For steam pressures — 0 to 125 psi 





REMEMBER— | 0h | OSD] | rm. (OO sai 
only Sarco a steels I = rate my Qu = j Bucket 


makes al/ types Thermostatic Expansion Thermo -Dynamic ‘ —— 


Steam Traps Steam Traps Steam Traps 


Steam Traps 


























INDUSTRIAL DISTRIBUTION e¢ NOVEMBER, 1957 





Talk of tl . T al » BIG SWITCH—Smith-Woodwell Ci 
ae ra < has reversed a trend by moving “back” to 
the suburbs. Joe Kress, supplies manage! 
than pleased. He has less commuting to 
ustomers and he’s 20 miles closer to 
oftee spot on Smith St 


YOUR HONOR-—Arfter serving as president of tl 

Southern Industrial Distributors Association, Linwood 
I’. “Sy” Perkins (The Henry Walke Co., Norfoll 
Va.) has the civic service virus. He has just be 

ippointed to the Norfolk City Council to fill the 
seat left vacant by the death of Councilman Ezra ‘I 
Summers. “Sv” is a member of the SIDA advisory 
board, an associate member of the American Institute 


of Management and National Sales cutive 


SHAGGY DOG +885643215—A cen taker called 
on a family which was listed as 4 member W hile the 
en taker was discussing family statistics, a little 
SUPER SALESMAN~—That is the title of a featur boy came into the living room flapping his arms and 
article in the pictorial section of the Evansville (Ind ucking. The cen taker nquired ibout the boy 
Sunday Courier and Press of Aug. 4 and guess wh wt he encle Cue in the fom ? 
the subject is? None other than Bernard “Bernie” C. 
Weirauch (Orr Iron Co.), whose latest accomplish 
ment is a booklet titled “Effective Sales Meeting 
authored expressly for the Small Business Administra 
tion. 


OBLATE SPHEROID TALK—One of the members 
of the Virginia Polytechnic Institute football varsit\ 
in 1904 (the record says it beat “Army, Navy, Yale 
and the rest’) was T. Walker Lewis, Sr., chairma: 
of the board of Lewis Diesel Engine Co., Memphi 

and former president of Lewis Supply Co., of th« 
same city. Mr. Lewis, who hit 76 recently, was als 

president of the Southern Industrial Distributor 
\ssociation in 1934 


(ARMY) 
— 


No, the pater familias replied, we didn't cor 
because he goes around making like a chicken. \W 
didn’t the family place him in a mental hospital? 
Oh, no, replied PF, we appreciate the eggs. S 


\ssociate Editor Van Ness Phillip, via Pittsburgh???? 


EAGLES ABROAD~—FEagle Scouts Rick Christian 
son of R. A. Christian, Canton Supply Co., Cant 
Ohio) and Bob Hill HI, (son of R. L. Hill, South« 
lool Distributing Co., Atlanta) were among tl 
lucky scouts who attended the Worl ml 

in London during the past summer 


the Valley Forge Jamboree in July a 
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SERVICE 


Messages like this are showing P. A.’s 
that each HMS distributor 





SELLS 


more than a product — 


and the result is more sales 





w FASTENERS! 


OTHER LINES, T00! 


IN THE EAS [ HMS IS THE LINE 


WITH SALES POWER 








Are you using our 

“OPENING DOORS WITH FASTENERS” program? 
Our sales package provides a quick, easy pitch 
the toughest P.A. will want to hear. 
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how to cut costs 2 to 19% 
and get stronger screws 


Check use of cap 
screws in your product 
@ design and in the shop. 


Compare strengths and 
costs of heat-treated 
@ vs. ordinary cap screws. 


Order decarb-free HMS 
heat-treated cap screws 
e@ from your distributor. 


Our new computer makes it easy for you to inaugurate a 
cost savings program. It shows what you save in cost, what 
you gain in strength by replacing ordinary bright steel cap 
screws with HMS heat-treated equivalents. You see, for 
example, that a x | heat-treated HMS cap screw 1S 
30% stronger and 19 lower in cost than a bright steel 
cap screw measuring °s” X | 

In buying heat-treated cap screws, be sure to specify HMS. 
Heat-treating techniques vary, so quality will, too, You get 
no soft, brittle skins with HMS cap screws. Our exclusive 
carbon restoration process assures uniformity and full 


strength 


h area of ymmMon cap 
acks carbon—thread 


Always buy HMS... HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Compony 


TW) the box You MLVEL diop 101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 


CAP SCREWS « SOCKET PRODUCTS « TAPER PIN 
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The movement of industry to smaller towns 
and.to newly created industrial areas ... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose, belting and 
packing . . . makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 
franchise is available in your territory. 


Write or phone, in confidence, to James M. Hughes, Manager, 
Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


. 
. 


Some Points for Your This is The Policy in Service for 33 Years 


Consideration 
A LINE of rubber items sufficiently complete to permit 


effectively supplying the requirements of the trade 
solicited. 
A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 


I The Five-Point Sales Policy at the right. 


2 Industrial rubber products represent a grow- 


A PRICE basis inducing and making possible aggressive 


ing and diversified market. 
competition with reasonable profit return. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts so that his sales 
force may be given the advantage of specialized training 
and a knowledge of the product sold. 


3 Republic Rubber products are well known and 
accepted in industry. 


4 Your sales and territory are protected. 








REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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You Can Do Something About .. . 
Mounting Salesmen’s Expenses 


the results of a surve' 
‘Sales Management 
a startling 


hag 

rally, the figures reveal in 
the board [he increases reflected in 
similar ad 


And 


1i¢ 
rvey are undoubtedly matched by 
n the expenses of distributors’ salesmen 
ount for about one-fourth 

rr? 


\+ 


outlavs ac« 
osts, mounting expenses in this depa 
factor in the net profit squeeze 


$15 to $18 Per Day 


ealed by t 


Ie 
7 
1 Salesman ft 


ost 
cities (ove! has risen 9.1] 
past three vears to $18.02 
day for operation in 
ent over the same per 


ost ot oper iting salesmen’ 
12.1 per cent 
sav the 


of the reporters 
salesmen 


biles lla risen 

e About one-thi 

to allowances for 
in average of 13.9 per cent 

Management” points out, these are ave 
ich should be used with nt 
consume! 


n the 


eascc 


¢ iTS 

Sale 

| judgme 
2oods 


trial and 
WeVel 


Overall ie 


expe I 


] 
Saiesmen § 


Two Avenues of Relief 


lone about it? How can t 


nounting expenses be re 
for those VW ho 


st the, rising 


C1 


salvation 
Canute aga 


vithout being niggard] 
h iicsman expenses can be gl 
| re doing necessa! 


look. Is the entertainment you a ? u nent thinki1 firm t 
Is the money being spent to build, or hold business? net pron 
Or, is it being continuously spent on a relatively few 
With a little imagination could some 
at less expense? 
On a 


“buddies? 
thing new and different be done 
Would leased cars be a better deal than owned cars? 
uit to save time and distance 


st 


laid 


Are territories 
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Readers respond enthusiastically to question posed in October issue. . . 


What's Your Definition 
Of An Industrial Distributor? 


By George L. Bottari, Associate Editor 


— TACKLED a tough, darn near impossible job, 
but one that really needs doing! That’s the con 
sensus of readers who received advance proofs of our 
October article “What’s your definition of an indus 
trial distributor?” Responses ranged from one sen- 
tence to two single-spaced pages, detailed definitions 
to snappy slogans. 

One of the shortest, yet comprehensive, definitions 
came from a staff member of Agricultural and 
Mechanical College of Texas. “Industrial distribu- 
tion is the organization and the coordinating of 
methods in which manufactured products essential to 
the further production of goods are disseminated.” 

Thomas B. Moore, Chairman of the Board of De- 
troit Ball Bearing Company of Michigan had three 
of his sons also take a crack at the problem. Other 
executives circulated the proofs to their associates in 
an endeavor to come to a meeting of the minds. 
Some respondents offered both long and short defini- 
tions. 


Problem Is Real 


Everyone agreed the problem was a real one. Sam 
Clark, president of Samuel Harris & Company, 
Chicago, (also president of the N.I.D.A.) observed, 
“It is very true that many of our friends haven’t any 
idea of what we do and always use that word ‘hard- 
ware.’ ” 

W. C. Stauble, president of Holo-Krome Screw 
Corp., reminisced about the inconclusive attempts dur- 
ing World War II and concluded, “As a result of 
this experience and many others on this particular 
subject, my suggestion is that a brochure be developed 
outlining in detail just what the functions are of 
a distributor.” 

F. Marsena Butts, president of Butts and Ordway 
Company, Cambridge, Mass., called attention to the 
need for such a definition “to attract youths of high 
school and preparatory school age to seek a living in 
our kind of business.” Mr. Butts stated, “the busi- 
ness of industrial distribution must be made to look 
attractive to such young people. The distributor of 
industrial supplies must be made to appear a good 


sort of person or a good sort of firm. That's what 
attracts these young men. The members of the indus- 
try must be represented as prosperous, honorable men; 
their firms as good places to work. . . . That’s just what 
they are, and that’s just what we are trying to get 
across to these youngsters about to choose a life’s 
work—whether we carry a broad or a specialized line.” 

From Portland, Oregon, J. L. Haseltine, vice presi- 
dent of J. E. Haseltine & Co., in an attempt to 
“distill to the quintessence,” suggested: “A firm which 
buys, stocks, and markets certain manufactured goods 
used by diverse industrial and commercial enterprises 
for maintenance of equipment and facilities or as 
materials which ultimately become part of a finished 
product.” Mr. Haseltine added, “This could, and 
should, be elaborated on as has been done in your 
last three definitions.” 


Wanted: Brains at Work 


C. McD. England, Jr. vice president and treasurer 
of Logan Hardware & Supply Co., Inc., Huntington, 
West Virginia, observed, “This is an interesting 
problem and I hope you have some better brains 
than mine working on it.” Mr. England’s definition 
was: “An industrial distributor is a vital part of our 
national economy, contributing to the nation’s health, 
safety and welfare. He creates value by adding place, 
time and possession utilities to manufactured goods. 
To do this, he carries out the necessary functions of 
distribution which are: 

1. Finance 

2. Market research 

3. Product planning and preparation 

4. Advertising and promotion 

5. Selling and sales management 

. Transportation 

. Storage and bulk-breaking 
8. Risk management 

. Buying 

10. Pricing 

“By performing these functions, he serves his sup- 
pliers and his customers. The manufactured goods 
may include any or all materials needed for mainte- 
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nance and/or production by the extractive or manu- 
facturing industries who are his customers.” 

The examples given above are typical of the long 
and short variety received. Comments from distribu- 
tors and manufacturers, in some cases, referred to the 
difficulties of encompassing all types and sizes of 
distributors. Don K. Lambert, manager, distributor 
sales, The Falk Corp., for example, said “I can find 
only praise for the fifth paragraph which really pins 
down the physical requirements for a distributor. It 
applies to power transmission as well as other items.” 

Paul W. Evans, president of Beals, McCarthy & 
Rogers, Inc., Buffalo, said quite frankly, “I am sure 
vou will find my definition (see below) somewhat 
biased as I do not feel that merely because someone 
has a counter and sells a few cutting tools or wrenches 
or a limited number of items used bv industry thev 
can be classified as an industrial distributor anvmore 
than you can call a delicatessen a grocery store. I feel 
very firmly that the only economic justification for an 
industrial distributor is to be a ‘stock room for indus- 
try’... . As far as who owns us or the number of men 
we have, this is wholly a company concern and does 
not enter into the function of a distributor. Our job 
is to have available for industry the materials thev 
need when they want them.” 

The work of Professor Beckman was praised by 
Harold Torell, executive vice president of Syracuse 
Supply Co., Syracuse, pointing out this work is pretty 
well summarized in a booklet published by Domestic 
Distribution Department, Chamber of Commerce, 
Washington, D. C. entitled, “The Value Added by 
Distribution.” (See “What is Distribution?” above 
right.) 

Harry Rinehart, advisory secretary of the National 
Industrial Distributors’ Association, forwarded the 
N. R. A. definition (see box, Page 87) along with 
other clarifying papers from the association files. 

Quoted below are the long and short of the defini 
tions received from our readers. Some bear marked 
similarity; others are highly original; all touch upon 
some important aspect of the function of distribution 
and the characteristics of the distributor. In reading 
these definitions, we suggest you mark specific 
passages or complete definitions that appeal to you, 
then strive to answer the question “What's your 
definition of an industrial distributor?” in your own 
manner 


The Shorties 


“An organization that sells, stocks and delivers 
production and/or maintenance supplies and tools 
used by manufacturers and processors in the mainte 
nance, repair, and operation of their plants.” Lew 
Gilbert, president, Screw Machine Supply Co., 
Chicago. 

“We distribute machinery, tools and industrial 





What Is Distribution? 


“Distribution is the term used in American busi- 
ness to embrace all the activities employed in 
finding customers for goods and services, in 
effecting transfers of title, and in moving goods 
geographically and through channels of trade. 
Distribution includes the retail, wholesale, and 
service industries. But, many distributing func- 
tions such as selling, advertising, market re- 
search, and others are performed by manufac- 
turers or growers, as well as by the three 
distribution industries. Distribution is also called 
marketing.” 


The Value Added by Distribution—Domestic Distribution, Chamber 
of Commerce of the United States, Washington, D 











supplies consisting of about 14,000 items used by 
mills, factories, plants and practically every type of 
industry.” Lloyd B. Mize, president, Industrial 
Supply Corp., Richmond. 

“A company which carries in stock those items of 
tools, equipment and supplies which are required by 
the industrv in his area for maintenance, repair and 
operation. The quantities and breadth of lines carried 
in stock should cover the requirements of the terri 
tory he serves and thus he performs his proper func 
tion of being a stockroom for industry.” Paul W 
Evans, president, Beals McCarthy & Rogers, Inc., 
Buffalo. 

“An organization who buys products 
the industry in the area he serves, in large quantities 


onsumed by 


from the manufacturer and warehouses, sells, services, 
engineers and delivers these products to the industrial 
consumer.” George Needham, Jr., treasurer, Biggs 
Pump and Supply Inc., Lafayette, Indiana. 

“A business organized to serve the production and 
maintenance requirements of all types of industry in 
its trading area with products, materials and services 
of various reputable manufacturers.” Melvin W. 
Pauly, vice president in charge of sales, The Lunken- 
heimer Company. 

Chairman of the Department of Industrial Distribu- 
tion, Clarkson College of Technology, Lowell W. 
Herron, suggested: 

“1. A business organization 

Which buys, stocks and markets 
3. To industry, mines, oilfields, transportation 
companies, utilities and service institutions 


. Equipment, tools, materials and suppli 
5. Which are used by them 
. In manufacturing products, extra 
materials or providing services.” 
“The corner grocery store for the factory, mill o1 
mine. Without him carrying day-to-day requirements 
on his shelves the factory, mill or mine would starve, 


Turn page for marginal comments on October article —> 





Marginal comments by readers 


e@An industrial distributor is 4 locally owned)dge 

managed, and{ independently financed business orge 

ization serving the production and maintenance re 

quirements of{al|/types of industry in his immediate 

trading area with the products and_matezial many 
nd often distant, manufacturers.°9 

















@e@The industrial distributor_is aocal independe 
- . organization which] keeps the wheels of production 
"(and operation movingin manufacturing plants, mines, 
“~ oil fields, railroads, utilities, and service industries. 
“Industrial distribution actually involves all service 
functions concerned with the movement of industrial 
products (as contrasted with consumer products) from 
the place where they are manufactured to places where 
they are put to use, either in production or main 
tenance. 99 











@@The industrial distributor is thd 


for the local industrial consumer. He carries 


the industries in his territory. He gears: his e 
service to meet local industrial requirements 
industrial distributor's function is the dual one 
providing a stock of supplies on which manufacturers 
can draw for immediate delivery and of providing ware 
/ house delivery service and{sales representation for the 


- 
makers. 





The industrial distributor may be known by any 
one of the following trade names: Mill supply house; 
industrial distributor; railroad, marine, mine or textile 
supply house; hardware wholesaler with an industrial 
supply department; iron and steel warehouse with an 


industrial supply department; plumbing and heating 

A ling wholesaler with an industrial supply department; ma 
] ats chinery or equipment dealer. There are also a(few) 

tects, specialists of limited lines, such as power transmission 


quipment distributors. °F 


7 elding JS elndustrial distribution is the business of supplying \ Tr. f. 
‘ needed goods to the industries in an area. This busi 





ness includes among its functions—buying (from var 
ious manufacturers), warehousing, selling (to indus- 


trial users) (engineering, shipping, advertising, finance 
page ing, accounting and management. 
‘ ] 


“The industrial distributor is a firm 
corporation or individual—doing this 





as we would starve were the grocer not to have the gaged in the business of buying and ware- 

food available when we came to purchase. The housing maintenance, repair or operating sup 

corner grocery store can be a great, big super-market plies and equipment for resale to a local indus- 

or a hole-in-the-wall in some out of the way place.” trial consumer.” 

W. C. Stauble, president, The Hole-Krome Screw 2.“‘A business enterprise whose prime function is 

Corp. to buy and inventory goods to be resold to 
Here are three short suggestions from some of the industrial consumers.” 

officers and department heads of The W. M. Pattison 3. “The essential links in our economic chain which 

Supply Co., Cleveland. bring together the manufacturer and his product 
1.“Any individual, partnership or corporation and the ultimate industrial consumer. This dual 
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reveal preferences, point up the problem 


doing it in a manner and at a 


Toor yen i, y its customers and stockholders 


facturers of the goods handled 


elt a abrasives, cutting tools, trans ion equipment, 
teners, machinery, metals, or an her m 
needed by the industries in the territor hese § 
may become |. part of th 

: | 


+ 1 . 
Z£. Mav ve IS OT 


the products, or 


tenance of the 


@e@Simply stated, a1 


Alt 





iu 


stocks and sells industrial 


the maintenance and produ 
} 


} neer h 
irea le is the essential link between man 
: tik : 
of industrial supplies and the users of su 


he offers the most economical, efficient 





keting on the 
“He may operate in one of four wai 
line, departmentalized, limited line, 
ganization 
‘He represents at least three rey 
urers of industrial products, maintains an 
stockroom (even if in his own home), inves 
mum of $25,000 in inventory, employs at 
full-time inside employee, and a salesman 


outside selling 


~ or 


himself, spends a minimum of 75 
“He sells and services industrial accounts such as 

the broad range of manufactyring plants from mass 

producers of giant equipment to small machine shops"\_, 

mines and quarries, oil fields and re fineries, contractors 

plumbing, electrical, road and construction), railroads 


utilities, government agencies, marine trade, retailer at 


of industrial supplies and tools, and service industri¢ An 


Vhile he may be a division of an organizatio1 A 4 f) 
| ins VI ] a c! A 





primarily, or in part, a plumbing and 
saler, an iron or steel] warehouse, a hardwat hol ( 
saler, an electrical wholesaler or an automot 


; 


the industrial supply division mec 


conditions 

“A specialist | zes by product, industry or serv .* / Lh Are 
ice—for example, oil field supply house is ~ 

: ; ; Y da nr 
Clalist serving~-a icular 1 \ [ nn 7 


house is a product specialist, an electric maintenanc » wvtr-& 


house stocking wer transmission equipment andf11 Le 
stall ] anc ervicing such equipment 1 list for 


vides the manutacturer 





nomic sales coverage than he could fe 
maintain and also provides the indust 
sumer with the time and money-saving 
vantages of one source for thousand 


diversified products.’ 


The Longies 
mmediate 


Ilere are some longer suggestions from our 1 rs mn hand enable 


More Points of View —> 





Definition of An Industrial Distributor (Cont’d.) 


and purchase many items from the same source 
thereby keeping the cost of distribution very 
low.” Sam H. Clark, president, Samuel Harris 
& Co., Chicago. 

“A local business enterprise with facilities to main- 
tain an adequate and representative stock of either 
a selected or wide range of tools, equipment and 
supplies, suited for various applications as used in all 
industry for production or maintenance. Such an 
industrial distributor renders sales engineering and 
delivery services and maintains an office staff, extends 
credit. Through regular solicitation of buyers in 
various types of industrial activities in his area he 
acts as a representative of his supplying manufactur- 
ers, either on an exclusive sales or selective sales basis 

1 a prescribed territory actively covered by his sales 
organization.” A.W. Tucker, vice president in charge 
of sales, The Henry G. Thompson & Son Co. 


A Family Effort 


Here are suggestions offered by the executives of 
Detroit Ball Bearing Co. of Michigan. 

“An Industrial Distributor is a local concern owned 
by an individual, partnership, or corporation. It owns 
and carries on the shelf an ample, well balanced stock 
of supplies for the maintenance and operation of varied 
kinds of manufacturing industries. 

“The management is usually men of long experience 
in this field who know the basic requirements of 
industry and keep abreast of all new and proven devel- 
opments. They are invariably men of standing in 
their own community. 

“As many as a hundred different lines are normally 
stocked and some large distributors in large manufac- 
turing centers may stock as many as three hundred 
lines. Lines consist of abrasives, cutting tools, fasten- 
ers, machinery, belting, metals, hand tools, fire 
extinguishers, power transmission equipment, etc. 
The extent of these lines usually requires each dis- 
tributor to publish a catalog showing the lines they are 
authorized to handle. | 

“A capable, well informed inside staff is a must 
and stock records reflect the needs of customers in 
the area. The outside men have had long experience 
on the inside before ever ‘calling on the trade’ and 
generally are well informed and capable of rendering 
a genuine service to industry that could not possibly 
be done by the manufacturers of the products they 
sell. The Industrial Distributor in reality is the 
department store that keeps the wheels and shafts 
of industry turning.” T. B. Moore, Chairman of the 
Board. 

R. J. Moore, president and general manager, con- 
tributed a definition of equal length and pointed out 
“The Authorized Distributor does not sell to the 
general public but warehouses, delivers, and assumes 


the credit risk of the industrial consumer. He makes 
recommendations for the use of new tools, items 
or methods of doing things quicker and better. The 
Authorized Industrial Distributor handles only brand 
new fully guaranteed material purchased directly from 
the manufacturer. He also backs the material up 
with his own guarantee and stakes his reputation on 
the goods he supplies and the service rendered.” 

Vice President T. P. Moore injected these ideas in 
his comprehensive definition. 

“In addition, he renders service 24 hours a day, 
seven days a week. Service includes engineering 
information, catalog information, delivery information 
including prices to the consumer. As a rule, the 
wholesale distributor delivers to the industrial plant 
who buys from him 

“It can be a one, two, three, five, ten, twenty, 
forty, fifty, one hundred or two hundred, or more, 
man operation.” 

James T. Moore, secretary treasurer, concluded in 
his contribution, “An Industrial Distributor ware- 
houses, sells and services many items at the local 
level of industry which would not be economically 
or physically feasible for the manufacturer to do.” 


Functions Emphasized 


D. L. Price of Norton Co. submitted two of his 
attempts along with two from his colleague, Sid 
Wetherhead. Here are those they preferred. 

“An organization whose fundamental purpose is 
to supply and service industrial users with goods made 
by one or more manufacturers. They are the middle- 
men of industrial buying who sell to all types of 
industries; manufacturing plants, mines, oil fields, 
railroads, construction industries, farms, utilities, and 
other service industries. 

“The specific functions include the following: 

1. Active solicitation of orders 

2. Sales coverage of potential in marketing area 

3. Taking title to goods (buying) 

Carrying stock (warehousing) 
Shipping from stock 
Billing 

. Extension of credit and collections 

3. Servicing of products sold with engineering 

assistance or repair facilities. 

“The term includes a variety of organizations from 
those operating with a few people serving a specialized 
industry, to those with many employees selling several 
hundred lines and serving every industry in their 
marketing area.” Sid Wetherhead, Manager of Dis- 
tributor Sales Promotion. 

“Fundamentally a sales enterprise which, in addi- 
tion, has all of the qualifications and facilities to carry 
out the sales and distribution functions that are 
required to represent and sell the products of manu- 
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“SECTION 1. The term “Industrial Supplies 
and Machinery Distributors’ Trade,” or “trade,”’ 
as used herein, includes the warehousing, sell- 
ing, distributing, and/or servicing in conjunction 
therewith of tools, equipment, and supplies for 
railroads, ships, boats, mines, mills, factories, 
and/or other industrial users. 


SECTION 2. A Distributor of Industrial Sup- 
plies and Machinery shall be defined as one who 
sells to industrial consumers and other trade 
outlets; and who has at least the following 
facilities and services: 





N.R.A. Definition 


(a) An adequate investment 

(b) Storage space sufficient to carry the stock 
required in Paragraph (e) herein and nec- 
essary facilities for operating same 

(c) A proper accounting system, sales, office, 
and delivery service 

(d) Regularly maintains salesmen in his terri- 
tory to demonstrate and sell the lines 
handled 

(e) Carries a sufficiently complete purchased 
stock of industrial tools, equipment, and 
supplies 

(f) Assumes the credit risk of his sales’ 








facturers to other producers of products or services. 

“Basic qualifications and facilities include adequate: 

a. Building and warehouse capacity 

b. Financial resources 

c. Organization 

“Basic sales and distribution functions include 

a. Purchasing of materials 

b. Stocking of sufficient quantities 

c. Delivery services 

d. Invoicing 

e. Extension of credit 

. Servicing or repair facilities 

g. Personal sales coverage of all potential markets 

. Acceptance of use of other promotional sales 
tools.” 
D. L. Price, Sales Manager, Grinding Wheels. 

Here’s a longer definition by Lloyd B. Mize, Indus 
trial Supply Corp, who also submitted one of the 
shorter definitions reproduced above. 

“Our business is the wholesale distribution of light 
machinery, production tools and supplies for the 
maintenance and operation of every tvpe of indus 
trial plant where a wheel is turning. It consists of, 
but is not limited to, power transmission equipment 
such as motors, gears, speed reducers, bearings, belts, 
etc. It also includes abrasives such as grinding wheels, 
sand papers, as well as cutting tools such as drills, 
taps, dies, reamers, milling cutters, files, hack and band 
saw blades, etc. Another category would be mechan- 
ics hand tools of practically every type for contractors, 
millwrights and pipe fitters. We also stock some 
iron and steel products, as well as pipe, fittings and 
valves. Fasteners such as bolts, nuts, screws, etc. are 


important items. Power tools such as electric drills, 


grinders, sanders, etc. are a large item with us.” 
Thomas H. Clynes assistant general manager of 

Squier, Schilling & Skiff, Newark, N. J., submitted a 

short definition and the more detailed one following: 


“The modern distributor confines his activities to 
a small territory. As a direct result of such concentra 
tion of effort, he has developed an intimacy with the 
market and an effectiveness of sales effort which can 
not be duplicated economically by any other means. 
As his contribution to economical and profitable dis- 
tribution, he considers it to be his responsibility— 
1. to maintain and warehouse adequate stock 
2. to maintain a delivery service and facilities for 
pickup service 
3. to maintain a selling organization properly 
trained to provide specifications and quotation 
and to properly handle matters of service 
4. to be able to furnish at one time a variety of 
items fairly priced providing him with a reason- 
able profit. 
to advise regarding the most suitable and reliable 
products and/or equipment for purchase and 
installation 
to distribute literature showing and describing 
items in common use in the industry. This often 
takes the form of a catalogue published by the 
distributor 
7. to extend justified credit on reasonable terms 
. to assist by carrying parts and replacement service 
and to supplement the services of his manufac- 
turer-suppliers in the handling of materials 


claimed to be defective.” 


What Do You Think? 


he excellent response from advance 
indicative of the interest of our industry 
a satisfactory definition. We are in the 
digesting all the suggestions offered but 
open for more 

How about it—what’s your definition of an 
trial distributor? 
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Akron Distributors Talk 


Cooperating with a public-spirited project, seven 


By Don McGill, 





MEETING with Robert Kyk 
hairman of Akron Chamber 
merce’s business - community 

mmitte distributors discuss gener 


f vocational guidance book 





a 


DISTRIBUTORS M. H. Le 

ind J. R. Cormany, M. I 

( D. A. Rebillot, Servic 
pplv ¢ ind Frank Quati 


} | 
d Supply stud 





HUDDLE on picture content is heid 
P. S. Croley (left), Mahoning Va 

y Supply and J. C. Hallett, Hardwa 
\ y with Mr. Kyle. Mr. Hallett 

H. Kuhn, Hardware & Supp 


pared booklet’s prelimina 
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About Job Opportunities 


distributors make bid for future 


Associate Editor 


oo AKRON DISTRIBUTORS recently joined together 
to publish the story of job opportunities in their 
industry for the benefit of local high school students 
Entitled “Careers in Industrial Distribution,” the 
booklet is one of several being prepared under a 
program launched by the Akron Chamber of Com- 
merce and the Akron Area Vocational Guidance Asso 
ciation, and having as its objective the furnishing of 
school vocational counselors with authoritative job 
information on various of the Ohio city’s industries. 

lhe Chamber asked H. H. Kuhn, president of 
Hardware & Supply Co., to head a committee of indus 
trial distributors to prepare the booklet on the supply 
business. He approached other distributors and 
received offers of cooperation from six of them: Good 
Supply & Equipment Co., Mahoning Valley Suppl 
Co., Mau-Sherwood Supply Co., M. F. Murdock Co.., 
R. C. Musson Rubber Co., Service Tool & Supply Co 

Mr. Kuhn and J. C. Hallett, assistant secretary 
treasurer of Hardware & Supply, wrote the preliminary 
draft of the booklet, using portions of two ID publi 
cations, “Careers in Industrial Distribution,” an 
“Industrial Distributors, Their Importance to Ameri 
can Industry Briefly, the text of the S-page booklet 
covers a description of industrial distribution both 
nationally and locally, the training and educatio1 
necessary for “entering” jobs, the range of job oppor 
tunities open to men and women, salary and working 
conditions, and benefits. Photographs _ illustrate 
various jobs, and on the back cover is a diagram show 
ing the function of an average supply house 


From Draft to Print 


After the text of the booklet was written, a covet 
was designed and photos taken or furnished by the 


participating distributors The draft was then ap 


proved by the six other firms, who made suggestions, 
additions, and corrections. The final draft was sent to 
a committee of local educators who did the final 


editing and proofreading. 

(he whole project entailed about three months 
work. Each of the seven firms contributed to the cost 
of the publication according to the number of its 
employees. Some 550 copies were printed at a cost 
of 84 cents a copy, or $462. This figure included 
artwork and photography. 

Che booklets were circulated to all high and junior 
high schools in the Akron area, the two universities, 


employees 


ind all branches of public libraries, public employ 
ment agencies, and vocational guidance agencies. 
Copies were also requested by the NIDA-SIDA Joint 
Educational Aids Committee 

Response to the booklet has been enthusiastic, and 
\Ir. Kuhn says, “We think it will be helpful to young 
men when considering their business career.’ 





How To Write A Vocational 
Guidance Booklet 


To help local business groups write a booklet 
covering job opportunities in their particular 
fields, the Akron Area Vocational Guidance Asso- 
ciation has prepared a short manual containing 
these suggestions on what to include: 


Genera! background information about the 
business or industry; brief history and descrip- 
tion as it applies to local area; the general dis- 
tribution of jobs; general employment trends. 


Titles and brief descriptions of beginning or 
entry jobs; entry requirements should be 
specified (education, special courses, experi- 
ence or apprenticeship on-the-job training); 
physical qualifications and personal charac- 
teristics employers seek should also be speci- 
fied. 





Working conditions should be described—in- 
door or outdoor work, sedentary or strenuous, 
day work or round-the-clock shifts, regular or 
seasonal, alone or with people, quiet or noisy, 
clean or dirty, union or unorganized. 


Remuneration—average beginning wage and 
salary ranges for various jobs should be speci- 


fied. 


Advancement opportunities should be stated, 
together with on-the-job training, apprentice- 
ships, related courses, and scholarships avail- 
able to employees. 


Employment trends—the approximate number 
of persons now employed in the locality with 
short or long-term estimates of job prospects 
—should be included. 


The manual points out that the booklet should be 
written for the high school reading level. 
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FLEXOWRITER is Frick & Lindsay’s basic tape-producing 
machine. It also “reads” tape that’s fed into it and repro 
duces the data on paper. 


CAREFUL ORDER CHECKING js vital to keep system 
in gear. Jim Ek] proofreads, separates forms at start of com- 


pany s order process 


HEADING TAPES are used to reproduce customer's name 
and address, other constant data. Only item, quantity, other 
variables” need be typed by hand 


They Cut Their 


Tapes in your future too? ID’s June 
point the way to integrated data proc- 


June 1957). Here’s how to get 


By Van Ness Philip, 


Pp’ NCHED TAPES HAVE TAKEN OVER much of the typing 


and keypunching at Frick & Lindsay Co., Pitts- 
burgh, in what the management calls “a first step 
toward office automation.” 

Che installation provides for quicker transfer of 
data from one form to another and results in faster 
order processing, greater accuracy and lower office 
costs, George W. Wuerthele, president, reports. 

Che firm has installed five Flexowriter tape ma- 
chines at a iotal cost of about $15,000. ‘They produce 
a punched tape of the data typed on their keyboards 
and automatically transfer data from one tape to 
another. 

Coupled with a tape-to-card machine and Reming- 
ton-Rand punched card installation, they produce all 
of Frick & Lindsay's order forms, invoices, direct 
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TAPE-TO-CARD MACHINE produces punched cards for SALES 


ANALYSI 


i 1 i 


S REPORT 


; fter 


Flexowriter 


Red Tape With Tapes 


issue described how punched cards 


essing (“The Cards in Your Future,” 


similar results with punched tapes 


Associate Editor 


and “lo-Us” purchase orders and sales analysis data 
automatically or semi-automatically. ‘Tapes have re 
duced, and at some points nearly eliminated, the 
manual typ:ng chore in order writing, billing, back 
ordering and the writing of purchase order forms for 
direct shipments and goods picked up locally. Punch- 
ing of cards for sales analysis is done by tapes instead 
of manually 

Employees have not been displaced by this degree 
of automatic operation. Those affected have time for 
other duties in the expanding company 


Faster, Smoother Operation 


“The system has proved itself as a timesaver, “says WO RAT! phe K CARDS a 


iN 


(Thomas H. Quinn, comptroller and assistant to the ee ata a 


How Frick & Lindsay Mechanized Its Office —> 





They Cut Red Tape With Tape (Cont’d.) 


Customer 
“Heading” 
topes 


nnn ‘a 


| | 1] | 
LE j 8-port 


Order Form 


Feed tape 


Phoned in order, 
Handwritten — Sales 
order or Dept. | 
Customer 
purchase orders 


| Stock 
Desk | 


a 


Classi fy Update 
"Stock" Inventory 
"Direct" cards 
"To Us 


quantity 





Flexowriter edgment 
Type item, 


from origina 





} Check credit 
Pric ng D) 
Copy Ky 


Code, price 
Shipping Shipping copy 





Copy 


Droy oO warehouse \ TO customer — 


dray 
< Ship 
Packing goods (in _packoge 


List P-L 








Expediting 





Copy 
Acknow!l- Tec 


Salesmen'’s - 
Copy pa———> |To salesman 


— aneeied On Direct Orders, use 
Tape File 


Ao this as Purchase Order, 
Oy \ file tape with packing list 


On orders filled by picking up 

ocally, add “To Us" insert; @ 

, Delay invoIcing until goods arrive 

Attach and are reshipped , 

Tile COpy =" sa 
; x > Order tape 





_ 





K SS 
So 





president. “Invoices get out much faster, right after 
shipments—many times they've been ready before 
we got the confirming orders. Duplication of paper- 
work at many points has been eliminated. And errors 
are less frequent because there’s less manual tran- 
scribing.” 


Installation Took Time 


I'he changeover took some time to complete after 
the firm installed its first Flexowriter. Eight to nine 
months were required to train the staff, solve various 
mechanical problems and smooth out the new rou- 
tines before tapes had been applied to all of the order 
process, with the exception of heading data. A proj- 
ect for gradual installation of “heading tapes” was 
started several months later and has not yet been 
completed. 

lhe staff acquired facility with the machines only 
by persistence and patience. Errors were frequent at 
first, but each time one occurred the order was sent 
back to the point of origin and started over. Once 
installed, the new system was not bypassed—all orders 
were sent through it, no matter how complex. On the 
punched card operation alone, Mr. Quinn recalls, 
“We tore up more cards than we used the first few 
weeks.” 

Mr. Quinn organized the installation. R. J. Nel- 
son, office manager, supervises its operation. 

“Actually it wasn’t so difficult as it looks,” said 

Continued on page 204 





- — ~ il 
— 4] File until billing 


How Tapes Write 


1. Original Order: Customer’s order, either on his 
own form or handwritten by telephone salesmen, is 
classified as “Stock,” “Direct,” or “To Us” (meaning 
that order will be filled by purchasing material in for 
delivery). Stock orders then pass through stock desks 
where withdrawals are entered on inventory cards 


2. Heading tape: These are filed by customer. Each 
has had punched in, the customer’s name, address 
and shipping point, account number, salesman’s name, 
branch location and other standard data such as sales 
tax information. There may be more than one for 
a customer covering different shipping points. The 
tape is pulled and sent with the original order to the 
first Flexowriter. 


3. Order Writing: The Flexowriter is basically a type- 
writer that can be operated either manually or auto- 
matically from a punched tape, with this difference: 
it produces both typed copies and a by-product tape. 
The heading data is fed into it on tape and the vari- 
able data—item and quantity ordered—are entered 
manually. A “programming tape” incorporated in the 
heading tape sets spaces, starts and stops. The whole 
is transcribed onto an eight-part order form and 
“Order Tape.” 


4. Order Tape: This is filed with one part of the 
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order tape over again, 
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ew 8-part forr 












Orders and Invoices 












eight-part order form to await billing. Meanwhil SA. Back Order These ( metin inticipates 
various parts of the eight-part form carrv out the it the stock desk If part f an order t of stock 
usual order-process functions. Goods are shippe it may be marked “Hold for Stock” a held, o1 
rom a “shipping copy” that passes through the ware split into a stock order and a direct o1 Or it may 
house and is then taken to the pricing department be put through as a direct order onl Where 2 
to be matched with a “pricing copy,” which has been back order occurs because of a discrepa etween 
priced and extended. The Order Tape is pulled ird and actual stock balance or { t reasol 

when the pricing copy is ready for billing the pricit tamped “B. O.” bef t gets to 








4A. Direct Orders: ‘These are processed the same wa ind used er aga ' the ich ten 
as stock orders except the warehouse is not involve rive in stocl us t 

and one order copy is used as a purchase order o1 vf data (ey t for typing the dat ertain 
the supplier. This obviates hand transcnbing. Pap« iriabl processing a back orde ft t of an 





] 


and tape are held up before billing until arrival of the der ha hipped, that tion of the Order 






supplier's invoice. 









4B. “To Us” Orders: On orders to be filled bv pi 






chasing the material in for delivery, a special threc 6. Sales Avah l'ape: This p letes the 
part insert is added to the regular order form to accom invoice f ind also produces a w tape. th 
modate_ thc purchasing and receiving transactions Sales Analvsis l ‘ape ontaining pun he lata on cus 





} 







Billing is delayed until goods arrive and are re-shipped mers, items, quantities, cost of sales and salesmet 







5. Invoice Writing: The Order Tape mentioned in 7. Sales Analysis Tabulating: The sales analvysis tape 
Step 4 is fed into a second Flexowtiter in the billing s sent to a tape-to-card machine that automatically 
department and the operator types only the variable transters the data to punched cards. These are fed 
data from the pricing copy (price, extension, total, to a Remington Rand sorter and printer-tabulator in 
date shipped and other details not on the Order the conventional manner to get data on sales by com 
l'ape nodity, salesman and customer 
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“OPPORTUNITY CLINIC” answered numerous questions on mutual problems. From left, panel consisted of: F. T. Keeler, 
Carborundum Co.; James T. Moore, Detroit Ball Bearing Co., Detroit; K. R. Beardslee, Metallurgical Products Dept., General 
Electric; W. E. Lowles, Cleveland Tool & Supply Co., Cleveland; Paul A. Johnson, Jr., Dake Corp.; J. D. Williams, Mau-Sher- 
wood Supply, Cleveland; C. W. Payne, Safety Socket Screw Co.; T. H. Clynes, Squier, Schilling & Skiff, Newark, N. J.; F. M. 
Cruger, Indiana Manufacturers Supply Co., Indianapolis; and John Failing, Chas. A. Strelinger Co., Detroit. 


Market Potentials Highlight Cincinnati Forum 


T" RE WAS A RECORD ATTENDANCI 
at the “Industrial Distribution 
Forum” sponsored last month in 
Cincinnati by the American Supply 
& Machinery Manufacturers Associ 
ation. Some 436 representatives of 
manufacturers and distributors met 
to hear a succession of speakers 
discuss problems of mutual interest. 
There were 146 representatives of 
102 distributor firms in attendance. 


Two Sessions 


Beginning with a get-acquainted 
function the preceding afternoon, 
the meeting consisted of 
two sessions in the morning and 
an afternoon “opportunity clinic”. 

During the morning’s first session 
Walter F. Crowder, editor of ID, 
and Arthur H. Dix, vice-president 
of research, Conover-Mast Publica- 
tions, spoke on the determination 
of market potentials. 


one-day 


94 


l'aking the manufacturer's point 
of view, Mr. Dix described, first, 
why market potentials are import 
tant to a manufacturer in his re 
lations with distributors, and sec 
ondly how a manufacturer can use 
standard sources to compute the 
potential market for his products 

The majority of distributors, Mr. 
Dix found as a result of a survey, 
welcome market potential informa 
tion from manufacturers, “but they 
want it to be soundly based and 
they would like to know how 
quotas are calculated.” 


Distributor’s Viewpoint 


Speaking from the distributer’s 
viewpoint, Mr. Crowder stated that 
without an organized, systematic 
survey of his market, a distributor 
is only misdirecting his sales efforts. 
He cited cases of such misdirection, 
and warned the meeting these were 


not isolated or exceptional instances. 


“Indeed,” he said, “similar types 
of waste may be happening in your 


own operations.” 


Three-Phase Approach 


Mr. Crowder suggested a three 
phase approach to distributors in 
calculating market potentials: 

1. Develop customer and poten- 
tial customer record sheets, and code 
customers on the basis of the Stand- 
itd Industrial Classification manual. 

2. Study census data to insure 
that “vou haven’t lost worthwhile 
plants.” 

3. Develop “bridge” factors be- 
tween the data on the number of 
employees in a plant and the 
amount of the product line which 
that plant buys from all sources 
he dollar potential for a particular 
product line can then be worked 
out. 
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PRODUCT LIABILITY as it affects 
distributors was explained by D. S. 
Richardson of Liberty Mutual Insur- 
ance Co. “Don’t assume no one is go- 
ing to sue,” he said. 


In concluding he pointed out that 
market potential study requires con- 


tinuous effort, and “persistent man 


agement attention and push.” 


Liability Insurance 


In the 
D. S. Richardson, manager of spe 
Liberty Mutual 
ance Co., explained product liability 


cial claims, Insur 


insurance. Pointing out that insur 
ance claims are getting progressively 
higher, Mr 
tributor is in a “good position to get 


Richardson said a dis 
sued” in damage cases because he 
has handled product. They should, 
therefore, think of their products in 
terms of liability and obtain insur 
ince coverage accordingly. 

the 


broad 


Describing distinction — be- 


tween vendor's and limited 


coverage, Mr. Richardson advised 
distributors to have someone in their 
firms who is versed in insurance. In 
case of a bad accident involving a 
product he sells, a distributor should 
contact his manufacturer immedi 
ately to get an expert on the scene 
before the claimant's attorney gets 
there. “Don’t make an admission 
of liability or antagonize anyone,” 
he said, adding: “And don’t assume 


that no one is going to sue.’ 


morming s second session, 








] 
DISTRIBUTORS market po 
tential data to pinpoint their sales et 
fort, said Walter F. Crowder, editor of 
ID. He outlined method of determin 
ing potentials 


need 


: , 
An opportunity nic, model 


rer, Indiana Mftrs 


ited 
by Frank M. Crug 
Supply Co., 

offered delegates a chance t 


questions and problems rel 


Indianapolis 


anv phase of the industry 
Questions were submitted on a 
broad range of topics and answered 
by an eight-member panel and from 
the floor. Subjects included 
facturer-distributor advisor 


profitability of light 


manu 


sales, distributor branch 
manufacturer-distributot 
Ol Mi act 


invoices, eftect of 


1 
Saiesmecl 


calls, ounts, hance 


team 
written militar 


utbacks, multiple distribution, et 


Public Relations 


Ihe luncheon speaker was A 
Hugh Forster, publi 
Armstrong Cork Co 


emphasized the Importance busi 


relations man 
ager otf who 


ness telling its story to a pul lic who 


has many misconceptions about its 
aims and intentions 

the meeting ses 
Pitkin, Lane 
Co. and hn N. Failing, 
\. Strelinger Co., Detroit. At 
breakfast meeting, the 


NIDA, SIDA, and 


introduced 


Co-chairman o 
S10ons 
Mfg. 
Chas 


an opening 


f 
were Carroll B 
J 


presidents of 


\SMMA 


were 


MANUFACTURERS 
g relations by 
tors with reliable potential data 
Arthur H. Dix, Conover-Mast Pul 


tions research head 


can 


good 


<a 


. 


promote 
furnishing distribu 
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ric a 


PUBLIC Relations was subject of A 
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Right 1S 
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Hugh Forster, 
luncheon speaker 


John Failing 
Detroit 


co-chairman 
Strelinger Co 


FORUM co-chairman Carroll P 
kin, Lane Mfg. Co., tells meeting 
tendance by manufacturers and 
tributors reached 436. 


Cork Co., 
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ID Editor Shows Cincinnati Distribution Forum How. . . 


You Can Determine 
Your Market Potentiat 


Walter F. Crowder, Editor 


EFORE | talk about how “You Can Determine Your 
Market Potential,” I want to do some “selling” 
of the idea that knowledge of your potentials will 
Perhaps, to the extent I can sell 
vou on the essentiality of potential studies and 


make you money. 


thereby develop your enthusiasm for the idea, you 
will be more prone to follow with interest what might 
otherwise be a dull, statistical discourse. 

At the outset I might say that I am thoroughly 
aware of the prevalence of the type of anti-intellec 
tualism exemplified by the farmer who expressed his 
resentment of learning the new and better ways of 
doing things with some such statement as this, “Wh: 
learn any more? I already know how to do things 
better than the way I’m doing them.” This little 
prelude is designed to persuade you that analyzing 
your market potential is worthwhile. 

I'd like to suggest that the most compelling reason 
for building up and using figures on potentials is 
that they help you do a better job of directing the 
expenditure of your money, your time and the time 
of your employees. The wise allocation of resources 
is certainly a prime function of management. And 
it is a job in which all possible help and factual 
guidance should be welcome. 


Minimize Waste 


It has been stated by various authorities that the 
greatest cause of waste in distribution is the mis- 
direction of effort. There is action galore but with 
out guidance, there is a high probability that we will 
expend our energies in the wrong directions. The 
problem thus resolves itself into two parts, as far as 
management is concerned. One, what is the target, 
what is the proper direction, where should the effort 
be expended? And two, among numerous alternative 


courses or directions, how much effort should be 
expended in the various directions? 

The first of these questions has to do with poten 
tials. Who and where are your customers, what do 
they buy, how much do they buy of your various 
product lines? And, more importantly, how much 
do vou get of the total? 

(he second question has to do with the measure 
ment of expense incurred in the performance of 
various functions, or in the serving of various cus 
tomers, or in the selling of various products This 
“Distribution Cost Accounting’ 


related, subject. 


is the substance 
and is another, 

At this point, v re concerned with the first 
ictual 


question, ¥ ho al vour customers are 


and potential), buy, how much and from 
whom. There tendency at this point for 
distributors to sav in effect, “Oh, we know that from 
“We don’t have to figure that all 
salesmen are pai a commission basis 


and thev know the good accounts from the bad.’ 


experience " he 
our, oul 


Your Customers 


In the face of these optimistic expressions, I can only 
sav, if vou haven’t figured out potentials for your 
territory, you just don’t know. 

I’ve seen the results of scores of studies by distribu- 
tors and by manufacturers and they all, invariably, 
show the same thing. When management finally 
‘ets around to finding out, on an organized and sys- 
tematic basis, who and where the customers are and 
what and how much they buy, the facts always reveal 
that the hopes expressed in the preceding optimistic 
statements are just other examples of wishful think 
ing. Without an analysis of your market, you just 


don't know. Period. And since you don’t know, 
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your sales cftorts are wasted because thev are mis 
directed 


How Accurate Are Hunches 


I could cite a lot of examples, but here are a couple 
to prove how wrong unsupported hunches can _ be 
I've just gone over the results of a rather preten 
tious survey of buving practices in a couple of indus 
tries. Practically every worthwhile plant (20 or more 
employees) in two widely separated geographic areas 
was interviewed to find out how much of product 
“X” they bought and from whom. ‘The surveys were 
laid out in such a fashion that they would reveal the 
penetration of an industrial distributor in each area 
In the process of the research work, 707 separate 
plants with 20 or more employees in the selected 
industries were contacted (sn combining results 
two areas Che two distributors serving the 

two areas were reaching only 162. ‘The saturation by 
ities and counties ranged from 35 to 40 per cent in 
the immediate citv where the distributor was located 


4 or 5 per cent in the more remote parts of 


1D 
distributor's terntor Ihe average saturati 


>> 


cent 


Even Top Salesmen Err 


Here’s another example that came to me from a 
I 


distributor who finally convinced one of his manu 


facturer suppliers that an analysis of potentials might 
, 7 1 

be helpful in the manufacturer's sales control 

ilso reveals that potential studies are needed 


best salesmen. What did the facts on 


ot } manufactures star sak 


under study, this salesman hac 


‘A” and 3 « 


idv of the potentials of 


MmMpany 


that company “B” bought 


this manufacturer's products as 
; ' ; 
compan. Sales analysis figures revealed that 


+ ~- * 
tota yuSsINes 


ictually received from these twe 
ompanies was about the same 


Here we get the familiar pattern of wasted effort 


listribution. A customer with 1/20 of the poten 


in undirected expenditure of 9 times thc 
sales effort. And, vou all know the answer that this 
manufacturer uncovered as he questioned his star 
salesman with the facts of the case before them 
the salesman liked the people personally in 
‘A” and he found tough going in company “B” 


ompany\ 


When I was a boy in Illinois, we used to put “decoy 
china or glass eggs in the hen’s nests to induce them 
to lav their eggs in the nests rather than in hard-to 
When the time came for 


she would blithely and stupidly “set” 


locate places in the fields 
a hen to “set” 


on one of the glass eggs for weeks if we didn't “break 
her up”. From this bucolic happening we coined 
1 statement that fitted this sales situation and this 


salesman—he had been spending his time “settin’ on 


glass eggs.” 
] 
hes examples, you may be tempted 


mly isolated and exceptional cases. | want te 


vou the ire not so isolated as vou would lil 


think. Indeed, similar types of waste may be 


pening in \our Own operations At least 


prelude, | hope I've convinced vou that 


take a look 


What's Involved? 


Now. Wwiiat 
potentials? 


] sh yuld 


ail oll 
ecord shee 


he factual material] 


; 


ird you should 


minimum 


omment on 
rtant to know t 
} ; 

because that 


pc rformed 


The Case for Uniformity —> 
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Major Group 35.—_MACHINERY, EXCEPT ELECTRICAL 
THE MAJOR GROUP AS A WHOLE 


This major group includes establishments engaged in manufacturing machinery and 
equipment, other than electrical equipment (Major Group 36) and transportation equipment 
Major Group 37 Machines powered by built-in or detachable motors ordinarily are 
ineluded in this major group, with the exception of electrical household appliances (Major 
Group % Portable tools, both electric and pneumatic powered, are included in this 
major group, but hand tools are classified in Major Group 34 
Creep Industry 
Ne Ne 
351 ENGINES AND TURBINES 
3511 Steam engires; steam, gas, and hydraulic turbines; and steam, gas, and 
hydraulic turbine generator set units 
Establishments primarily engaged in manufacturing steam engines, steam 
turbines. hydraulic turbines gas turbines except aircraft, and complete steam 
gas, and hydraulic turbine generator set units Establishments primarily 
engaged in building or rebuilding locomotives are classified ir Industry 3741 
and those manufacturing nonautomotive type generators which are not part 
of a turbine generator set in Industry 3621 
Internal combustion engines. not elsewhere classified 
Establishments primarily engaged in manufacturing Diesel, semi-Liesel, or 
other internal combustion engines, not elsewhere classified, for stationary 
marine, traction, and other uses. Establishments primarily engagea in manu 
facturing aircraft engines, including rocket engines, are classified in Industry 
3722, automotive engines except Diesel in Industry 3714, and engine generator 
sets in Industry 3621 


FARM MACHINERY AND EQUIPMENT 


Farm machinery and equipment 
Establishments primarily engaged in manufacturing farm machinery, in- 








MANUFACTURING 


CONSTRUCTION, MINING, AND MATERIALS HANDLING MACHINERY 
AND EQUIPMENT—Continued 


Mining machinery and equipment, except oll Beld hinery and equip 

Establishments primarily engaged in manufacturing heavy machinery and 
equipment used by the mining industries, such as coal breakers, mine cars, 
mineral cleaning machinery, concentration machinery, core drills, coal cutters, 
portable rock drills, and rock crushing machinery. Establishments primarily 
engaged in manufacturing construction machinery are classified in Industry 
3531; well drilling machinery in Industry 3533: and coal and ore conveyors in 
Industry 3535 





Ol! feid machinery and equipment 

Establishments primarily engaged in manufacturing machinery and equip- 
ment for use in ofl and gas fields, or for drilling water wells 
Elevators and moving stairways 

Establishments primarily engaged in manufacturing passenger or freight 
elevators, sutomobile lifts, dumb waiters, and moving stairways. Establish- 
ments primaniy engaged in manufacturing commercial conveyor systems and 
equipment are classified in Industry 3535, and farm elevators in Industry 
3522 


Conveyors and conveying equipment 

Establishments primarily engaged in manufactunag conveyors and conveying 
equipment for installation in factories, warehouses, mines, and other industrial 
and commercial establish Establish primarily engaged in manu- 
facturing passenger or freight elevators, dumb waiters, and moving stairways 
are classified in Industry 3534; and overhead traveling cranes and monorail 
systems in Industry 3536 


Heists, industrial cranes, and menerail systems 
Establishments primarily engaged in fi v4 rhead ting 














Industries are defined and assigned code numbers as is shown on pages 100 & 101 of the Standard Industrial Classification 


Manual 


key to the use of various products sold by distributors. 
A furniture factory, a gray iron foundry, a machine 
shop and a cannery will all be using different products. 


Fllow SIC Code 


For the sake of comparability and to enable you 
to use all government statistics, as well as data from 
other sources, your customer record sheet should carry 
an S I C industry number. S I C means Standard 
Industry Classification. The Office of Statistical 
Standards of the Bureau of the Budget, Executive 
Offices of the President has defined and assigned a 
code number to all industries. The purpose of this 
codification is to insure that government agencies that 
collect basic statistics and business concerns that use 
the results will be talking about the same thing. The 
definitions are published in a so-called “Standard 
Industrial Classification Manual.” The 1957 edition 
is available from the Superintendent of Documents, 
U.S. Government Printing Office, Washington 25, 
D>. <3 I'he price is $2.50. 

In Illustration | you will see the type of definitions 
to be found in the pages of the manual. Al] manu- 
facturing operations are defined and classified by 
industry in similar manner. 

If you know what a plant is making or producing 
you can assign a number to it. In assigning industry 
numbers, it isn’t too difficult for a distributor or his 
salesman tc ask a customer what he is making in a 
plant. In case two or more products are being pro- 
duced, which may be classified in different industries, 
the standard practice is to assign the plant an industry 
number on the basis of the major product. 


In the manufacturing segment of the economy, the 
authors of the manual list 434 industries, 150 groups 
of industries and 21 so-called major industry groups. 
These are the four digit code number classifications, 
the three digit code number and the two digit codes, 
respectively. I should judge that for the purposes 
of distributor potential studies, the three digit code 
numbers would be adequate. But even coding on a 
two digit basis is a healthy step in the right direction. 

It is also important to enter the number of em- 
ployees in the plant on the customer record sheet. 
There are other measures of size which might prove 
helpful but your customers may view these measures 
as confidential. No one, however, minds saying he 
has 50 or 100 or 500 workers in a plant. This “num- 
ber of employees” figure also ties in with other meas- 
urement data which are available. 

This, then, is the first phase of potential analysis— 
develop your customer record sheets. This employs 
figures from sales analysis and only formalizes, or sys- 
tematizes, what you know, or should know, about 
your customers and your trading area from your own 
experience. 


Your Next Step 


The second phase or aspect of your potential study 
requires that you check your own figures against inde- 
pendently collected outside statistics. What are the 
outside sources of facts on the customers in your trad- 
ing area? A major source of data is the reports from 


the Census of Manufacturing. This covers one im- 
portant group of your customers. Other so-called 
Census cover other groups of your customers—mines, 


98 INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 

















oil wells, service industries, etc. For want of com 
prehensive Census data, it has been quite popular 
in the past to use the reports called “County Business 
Patterns,” prepared by the Department of Commerce. 
Mhese reports, based on Bureau of Old Age & Sur 
vivors Insurance data, gives a picture as of the Ist 
quarter of 1953. This has been superseded by the 
more recent Census material based on data from the 
year 1954 


Census Report Samples 


way of illustration, several pages from the Cen 
sus report for the state of Ohio have been reproduced 
[he complete reports by states are available from 
the Superintendent of Documents, U.S. Government 
Printing Office, Washington 25, D.C. Or, from any 
Field Office of the U.S. Department of Commerce 
rhe price of the Ohio report is 30 cents and it con 
tains information that probably cost $1,000,000 to 
collect 
Ilustraticn 2 shows a part of Table 3 from the 
Ohio report 


; 


It gives overall manufacturing statistics 


for metropolitan areas and counties. This is the 


springboard from which more detailed statistics are 
broken out. You will note that the Cleveland area 
is the largest so-called metropolitan area, at least whet 
measured ty the number of establishments or the 
value added by manufacture. Illustration 3 shows 
the industry breakdown data for the Cleveland area, 
which includes Cuyahoga and Lake Counties. This 
is taken from Table 5 of the Ohio report. Illustra 
tion 4 shows the concluding part of the Cleveland 
listing and the first part of the report on the Columbus 





mn Cleveland 


note the industry code numbers in the 


umn of Illustration 3 The two digit 


; 


the code number to cover all plants 


group called “Food and kindred prod 


this line you will see the three digit 
In this category are all 


number “meat prod 


ucts” plants in the “Food and kindred products” 


group. And so it goes on down the left-hand stub 


Statistics are shown for most major groups which use 


} } 


two digits. But much detail is also shown for three 


rit yroup§ categories 


aig! £1 


All Uniform 


plants are classified by the 
Census on the basis of definitions from the Standard 
Industrial Classification Manual lo be able t 


utilize this gold mine of information, it 


7 
In all instances the 


that you classify vour customers’ plants on the 
basis That is why it is important that vou 
numbers on your customer data she 


major industry group 35 for some dé 


efer here to Illustration 4. This “Machi 


. ty }?? 
CC Ciecrrical 


C classification is the lars 
group in the Cleveland metropolitan iT 
of number of establishments. The S 
gives the definition of major group 35 


tion as well as the group and industry defin 


1 


reproduced in Illustration 1. You can 

6-line definition to see what we are talking al 
In this group there are 824 establishment 

of $248 


) 


emplov 47,952 workers with a payroll 


Pinning Down The Facts —> 
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ber of establishments, value of product, payro 


Reading from the table, we see there are 304 establish 


ments in the “Metal working machinery” 
354 


under three digit code 


} 
i 


the first test of saturation 


he alert and progressive Cleveland distributor wil 


sort out all his customer record sheets with addresses 


n Cuvahoga and Lake counties. As an aside, I might 


say that alert distributors in neighboring cities can 
ilso use these figures to find out what is going on in 
these two counties. I’m sure thev would be happ\ 

fill any sales vacuum that might occur, carrvin 

in a most neighborly tradition to be sure. But 
k to our alert Cleveland distributor. He will now 
sort out from the Cuvahoga and Lake county cus 


tomer sheets all the customer sheets bearing the code 


35, and he may possibly break out still ther the 
three digit industries as shown on the ta sheet 
Comes now the $64,000 question . . . less, of course, 
Does this alert 


Cleveland distributor have 824 customer sheets i 


the usual 2 per cent cash discount 


industry code 35? Does he have 304 customer sheets 
n industry categorv 354? If not, whv?  Let’s do 


some pin point checking 


Still More Help 


lhe Census can be of still more help. In Illus 
tration 5, there is reproduced a part of Table 7 from 
the Ohio Census Report which gives a distribution 
of plants by emplovee size classes and by major indus 
try groups. The data is shown for each county in 
Ohio separately. ‘Thus it is necessary to combine 


Cuvahoga and Lake to get the Cleveland metropoli 


ls in wide rang« 


industry, 


Now we are ready for 


1) 


Cleveland area 


But for our alert Cleveland distribu 
study the county data separately 
Cuvahoga County, there are 535 

major industry g 


There are 164 establishment 


th from 20 to 99 emplovees 


yroup 35 that have 


with more than 100 employees 

land distributor can now so1 
uvahoga County in majot1 
nto three stacks as deter 


mplovee” figures he has ent 


ord sheet. Suppose he 

sheets bearing industr\ 

y , mn! > H 

or more emprovees C is 
osition to do some pertinent ques 
has happened to the other 18 plants? 
that a plant with 100 or more em 

+} 


plovees easiest thing in the world to lose 


But expert: n do it 


Stick to Objective 


You may sav, “Oh, you can’t sell evervbod\ 
that’s not what we are talking about here. We are 
talking about potentials and our alert distributo 
should have a customer sheet for each establishment 
whether the plant is being sold or not, and with a 
record to that eftect These are the “lost” plants 
Lost, that is, as far as vour sales effort is concerned 
At this 
They don't pub 
lish lists of names, only anonymous, summary statis 


They are, however, a part of vour potential 
point the Census can’t help vou. 


tics. A little detective work in city, state and industri 
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directories may help supply the names and locatio1 lan 
of these missing or lost customers. or example, will consume only a fraction the 

olume of production tools th will used in a 
The Third Step machinery manufacturing plant wi tenth of the 


number of employees This is t is mecessary 


| figures up by industry and by 


The third phase or aspect of potential determina to work potential 
— 


tion is to develop, what I choose to call, a “bridge produc 
between the data vou have on the number of e1 
ployees in a plant and the amount of ca O Developing Bridges 
product lines which that plant buys from 
ot of different factors ti 
emplovees’ secins to work 
f production tools and maintenanc« 


nly, it has a good logical foundat 


I 


use more of evervthing a 


plant with twice as many employees will norma 
distributor has to sell tl 
1 plant in the same industry of half the siz yn potentials 
iS anv men Mm pre 
ing and smoothing and shaping and forming for example, 


issembling, they are using all the tools and supp dl rs to cooperat 


it 


it takes to do the iob 1€ problem then is t le Cl pin patter ile Lhese¢ 


so vou can say, on the average, iis themselves by 


custome! ints in this industry are using buving 
dollars worth of product “X” per vear, per employ 

\W ill know that the operations performed 
plants in different industries use different amount 
of all the things distributors have to sell. A furniture 
plant will use different products than a machi 
shop and even where they buy the same product 
they buy different amounts. Furthermore, a plan 
using industrial supplies for production has a much 
higher ratio of purchasing power potential per 


plovee than an industrial plant which buvs industi 


Foster Cooperation —> 
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\ second source of information are the manufac- 
turers whose products you sell. I know a half dozen 
manufacturers who are currently developing “bridges” 
for their products in a number of industries. Here 
the § I C comes in again. These manufacturers are 
coming up with “bridges” for industries on the basis 
of standard classifications. If distributors don’t have 
their customers classified on the same consistent basis, 
they will be unable to use these extremely valuable 
conversion factors. I have a strong hunch that as 
distributors make progress in the way of getting their 
customers coded by S I C categories, manufacturers 
in turn will see their way clear to underwrite the 
research that is needed to develop the “bridge” factors 
for their lines. 


Base For Measurement 


The purpose of all this, as I’ve indicated earlier, 
is to give you a factual base against which you can 
measure your sales effectiveness. By the process I 
have suggested here, you can develop a factual pic- 
ture of what each of your customers is buying, by 
product lines. From your own sales analysis 1ecords, 
you can find out what your sales performance has 
actually been. With the facts on potentials and 
performance before you, you are in a position to plan, 
direct, control and measure your sales efforts. This 
is the essence of management. 

In summary, I should say that this whole matter 
of potentials is something that you develop and im- 
prove over time. It requires consistent and persistent 
management attention and push. It would be won- 





empioyees 


derful if this were the sort of thing where you wouldn’t 
have to woik and plan and think. But is isn’t. This 
is not the sort of deal where you put a nickel in the 
slot and get a candy bar. Rather, it requires con- 
tinuous effort. As a starter, I have suggested a three- 
phase or three-aspect approach. 


First, develop customer and potential customer 
record sheets and code your customers on the basis 
of the S I C Manual. 

Second, avail yourselves of Census data to insure 
that you haven’t lost worthwhile plants. 

And third, develop “bridge” factors to convert 
“number of employees” into dollar potentials for each 
of your product lines. 


Don’t Give Up 


Finally, I should like to enter a word of advice. 
Don’t get discouraged. Your first estimates may be 
no more than educated guesses. But, like bourbon, 
the figures will improve with age. Each year will 
bring a new crop of refinements. Remember this, 
even in the process of working up the estimates and 
in checking them and improving them you are doing 
the thinking and analyzing that is fundamental to 
successful management in any sales job. And again, 
I want to repeat, this job of evaluating your market, 
of determining your potentials, is the beginning of 
ll sales planning. Without it, management has no 
accurate way of directing sales effort nor of gauging 
the effectiveness of its sales force, or the company 


performance as a whole. 
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“It Pays 
To Stay ! " STREET 


WY gem oS wi) 
em a aE ¢-* CLOSED 
Flexible = (e mt 


SPECIAL HANDLING for rush orders has 
W. H. Kicfaber ¢ Specia pa hannel 


mn ch is i Tk i 


_ Y service can mean the regular paperwork, and puts the 


everything in this business. If goods on the loading dock within 


tr) 


a distributor lets a rigid delivery sys- minutes. The “Specials re 


tem deprive him of flexibility, he’s ports in at least every hou 


apt to find that someone else is 
getting to his customers first with A Boon for Will-Call Accounts 
the orders that count.” 

Chat’s the reason H. A. Tiemeyer Mr. Tiemevyer cites other benefits 


gives for installing a special truck from the new service besides faster Speed First, Paperwork Later 
ind special order process to handle rush deliveries: 

emergency city calls at The W. H. l. It protects the firm's business Only four 

Kiefaber Co. As supplies manager with customers who normally use Specials 
of the large Dayton, Ohio, distrib- the will call department for emer 

uting firm, he’d been watching, gencies, but sometimes can't get r. Tie 
with some misgivings, recent com- there. The company originally got 
petitive trends in the industry. the truck to compensate for a street 
“Firms of our size are necessarily blockade; its main office was almost 
dependent on systematic operations inaccessible for 18 months bec 
ind they can be sitting ducks for of a nearby grade crossing 

iny one with a truck and an order tion. This had caused a 
book,” he says. “Unless we too are’ in will-call sales volume 

ready to jump in a truck and de- Special Handling ser 

liver when the phone rings.” tively reversed this ti 


decided to make 
Rush Orders Formalized 2. It's good for 

company can advert 

Now, the company has a truck — service, and show proof. The Spc 

and driver on call all day for noth- cial Handling stamp reminds cus 
ing but emergency deliveries and tomers of what they ar 
an order filler in the warehouse 3. It helps avoid er 
assigned exclusively to this type of Handling orders get wl 
order. Emergency orders are indicates—the undivided 
stamped for “Special Handling” and of two men who | 
go directly from the phones to the else, plus an assis 
special order filler, who bypasses phone salesmen author 


t 
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Want to keep all your 
customers and _ pros- 
pects informed of new 


products and services? 


Learn how to... 


ADVERTISING MANAGER of Hendrie & Bolthoff Co., H. M. Carlson, use 
bi-monthly bulletin to introduce new stock and services, and also to keep th n 
pany’s name before the buying publi 


.. . Make 10,500 Silent Salesmen 


Work For You 


Denver distributor publishes sales promotion bulletin which keeps 


his name before customers and makes it easy for them to buy 


By Dennis Orphan Associate Editor, Chicago 


eee & Botrnorr Co., Denver, publishes a sales 
promotion bulletin every two months and sends it 
to 10,500 customers and friends in an effort to keep 
accounts informed on new products and services being 
offered by the company. 


900 Miles to Cover 


“We do this,” says H. M. Carlson, advertising 
manager, “because we cover a trade area that is almost 
900 miles from tip to tip. Since it is almost impos 
sible to have our salesmen Johnny-on-the spot when 
one of our customers needs something, we encourage 
them to turn to the bulletin and order from it. This 
idea works successfully especially with accounts in 
many remote communities throughout our territory.” 


The company covers a six-state area including New 
Mexico, Colorado, Wyoming, southwestern South 
Dakota, central and western Nebraska, and north 
western Kansas 

Mr. Carlson continued, “Not only does the bulletin 
help the customers order from us, but it has a public 
relations value at the same time as it keeps our name 
before them all the time. Every two months each 
of our accounts gets a bulletin and that reminds them 
that we are in business.” 

He continued, “The bulletin is a supplement to the 
weekly mailings we send to our customers, and to the 
catalogs that we give each account. 

“Most of the time I have no great difficulties in 
getting these bulletins together,” says John Ramsdell, 
editor, “but once in a while I run into real troubles. 
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For instance, each of our manufacturer friends would 
like to see his products in cach issue of the bulletin 
ind this is not possible.” 

Mr. Ramsell said that the 32-page, 6 by 9 in. bulle 
tin is usually printed in their shop. The cover page 
consists of an outdoor scenic picture of the Rocky 
Mountain area Ihe May-June 1957 issue, for in 
stance, has 2 beautiful color shot of Kebler Pass Road 
in Crested Butte, Colorado. 

lhe content of the bulletin is simple. Mr. Ram 
sell includes an editorial, 30 pages of advertising, and 
some jokes and anecdotes that he uses as filler ma- 
terial. ‘The editorial may include a statement from 
the company, or it may be a spiritual or inspirational 
piece that Mr. Ramsell gets from an editorial feature 


service 


Plates Easy to Get 


He solicits advertising material from various sup 
pliers and manufacturers. “This is free advertising 
for the manufacturer,” Mr. Ramsell said, “as there 
is no charge for the space. We require that the manu 
facturer pay for the advertising plate but this is a 
negligible expense compared to the return the adver 
tiser gets. Most of the plates come directly from the 
manufacturer or his advertising agency, and I have 
little work to do other than schedule the advertising 
for a specific page. I do little page-layout or page 
make-up.” 

He continued, “The clue to the success of the bul 
letin is in the instructions I mail to the manufacturers 
or their advertising agencies. I include such bulletin 
information as illustration requirements, type pag¢ 
sizes, layout and copy, publication and deadline dates, 
number of pages, reproduction process, etc Chere 
are very fev questions that come up concerning the 
bulletin.” 

Mr. Ramsell added, “You might think that it would 
be a problem to determine what products to use in 
each issue. I solved that by having the buyers in out 
three main divisions, electrical, automotive, and indus 
trial supplies, handle that. I give each buyer ten pages 
an issue and let him determine what products h« 


licize. Once they tell me what products 


wants to pub 
or services they want advertised, I notify the manu 
facturers oi the products and invite the manufac 

turers to submit ads of their products. I haven't beet 
turned down to date. On the contrary, manufa 

turers are always writing us to see if we will use more 
of their new product advertising. Not only that, but 
after each issue we usually get letters of commend 

tions from suppliers who express satisfaction with the 
free advertising.” 

Mr. Ramsell said, “Manufacturers benefit from this 
free advertising as it moves their product. In some 
instances, we found that several manufacturers were 
using the advertising in the bulletin as a sounding 


JOHN RAMSELI 
the Inasn 


Cet 


board for a new product Or service 


manufacturers tell me that they arc 


with the work the bulletin does. One 


that as far as he was concerned h« 


bulletin added another salesman 
feel the same wav her 


The first bulletin was published 


} 


; 


rew vears \ 


} 14a] 
ncauic 


ONE OF THE EARLY 


ISSUES 


‘ 


i ta i tl { 
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has always been published every two 


iC! is 


greatly satisfied 


t 
man told me 


felt that each 
Force W ¢ 


1916 and 


months except 


mm 





Arthur T. Dalton, vice-president, Chi- 
cago Wheel & Mfg. Co., supplied con- 
ferees with a case history from the manu- 
facturer’s point of view to illustrate the 
services performed by government agencies 
in distribution research. 


Head of the Action Committee, which 
will follow up the results of the Presi- 
dent’s Conference, is Frank M. Cruger, 
Indiana Manufacturers Supply Co., In- 
dianapolis. 


Walter F. Crowder, editor, Industria] 
Distribution, served as co-chairman of one 
of the 16 workshops dedicated to distri- 
bution research. The workshop dealt with 
the value of company records as a guide 
to profits. 
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Distribution Shares 


In President's 


Conference Program 


F. THE FIRST TIME, research into 
the field of distribution received 
equal attention with technical re- 
search for the benefit of the manu- 
facturer when the President’s Con- 
ference on Technical and Distribu- 
tion Research for the Benefit of 
Small Business convened Sept. 23. 
More than 1000 representatives 
from the fields of manufacturing 
and distribution, education and re- 
search, gathered in Washington for 
the three-day session. 


Market Research Studied 


The broad purpose of the confer- 
ence was to set up a program which 
would make available to small busi- 
nessmen the latest developments in 
technology and management tech- 
niques. Consisting of 32 work- 
shops, the conference focused atten 
tion on both market research and 
the development of new products. 

Dr. Eric A. Walker, president, 
The Pennsylvania State University, 
was general chairman of the confer- 
ence. Dr. Charles N. Kimball, 
president, Midwest Research Insti- 
tute, was deputy chairman for tech- 
nical research. Arthur H. Motley, 
publisher, Parade Publications, Inc., 
and chairman of the board of Na- 
tional Sales Executives, Inc., was 
deputy chairman for distribution 
research. 

Among the specialists who were 
invited to participate were several 
representatives from the industrial 
supply and equipment industry. 


and 


Frank M. Cruger, Indiana Manu- 
facturers Supply Co., Indianapolis, 
past president of the National Indus- 
trial Distributors’ Association, was 
chosen to head the Action Commit- 
tee. This committee was formed to 
disseminate the results of the con- 
ference to all small businessmen, 
as well as to interpret its findings 
the positive recom- 
the conference to 


convey 
mendations of 
the President. 

Carleton H. Bunker, president, 
Diamond Expansion Bolt Co., Inc., 
supplied a case history to the ses- 
sion on technical research. Arthur 
lr. Dalton, vice-president, Chicago 
Wheel & Mfg. Co., provided a case 
from the manufacturer’s 
point of view to the session devoted 
to distribution research. Walter F. 
Crowder, editor, Inpustriat D1s- 
rRIBUTION, served as co-chairman of 
one of the 16 workshops on distribu- 
tion, which dealt specifically with 
the value of company records as a 
guide to greater profits. 

John D. Williams, president, 
Mau-Sherwood Supply Co., Cleve- 
land, and Paul W. Evans, president, 
Beals, McCarthy & Rogers, Inc., 
Buffalo, were among the many dis- 
tributors and manufacturers in at- 
tendance at the meetings. 


history 


Stress Self-Help 


The theme of the conference was 
“Helping Small Business Help It- 
self.” Its objective was to create an 
awareness of the needs and current 
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Industrial distribution 
leaders participate in 
workshop dealing with 
available research mate- 
rial. 


practices of small business in the 
fields of technological and market 
ing research. An effort was made 
to determine not only how small 
can improve their 
products and processes and develop 
new ones, but how they can in- 
crease their sales and profits through 
the use of modern methods of dis- 
tribution Attention 
technical aids cur- 
to the small busi- 
to use them effec- 
ways of extending 
their coverage so as to embrace all of 
management's 
and opportunities 


businessmen 


research. was 
focused on the 
rently available 
ness man, how 
tively, and the 


research problems 


All Share In Progress 


Out of the 4 300.000 business 


organizations in_ existence, 
4,000,000 are classified as small busi- 


ness. 


Ovel 


They account for 65% of the 
total employment in the nation and 
45% of the gross volume of trade. 
It is all the more alarming, there- 
fore, to note that small business is 
responsible for only 5% of the total 
research, with the result that the 
numerically small percentage of 
large firms do 95% of the research 
in America today. It is obvious, 
then, that small business often 
profits from the research of the 
larger firms, although, in many cases, 
Sinclair Weeks, Secre- 
tary of Commerce, made this point 


indirectly. 


during the proceedings when he 
stated that “‘sizes of business are not 
in conflict.” 
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John D. Williams (1.), president of Mau-Sherwood Supply Co., Cleveland, and 
Paul W. Evans (r.), president of Beals, McCarthy & Rogers, Inc., Buffalo, were 
among the representatives of the industrial supply and equipment industry who 
attended the President's Conference on Technical and Distribution Research for the 


Benefit of Small Business. 


The conference was designed to 
generate as much discussion about 
each topic as possible, and to lead 
the group in each workshop to de 
velop possible courses of action. By 
providing discussion leaders and a 
recorder for each session, ideas and 
suggestions were readily introduced 
which led to practical conclusions 
Once agreement was reached among 
members of the workshops, a sum 
mary was prepared for further de 
velopment by the conference chait 
man. 

One of the most fruitful results of 
the conference was the proposal to 
duplicate this type of conference 
throughout the nation. A 12-page 
booklet is now being printed describ 
ng how such a conference could be 
arranged on a smaller scale for any 
size community. President Eisen 
hower stated in his opening remarks 
that “there is no government sub- 
sidy or appropriation in this Confer 
ence. attending this 
event, including those who have 
spent weeks in the 
program, have paid their own ex- 


Everyone 
developing 
penses.”” Small businessmen spent 
one million dollars out of their own 
pocket to set up this project. 

Small business can help itself, it 
was pointed out, by cooperating 
with local universities, trade associa- 


tions, chambers of commerce, small 


business associations, management 


societies, and 


groups, engineering 
the Department of Commerce and 
Small Business Administration field 
offices 
ences 
place the cost 


with those who will benefit. 


Such local research conter 
could be self-liquidating and 
belongs, 
Such 
costs would nevertheless be nominal 
and within reach of all small bu 


where it 


ness 


Complacency A Barrier 


obstacle to 
lies in th 


businessman 


lhe real 
concluded, 
the 
The question he poses is 


progre c 
conferees 
mind of small 


himself 


“where do I get the informa 


but 


only 


not 
or “how do I get it?,” 


all?” Not 


here this barrier against seeking out 


tion?” 
why get it at 


side for information, but often the 
pusinessman is totally unaware that 
any problem exists. Scientific ré 
search has kept pace with the 

difficulties of 


business, but the greatest discove 


creasing running i 


are of no value if they are not tak 
advantage of. The first step in « 
conferees agreed 


the busin 


cation, the 
be to clearly answet 


man’s “why”. Then the means are 


available for him to help himself 
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46 DISTRIBUTORS at first meeting 














of New England Distributors, Inc., at Stur- 


bridge, Mass., listened to purpose, objectives and functions of newly organized group. 


New England Distributors Organize 


HE FIRST OFFICIAL MEETING of the 
New England Industrial Distrib 
utors, Inc. was attended by 46 execu 
distributor 
the Publick 
Mass., the 
meeting served to acquaint distribu- 


tives representing 35 


Held at 


Sturbridge, 


companies. 


House in 


tors with the purpose, objectives and 
functions of the corporation 


“Why Organize?” 
Mill 


Providence, in an in 
“Whv We Should 
pointed out that few 
had well TOU ided effi 
cient organizations. 


George Main, Providence 
Supply Co., 
talk, 


Organize,” 


formal 


distributors 
Due to the size 
of the average New England distrib 
utor, it is difficult to insure thet all 
departments function in an up-to 
date, profitable fashion. Based on 
available reports, Mr. Main indi 
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CHAIRMAN Stuart A. Russell, J. Rus- 
sell & Co., Inc., Holyoke, Mass. was 
appointed one of eight directors. 
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cated, most distributors show one ot 
two departments with expenses on 
“Certainly 


Englanders.” 


there 
Mr. 
C ich 

operation of This 


organization will have as prime ob- 


side 
be New 


Niain declared, “proficient 


the high 
must 


our business 


jectives the conducting of continu 
ing research associated with sales and 
marketing and the emplovment of 
specialized talent to investigate and 


report on outstanding methods and 


ssful distribution pract 


succe 


“We're Long Overdue” 


here are eleven regional groups 


throughout the country and, as Mr. 
Main 
overdue for 
Vhere 
National 


groups—the 


stated, “New England is long 
such an organization. 
will be no conflict with the 
\ssociation nor with local 
has a 


regional setup 


1957 





place with advantages for all mem 


bers 

fim Donahue, Chandler & Far 
Inc., Boston related the his 
tory of the idea for the group and 


quhar, 


how he and several others laved the 
ground work for incorporation 

N. I. D. A. President Sam H. 
Clark, Samuel Harris & Co., Chi 
cago described the activities and 
structure of the Central States In- 
dustrial Distributors’ Association. 

Miles Stray, Chas. A. Templeton, 
Inc.. Waterbury, Conn., briefed 
delegates on plans for the future 
which tentativelv include two meet 
ings a year, one meeting with invited 


manutacturet suppliers 


Officers and Directors 


Officers elected at the 


for one vear are 


meeting 


President, George Main, Provi- 
dence Mill Supply Co., Providence. 

Ist Vice President, J]. F. Donahue, 
Chandler & Farquhar Co., Inc., 
Boston. 

2nd Vice President, Miles Stray, 
Chas. A. Templeton, Inc., Water 
bury, Conn. 

rreasurer, Wm. T. Ryan, Jr., 
Cutter, Wood & Sanderson Co., 
Cambridge. 

The board of directors includes 
the above officers, plus the follow- 
ing members 

Jack Behn, H. J 
Inc., Fairfield, Conn 

Stuart A. Russell, J 
Co., Holvoke, Mass. 

Julius R Standard Indus 
trial Supply Co., Inc., Springfield. 

Mernfield Woodis, Woodis In- 
Supply Corp., Worcester. 


Behn & Co., 
Russell & 


Siegel, 


dustrial 
Henrv Lamb was appointed sec- 
retar th headquarters at 161 
Devonshire Street, Boston. 
Tom Norris, 
Williams Co., 
discussion should pro 


answers to, “What wil 


Tracy, Robinson & 
Hartford, suggested 
the genera 
vide Spec ific 
we get out of this organization?” 
Enthusiastic discussion answering 
this question to everyone’s satisfac 
tion concluded with the 
“You get as much out of anything 


in life as you put into it.” 


truism, 
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FIRST PRESIDENT George Main 
Providence Mill Supply Co., Provi 
dence, addressed the gathering on th 
subject, “Why We Should Organize 


HOW IT STARTED was explained 
by Jim Donahue, Chandler & Farqu 
har Co., Inc., Boston, who was elected 
Ist vice president. 


N.LD.A. PRESIDENT Sam _ Clark 
Samuel Harris & Co., Chicago, de 
scribed activities of national association 
and regional setup of the Central States 
group. 


PLANS FOR FUTURE were outlined 
by Miles Stray, Chas. A. Templeton 
Inc., Waterbury, Conn., elected 2nd 


vice president 





Sullivan Tool & Supply Makes 


to Here (©) Bloomfield 
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The Move... 
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Open house ceremonies 
in the modern new home 
of Sullivan Tool and Sup 
ply, Inc. in suburban 
Bloomfield, Conn. 


Inside salesman Vincent 
F. Savard (left) and 
Joseph A. Reynolds work 
in office designed for com- 
fort and efficiency. 
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Hartford Conn. distributor 
finds customers, elbow 
room, and_ uncluttered 
highways in suburbs. 


T ORDER TO LIVE UP TO OUR 
motro—‘Serving You Is Our 
Business’—we had to get out of Hart- 
ford”, says E. C. Sullivan, President, 
in explaining the recent move of 
Sullivan Tool and Supply Inc. to 
modern new quarters in Bloomfield, 
Conn. The occasion was an open 
house recently held by Mr. Sulli- 
van for prospects, customers, and 
suppliers. 

Three big factors influenced this 
decision. First, the traffic situation 
in Hartford slowed deliveries and in- 
creased handling costs. Second, 
“elbow room” was at a premium in 
the old location, with no possibility 
for future expansion. Third, a loca- 
tion analysis of customers and 
prospects showed that many had 
ilready moved to suburban areas, 
with the probability that many more 
would follow. 

“We serve customers within a 
fifty mile radius”, explains William 
J. Garin, Secretary, “and we are now 
located at approximately the geo- 
graphical center of this radius. Un- 
cluttered highways will make it pos- 
sible to service these customers 
quickly and economically”. 

\s for expansion, Mr. Garin esti- 
mates that present volume can be 
doubled with no additional building 
costs. 

I'wo weeks were required to move 
inventory and personnel from the 
old to the new location. To insure 
uninterrupted customer service dut 
ing this move, the inside salesmen’s 
office was set up first, and the tele- 
phone company was requested to 
divert all incoming calls to this 


office. 
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Do 
Sales 


Incentives 
Pay Off? 


ALES INCENTIVES, as we _ have 


known them in the past, are 
And the reason they are 


is they do not meet the 


obsolete. 
obsolete 
basic requirements for incentives— 
that of 
profit. ‘This is the 


improving a company’s 
opinion of 
Douglas P. Gould, vice president of 
rrundle Consultants, Inc., who re- 
cently pointed out that many of the 
different 
plans in operation in the U. S. A. 
today are actually deterrents to 
profit, rather than 
profit. 


thousands of incentive 


incentives to 


Who’s To Blame? 


Blame for the use of obsolete in 
centives was placed squarely on the 
shoulders of sales management by 
Mr. Gould management 
fails to define accurately what they 


because 


want an incentive to achieve. 
“Many sales executives blindly 
aim for high volume without any 
real knowledge of what type of sales 
effort their company needs for in- 
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creased profits,” Mr. Gould stated 

According to Mr. Gould, “Many 
other goals can be as important as 
volume, or even more important, 
depending on a company’s position 
Among these are more new accounts, 
bigger accounts, lower sales cost pet 
unit of sales, a balanced selling job 
on all products, less turnover, sales 
completed before a predetermined 


deadline.” 


Management Still A Must 


Industrial distributors now em 
ploving, o1 contemplating the use 
of, sales incentive programs should 
realize that, as Mr. Gould pointed 
out, sales incentives will never re 
place the need for good manage 
ment and effective supervision. But 
they will enable a company to ac- 
complish specific, essential objec 
tives—if designed for such use 

Predicting sales will become in 
creasingly part of the over all 
marketing effort of a company, it 
is Mr. Gould’s belief “the attacks 
on a customer or potential customer 
will tend to be by an organization of 
many, each doing a part, rather than 
by the lone commando, the sales 
man, out in the bushes fighting 
alone for the order.” 


Eight Changes for the Future 


In line with his observations 
ibout the future, Mr. Gould pre 
dicted the following eight changes 


in the sales incentives of the future 


1. Fewer straight commission 
plans, because more and more 
control, assistance, and direction 
will be required and given to 
salesmen. Commission plans per- 
mit the exercise of only limited 


control. 


2. More “guaranteed base salary 
plus modest incentive bonus” 
plans, for the reasons that they 
permit control yet retain the in- 
centive principal. 


3. Better designed incentives, with 
compensation based not particu 
larly on volume, but tied to profit 
ontribution and to specific, well 
thought out [hese 
objectives will be the development 


objectives. 


of certain types of accounts, sales 
of certain products, certain size 
orders, utilization of certain com 
pany services, sales of certain open 
facilities, sales to certain market 
development areas, assistance to 
retail 
outlets where this is a factor, anc 
others 


distribution 
] 


1 company S 


4. Incentives designed with long 
range rather than short range ap 
plication They will be aimed 
it promoting the movement of 
the right goods, at the right time 
in the right amounts, for the 
right application to further th« 
best long range interests of the 


ompany and its customers 


5. Incentives designed to reward 
ill components of the marketing 
team, not just the field contact 


men. 


6. Incentives backed up by solid 
sales records, sound market analy 
is, realistic forecasts and pro 
jections, and honest appraisal of 
the people involved. The incen 
tives will be better because they 
will reflect improvements in man 
wement control techniques and 
will be closely tied to the market 


planning efforts of the whole 
ompan\ 
More evaluation and undet 


tanding of the salesman’s basic 


\b, the areas wherein it has 
hanged, and the wavs and means 
yf increasing the ettectiveness of 
the manner in which the sales 
man uses his time, and more real 
etrort to 


into his own organization 


“integrate” the salesman 


8. Incentives designed to reduce 
the cost of sales and distribution 
rather than individual earnings. 











cinch the sale! 






sell the inside story 


of CHESTER 
LIGHTWEIGHT 


ex BF “ 


HOISTS 


You're closing in on the sale when you take your 
prospect in behind the Chester Lightweight 
Zephyr’s oil-tight, snag-proof steel housing. 
That’s where you can point out all the reasons 

for its remarkable efficiency, smooth 

performance, and durable dependability. 

Among its many outstanding mechanical features, 
the Zephyr has heavy-duty ball and roller bearings 
on all rotating shafts to hold the friction losses down. 
Zephyr parts are precision machined from high 
strength metals to make a fast-action, easy-operating, 
long-wearing internal assembly. And the Zephyr has the 
positive-acting Weston-type automatic load brake that 
works instantly and silently, between pulls, to hold the 
load safely under all kinds of operating conditions. 
Lightweight —sturdy—compact—and thoroughly 
engineered! That’s why the Zephyr is the hoist you can 
confidently sell your prospects .. . and sell it from 

the inside out! For all the facts to use in selling 

the inside story, send for your copy of the Chester 
Zephyr Hoist bulletin right now. 


CHESTER HOIST DIVISION : LISBON, OHIO 


The National Screw & Mfg. Co. 
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U.S. TOTALS 


August 1957 
Compared with 


July 1957 


LZ 


August 1957 
Compared with 


August 1956 


-~6% 





CompPliLep BY INDUSTRIAL DISTRIBUTION 





+2 % 





Qiu 





First 8 Mos. 1957 
Compared with 


First 8 Mos. 1956 





+1% 





Supply Sales Trend 


Final Figures for August 1957 





August 1957 
Compared with 


July 1957 


August 1957 
Compared with 
August 1956 


First 8 Mos. 1957 
Compared with 
First 8 Mos. 1956 











NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Verment 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 4% 


2% 








-11% 
- 8% 


-13% 


+ 2% 
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SELLSTRAINERS ? 
SELLYARWAYS 





B sell pipeline strainers to your customers? If so, you’ve plenty 
of profitable reasons for selling YARWAY Fine Screen Strainers. 







Some of the reasons are these: 


e Available in iron or steel with rust-resistant finish, also 
bronze, stainless steel and aluminum. 


e Dutch weave Monel woven wire screens have high 
mechanical strength, extra fine straining service. Also 
perforated bronze, monel or stainless steel. 


e Easy to remove screen caps with straight threads to assure 
proper alignment of screen. 


SCREEN EASILY REMOVED 
Unscrew cap and screen 
comes out with it 

When replacing, put 
screen in cap, then screw 
cap into body. Straight 

, : . » : threads assure correct 
Write today for information on YARWAY selective alignment, no screen 


e 10 standard sizes from ',"’ to 3’’. Larger sizes to order. 


Also flanged and socket-weld connections. 


e Made by the makers of well-known YARWay Impulse 
Steam Traps— backed by vigorous advertising and promotion. 


distributorships. distortion. Cap is 
tapped for pipe plug 
YARNALL-WARING COMPANY | or blow-off line 


111 Mermaid Avenue, Philadelphia 18, Pa. 


FINE SCREEN STRAINERS 
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SALES TRENDs (Cont'd.) 





August 1957 
Compared with 
July 1957 


August 1957 
Compared with 
August 1956 


First 8 Mos. 1957 
Compared with 
First 8 Mos. 1956 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 


Pennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 








"AST SOUTH CENTRAL 


WEST SOUTH CENTRAL 





+ 3% 





+ B y/o 


-16% 





4% 


- 9% 


2% 


9% 
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36/7 NEW Bas TOOLS IN 


LESS THAN 2 YEARS 


PART OF BROWN & SHARPE'S PLAN 
TO PUT YOU WAY AHEAD IN SALES! 


Things are happening fast at Brown & Sharpe these 
days — things that can help you make more money 
by handling the Brown & Sharpe line! 


New products are an important part of it. Equally 
important are speeded-up shipments and a stepped- 
up promotion program that gives Brown & Sharpe 


distributors a definite competitive edge 


Write for complete details on the fast-moving B&S 
line that puts you there first with the precision tool 
and other products your customers need. Brown & 
Sharpe Manufacturing Company, Providence, 
Rhode Island 


WATCH WHAT'S HAPPENING AT... 


Brown & Sharpe 


IBS 


PRECISION TOOLS AND GAGES e MILLING, GRINDING AND SCREW MACHINES 


CUTTERS @ MACHINE T 





The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


N BUSINESS, 1955 shapes up as another very good year. 
here is a chance of its winding up even better 
than that. This year the gross national product will 
run about $435 billion. For the year 1958 it will 
probably run about $445 billion. Not wonderful, but 
the year as a whole will just be very good. 

Ihe second key characteristic of the vear 1955S is 
that it will certainly be one of the most competitive 
vears since the end of the World War II. 

\ third characteristic is that next vear a record 
amount of money will be spent on research and 
development of new products 

Fourth, business expenditures for new plant and 
equipment, which provide a large part of our eco 
nomic lifeblood, will be down a little from this 


vear’s all-time high 


Let-Up in Investment 


We are just in the process of making our annual 
fall check-up on plans for new plants and equipment 
in 1958. It's clear now that research and development 
expenditures will hit an all-time high next year. 
It also seems reasonably clear that, as a whole, busi 
ness investment in new plants and equipment will 
be down a few percentage points next year—perhaps 


is much as 5 Manufacturing, so far as we can tell, 


will be down more than that 

If so, it will be the first let-up in investment in new 
producing facilities since 1954. In 1955 it hit a new 
all-time high. In 1956 it jumped again by the tre 


mendous figure of 22 l‘his year it seems business 


( 


investment will be up about 7%. 


Capacity and Competition 


he principal reason why investment in new manu 
facturing facilities will be down—next vear is that 
a lot of industries have built up more capacity than 
they now need. Since 1950 our McGraw-Hill index 
of manufacturing capacity indicates that this capacity 
has been increased by about 50°. Industrial produc 
tion is running only about 38°% higher. 

The build-ep also has another very important 
meaning. It will be a key contributor to making 1958 
the most rugged year competitively we have had in 
industry since World War II. Manufacturing 
capacity for almost everything is ample. This means 
the most rugged competition for sales. At the same 
time, wage rates are going to keep right on going 
up. This means heavy upward pressure on costs. 
Business management is going to be caught in the 
middle between pressure on prices from severe sales 


competition—that is, downward pressur¢ and upward 


pressure on costs from wage increases 


Research—Long-Range Planning 


The increases in competitive pressure is going to 
be felt in another way—a record-breaking outlay for 
research and development. Our survey of business 
plans show that expenditures for research and develop 
ment this vear will be $7.3 billion. The expenditures 
for 1958 will be even higher 

A large part of this research and development is 
directed to the perfection of products which won't 
be ready to market for several vears There is a 
seven-vear lag between starting research on a product 
and getting the product set to market in a big way 
Ihe record-breaking expenditures for research and 
development are clearly paving the way for another 


tremendous surge¢ in new plant. 


Government Expenditures 


There has been a lot of talk recently about drasti 
cuts in expenditures for national defense. It is stated 
that the goal set is a cut of $4 billion, from $42 
billion to $38 billion by mid-1958. If the cuts are 


] 


made, some individuals, companies and communities 


will be hit temporarily—some hard. But it will also 
mean that we have resources to make a lot of badly 
needed civilian improvements 

Any reduction in national defense expenditures 
that is attainable will be fully offset by the increase 


in state and local expenditures—so that as a whole 


in 1958 a decline in government expenditures will not 
be exercising a heavv drag on business ‘hese ex 
penditures bv federal, state and local governments 

are now running at the staggering figure of about $87 
billion per yea hey won't be running any less 


in 1958 


Lift From Consumers 


Consumer expenditures account for about two 
thirds of GNP—by far the largest chunk of business 
In this crucial area, things have been picking up 
lately. For 1957, consumer expenditures will be up 
about 5°% above last year. For July and August, the 
most recent months for which figures are available, 
consume! expenditures have been running at a rate 
of more than 7°% above the same months in 1956, 
if this trend were to continue into 1958, the increase 
in consumer expenditures could easily wipe out all 


prospective minuses elsewhere. 
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This package 
helps you 
get more 


BULK 
socket screw 


orders 


like these bis 


EASY TO HANDLE. Pu! 
individual, labeled, Met 


Sy 


Sta 


weight-limit of 200 pounds each. 
EASY TO IDENTIFY. A neat, 
identifies each box. Typ ‘ 
Spline nd yell I tandard I 
ASY TO RE-ORDER. Package and « 
branded with the Bristol name (« 


Bristol gives 
one-day shipment on 
every urgent order. 


Precision socket screw manufacturers since 1913 THE 


_ Bristol's Muttiple- T 
Bristol’s Hex Socket Screws LA wn Gplne Socket ; H he t S Oo L 


* \ «<> on , 
= | W ¢ ) COMPANY 
: SOCKET SCREW DIVISION 
* i 4, ’ 
Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 15g” diameter. WeTTTT Lee 
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Whats New in 


Merchandisin 








THOR’s new displays: counter model (left 


Thor Announces New Displays 
For Its Portable Power Tools 


lool C2a.. Chicago, 
counter and floor 


Thor Power 
announces new 
display stands for its portable power 
tools. The tool “merchandisers” 
consist of a floor display five feet 
high and covering a space of 28x36 
in. (right, above) and a counter dis- 
play with metal base measuring 
144x28 in. and metal-framed peg- 
board backwall 30 in. high. (above, 
left). 

Che floor display stand has tubu 
lar steel legs and steel framework, 
with natural wood side panels. Up 
to 12 electric tools can be displayed 
on its pegboard surfaces with stand- 
ard hook mountings, making it con- 
venient for customer examination 
and demonstration. 

A typical tool arrangement in 
cludes drills, impact wrenches, 
grinders, sanders, electric hammers, 


120 


and saws. ‘The floor display 
island-type, permitting tools 
seen from all angles. 

Ihe counter display, also suitable 
for window use, can hold five port 


able power tools. 


Walker-Turner Issues 
“Light-Heavyweight’’ Catalog 

Walker-Turner Div., Rockwell 
Mfg. Co., Pittsburgh, has issued a 
48-page catalog describing and illus 
trating its full line of “light-heavy 
weight” machine tools. The ex 
panded line includes band saws, 
circular saws, cut-off machines, drill 
presses, radial drills, grinders, lathes, 
a spindle shaper, etc. Components 
of many of the tools are listed 
separately. 


ind dimen 


ire listed sepa 


Capacitic speeds 
I I 
D aon 


of each mode 
itely, also, and a listing of accesso 
s follows the description of each 
Various advantages are set out, 

ind general applications are sug 


gested 


Bridgeport Display 
Shows Screwdrivers 

Bridgeport Hardware Mfg. Co.., 
Br lgeport, Conn., 


lisplay board ror ifs 


announces a 
“Cushion 
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Manufacturers’ Training Programs » Films 
Displays *« Packages « Literature 





\ feature of 

of demonstra 

tion handles for customers to com 
pare the Cushion Grp with an 
ordinar\ handle Designed ror use 
on counter, wall, pegboard, or win 


dow, the display measures llxl4x4 


holds four basic types of 


Ck SIZES ind stvles ot FLEXI@LE CUSHION 
} COVFLNG 

listed on the back : 

with suggested list Cushman Bulletin 


Covers “Pinch Jaw’ Chucks 


Cushman Chuch 
( in ha 


reference 


by means of 


accommodates 


SS 
. 


1 
with drawings 
} ] 


ron and 


misalignmen ull view and cut ~ 
away phot re included, along 
nstal n ft ITesS a 
Cc 


7 :, HMAN 
x veral p ee | clone Al 
tables of engineering data, and th pinch jaw chucks 


Tha 

CLAMPS a a 
ond 

FASTENERS 


Ridge Tool Wraps 
It Up for Christmas 
Ridge Tool Co., Elyn 
Bassick Announces 
New, Complete Catalog 
3assick Co., Bridgeport, Conn., 
1 new catalog on its line 
fasteners. Featured 
is the new “Gear- 
Also included are 
Pictures, descrip 
ns, ordering infor 


ine are included. 


McKay Chart Compares 
ahi) ? Various Chain Types 

Dodge Mfg. Bulletins Sf5 | McKav Co.. Pittsburel 
Covers Flexible Coupling 
Ize Mfg. Co., Mishawaka, 

is issued a 12-page bulletin 
on it Paraflex” flexible cushion 
tu 
mation explains how the coupling, CONTINUED ON PAGE 17é 


coupling. A page of general info manufa 
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NEWS THAT HELPS YOU SELL 





HALLOWELL promotion package helps 
build sales of new ERECTOMATIC 


omy acy MALL Owe, 


ERECTOMATIc 


STEEL Sati ving 


Distributor’s Promotion Package included 32-page catalog of the new Erectomatic shelving line, price list, 4-page 
folder, ad reprints, press clippings, sample direct-mail pieces with attached reply cards, and convenient literature order 
blank with postpaid envelope. Write for additional literature as you need it in order to profit fully from the current 
ERECTOMATIC campaign 





= : LT 
ee 
UNBRAKO SOCKET SCREW PRODUCTS FLEXLOE stir-tockinc NUTS §=MALLOWELE SHoP Equipment §EL-LOK sprinc pins 
hh a a eect ee ae 
® 
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distributors 


shelving line 


The news is out about Hallowell ERectomatic— 
the new steel shelving with full depth shelf sup- 
ports and built-in locking device that cuts 


assembly time by as much as 45 minutes. 


Advance reports about ERECTOMATIC appeared 
back in March in the editorial columns of lead- 
ing industrial publications. Then in April came 
the first SPS ads—double-page spreads, full 
pages and fractional units—announcing Hallowell 
ERECTOMATIC shelving and explaining its advan- 
tages. Since then, additional advertising, backed 
up by selected direct mail, has continued to 


spread the word, 


Meanwhile, all Hallowell distributors have 
received the promotion package shown on the 
opposite page—to help them tie in with, and 
profit from the national ERECTOMATIC campaign. 
It contains complete product and price informa- 
tion, sample direct-mail pieces, reprints of ads 
and publicity items—all the printed matter you 


need to sell Hallowell ERECTOMATIC steel shelving. 


Use this literature and direct mail to build extra 
sales of Hallowell ERECTOMATIC in your territory 
Mailing pieces have reply cards attached and 


are furnished free, complete with your imprint. 


For quantities of the sales aids offered in the 
ERECTOMATIC promotion folder, write George 
C. Somes, Sales Promotion Manager, STANDARD 


PRESSED STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 





Time to Units 


Brand 
per hour 


assemble (min.) 





ERECTOMATIC 10.42 


40 





1.09 

















Two Men Assembled new Hallowell Erecromartic shelving in just 
over 10 minutes. Closed unit used t was 36 in. wide, 18 in. deep, 
and 7 ft. 3 in. high, complete with seven shelves. By comparison, 
standard units of other design took from 13 to 55 minutes to assemble 


Table above shows results of the test. 


iomy doesn't end 


Goes Up Fast. When new Hallowell Erecromat teel shelving goes 
n ssembly time i costs con 7 1 nad ' 


Be 


bh! 


Full Depth Shelf Support with built-in lock 
of fast assembly with Hallowell Erecromarn 
hang the shelf supports, slide shelf straight i 
and the job is done. No tools or sp 
shelves, release the locks, rem 


press locks closed. It takes o1 
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Graton & Knight 
Announces Merger 
With Warren Belting 


Walter W. Weismann, chairman, 
Graton & Knight Co., Inc., 106-year- 
old industrial 
leather the 
purchase of Warren Belting Co., 


manufacturer of 
products, announced 


which will be operated as a division 
of Graton & Knight 

George L. Abbott, present head 
of the 76-vear-old Warren Belting 
Co., 
trial leather products, was elected 
president of Graton & Knight. Both 
ire in Worcester, Mass. 


which also manufactures indus- 


COTM panies 


Hans Anderson, in charge of 
product research at Graton & Knight 
for 27 years before joining Warren 
in 1946, as product and sales engi 
neer, will be general manager of 
Warren; Robert M. Abbott will be 
manager of the di- 
vision. John G. Henrikson, associ- 
ated with Graton & Knight for 40 


vears, continues as vice-president. 


sales leather 


The sales staffs of both companies 
will operate independently. 

\mong plans announced at the 
the the ex- 
pansion of the mechanical packings 


time of merger was 
and case and strap divisions. Estab 
lishment of additional facilities for 
the manufacture of nylon core belt- 
ing is also contemplated. 

Mr. Abbott was vice-president and 
general sales manager of Graton & 
Knight from 1939 to 1946, when he 
joined Warren 

Fred Baldt, president, L. H. 
Shingle Co., continues as a director 
of Graton & Knight, and Mr. Weis- 
mann as director of L. H. Shingle, 
the “moral 
merger” which the two companies 


as president. 


in accordance’ with 
entered into last year. 

Mr. Weisman is also chairman of 
\etna Industrial Corp., New York, 
the owning and operating company 
which owns Graton & Knight as well 
as firms in other fields. 
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A.M.A. Opens Academy For Executives 


Some of the executives already enrolled 


on the new A. M. A. “camp 


role as managers from Lawren 


In a formal inaugural ceremonm 
Associa 
educational 


the American Management 
$2-million 
research center was 
Saranac Lake, N. Y. 

More than 1000 executives 
tered for the Academy’s first 
activities, the 
and a course in executive decision 


and 


tion’s 
dedicated in 


regis 
two 
management course 
making. ‘The management course 
offers classes in cost reduction, the 
fundamentals of finance for non 
financial executives, for 


training management personnel, and 


methods 


techniques of visual presentations 
and the use of special communica 
tion tools. 

The Academy is located in a 
wooded area in Adirondack State 
Park that was once the site of the 
C‘rudeau Sanatorium. 
of 21 of the Tudor-style buildings is 


Renovation 


completed, providing classrooms and 
living quarters for some 125 meeting 
When the 
remaining buildings are remodeled, 
the Academy 
twice that number. 

At the dedicatory luncheon, Don 
G. Mitchell, chairman and president 
of Sylvania Electric Products, Inc., 


participants each week 


will accommodate 


1 the management course being off 


ondacks receive a new insight it 


Leni 


ad f the associat 


ind board chairman of the A. M. A 
said that the Academy gives official 
recognition to “one of the most sig 
nificant developments in this coun 
try’s economic history—the rise of 
the professional manager, the man 
who runs an enterprise not only for 
the share owners but whose steward 
ship extends to the customers, the 
employees, the plant community 
the final the 
entire economy.” His job, his op 


ind, in analysis, to 
portunity, is that “of helping human 


beings perform to their greatest 
potential.” 

The A. M. A,, he noted, has done 
much to professionalize manage 
ment, and to synchronize managers’ 
training with modern trends in busi 
ness. “But the actual practice under 
simulated business conditions is the 
final priceless ingredient.” 

Lawrence A. Appley, A. M. A 
president, predicted that the Acad 
emy “will have its greatest impact 
upon thousands who will never see 
this place,” the employees of the 
companies whose executives will be 
attending its meetings. 

The American Management Asso 
ciation announced the election of 
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five new vice-presidents and 1] new H Di t ib t T | hy H li pt 
directors following board and mem arper IStriDULOFS rave elicopter 
bership meetings of the 25,000 Te 1, 
member management educational 
organization 

The new vice-presidents chosen 
to head the Association’s operating 
divisions for the 1957-1958 term 
are as follows: In charge of the in 
surance division, Frazier Wilson, 
manager, insurance division, United 
\ir Lines; in charge of the interna 
tional management division, A. L. 
Nickerson, president, Socony Mobii 
Oil Co., Inc.; in charge of the 
manufacturing division, Maxwell C. 
Weaver, president, ‘The Randall Co. 
I heodore T. Miller, president, Poly 
mer Chemicals Division, W. R 
Grace & Co., and Keith §. McHugh, 
president, New York ‘Telephone 
Co., were elected vice president in 
charge of the marketing division and 
vice-president at large, respectively 

Raymond E. Olson, president, 
l'‘avlor Instrument Co., was among 


those elected to three-year terms as 





directors Among those re-elected 


: . . » 2 
vice-presidents were J. E. Jonsson, Elmer Duffy Promoted 


i 


weit. O - 
president, ‘Texas Instruments, Inc., By Harris Pump & Supply 


ind William L. Crunk, general Elmer A. Duffy, sales manage! 
supervisor, sales offices, Reynolds | Harris Pump & Supply Co., Pitts 
Metals Co., in charge of the general | burgh, was named a vice-president 
management division and the office | and director of the firm, according 
management divisions, respectively. | to an announcement by T. H Hub 
bard, vice-president 
sales 

Mr. Duffy, who joined Harms in 


1955 as sales manager of the indus 





Fairbanks Opens 


“LL: trial supplies division, is a veteran of 
Chicago Branch Pl 


manv vears in the field of industrial 

lhe Fairbanks Co. announced the distribution. 
opening of their Chicago branch 
ofice and warehouse. The new 
headquarters, located at 2600 So. mm compan 
Throop St., with its warehouse : ; -. =" , 
facilities and stock, will enable Fair- 
banks to better serve its distribu 
tors in Colorado, Illinois, Indiana, 
Iowa, Kansas, Kentucky, Michigan, 
Minnesota, Missouri, Nebraska and 
Wisconsin 

George P. Leckler was appointed 
manager of the new branch. Form- 
erly assistant manager of the New 
York and regional territory branches, 
Mr. Leckler has been with Fairbanks 


for over 13 years. Elmer A. Duffy 
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Stvan Elected 
To Executive Post 
With Detroit Distributor 


R G. Campbell, president, Bove 
Campbell Co., Detroit, announced 
the election of E. E. Stvan 


president, 


Is VICcC 


general manager and 
member of the board of directors 
EK. E. Stvan 


with the industrial and mill supply 


has been identified 


business for 47 vears—all of which 
were spent with Strong, Carlisle & 
lor the last 


manager of 


Hammond, Cleveland 


30 vears, he has been 
their industrial supply department 

Mr. Stvan will 
post with Strong, Carlisle & Ham 


mond in addition to his new duties 


continue 


E. E. Stvan 





American Brake Shoe 


Promotes Denison 

election of William C 
Denison as vice-president of Ameri 
Brake Shi C Co 
pointment to the Operations Policy 


lhe 


can and his ap 


Committee was announced by 
Kempton Dunn, president. 

Mr. Denison, president of Brake 
Shoe’s Divi 
sion, began his career with the Wil 
lard Storage Battery Co. and late 
became general the 


Cook Motor Co. The latter com 


pany was succeeded by the Denison 


Denison Engineering 


manager of 


Engineering Co., which he organ 
ized in 193). 
was acquired by Brake Shoe in 1955 
and Mr. Denison became a mem 
ber of the board of directors of the 
parent company at that time. 


Denison a ngineering 
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Officers of the New York 
Weslev H. Raff, chief engineer 
their recent meeting. Mr. Raff showed 
belt system which his firm engineered t 
roadbed across the Great Salt 
Browne Associates, treasurer; 
muth, Inc., secretary; Mr 
Electric Mfg. Co., vice-president 
Flushing, N. Y., president 





New headquarters in Montebello, ¢ 
leading distributor of hydraulic 


Hammering is still going on, but 
the Metropolitan Supply Co 
moved into its new quarter-million 


has 


dollar headquarters in Montebello, 
Calif. 

“The 30,000 sq. ft. concrete build 
ing was designed especially to suit 
the needs of the industrial supply 





Metropolitan Supply Moves To New Quarters 


eel 


Power Transmission Council Meets in New York 





alif 


tube fittings 


said William A. Rankin, 


executive vice-president of the firm 


business’, 


Formerly located in Los Angeles, 
Metropolitan Supply is in its 41st 
vear Of operation and specializes in 
pipe, valves and fittings 

‘he new address is 1153 S. Green- 
wood Ave., Montebello. 
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Orr Iron Salesman Mobile Exhibit of Power Transmission Products 
Welcomes Hungarians 


To Kentucky 
Orr Iron Co. can well b« proud 


t George Demeter, a salesman for 





i! ver Supply Co., their Owensboro, 
Ky., branch, through whose efforts 
21 Hungarian refugees found a home 
in his community 

First to greet the refugees when 
they appeared in Owensboro was the 
pastor of St. Mary Magdalene 
Church. He could not speak Hun 
garian, however, and the refugees 
milled around helplessly until Mr 
Demeter learned of their arrival 





lic hurried to the church and im 
mediately engaged the Hungarians 
in their native tongue 

With the help of Jones Baber of 
Baber Supply, Mr. Demeter had 
some of the refugees placed in jobs Penflex Names 
before the first dav was over. Other New Vice-President 





; ial i 
Owensboro men of Hungarian de At a recent meeting of the board \linneapoh 
£ iSsistance 


scent helped ind, within two davs, directors f the Pennsvlvan 





gees had homes and jobs Metallic Tubit 


\I \\ lliams Was 


: 
president n charge 
; | . aarelll ] 
narketing. He will make 


quarters at the firm's home 
; 
Philadelphia 


Mr. Wilh 


Wms joined 


] 
i 
1946 when he prepared 1 


ind selling price re 
' ” 


he WaAS ASSILTI 
nponent 
, 


Cligvl 


powe! 





Demeter 


Square D Completes 
Local Assembly Plant 
Square D. (¢ imnounced com 
sletion equipment 
assembhh plant in Atlanta, Ga., the 
] 


eighth such itv constructed by 


Trane Names Manager 
the company since 195] Robert H. ¢ 
[he 31,000 sq. ft. plant involved manager of 

an investment of $500,000. It is ofhice 

part of the firm’s program of locat Owens w: 
ing operations that require custom I'rane Cle 


type assembly in regional units Donald M. Williams past severa 
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American Institute Plans 
Management Course 
At Harvard in 1958 


Harvard University will play host 
to yet another group of wholesalers, 
it was learned at the opening meet 
Institute of 
Associations convention 
Pope, chairman of the Al 

Committee, 


ing of the American 
Supply 

Roger W 
iducation 
that the 


three-week business 


announced 
Institute is sponsoring a 
management 
29-Jul 


Graduate 


for its members Jun 
, 1958 at 
S hool of 


oOurs¢ 
1 


Harvard's 


Business Administration 


Plumbing and heating wholesal 


crs, representing member associa 


tions throughout the country, met 


New York Sept 


xth annual 


15-18 for thei 
tion 


with leaders in 


convel 
Open discussions 
the pipe, valve and fitting industry 
highlighted the three-day meeting 
Raymond 
banking at 
Graduate 


Rodgers, professor of 
New York University’s 
School of Business Ad 
ministration, addressed the gather 
John L. McClellan, 
Chairman of the Select Committee 
on Improper Activities in the Labor 
or Management Field, delivered his 


“Report to America” at the closing 


ing and Sen 


session 

\ conference booth program en 
abled distributors to meet with sup 
pliers during the second day of the 
onvention. Breakfast meetings were 
ilso held for the individual membet 
firm members, and 
fitting and valve 
members 


issociations, 


pipe, division 





Cropsey Heads Elgin’s 
Industrial Divisions 

The election of Dale \ 
as vice-president in charge of indus 
trial Elgin National 
Watch Co. was announced recently. 


Cropsey 
divisions fot 


Mr. Cropsey will supervise both 


the electronics and abrasives divi 


sions of Elgin. He joined the firm 
last July as assistant to the president 
in charge of developing the indus 
trial 
vice-president and director of sales 
for Potter & Brumfield, Inc 


divisions. He was formerly 





U.S. Rubber Opens 99-Acre Research Center 


Wendell Smith, research 
ombarded by the Van de Graaff 


nte 


. ] by. — . ] 
U.S. Rubber Co. launched a $12 nnounced 


1; y 
Mion 


it the oper 
devel pment OTLUICS It will be utili 


and ClO} 
ichion of 


research 


COnVCVO 


program with the dedication 
industt 


research nter, located on a an variety of 


Ihe ompan 


new 
99-a miles fron 


Sidney B lwell nil La new 


re tract 25 

York City. Dr. 

= ch combines 
me 


ind development, heads the 1 synthetic rubber and 


material, 
Rubber’s director 
center. major 

H. E. Humphreys, Jr. pres 
stated that the 
will exploit the latest findings in ever, 1s 1 ry ore the 


; 


evelopment of a plastic ho 


five-vear progran pe Further research work, how 


new 


itomic research as thev apply to 


rubber industry 4 2,000,000 


electron accelerator is being used 


experiments at the research centet 





Sorin Re 
pr sag " now employed to Cure Rawlins Bros. Absorb 
rubber and new processes are fore : 

, ,. Solar Steel Assets 
seen in which atomic energy will do 


Saiesmen and cvuy, 


7 <a 
the work of heat, pressure, catalysts len outside 
Chemists at the OUI sq. ft. of warehousing space were 


are also looking to atomic idded to the operatior 


and chemicals. 


center 


. : 
1ddi Angeles industrial sup] 


energy for new materials. In 
tion, U. S. 
companies participating in the oper 


Rawlins Bros., Inc. ‘T] 
ulted Solar Steel 

ation of a nuclear reactor now being California, which had _ be« 

built at Plainsboro, N. J idjoining 


Rawlins 


Rubber is one of nine 
when 
n leasing 
warehousing facilities 
Bros.. dis 


An improved type of butyl rub- from ntinued 


USINeSS 


ber, economical and heat resistant, 


ADDITIONAL NEWS STARTS ON PAGE 222 





OF YALE LOAD KING 
HAND HOISTS 


A half-ton capacity Yale Load King Hand Hoist 

weighs only 36 pounds...a powerful, two-ton model 

only 73 Ibs! These facts are important to any prospect 
who needs a lightweight, portable hand hoist. 

What’s more, with Yale Load King Hand Hoists he gets 
mechanical efficiencies up to 95%. This means one man 
can lift a 4,000 lb. load 2 feet in less than a minute! 


Pel Fei 


tT 


Along with famous low-capacity Load King Hand Hoists, 
you can now offer models with capacities up to 12 tons. 
All Load King Hand Hoists feature the unique Synchromatic 
Load Brake for instant, automatic, safe-hold action. 

With Yale’s “Why” booklet on Yale Load King Hand Hoists 
you can point out the many other outstanding engineering 


features. It keeps you one sales step ahead! 


Peete a es 
a 
eS 


%,1,1%,4 i 6,8,1 


YA L E INDUSTRIAL LIFT TRUCKS AND HOISTS 


*REG. U.S. PAT. OFF The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylvania 
Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49 — 100) 
% Change 
Sept. Aug. Sept From 
NAME OF PRODUCT CLASS 57 "ae "56 =Year Ago 
Abrasive Products 139.5 139.4 129.0 +$.1 
Cutting Tools 155.1 151.8 147.5 +5.2 
Fans and Blowers 175.0 175.0 171.3 +2.2 
Fasteners 205.3 205.3 181.6 + 13.1 
Incandescent Lamps 160.5 160.5 145.0 +10.7 
Industrial Rubber Products 143.7 146.5 146.8 2.1 
Lubricants 98.2 98.2 92.0 -6.7 
Materials Handling Equipment 166.1 165.6 159.4 + 4.2 
Mechanics Hand Tools 176.1 174.1 165.1 -6.7 
(Files, saw blades) 
| Metalworking Accessories 170.9 170.9 151.8 + 12.7 
| Motors 110.4 112.4 111.8 1.3 
Paint 128.1 128.1 119.1 -7.6 
Portable Power Tools 137.1 137.1 130.4 5.1 
Power Transmission Equipment 172.1 170.9 162.1 +6.2 
Precision Measuring Tools 142.5 141.1 134.2 +6.2 
Pumps and Compressors 166.9 164.0 155.4 + 7.4 
Steel Products 181.5 181.5 168.6 a68 
(Pipe, bars, nails, wire rope, ete.) 
| Valves and Fittings 160.0 158.9 155.8 +2.7 
Welding Machines 148.2 148.2 149.9 1.1 
(Equipment, rods) 
| Total Index (weighted average ) 158.8 158.1 149.9 3.9 
Source: Bureau of Labor Statistics and Industrial Distribution 
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For maximum strength 
and long life, all LYON 
chairs feature channel 
frame construction, the 
same as in your automo- 
bile. Seats and backs are 
contoured for real comfort. 
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DRAWER CASES — 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


INDUSTRIAL D 











“LYON QUALITY DESIGN » 


a 


4 


makes 


THE DIFFERENCE!” 


SE ELOVLP, - 






c 
gy 





STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your specifications. 





LYON METAL PRODUCTS, INC. 


General Offices:1153 Monroe Ave., Aurora, Ill. 
Factories in Avrora, lll. and York, Pa. 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 








V-Belting 


Fiexibie, 

Link Type 

Known as ‘lhoro-Link, this \ 

Belting features reinforced rivets 
providing a positive lock-fit 

Recommended where — endless 


V-Belts cannot be installed; avail 
able in all sizes in regular and oil 
proof construction 


Dayton Rubber Co 
( Yhio 


Davton, 





Transmission Belt 


Minimizes 

Elongation 

Named “Unicord,” this transmis 
sion belt features a tension mem 


ber of one ply of synthetic cord 

said to have the strength of five 

plies of firm’s No. 50 cord 
Manufactured in a 


controlled humidity conditions, belt 


room under 


132 


is also packaged in a hermetically 
sealed polyethylene bag to prevent 


moisture from entering cords dut 
ing delivery and storage 
Available from 4 to 6-in. width 


100-inches to 45-feet length 
B. F. Goodrich Industrial Prod 
ucts Co., Akron 


Saw 
Vibration Reduced 
To A Minimum 





Said to cut through 2-in. of Jum 

ber and cut wood, metal, plastics . . , 

7 ible from 12 to 20 with hole 
sizes for all standard floor-stand and 
swing-frame machines; thickness, ac 

rding to diameter, from 4 to 4-in 
Bay State Abrasive Products Co 
Westboro. Mass 
Bearings 


Radial Static Load 
Ratings 2700 to 104,000 Ibs. 





Available In hv scries—SBG 
SBG-SA, SBG-LS, SBG-S_ and 
SBG-SS, standard line of spherical 
ind veneers, composition boar 
bearings for use in aircraft and in 
rubber and leather, a heavy-dut ; 
kit Indes H75. sal dustry has been introduced 
saber saw it includes > Saber! = - 
a < 52.100 steel AMIS Spe +40) 
saw, assortment of eight different |, : ' 
. hardened and hard chrome plated 
blades, ripping guide and _ fitted :; 


metal carrying case 
Stanley Electric Tools, Div. Stan 


ley Works, New Britain,. Conn. 


Cut-off Wheels 


Average 33° 

Longer Life 

Cut-off wheel BZ2AA is claimed 
to provide increased efficiency re 
from an 


sulting improved — resin 


bond 





Recommended particularly _ fo 


foundry work, diameters are avail 
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TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





balls used throughout series: outet x multiple spline socket type 
race materials different for each vith any of the standard point 
series Screws in diametei own to N 
Sealmaster Bearing Diy Ste 2 wir e and up te imet 
phens-Adamson Mfg. Co., Aurora n be driven, with rth 
II] a [ in hort¢ tha t 
| =i) quar©e CW 
Doom Bristol Co.. Wat ( 
. _ 
Cabinets + 
-_ 
= 
For Flat ; 
Storage tr 
" - > 
A net vith five flat drawers ji 
| 1 1 a s | 
teature hinged paperweight on front ‘. -— ae 
ind protecting hood on back to pri 
ent edges of paper from curling :; :' 
CCU sTcc l il} if trin 
ut, and two bit k 
Millers Fa Cr ( f 
\! 
Feeder-Driver 


For Standa 
Socket Set Screws 





drive standard socket 
rates to 1S ¢ r 
Iriver will ha le standa 
fied socket set screws in eit ' Capacity 
200,000 Lbs 
Available in three sizes with a Wi 2 
variety of drawer divider arrange eight , 
ments, cabinets may be stacked one uTes , l 
ibove the other orta 
Lyon Metal Products,  Inc., Ke n 


Aurora, II] 


Router-Plane-Shaper 


For Fine 


Cabinet Work High Impact 


Resistance 

No. 6800 router (power unit plus 
router base) available alone, or in 
combination with plane and shaper 
attachments and other accessories 
Also announced is a line of 17 


route! bits made ot special \l 2 high CONTINUED ON PAGE 13¢ 





FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS, SEE PAGES 136 AND 137 











BALANCED ACTION TAPS 
take sales quotas in their stride... 


Your tap customers know and appreciate the extra value of taps with 
Balanced Action. They smooth out production flow even with hard-to-tap 
metals—insure hole-accuracy—and prolong useful tap life. 


Winter gages, plug and ring, thread and plain are aiso made with 


“Balanced Action” accuracy. rr; my 
>< t! 1 Da 

All Winter advertisements say oe AA AAA AAA AAAI Ann 

CALL YOUR WINTER DISTRIBUTOR wr : 


ACCURATE AND CONCENTRIC CHAMFERS 
WINTER BROTHERS COMPANY 
saan Wire lollale Miles) Maule li-Temelils Miule-tele, 
Rochester, Michigan, U.S.A. s ia 

= ; =. ne ; : concentricity to very close limits, hole- 
Distributors in principal cities. Branches in New York e Detroit « accuracy with Balanced Action taps is 

Cleveland e« Chicago e¢ Dallas ¢ San Francisco e¢ Los Angeles awed: 

Division of National Twist Drill & Tool Co. 


































Research that 
anticipates tomorrow’s 
sales and profits 


In many tool applications, National's continuing 
program of basic research has brought about 
significant improvements in the service life of 
National products. 

Invite your National users who are faced with new 
or unusual cutting problems to call upon our 
research staff for assistance and advice. 


= ¢ All National Advertisements Say 
f CALL YOUR 
wy NATIONAL DISTRIBUTOR 
NATIONAL TWIST DRILL 


AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New 
York ¢ Detroit « Cleveland e Chicago e 
Dallas « San Francisco ¢ Los Angeles 


The search that never ends. 


Unparalleled research facilities available. 
p 











On the Market Today (Cont’d.) 











Clamps 
800 Lb. 
Models Added 


Knu-Vise line of air and man 





width and maintain optimum ad 
hesion at operating temperatures 
from 122 to 140 deg. F. and resist 
temperatures up to 180 deg. for ex 
tended periods. 

Mystik Adhesive Products, Inc.. 


Chic ago 


Screws 
Permits Maximum 
Tightening Torques 





ually operated clamps and vises now 
includes heavy duty hand clamps 
with 800 Ib load capacity. 

Vertical handle series offers Mod 
els V-800 and VC-800; swivel base 
series ofters Models SB-SO0 and 
SBC-800. 

Lapeer Mfg. Co., Detroit 


Motors 
FHP. 
Severe-Duty 


Designed for applications where 
yperating conditions are abnormal, 
Form G single phase 60 and three 
phase 60/50 cycle motors have been 
introduced. 


Line features totally enclosed 


S SS—Si ‘ “ 
lorgSet recess—said to allow non-ventilated construction, base 
maximum tightening without cam , ; , ; 
welded to stator shell, stainless steel 
out, burred slots or broken heads— — . : : 
shat cast-!ron end shields 1 1d COI 
has been introduced on 100 deg. 
fush-head aircraft screws made by 
the manufacturer and its Los An paiaiiagis A gel — 2) ae : 
geles affiliate, Cooper Precision 
Products. Index of This Month’s New Products 
Sizes available range from 10-32 
to 2-18: bolt configuration is desig BI ARINGS . A CUTTING MACHINI RY 
a Rockwood Pulley Mfg. ¢ DeWalt In Sub American 
nated NA333-340. Scalmaster Bearing D Machine & Foundry ¢ l¢ 
: . . | . 
Standard Pressed Steel Co.., Jenk Stephens-Adamson Mfg. ( 
intown, Pa END Mil Ls " 
BELTING Cleveland Twist Dnill ¢ 144 
C. R. Daniels, In 14 
B. F. Goodrich Industrial Prod FEEDER-DRIVER 
ts Co 134 Bristol ¢ 135 
| 
G MOTORS 
| BORING BARS 7 np 
sseoteng sc : Cone-Drive Gears, Div. Mi 
ae Te Se mags gan Tool C 14 
| BROACHES GRINDING ATTACHMENT 
duMont Cor, Steptool Grinding & Mfg. Co. 152 
CABINETS HEATERS 
Lvon Metal Products, I 135 Insto-Gas Corp 167 
CARBIDE TOOLS INDICATOR-HOLDER 
Super Tool Cx 14 L.. S. Starrett € 152 
CASTERS , a 
Faultless Caster Corp 7 ae 
cS 
CLAMPS LATHES ray | 
. _ Delta Power Tool D Rock 
Lapeer Mfg. Co 13 ell Mfe. Co 137 
Sauerman Bros., In 13 via ° 
. MICROMETER 
CUT-OFF WHEELS Brown & Sharpe Mfg. Ci 154 
Bay Stat Abrasive Prod 
Co 134 MOTORS 
General Electric ¢ 136 
CUTTERS 
Machine Products Corp 144 NUTS, WING 
Sonnet Tool & Mfg. Ce 162 Gries Reproducer Corp 162 
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rosion-resistant finish on both in- 


ternal and external surfaces. 
General Electric, Schenectady 


Lathes 
Bed Ways 
Flame-Hardened 
Manufacturer's 1]-in. metalwork- 
ing lathes in 4-ft and 5-ft bed models 
are now available with flame-hard 








ened bed ways said to provide longer 
life and added resistance to wear. 

Delta Power Tool Div., Rockwell 
\fg. Co., Pittsburgh 





Steam Trap 
Increased 
Accessibility 
Simplified construction of F'l 
float thermostatic steam trap said 
to facilitate inspection, maintenance 
and installation. 
Entire operating element is one 


CONTINUED ON PAGE 138 








Index of This Month’s New Products 


PIPE MACHINE 


Oster \fg Lo . . 146 
PUMPS 

Gardner-Denver C¢ 167 

Goulds Pump In 168 
RAMPS 

Roll Rit rp 156 


REGULATOR 
Perfecting Service C« 148 


RESUSCITATOR 
Fyr-Fvter Co : 172 


ROUTER-PLANE-SHAPER 


Millers Falls Co.... 135 
SAW 
Stanley Electric Tools, Div 


Stanlev Works... 134 


SAW BLADES 


E. H. Wachs Co ; 148 
SCREWS 
Standard Pressed Stee] Co. 13¢ 


STEEL SHELVING 
Penco Metal Products Div., 
Alan Wood Steel Co...... 158 


SPRAY COATING 
Speco, Inc 


STEAM TRAP 
Sarco Co., Inc 138 


SURFACE PLATES 
Challenge Machinery Co...... 142 


TAPE 
Mystik Adhesive Products, Inc. 135 


POOL HOLDER 
Everede Tool Cc 


VACUUM CLEANER 


Craftools, In 
VALVES 
Hills McCanna Co 


Kennedy Valve Mfg. ¢ 17+ 
Lunkenheimer Co 
Vanton Pump & Equipment 
Co ; 
Versa Products Co., In 


V-BELTING 
Dayton Rubber Co 134 
VISE 
Reed Mfg. Co 154 
Wilton Tool Mfg. Co. 140 


WELDER 
Marquette Mfg. Co 150 


WRENCH 
Billings & Spencer Co 167 
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IN THE 


PROFIT 
COLUMN 


LUT 


Wl inte Tolan KEYWAY BROACH KITS 


For cutting keyways from Ve" to 1” in 
any bore from 4%" to 3” in one minute 


for as little as one cent. 


x al 


Winute Flan SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. For %«" to %” squares. Also stand- 
ard stock Hexagon, Round and Produc- 
tion Type Keyway Broaches. 


duMONT TOOL BITS 


High Speed Ground, Square and Rec 
tangular. Hold a keener cutting edge 
longer due to “‘balanced”’ toughness, 
red hardness and wear resistance 


Winute Tan 


MAGNETIC 
BASES 


Hold dial indicator gages 
— save set up time 
Ainico magnet has 50 Ib 
grip on all four sides 
360 horizontal swing, 
180° vertical swing 


For complete information on these fast 
selling, high profit tools, get in touch with 


du MONT 


CORPORATION 


GREENFIELD 
MASSACHUSETTS 





137 








NO. 102A 


NEW 


OF KIN 





MAGNETIC BASE INDICATOR HOLDERS 


with Fixed Upright Post 


These new Indicator Holders are stronger . . ewill hold even heavy, 
lug-back type indicators securely in position. The large (*15" diameter) 
rigid post is centered directly over the point of greatest magnetic pull, 
assuring positive settings. Ideal for all set-ups, machining, or checking 
and inspection requiring the use of an indicator. Base attaches instantly 
to both curved and flat iron or stecl surfaces. 

The newly designed base has an unbreakable plastic outer shell 
containing a permanent magnet with approximately 50 pounds magnetic 
pull. A tubular, non-ferrous insert concentrates the magnetic pull to 
the central base surface, preventing leakage and transmission of the 
magnetism 

The Spindle Clamp permits all vertical and horizontal adjustments 
of position in the indicator setting. The No. 102A Indicator Holder also 
has a fine adjustment feature which permits final, precise changes in 
the setting. 


=] 
USE THIS ALL-METAL DISPLAY cay MATE MITE 


to increase counter sales. ny 
Free to Distributors stocking Miti-Mite. 


SELL (UFKIN 


TAPES > RULES + PRECISION TOOLS 
THE LUFKIN RULE COMPANY ~- SAGINAW - MICHIGAN 


f 


Bes 8a Ded nw trees 


nr 






unit which can be removed without 
disturbing inlet and outlet connec- 
tion to semi-steel trap body. 

Sarco Co., Inc., New York 





Vacuum Cleaner 


Handle & Nozzle Won't 
Clog On Average Debris 


Shop-Vac, 
diameter hose, comes with 28-gallon 


equipped with 24 


in. 
fibre drum and also can be used with 
any standard 24gallon metal dis- 
posal can 

Can also be used with standard 
1}-in. diameter vacuum fitting and, 
by switching hose, unit can be used 
for exhausting, blowing, drying and 
spraying 

Craftools. Inc . New York 





Cable Clamp 


For Attaching Load 
To Continuous Cable 


Three-part fitting consisting of 


" SOLD ONLY THROUGH DISTRIBUTORS - 
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wedge clamp, wedge, and cable clip 











Your growing 
opportunity for more 
bolt business 


.., With RB&W 


High Strength Fasteners 


WHOLE “MECHANIZED DIVISIONS” of road build- 
ing machines are on the move. You see them 
enlarging our road network on all fronts, using 
earthmovers, cranes, tractors, and other heavy 
duty construction equipment. 


Have you thought about all the fastener busi- 
ness tied to MAINTENANCE of all that 
equipment ? 


It’s there alright ... in RB&W High Carbon 
Cap Screws and Plow Bolts. When rivets fail, 
or joints loosen, replacement with these high 
strength fasteners makes each joint perma- 
nently tight, stronger. Even cranes with rivet 
holes worn to “sloppy” fit are being bolted 
good as new. And don’t overlook RB&W High 
Nuts for use with shackles, U-bolts and tractor 
pad bolts. 


Where there’s more fastener business to be 
had, look to RB&W to put you in a better posi- 









tion to go after it. Dealing with RB&W assures 
you the finest quality ... and ready acceptance 
everywhere. All this at competitive prices, and 
with prompt, dependable service. Contact our 
nearest office for more information. Russell, 
Burdsall & Ward Bolt and Nut Company. 


RB-W 


112th year 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; Rock Falls, Iil.; 
los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; San Francisco 
Sales agents at: Milwaukee, New Orleans, Denver, Fargo 


RB«aWw FASTENERS - O701g Point of any assembly 
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is recommended for car pulling, 
barge moving, rigging or any job 
where a load must be connected to 
i line 

Sauerman Bros., Inc., Bellwood, 


planned diversification 


keeps a K p growing 





Gearmotors 


Mount In 
Any Position 
Vertical type MV series gear 
motors are double-reduction units 
vith a helical primary and double 
enveloping worm gear secondary 
\vailable to handle 1 to 15 hp 
standard NEMA D-flange motors 
in 27 standard output speeds from 
3 to 525 rpm 
Cone-Drive Gears, Div. Michigan 
lool Co., Detroit 





Acquisition of The Cleveland Hardware & Forging Company brings to eleven the r 


ersatiie Porter divisions. Tney manufacture products in 40 piants in the nited States 


ano Canada, fou f wr nm nave peen juired so far this year 


Serving industry’s needs is a prime responsibility at 
H. K. Porter Company, Inc. Porter maintains intensive 
development programs which are translated into new 


manufacturing developments almost every month. 





This awareness of the needs of the market place has 


resulted in a program of planned diversification...and Drill Press Type 
3 ; Push-Pul! Action 

a 1150% increase in Porter business volume since 
1950. This volume comes from divisions manufacturing Said to combine rapid action with 
saad , vis 
steel and fabricated steel products, copper-alloy metal unlimited takeup, drill press vise 
: ‘ incorporates maker's Rapid Titan 
products, electrical equipment, refractories and indus- nut which engages and disenenge: 


trial rubber, wire and cable. screw automatically. 

Also announced is “Perma-Pad”’ 
C-clamp swivel on Rapid-Titan and 
conventional action industrial C- 

clamps to insure against loss of 
/ vy v, ¥ OR 
H.K. PORTER COMPANY.ING. § ;.). 


Wilton Tool Mfg. Co., Inc., 
Schiller Park, IIl. 


SLEVELAND + CONNORS STEEL «+ DELTA-STAR ELECTRIC «+ HENRY DISSTON + RIVERSIDE-A 
LESCHEN WIRE ROPE + QUAKER RUBBER + REFRACTORIES VULCAN CRUCIBLE STEEL w-S FITTINGS 
H. K. PORTER COMPANY (CANADA) LTD 
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" Increase Pieces-Per-Belt 30% OR MORE 
with MICHIGAN ABRASIVE BELTS 





MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per belt. 
MICHIGAN BELT: Rf <OAT Resin bond, 180 grit-250 pieces per belt. 


6674% more pieces and nothing was changed but the belt! 


More and more people who thought they were can’t be matched in quality, line, delivery or 
getting peak production per belt are being price .. . repeat business is automati our 
amazed at the additional production they get distributor plan is the best to be had! Return 


from Michigan Abrasive R¢®0 <€OAT Resin belts, this coupon or write today and a Michigan 


representative will call on you to discuss the 
details. You'll be glad you did. 


MICHIGAN ABRASIVE CO. 


Manufacturers of “The Humidity-Controlled Abrasive 
11911 E. 6-MILE ROAD «+ DETROIT 5, MICHIGAN 


discs and sheets. 


Every day Michigan 8&0 €OAT Brand coated 
abrasives are being specified by purchasers 
because they know Michigan cuts sharper, cleane? 
and smoother . . . and lasts longer. This out- 
standing performance has made Michigan Abra- 
sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need mor 











distributors to keep the ball rolling. | | 
| Let's talk about Distributing Michigan Abrasives | 
The complete Michigan line sells, and stays Send me your Catalog, too. 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan N 
ame__ 
| | 
| Title__ | 
. © I ; ! 
mm. — - 
1COUIGOU1_ 4 | 
T Address : | 
| | 
ABRASIVES || °° —*—*" yreery 
BRAND 
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Mr. John West, Vice President, Sales, 
Warren Balderston Co., Trenton, N. J. 


‘It's a beauty 
of a band saw blade... 


"Appearance is just one advantage in selling Disston 
Metal Cutting Band Saws," continues Mr. West. 


They're so easy 
order 


"Take the way they're packaged. 
to store and handle that even a one-blade 
is profitable. 

"Then, too, Disston gives us a complete line of 
Lancer-tooth and regular-tooth blades. And the price 
structure makes both our customers and us happy. 

"Also, Disston's policy of referring to us all 
orders and inquiries from our territory is real 
cooperation. 

"Last, but not least, is Disston's field 
assistance and advertising in many metal-working 
magazines. We think we get mighty good sales support." 


Want more information about Disston 
tools? ... about how you, too, can benefit by Diss- 
ton’s selective distribution policy? 

Write to: Disston — HKP, 
Philadelphia 35, Pa. 


H.K.PORTER COMPANY. INC. 


Henry DISSTON DIVISION 
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Carbide Tools 


Three 
Additions 
tools of 
chatter 
less single flute solid carbide count 
List No. CS, flute 
solid carbide center laps No. CL, 


(hree carbide cutting 


fered by manufacturer are 


ersink single 


ind a line of chucking reamers in 
List No. RCB frac 
List RCS sizes 


decimal and 


tional from } to 
;-in 


Super Tool Co.. Detroit 


Surface Plates 


Eliminate 
Plate Rocking 


Semi-steel three point suspension 
plates 30 x 60-in up to 48 x 96-in 
feature strongly ribbed construction 
said to eliminate need for a heavy 
rigid stand. 

Challenge Machinery Co., Grand 
Haven, Mich. 





Here’s How KENNEDY’S Kenalloy Stem and Union Bonnet 
Are Made for Better Service... Easier Operation... 


Fig. 525 
125-Pound SWP Bronze Gate Valve 
Union Bonnet - Rising Stem - Inside Screw - Wedge Disc 


Kennedy bronze body valve 


In brense bedy valves, come a mete bem ¢ 


stems made of ordinary 
metals are subject to a 
form of corrosion known 
as dezincification. Many 
fluids attack such stems 
in such a way as to cause 
the zinc to be entirely re- 
moved from the alloy. This 
sort of corrosion leaves 
the stem in a porous, very 
weak condition and it 
soon breaks in service. 


specially developed metal 
called KENALLOY. This 
alloy is powerfully inhib- 
ited against dezincification, 
as well as many other types 
of corrosion, and it is a 
long wearing metal. KEN- 
ALLOY produces becutiful, 
non-galling smooth threads 
and bearing surfaces to 
make the valve easier to 
operate and it assures far 
longer life in the “heart” of 
the valve. 


These additional advantages make KENNEDY your best valve buy... 


Kennedy's Union Bonnet permits repeated 
dismantling for cleaning or inspection and 
reassembly without danger of distortion of 
the valve. The bronze-to-bronze construction 
makes a tight union for tight, leakproof 
operation. 

Heavy bronze union bonnet ring is entirely 
separate from the bonnet to eliminate any 
possibility of springing the bonnet joint face 
when assembling or disassembling the 
valve. 

The cylindrical body withstands sudden 
pressure. Kennedy's Cylindrical Body con- 
struction resists rupture and minimizes de- 


flection when under severe pressure. Pres- 
sure in ordinary valves tries to push body 
wall out. Rupturing stresses concentrate 
where wall has the shortest radius. This 
deflection causes early valve failure. 

Wider hex ends, blended into body, prevent 
distortion. On conventional valve bodies 
hex ends protrude from the body and are 
connécted by thin body wrists, This area 
under severe wrench pressure can distort 
and cause disc seating trouble. Kennedy's 
wider hex ends are blended into body 
making the body and hexes one unit. In 
this way wrench pressures can be absorbed. 


@ YOU CAN'T BUY A BETTER VALVE THAN A KENNEDY! 


-—KENNEDY VALVE mez. co.— 


1608 E. WATER ST., ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS « FIRE HYDRANTS 


@ OFFICES AND WAREHOUSES IN NEW YORK, CHICAGO, SEATTLE. SAN FRANCISCO. ATLANTA @ SALES REPRESENTATIVES IN 
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crushing... 


is this your wire rope problem? 


A New Departure 
in National 
Advertising 


Here's another in a con- 
tinving series of Leschen 
RED-STRAND wire rope 
ads designed to build good 
will and sales by empha- 
sizing service to insure your > 
customers’ satisfaction. 
Watch for this series in 
leading trade publications. 


———— 
— . 
— 


SSS 


SS ~ 


~ 


Se . NN Ss ws ‘ 
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Right construction for the 1b reduces 


downtime...cuts wire rope costs! 
SEND FOR LESCHEN ‘‘RED-STRAND”’ BULLETIN NO. 102 


Once wire rope is crushed or pinched out of shape on sheaves 
or drums, useful life is drastically shortened. More often than 
not, this loss can be prevented. Minor changes in equipment, 
adequate inspection or using the most suitable rope construc- 
tion may eliminate the difficulty entirely. These anc other 
solutions are clearly explained in Bulletin No. 102 which is 
yours for the asking. By all means write for your copy today. 
Feel free, too, to ask for solutions of any other wire rope prob- 
lems you'd like to have solved. The full re- 
sources of our engineering staff and field 
organization are at your service. Address: 
Leschen Wire Rope Division, H. K. Porter 
Company, Inc., St. Louis 12, Missouri. 


Red-Strand 
WIRE ROPE 





a WS 


H.K.PORTER COMPANY, INC. 


LESCHEN WIRE ROPE DIVISION 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 


1957 


Cutters 
Longer Life, 
Faster Dressing 


Johnston-milled Huntington stvle 


utters available in number 
| 4-in number I- 14 


Macon 
umeter and number 2- 22-in 
gineered to fit all makes 
Hunt. tington type dressers 
\lachine Products Corp 


Ohio 


End Mills 


Hy-Spiral, 
2-Flute 


Available in regular, long and ex 
tra long types, high speed general 


purpose end mills for non-ferrous 


milling are said to have been suc 
sfully 
plications 
Regular 
+ to 2-in.; extra long type sizes from 
! to 14-in. diameter. 
Cleveland Twist Drill Co., Cleve- 


land 


many ferrous ap 


used in | 


and long type sizes from 





1. WESTERN offers proved performance 


WESTERN is the chosen source of many leading manufacturers 
in critical industries. For instance, leading makers of road build- 
ing equipment whose products must really take a beating, rely 
on WESTERN fasteners for rugged strength that stands up to 
the roughest treatment. 


>. WESTERN offers product quality 
advantages 


\y Product quality at WESTERN starts with careful se- 
€ 


lection of approved steels, and is guarded through 
production by many separate inspection opera 
tions. WESTERN’s carbon restoration process assures uniform 


Write today for free catalog and prices strength and hardness throughout the entire thread structure. 


» WESTERN offers a complete line 


WESTERN ae 

oY \ We manufacture and maintain large stocks of all 
AUTOMATIC WW sce sues or 

\ including cap screws, socket screws, set screws, 

‘ ) pipe plugs, dowel pins, nuts and studs. Whatever 

Machine Scre Company the size of your order we can ship fast from stock 


division of Standard Screw Company 
371 Woodland Ave., Elyria, Ohio 


4. r — WESTERN offers unusual facilities for 
design and development 


J Our experience with special precision-machined 
products has given WESTERN unexcelled expe- 
rience in design and development work. This experience, 
applied to our standard products, assures you the efficiency 
and economy of the latest production methods. 


PRECISION SCREW PRODUCTS, PARTS AND ASSEMBLIES SINCE 1873 
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SO TOUGH 


and yet so smooth 


Ndlonal Sanudocs 


ADVERTISING AND SALES 
PROGRAM TO HELP YOU! 


National Sanders’ new advertising and sales 
program emphasizes the tough, reliable opera- 
tion and smooth finish that your customers will 
appreciate in National Sanders. New counter 
folders, mailing pieces, and a complete new 
catalog are available for your use. Advertising 
in the trade papers will help you sell. Be sure 
that you make full use of the National pro- 
motional program. It can mean real profits 
for you! 


Pipe Machine 


Weighs 77 Lbs. 
One-Man Handling 


“100” power drive for hand pipe 
tools has full 2-in. standard pipe 
range and up to 12-in. diameters 
using special drive unit and geared 
tools. 

In addition to hinged, folding 
stand, can be bolted directly to 
work bench or clamped on a truck 
with special “C” clamp attachment 

Oster Mfg. Co., Wickliffe, Ohio 


Belting 


Hot Materials 
Conveying, Elevating 

Insulex heat resistant belting fea- 
tures asbestos thread said to be 
stronger than stitching twine and 
not deteriorate under heat. 

[wo layers of asbestos and one 
layer of insulating compound are 
stitched to duck belt carcass with 
this thread, eliminating wires and 
permitting use of high thermal in 
sulation material 

C. R. Daniels, Inc., Daniels, Md. 


WRITE FOR SAMPLES OF 
ALL NEW NATIONAL LITERATURE 


NATIONAL AIR SANDER INC., 2810 AUBURN ST., ROCKFORD, ILL. 
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Nationwide organization of factory representatives 
gives you better coverage, more sales and technical help 


Largest back-up stock in the industry is locoted in 


Worthington’s 13 giant factory warehouses 
, 


CM eM a 
unique “Easy-On, Easy-Off, Yet-Always-Tight”’ story 


What are the reasons behind 


THE BOOM IN QD SHEAVE SALES? 


rt 


Last year, Industrial Distributors help needed to re-inforce the eff 
reported new record sales of Worth- of your own salesmen 

ington QD (Quick Detachable) More Stock. A new warehouse ex- 
sheaves. For this outstanding job, pansion program, recently com 
Worthington is proud of its entire pleted, has added thousands of 
distributor organization. In order sheaves to the 13 factory ware- 

to make 1957 even better, here are houses located across the country 

some of the things we are doing. There are now more than 250.000 Worthingto 
More sales help. To lend you special- units in factory warehouses alone al Poy :, 
ized engineering and sales assis- New promotional programs. The QD | City, Pa 


tance, Worthington has recently sheave’s unique product advantags 
“ is being told in Senonitl fashion ir wo RT HINGTON 


() 


added more MPT distributor repre- 
sentatives. These factory-trained more than 50 separate advertise 
specialists can provide the technical ments in 10 leading industrial maga 


A 





AND STAYS SOLD 





Remember—we don’t overload territories 


gtam— sar-T- 


2 POWER HACK SAWS 


‘‘Here is a HACK SAW BLADE 
users are buying again and AGAIN’’ 


A welded edge High Speed Power Hack 
Saw Blade—This blade is Shatter-Proof. 


3 In 1 
Combination 


= 


kh 


Three strips of steel welded together for 
more durability and straightness. 


llation of an air regulator 


nstali 
lubricator ahead of air tools 


id equipment is said to more than 


Will stand extra tension and strains. 


iple life of tools and equipment 


Have your customer’s safety-engineers 
try them. They’ll be back for more. 


Here's ANOTHER 
SAF-T HOLE SAWS 


Advantages claimed include easy 
istallation, two connections, mini- 
mum of space required 
Perfecting Service Co. Charlotte, 


N. ( 


A 
x 
‘ 
A 
‘ 
h 
‘ 
‘ 
" 
" 
. 
A 
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Xx 
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‘ 
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& 
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WELDED EDGE—SHATTERPROOF 


Double welded giving a tough body com- 
bined with High Speed Steel cutting edge. 
Sizes from %” to 6” cutting clean round 
holes in Metal, Plastics and all other machin- 
able material. A full selection of inter- 


changeable arbors. 


Saw Blades 
Progressive 


Tooth Setting 


Guillotine DuWeld Pro-Set power 
hack saw blades said to feature pro 
gressive tooth setting in which tooth 
gullet capacities are identical 


ind 
but with amount of set in 


Ill SIZC, 


’ Sparty says: 
“Spartan and their Distributors are partners in— 


POLICY - PROMOTION - PROGRESS 
PRODUCTS - PLANNING - _ PROFITS 


Why not become a Spartan partner” 
SPRINGFIELD, MASS. 


SPARTAN SAW WORKS 
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FAIRBANKS “LOCKWELD 
CASTERS Without King - Pin 


Two patented construction features give you an 
exclusive sales presentation — give your customers 
easier swiveling, longer lasting casters. Unique pat- 
ented “LOCKWELD” construction eliminates king- 
pin, chief source of caster failure, and replaces the 
king-pin assembly with a more rigid, stronger, 
welded structure. Patented leg design disperses 
shocks and overloads over a greater portion of the 
raceway and when combined with the rigid align- 
ment of the ball bearing raceways provides a 
stronger, easier swiveling, longer lasting caster. 
Matching rigid casters available. 

Heavy duty steel casters and semi-steel casters 
complete Fairbanks line of industrial casters that 
give your customers more in service, more in 
dependability. 


‘LAMILON’ NYLON REINFORCED 
ALL-PLASTIC WHEELS... 


” another Fairbanks ex- 
plastic wheel that 
exceptionally 
exceptionally 


Another Fairban! 
clusive. The only reinforced all- 
has every benefit your customers want 
high abrasion and impact strength; 
high resistance to chemicals, oils and greases; water 
absorption almost as low as high-quality rubber 
tires. The toughest, most durable, most serviceable 
plastic wheel ever developed. It is available with 
very tight fitting thread guards 


“LAMILON” Wheels aré 
big plus for new business, extra sales 


/ ira aione to 


Fairbanks completes its line of truck and caster 
wheels with the finest vulcanized rubber tired wheels 
on the market and with solid rubber and semi-steel 
wheels. 


OUR SALES LEADERS OF THE MONT 


Clinch the steady, repeat and profitable 
caster and wheel business by making Fair- 
banks “LOCKWELD” Steel Casters and 
“LAMILON” All-Plastic Wheels your Sales 
Leaders for this month. Like all Fairbanks 
products, they are needed in every industrial 
plant and commercial enterprise in your 
territory. Typical of Fairbanks products, 
they have the exclusive =~ features 














that make them easy to sell and open doors 
for the sale of all Fairbanks products. 

Take advantage of the interest created in 
these products by Fairbanks national adver- 
tising campaign and direct mail program to 
win new customers and resell the old. Let’s 
work together to build your profits on the 
“bread and butter” caster and whee! 
business. 





THE FAIRBANKS COMPANY 


Executive Office: 393 Lafayette Street, New York 3, New York 


Dart Unions «¢ 
393 Lafayette Street 


Valves « 
520 Atlantic Avenue 
Boston 10, Mass. 


Trucks « 


New York 3, New York 


Wheels 
202 Divisix 
Rome, Ga 


Casters °¢ 
15 Stanwix Street 
Pittsburgh 22, Pa 


yn Street 


Factories — Binghamton, N. Y. and Rome, Ga. 
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COMPLETE 
LINE 


FOR QUICK DELIVERY 


OVER 
A QUARTER 


CENTURY OF SERVICE PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


ae 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
o 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


¢ 


Po 


HAE -M69-354 


creasing in infinite degrees from 
Starting to finishing ends of blade. 


E. H. Wachs Co.. Chicago 


* 


7. 


Welder 


For Light And 

Medium Jobs 

Redi-Arc Model 67C 

welder aiso available without built-in 
charger in Model 66C 

Broad amperage range said to 


charger 


give welder superior arc characteris 
tics, easy starting and stability. 

Marquette Mfg. Co., Minneap 
] 


olis 


Valves 


Resists Impact, 
Thermal Shock 


Available with screwed ends (4 


to 3-in.) and flanged ends (4 to 
| Sin.) a line of ductile iron dia 
| phragm valves is said to satisfy the 
safety requirements of industry. 
Available as complete valves or 

replacement components of bodies, 

bonnets and hand-wheels. 

Hills-McCanna Co., Chicago 
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At Adirondack, 
they let George do it... 


Adirondack Foundries of Watervliet, N.Y 
Bay State distributor George Shako of got a shop full of grinding equipment that 


Shako, Inc., Latham, N.Y., brings a wealth like a pack of hungry hound dogs 
of pecialized kn wledge to the solution of his 

customers’ problems. Working closely with When Bay State distributor George Shako set out to sell 
Westhor he passes on to hes customers the dack, he had to prove that Bay State could solve the 


I 
in cleaning and finishing steel castings that weighed from one 


ropiems 
latest impr vemients in abrasive formuiattor 
ten tons and varied trom hydraulic valve bodies and paper-! ill rolls 
to railroad truck frames and artillery parts 
He also had to sell a Purchasing Agent with 
, 


foundry experience aman who knew his costs and 1 


and wanted suppliers who could and \ ld give him 


Result: Bay State became a regular Adirondack suppl 
Shako increased his overall sales volume by a healthy 
his business is still growing. The same cor bination 
distributor cooperation and top quality products is payit 


for Bay State distributors across the country. Write for full 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts 
Branch Offices and Warehouses: Bristol, Conn., Chicago, Clev 
Detroit, Pittsburgh. Distributors: All principal cities. Bay State 
Abrasive Products Co. (Canada) Ltd., Branttord, Ontar 
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ATTENTION, 
Industrial 
Sales Managers! 


We are proud of our newly created 
binder file of informational bul- 
letins. More than that, we feel 
that you will value them as a 
really worthwhile addition to your 
files of source material. We want 
you to own a copy FREE! Use the 


coupon below to ask for yours. 


Indicator Holder 


Furnished With 
Magnetic Base 


ANN OUN CIN G a No. 657AA, furnished with manu 
—; = metic ] Pe 


facture No. 65 nagn 
A said to hold all tvpes lial indi 
0) Pl cators including rack and pinion 
models with lug tvpe backs as well 


is No. 196 indicator 


indicators. 


Cc 45 
susen’® C5 CADET GRINDERS, a 
GRIND "8 & Dis — Also introduced is 
RINDERS & POLISHERS ™ | duty divider with ste 








changeable with 


pencil 
L. S. Starrett Co.. Atl 


Grinding Attachment 


Fast Fixture For 
Tool Sharpening 


Relief grinding attachment can 

\—z hoon be motorized for mass-quantity pro- 
Write TODAY for CLIP TO YOUR + agen i duction and also perform cylindri- 
your free binder file siataitd thane Guat a — ——— ; il, index and flue grinding 
of these 5 STORE- 2488 River Road Uses 5-C or Ericson collets and 
HOUSES OF IN- Cincinnati 4, Ohio specially designed collets fot step 
FORMATION on Send me your Catalog Quintuplets [J lrills 
Standard products 
» « . Specifications, 
working drawings. 
capacities. 


NAME ——-- — Steptool Grinding 


I { (ng¢ les 








PO tee 





STREET & NO. 








=STANDARD sers -rHE-pace ! 


“the STANDARD cial il 


MAKERS OF SUPER PRECISION SPINDLES AND MACHINE TOOLS 
2520 RIVER ROAD e@ CINCINNATI 4, @ OHIO 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





— a. Ue 





is 


bi 


Hi 


Fasteners when you want them 


Whether you need fasteners in small or large quantities, 
you can count on getting the kinds you want —and quickly, 
too—when you order Bethlehem headed and threaded 
products. Fast service is possible because of the huge 
stocks of general-line fasteners which we keep on hand, 
ready for immediate delivery, at our fasteners plant at 
Lebanon, Pa. 

Using modern, automatic machinery, Bethlehem turns le le \ 
out a full line of machine, carriage and lag bolts, as well ys \s\= uu be bu ba ta be 
as nuts, rivets, cap screws and other items. They’re good, siti 
dependable fasteners—the kind that you can sell with 
confidence. 

For prompt delivery, and satisfied customers, specify 


Bethlehem the next time you order fasteners. 
BETHLEHEM STEEL COMPANY, BETHLEHEM, 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacif 


Stee poration rt Distr r: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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Micrometer 


Internal 
Tri-Point 


Intrimik micrometer said to re- 
place hundreds of plug gages be 
cause it is adjustable over wide range 
of sizes. 

Furnished individually or in five 
sets with overall ranges from .275 
to 8.000-in; extensions available to 
increase depth at which measure 
ments can be taken. 

Brown © Sharpe Mfg. Co., 


OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 

AERO-SEAL. We pioneered the famous precision worm 

gear and engineered the extra strength and holding 

power. Other clamps may LOOK like AERO-SEALS, 

but take a second look! Compare quality with price cuts 

and special discounts. Which pays off best? Compare 

the worm gear construction. Note that AERO-SEAL 

worms don’t wobble. Look at the special rugged inter- 

locking feature that makes AERO-SEALS hold tight — 

no spot welding. Note the precision gear that applies 

uniform pressure — does not pinch hose. Stainless steel Vise 
bands, complete size range for dozens of fastening uses. 

Insist on genuine AERO-SEALS. For Utility 


Drill Presses 


DP35 and DP 50 utility drill press 


For added quick-attach vises feature bearing surface that 

PERG pong lng pong come links screw to rear jaw to distribute 

wear and reduce “play”. Rectangu- 

| lar steel base plate secured by two 
c10-Seal | bolts is said to further reduce wear. 

REGULAR WORM GEAR HOSE CLAMPS Both models adaptable for work 

| on special pieces, jigs and fixtures. 


BREEZE CORPORATIONS INC,, 700 LIBERTY AVENUE, UNION, NEW JERSEY Reed Mfg. Co., Erie, Pa. 
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Johnson Standard Stock Bearings 
Offer Exceptional Profit Opportunities 


realize from volume production and the elimi 


Your customers save time and money when 
they use Johnson standard stock bearings, but 
not at the cost of lowering tolerances or limiting 
freedom of design. Over 900 sizes of these bear- 
ings in more than 200 combinations of inside 
and outside diameters are available in a number 
of lengths machined to exacting tolerances. 
Your profit opportunities in promoting this 
line come from the economies your customers 


Johnson Bronze 


nation of tool and die charges. You can make 
quick deliveries, because you are able to ship 
from stock. 

If you are not taking advantage of the profit 
possibilities of Johnson’s flexible and economi- 
cal line of standard stock bearings, write us 
We will be glad to explain fully how you can 
benefit by becoming a Johnson distributor 





535 South Mill Street * New Castle, Pa. 


oy 


r~ 


4 





ELECTRIC MOTOR 


) 


over 350 sizes 


LEDALOYL 
over 500 sizes 


UNIVERSAL BRONZE BARS 
over 400 sizes 


GENERAL PURPOSE 
over 900 sizes 


GRAPHITED 
over 175 sizes 
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CM METEOR Electric Wire Rope Hoist 


Y% to 5 ton capacities— Compact, enclosed design. 
Low headroom. Continuous hoist-duty motor with 
thermal overload protection for heavy duty service. 
Precision bearings and helical gears for long life. 
Only 110 volts at push putton control. 


Ci HOISTS 


REPETITIVE PRODUCTION 
FOR APPLICATIONS OR 
RUGGED MAINTENANCE 


WORK For Round Holes 
With Close Tolerances 


Broaches 


push-type broaches in 


HAND or ELECTRIC—CHAIN or WIREROPE i able from 


CM makes them all! So you can choose a 
hoist that’s perfectly suited to your own , r } 

. : : n be us \ shop arb« I 
needs in a safe, highly efficient CM design. DE USE Ith shop arbor press 
Three of the most popular models are illus- hydraulic press No special tools 
trated. Specifications of other types and requ red: said to finish to exact size 


sizes on request 
one pass 


duMont Corp., Greenfield, Mass 


CM LODESTAR Electric Chain Hoist 


Ye to | ton capacities — First truly heavy duty ver- 
sion of small electric hoist. 4 ton model weighs 
only 51 Ibs. Heavy duty self-adjusting mechani- 
cal brake and regenerative electrical braking 
Overload protection and upper-lower safety 
switches. CM-Alloy load chain. 


CM CYCLONE Hand Chain Hoist 


% to 10 ton capacities—Easy to carry and lift 
One ton model weighs only 36 pounds. Made of 


ALSO 
CM Pullers, 
Trolleys 
and Cranes 





tough aluminum alloy 
CM-Alloy load chain. 
High efficiency. Lifetime 
lubrication R 
amps 
Double Door 


CALL the CM distributor for catalog, prices 
Box Car Use 


and fast delivery from stock >> 


Heavy duty 22,000 Ibs axle load 


CHISHOLM-MOORE HOIST DIVISION ipacity all steel welded ramps are 
equipped with positive ratchet lock 
COLUMBUS McKINNON CHAIN CORPORATION ing devices, dual lifting stirrups, 
TONAWANDA, NEW YORK hannel understructure and_ ten- 

REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND ionized curved crown. 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO Roll Rite Corp., Oakland, Calif. 


HOISTS AWD GHAIN 
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ALLEN-pointers that will help 
you sell more socket screws! 


a small 
point... 


but it gives your 


customer a bulldog grip 
at no premium in price! 


LLEN’S scientific redesign of the cup diameter on 
P j set screws gives greatly increased resistance to 
withdrawal torque. That's what counts in day to day 


use under heavy strain and vibration 


Your customers will prefer the strong, clean “pressur- 
formd” sockets of Alfenpoint Set Screws they're de ep- 
er, smoother, and permit full wrenching leverage. You 
can show them how the uniform Class 3A threads as- 
sure frictional locking action that holds the grip of an 
Allenpoint against every dislodging force. See that 
your customer knows that Allenpoints have one more 
full thread than serrated point set screws—that means 
more holding power, especially in the short lengths 


In Allenpoint Set Screws, you're offering your cus- 
tomers premium performance without increasing their 
production costs, and that’s what they want. 


Your customer will be interested in the story told 
by these actual-size, unretouched photographs, show- 
ing the cup pattern made by Allenpoints, serrated 
point set screws, and A. S. A. standard cup point set 


ALLEN 


ALLENPOINT 


Serrated 
point 


A. S.A 
std. cup 
point ; 
screws in a 34” steel shaft. As you see, at each degree 


of tightening force, Allenpoints make a full circle pat- 
tern, penetrating deeper for greater holding power 


Write for more information, and samples 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. IE 


HEX-SOCKET SCREWS 


HEAR 
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Now Milwaukee makes it 
even easier for you to push 


your best valve forward! This Valves 

attractive buy-appeal counter, Shuttle Type 
window or wall display tells For Pressure Cylinders 
and sells on sight — reveals 

all the superior features of Designed to offer simplest way of 
the Milwaukee model 110! providing for charging and discharg 
heavy-duty gate valve. And ing of pressure cylinders through 


this display is yours for the 
asking! Get one or more from 
your MV representative — or 
write direct. control stations, these shuttle valves 


are available in 4, }, 2 and }-in. 


NPT sizes. 
Versa Products Co., Inc, Brook 
lyn 
features 


model 1101 — with 3-way sales appeal 


1) Easy-to-see Ident-A-Disc 


Gives you manufacturer's 
name, figure number and ca- 
pacity. Facilitates inspection 
and maintenance . . . simpli- 
fies re-ordering. 


Brand new package 


Individual, easy-to-read, stur- 
dy cartons protect and iden- 
tify valves — greatly simplify 
storage and inventory. 


actuation of any one of two or more 
three wav valves located at remote 








Popular heavy-duty valve 

Proved the best gate valve for Steel Shelving 
tough industrial service. Pre- 

cision-machined parts for pos- 

itive, continuous performance 





Broad Line, Plain 
And Ledge Types 


Adjustable steel shelving in 240 
different size combinations of plain 


Rely on MILWAUKEE for all your valve and fitting require- 
ments. There’s a type, size and capacity range to meet your 


customers’ needs exactly — regardless of requirement. shelving and ledge shelving in 735 
different size combinations has been 
THE MOST COMPLETE LINE OF PREMIUM QUALITY VALVES announced. 


Screwdriver and wrench are only 
tools required for assembly; bolted 
construction is claimed to provide 
maximum strength and rigidity for 
an adjustable unit. 





A subsidiary of Controls Company of America Penco Metal Products Div.. Alan 
2375 South Burrell Street © Milwaukee 7, Wisconsin Wood Steel Co., Oaks, Penna. 
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Forging the Finest 


in heavy hahd tools 










is our business 


Our ‘only business 


Unbelievable that a pick 
could look this good? Why 
not let us show you? Write, 
wire or phone. 


Unretouched photo of Warten-Teed pick. 








trade mark 


WF 1 444) cele) Miele) ite) 7 vale), | 
Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices... Warren, Ohio 
Export Division ... . 30 Church St., New York 7, N. Y. 





























Cutting Machinery 


Steel Table Frame 
Greater Strength-Capacity 


B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


Imperial” line of  radial-arm 


wood and metal cutting machinery 


has built-in power features to reduce 


operator fatigue and dynamic elec- 
tronic brake for safety and efficiency 


always measure up! 


Machine has maximum 16/-in 
Product, Promotion, Policy .. . on rise between table top and motor 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy . . . and your assurance 


bottom 

DeWalt Inc., Sub. American Ma 
chine @ Foundry Co., Lancaster, 
: P 
of extra profit and extra customer 
good will. 
From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 
PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 
PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 





with factory experts, and their 
stock with centrally located factory 
reserves. Valves 
Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


All-Plastic 
Gate Type 


Called “Flex-Plug” this gate valve 

said to combine in its design 

: 2) . straight-through flow, non-pressure 

you can do better . . . with B-RIGHT-ON! drop characteristic of a gate valve 

ind throttling, flow-control feature 
of a globe valve. 

Made in PVC and styrene-copoly- 


THE BRIGHTON SCREW & MANUFACTURING CO. crag she etait 
1827 Reading Road Cincinnati 2, Ohio Vanton Pump & Equipment Co., 


4 Hillsdale, N. J. 
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Factory Help 
to Increase 
Your Sales 


another sign of a 


KEY LINE! 


xperienced distributors know one of the toughest 
7 problems they face is sales training for maximum 
market exploitation. They know factual, yet imagina 
tive selling is a necessity in today’s tough-sell market 
That's why a true key line offers distributors intelligent 
factory help including complete sales training for their 
salesmen. 

Black & Decker’s great network of salesmen. covet 
ing the whole of the United States and Canada from 
45 branch offices, one of which is near you, offer key 
line factory help. Almost at a moment's notice they are 
available to render expert technical sales assistance to 
distributor salesmen. They stand ready to aid in organ- 
izing sales programs; to conduct sales training meet- 
ings, and to help distributor men sell the tough ones 

This is the kind of help that pays off in increased 
sales! Make Black & Decker your “key line” and you'll 


make your selling time worth more money! 


Leading Distributors Everywhere Sell 


Black&Deckek: 


Portable Electric Tools —Power-Built to Last! 


The Black & Decker Mfg. Co., Dept. 4011, Towson 4, Maryland 


34 Years in The Saturday Evening Post to Help You Sell! 


Since 1923 when it was one of the very first industrials 


to use The Post, Black & Decker has been advertising 





to customers and prospects: more than 3.800.000 of 
them. These have been selling messages designed to 
catch the industrial buyer in his home, relaxing in his 


favorite easy chair. This year, Black & Decker is, of 









Talk facts! You'll sell more 
Black & Decker Sander-Grinders 


Sometimes what appears to be a little thing 
pays off in big dividends. Take the exclusive 
Kool-Flex pad on the Black & Decker 
Sander-Grinder, for instance. It’s lighte1 
perforated to make sanding dises run coolet 
—drastically reduces chances of burning 
material. But, it’s more than that! The exclu 
sive Kool-Flex pad reduces “nose” weight 
makes the B&D Sander-Grinder easier to 
handle; contributes to better tool balanc« 
That means the virtual elimination of “dis 
ging in’ and operator fatigue! 


Know your products! Talk facts! You'll 
find many a sales advantage for you when 
you explain the whys and wherefores of 


your better tools! 


course, in America’s favorite family magazine—} 
leading trade magazines—reaching all of your market 


predisposing them in your favor. 
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Finetex”’ 
used by Biscuit and 
Cracker Industry 


suggest 


TRADE MARK 
REG.U.S. PAT. OFF 


“Super Corrugetor”’ 
used by Corrugated Box 
Industry 


for 


SOLID WOVEN 


BELTING PROFITS 





Alert distributors know there’s no substitute for quality in 
belting—and FRANKO is the belt that won‘’t break down. 
Stock and sell this fast-selling, profitable line . . . known 
for over 80 years as the finest belting on the market. . . 


used by many of the nation’s leading industries. 


Sell maximum production and minimum downtime . . . less 


stretch, less shrinkage, no peeling . . . greater strength 


and longer life. Recommend FRANKO — finest for long, 


trouble-free service. 


Py a oo Write — TODAY... Learn how YOU 
Conveyors can PROFIT WITH FRANKO! 


THE FRANKLIN 
COTTON MILL COMPANY 


1118 Central Parkway 


Cincinnati 10, Ohio 
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more dependable 


SERVICE + SALES 


| 





Wing Nuts 


Die Cast 
Zinc Alloy 


\ capped wing nut and a washer 
base wing nut have been added to 
the maker's line. 

Both available with l-in. wing 
spreads in thread sizes from No. 10 
to vs-in. for the capped and fiom 
No. 8 to *s-in. for the washer type. 

Also announced by the maker is 
a line of nylon insert Locknuts with 
a die-cast zine alloy hex nut body 
ind molded nylon compression col 
lar for the locking element 

Gries Reproducer Corp., New 
Rochelle, N. Y 





MS16142 


SAE 
MS33514 
Cutters 
Hydraulic 


Contour 


\vailable in 13 diameters for all 
sizes of fittings used with 4 through 
2-in. diameter tubing, standard cai 
bide-tipped cutters 
have been developed for profiling 
recently approved MS33514 flare 
less tube connector contour and 
MS16142 internal o-ring boss for 
straight thread tube fittings. 

Sonnet Tool & Mfg. Co., Haw 
thorne, California 


CONTINUED ON PAGE 167 


port contour 








WHY RE-ORDERS KEEP ROLLING IN 
to distributors who sell Tuffy Slings 


Tuffy Slings have important ad- 
vantages that give your custom- 
ers longer sling life for their 
money. These same features give 
you a decisive selling advantage. 
And they make it a pretty sure 
thing that once you sell a sling 
user a Tuffy Sling, he’ll come 
back to you for “more of the 
same” again and again. 





We have a list of “ready- 
made” prospects for you. 
Names of sling users in 
your territory who have 
written us for the free Tuf- 
fy Sling Handbook featured 
in Tuffy ads, or who have 
otherwise shown an interest 
in getting the facts about 
Tuffy Slings. 


a 


Tuffy’s patented, machine- 
braided construction makes Tuf- 
fy Slings more flexible and gives 
them longer life in a greater va- 
riety of uses. 

It’s a combination of super 
strength and flexibility found in 
no other machine made sling. 
And Tuffy’s exclusive pressed- 
on ferrule gives the eye-splice 
100% of the fabric strength. 





Pa 


Your Tuffy Distributor ; 
t 
to Meet Your en Or is Stocked 


==" 4 Get Your Tufty 
Sling Handbook 





Only 2 Pounds of Tuffy Sling 


It’s a story that makes sense — 
and sales. We’re telling it to your 
customers in the biggest, hard- 
est-hitting advertising campaign 
in Tuffy history. In leading in- 
dustrial magazines that blanket 
your territory. Every ad “stars” 
the distributor as the man who 
sells the finest in slings and wire 
rope, and helps users get the ut- 
most service from these products. 


of Load 

















Write today for complete information 
about the money-making Tuffy distributor plan. 


union (Wire Kone. corporation 


Specialists in high carbon wire, wire rope, braided wire fabric, and stress-relieved wire and strand 


2236 Manchester Ave. 
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Contemplating a 
new building? 


For economy and 

efficiency, make it 
——™ one-story, advises 
of Hartford, Tracy, Robinson & 
A Williams Co... . 


NEW BUILDING erected by Tracy, Robinson & Williams Co. 
Conn., from the outside has functional appearance of one-story struc 


But Build 


"sew gies 


MAIN ENTRANCE leads directly into display area and counter with popular, 


fast-moving items located on steel shelves immediately behind countermen 


\ Bnes 


P TOOLS * WRENCHES + FORG 


ON LOWER LEVEL, to right of counter, offices and conference room are for 


use of firm’s salesmen, supplier representatives and _ visitors 
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the world is your factory! 
OVER 14,000 
CRAFTSMEN 


FROM 9 COUNTRIES 
FO SERVE YOU 


) dis — 
rea pr id fer lar DI Ps —N 
. President —S Ps ~ 
= 

Ta 


Ss 


rer 
ES 
J 


@ PRICED FOR TREMENDOUS SAVINGS 


lete @ CONFORM TO ALL APPLICABLE AMERICAN 
atta STANDARDS 


seeds @nd =. YOUR COMPLETE SATISFACTION 
threads GUARANTEED 


line 
BOLTS @ SAMPLES ON REQUEST 


NUTS Compare the complete heads and threads line 


LOCK Prices ... Watch your profits grow! heads and 
threads prices are consistently lower 

WASHERS DISTRIBUTOR PROTECTION POLICY . . We sell to 

SCREWS distributors only and positively will not sell to users 
or consumers. 
QUALITY ... Although you can pay more, you 
cannot buy a finer product. Produced by leading 
manufacturers abroad, pride of craftsmanship is 
very much apparent in all our fastener products. 
You can sell to your most critical customers secure 
in the knowledge that our fasteners will meet the 
most rigid standards of quality 
GUARANTEE . . . Complete satisfaction guaranteed. 
Return privileges at our expense. 


and 


FOR BIGGER threads inc. 

FASTENERS os, S80 Send me your complete FREE FASTENER CATALOG 

IN THE COUPON 

NOW FOR THIS Your Nome. 

40-PAGE LOOSE- = Company 

LEAF COMPLETE Addon 
ABOVE THIS AREA, and outside Mr FASTENER CATA- 
N rrl off th mez Poa ne ~y rs Los. INDEXED City 

larters swit hboard operator re eptionist FOR —_— REF- 


ind wu 11eS personnel 
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But Build A Mezzanine, Too, (Cont’d.) 


Repair _ ——_s 
pipe leaks 
-QUICK! 


CONVEYOR BELT is key equipment that makes warehouse mezzanine practical 
and useful 


STOCKED BY 
OVER 1300 
JOBBERS 





SKINNER-SEAL 

Emergency Pipe Clamps repair 

rust holes and splits in pipe- 

lines—instantly. Heavy malleable 

iron construction, full-length 

hinge, massive bolts, insure max- MEZZANINE FLOOR of wo 
imum permanence under any sacrificing efficiency 

pressure or temperature. Made 

in all sizes, Y2" to 12”, for steel 


and also for C.I. pipe. 


FREE 


catalog 
showing our 
pipe repair 
clamps, 
saddles, and 
reseating 
tools 


M. B. SKINNER CO. ee 


SOUTH BEND 21, INDIANA CONCRETE FLOOR of warehouse is adequate foundation for all heavy equipment 
and supplies. 
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On The Market Today 


CONTINUED FROM PAGE 162 


Pumps 


Four Sizes, 
General Water Service 


A line 
centrifugal pumps feature stainless 
steel shafts, heavy 
duty ball bearings, mechanical seals, 
and 


of high-speed, high-head 


oil lubricated 


iccurately contoured casings, 


hydraulically balanced bronze im 
pellers 


Gardner-Denver Co., Quincy, III. 


Heaters 


Automatic, 
Continuous Ignition 


Model 1710 blower type portable 


heater features automatic lighting. 

One switch starts heater. Gas and 
ignition shut off in event of power 
Heater restarts 


power 1s re 


failure. 
when 


or flame 
1utomatically 


stored. 
Insto-Gas Corp., Detroit 


Wrench 


Long Tang, 
15 Deg. Angle 
wrenches 


Forged construction 


An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 

or Polishing Wheels! 


Plant Operators 
Welcome the 


at 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It's a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 

Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





312 MT. HOPE AVE. 
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Quality and Service 


YOU can rely on! 


The right type of conveyor belt, packing or hose needed 
to meet the specifications and still make your quotation 
acceptable. That’s part of the service you receive from 
Home Rubber Co. More important, you can have these 
high quality products on time, when you need them and 
where you need them. 24 hours a day, every day, any- 
where in the United States, Home Rubber Co. is ready 
to serve you. A company with a reputation for quality 
products and dependable service since 1880. On your 
next need for mechanical rubber products, call Home 
Rubber Co. OWen 5-6171. 


BELTING: Transmission @ Conveyor ® Elevator 
PACKING: Sheet and Rod Packings for every purpose 


HOSE: Steam @ Acid @ Mill © Chemical © Creamery © Suction 
Water @ Air Jetting © Sand Blast @ Fire. 


Home Rubber Co. 


Plant and Main Office TRENTON 5. N. J. 


Branches: New York ® Chicago 


aidteniencinaisenmemnemiiiiniie 
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with a heavy chrome plated finish 
over copper and nickel are available 
with a range of openings from ¢ to 
2-in 

Billings €& Spencer Co., Hartford, 


Conn 


Tool Holder 


Positive Rake, 
Center, Chip Control 


Called the PTGR, a profiling tool 
for tracer lathes utilizes a solid car- 
bide triangular tool bit positioned 
n holder for positive rake turning 

Claimed to permit greater depths 
of cut with decreased tool pressures 
ind up to 30° hp reduction over 
negative rake tools 


Everede Tool Co., Chicago 


For Pulp, Paper 
Chemical Industries 


Heavy duty process pumps featur- 














»- NATIONS 


ie 
s INDUSTE 


There are good reasons behind 
America’s key industries have 
valves, fittings, and flanges fe 
They know that drop forged 
form in structure, fine gr: 
porosity. They know, 


meticulous care giy 


a } AL 
‘ L*) 


CHEMICAL PLANTS 





OTHER VOGT PRODUCTS 
Petroleum Refinery and 
Chemical Plant Equioment 
Heat Exchangers 

Ice Making and 
Refrigerating Equipment 


Steam Generotors 


POWER PLANTS 


INDUSTRIAL DISTRIBUTION # NOVEMBER, 1957 








ing “back pull-out” design for easy 
lismantling have been introduced. 
Figs. 3138 and 3139 are single 
tage with end suction and vertically 
plit casing. Available for capacities 
to 9000 gpm and heads to 160 ft. 
;oulds Pumps, Inc., Seneca 


N. } 


“ap Valves 
PVC Socket 


Ends Added 


2601 Luncor socket-end 
can be installed in PVC pipe 


THERE'S A CATAWISSA PERFECT SEAL 2 es by solvent welding with com 
UNION FOR EVERY USE... ALL ercially available cements 


TEMPERATURES, ALL PRESSURES! Rated 125 wp and 140 deg. I 
Lunkenheimer Co., Cincinnati 


The full dependability of HOT FORGED STEEL is 
s in a Catawissa Union (hot forged from solid 

steel bars) with several extra value features that 

are exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give a 3-to-] 
SAFETY FACTOR 3,000-Ib. service unions are 
tested to 9,000-Ibs., 6,000-lb. service unions 
tested to 18,000-Ibs., etc. 

Exclusive Bali-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during ond 
after machining, guarantees LEAKPROOF 


CONSTRUCTION! == ¥ Spray Coating 


Satisfaction is guaranteed in any application— 
Prevents Snow 


From Sticking 


whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam) Known as Slikote, this colorless 

liquid also provides invisible pro 


WRITE FOR CATALOG 11 
tective coating said to resist rust 


“AVAILABLE FROM LEADING INDUSTRIAL SUPPLY FIRMS rormation 
Available in 16 oz aerosol spray 


CATAWISSA VALVE & FITTINGS COMPANY i com 
: 300 MILL ST. we CATAWISSA, PENNA. : , Speco, Inc., Cleveland 
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JACKS for ait Trades ie. 


100-Ton Hydraulic 
Mode! 100812 


J 


a 
Coase” 


Ratchet Lowering 
Model 2215SB 


Roller Bearing Journal 
Model 2510 


Hydraulic “Two Speed’ 
Model 25B22 


Hydraulic “Hi-Speed” 
Model 8-9A 


No matter who your customers are... 


No matter what kinds of jacks they use... 


You can supply them IF you carry... 


WESTERN 


POpr 


a V7 


1 JTACKS 


145 Modeis—9 Types 


WESTERN is a new name in the jack manufactur- 


ing industry, 


the jack portion of Bupa Division, 
This old, 
highly-reputable line of 145 models in 


Chalmers Mfg. Co. 


having only recently acquired 


Allis- 
established, 
9 basic 


types is wisely and widely diversified and thor- 


oughly complete 


. . expertly selected to sup- 


ply the mass demands of the whole industrial 


market... 


closed heights from 634 


from 114” to 24”. 


capacities from 3 to 100 tons... 
4 
This means every jack is a 


lift ranges 


fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 


basic industries. 


But more has been changed than just the 


name, 


WESTERN is determined to become the 


most aggressive jack manufacturer . . . the 


most attractive to buy from.. 


. the most profit- 


able to represent. Here’s how: 


New SERVICE Policy 


Authorized Repair Stations 
strategically located through- 
out the nation carrying com- 
plete stocks of replacement 
parts. Prompt repair service. 


New DELIVERY Policy 


WeEsTERN has built up an 
inventory of all models, all 
types. No matter how large 
an order is placed, deliveries 
will start immediately. 


New ADVERTISING 
Policy 

Hard-hitting, interest-pro- 
voking ads are scheduled in 
leading industry publications 
...Urging users to buy 
WEsTERN Jacks from WeEstT- 
ERN Distributors, 


New SALES Policy 
New representatives have 
been appointed. Territories 
are set up so representa- 
tives Can concentrate on 
proper servicing of selected 
distributors 


New DESIGN Policy 
WESTERN has announced a 
100-ton hydraulic jack- 
illustrated above. More jacks 
are on the drawing board 
others are being redesigned, 
refined, improved. 


New PROMOTION 
Policy 

Direct mail pieces for dis- 
tributors to send to their cus- 
tomer lists... ample space 
for imprinting so distributors 
can tie-in with WESTERN’s 
national advertising. 


Member, American Supply and Machinery Manufacturers Assn., Inc. 


WESTERN 


INDUSTRIES 


INC. 


Formerly Western Railroad Supply Company 
Industrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 
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Boring Bars 


Adaptable to “Multiple” 
Or “Cluster” Bar Installations 


Calibore units in sizes, COVE! 
¢ range of boring diameters, from 
made for 53 


}-in. bore on up are 


deg. angle, or 90 deg perpendicular 
mountings in boring. bars 


Beaver Tool & Eng. Corp., Gay 
lord, Mich 


Bearings 


Cadmium Plated 
Steel Flinger 


Designed to avoid “build up” of 


foreign matter against rubber seals, 
ind permit use of self-lubricated 


units under dirty and wet condi 


tions, cadmium plated steel flingers 
are now incorporated on all sizes 
ind types of manufacturer's units 


Rockwood Pulley Mfg. Co., New 
York 


Resuscitator 


Protects Rescuer 
And Victim 


Portable air/oxygen mask and re 


suscitator combination unit, known 








New STARRETT HOOK TOOTH BAND SAW 


for faster production, lower costs, longer blade life on tough jobs 


This new Starrett band saw blade with action with edge-holding ability that 


positive rake hook teeth slices through gives your customers better work with 


non-ferrous metals, special compositions, a smoother finish at lower cost. It is 
Bakelite, plastics and wood with a cool, available now in welded bands individu- 
clean shear cut that takes less feed pressure. ally boxed, 10 boxes to a carton, or in 
It defies the toughest cutting jobs — pro- 100, 250 and 500-ft. coils in handy safety 
duces big, curled chips that roll smoothly pull-out cartons. Order a supply today. 


out of the rounded gullets without clogging. he. § € Ssscoues 


This new Starrett Hook Tooth Band Saw Company, Athol, Mass- 


Blade combines a cool, clean cutting achusetts, U. S. A. 


TAL 
TING 
D SAW CO 


“ 
POR Ali (CONTOUR NG Am BAND Sa 





* Positive rake 
hook teeth 


Ter t. & Svaerert Company 
. * Hard-edge, flexi- 
ble back 


Ry OR) BEAR! Mem manne 


* Scientific tooth 
and gullet design 
permits heavier 
feeds and greater 
chip removal 


HACKSAWS «+ HOLE SAWS 
BAND SAWS «+ BAND KNIVES 


WORLD'S GREATEST TOOLMAKERS 
PRECISION TOOLS « DIAL INDICATORS « STEEL TAPES » GROUND FLAT STOCK « HACKSAWS + HOLE SAWS « BAND SAWS « BAND KNIV 
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AND 


| as Dualife, weighs 39 Ibs, contains 
| 52 cubic feet of gas in two chrom 
| aloy cylinders 

Fyr-Fyter Co., Dayton, Ohio 


| Valves 
| 


THE FULL 


Disc Treatment 
Promotes Long Service 


‘Plus 15,000” valves feature “Ken 
nedized”’ discs, a process which de 


osits hard and tough chromium al 


] 


7 
loy with a hardness of 70 Ro 


( on disc race It 1S la 1} 
posit will not crack, flak« 
low coefficient results and \ 
service becomes pt 

more highly polished inst 

Quality! Supreme Brand Chucks 

SUPREME have exclusive inside-and-out hard- 


BRAND : ening. A complete line of plain and Discs now available in all catalog 
ball bearing chucks... interchange- s of Fies. 427. S18. 525 and 


CHUCKS — . able with other makes . . . Up front ge | Ne ; , : a 
¥ bronze body valves for 125, 200 


on industry's finest power tools. Z 


galling 


ind 300 lb steam rating 
Kennedy Valve Mfg. Co., Elmira, 


2 


F: A reversible speed reducer for port- 

SUPREME a" fA” ; able drills. Reduces speed 7:1. Re- 
PROFESSIONAL | verses with one twist. For screw 
MODEL ££ a driving (in or out); nut running; 

e/ é heavy duty drilling in metals or 

VERSAMATIC ; Rial / masonry. Users call it “most versa- 


tile attachment ever." 


; Every metalworking shop a pros- 
SUPREME if . pect. Connects to a portable drill 


PUSH PULL i P ' to drive all taps up to *” diameter. 
x , " instant reversing. 7:1 speed reduc- r 
. ‘ tion assures power plus full con- For General 

TAPPER trol. Winner of national award for Industrial Use 


“most useful new tool."’ 


Casters 


; 


H900 swivel plate caster and the 
H9700, its rigid companion, [ 
heavy gage steel construction 

Available with variety of 


tvpes to suit floor and load 


SUPREME PRODUCTS CORPORATION 


2222 S. CALUMET AVE., CHICAGO, ILLINOIS t 
ions 


A DIVISION OF AeSeR PRODUCTS CORPORATION l’aultless Caster ( orp., E-vansvi 
Indiana 
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BELMONT 


Every year, more than 2 million 
messages appear in leading indus- 
trial publications —promoting both 
our products and our Industrial 
Distributors to packing users 


everywhere. 

Belmont sells only through Industrial 
Distributors —has never sold direct, 
in competition with its distributors, 


Promoting BELMONT Products 


...and BELMONT Distributors 


in the 64 years of its history. 


It is to our own selfish interest to 
help you sell, because that is the only 


way we Can increase our business. 


For more information, write Jack 
Russell, Sales Manager, THE 
BELMONT PACKING & RUBBER 
ComPANY, Butler & Sepviva Streets, 
Philadelphia 37, Pennsylvania. 


“There is a BELMONT PACKING for every service” 
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A New 


Line of 


Branch W-S COUPLETS 


@eeeeeeeoeoeoeo eee eeeoeeeeeee 


Oiiiiaeaik 


Economical 
and 
easy-to-install 


Readily modified 
». for small diameter 


“Y 
installation 


W-S Couplets are designed to function as universal outlet connections 
for tanks, process vessels and pipelines. They eliminate the need for large, 
expensive field inventories and costly delays in fabrication. 


On most tank, and large piping installations they are used 
as received. On those few applications where attachment 
is to be made to a small diameter pipe, the W-S Couplet 
is easily modified by contouring the welding end 
with an acetylene torch to mate with the 
curvature of the pipe, Couplets are 
made with extra length and heavy wall to permit 
contouring without detriment to the threaded 
or socket end. 


W-S Couplets are available in sizes 44” through 2”, 
with screw-end or socket-welding dimensions 
... also in a 90° elbow. 


Ponce, 


Send for Bulletin CP-1-57. Write to /_ i" 
W-S Fittings Division, H. K. Porter '/® = 
Company, Inc., P.O. Box 95, Roselle, N.J. {> a - 
/ a 


| 
H. K. PorRTER CoMpPANy, INC: | 


W-S FITTING S DIVISION 
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What's New in 
Merchandising 


Starts on page 128 





purpose of the chart, says 
firm, is to help purchasing 
+ 


plant engineers, project en 


rs, etc. to specify chain. The 
wall-mounted or in 

hle for reference 
Other data contained or the 
irt are listing of specifications for 
ind weldless aluminum 
id for welded and weldless 


steel chain. 


HOSE—Resistoflex Corp., Rose 
nd, N. J.—Brochure containing 
ts and figures on chemically re 
tant, high and medium tempera 

hose and hose assemblies for 
tries concerned with conver 


ls, i k lic Be ind othe r Corr 


GAGES—Yarnall-Waring Co., Phil 
lphia—Catalog page on boile1 

vater | 1} | toy U 
ite evel remote indicator! nit 


ustrated, and text describes fea 


CARBIDES—Firth Sterling  Inc., 
Pittsburgh—Catalog (no. ‘T'T1-57 
irbide tips, tools, and inserts 
picture index identifies each prod 
uct, and publication is thumb-in 
dexed. Also: catalog covering high 
speed steel tool bits, with analyses 
f five grades of high speed steel; 
italog covering “Firthaloy” dies 
ind machinery and “Diecarb” per 
forators. Both publications contain 


specifications and prices 





THE “Philadelphia” LINE . . . Direct 
Route to Profitable Distributor Sales 


if 
a 


- 


4 
_/ 
fe 
ae Mek Pa Ne el aed tet Neg => 


want ane 
eae 


Warcwacs 


€ 


mee TIMKEN BEARING 
MODEL “R” LIGHTWEIGHT SPUR GEAR HOIST “PHILADELPHIA” 


SPUR GEAR HOIST 
S GEARED TROLLEY ARMY TYPE 
TROLLEY HOIST 

















“PHILADELPHIA’’ “PHILADELPHIA” 
ADJUSTABLE END TRUCK PLAIN TROLLEY 











RELIABLE HOISTING EQUIPMENT 
vee Completely Enginccned ‘TROLLEY HOST 
by. “Philadelphia” Cragtamon 


<RDELA 


- Write for Bulletin 111556-D S 4 
a VIEW 
“PHILADELPHIA” “™ TT Ween on 


TWIN HOOK HOIST’ ETCV CMe @em Oy \@it lt) cmae) 
ith th Designers and Manufacturers of the ‘‘Philadelphia”’ Line of 
hadidaeatie Ml Chain Hoists + Trolleys » Cranes + Special Materials Handling Equipment 
Other “Philadelphia” equipment not illus. MASCHER and NORRIS STREETS + PHILADELPHIA 22, PA. 


/ m 
trated includes Differential Hoists, Screw 


Npuiladeiphia’’ Economy Trolleys. Warehouses in New York + Chicago + Los Angeles 


‘Philadelphia Economy Trolleys 
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SPHERCO 


* SPHERICAL 
BEARINGS 
20d 
*ROOD ENOS 


ee 


9900000 ... 


SEALMASTER BEAR 






Sealmaster Issues 
A New Bulletin 





Sealmaster Bearing Div., Ste 
Adamson Mfg. Co., Aurora, 
What's going on ssued a bulletin (no. 257 
features and enginec¢ g data 
here? in 
* xd ends 





BRAKES—Warer Electric Brake 
Clutch Co., Beloit, Wis lech 


eport (no. WEB 6293) on 
v electric brake. Photos, draw 
gs, diagrams, and text explain 
You tell us. Or rather, tell your customers. For no matter cration, selection factors, torque 
what their products, there’s a Victor Belt aracteristics and controls. Also 
to do each handling job right. italog digest on brakes, clutches, 
trols for miniature mechanisms 
That’s because every Victor Belting product has been r high-torque machine drives 
proved right — in exhaustive, exacting tests conducted by 
our research department and in the field. By evaluating our FASTENERS—Cleveland Cap 
belting under conditions of actual use, we are able to make 


7 1 } 
S v Co., Cleveland—Bulletin on 


reliable recommendations. 
f-sealing hexagon 


It’s a sound policy, proved by the volume of repeat sales nites lab] h ab 
> oe » nv Si WS Gils c ic I 
And it covers the whole Victor line — solid-woven cotton , se ; 3 
d location of pellets for hex head 
Neoprene impregnated — canvas-stitched — balata — special - bs] 
ip screws avaulablic rol stor 
treatments — plus every need in belting specialties... all in i vanes trom os 


a full range of widths and thicknesses. That’s why, for the = 
best in conveying, elevating and transmission belting, it 
pays to say, “Make it VICTOR”! Send for Distributor POWER .TOOLS—Bristol Co., 
Catalog today. Waterbury, Conn.—Bulletin (no 
758) on automatic feeder and driver 
A COMPLETE LINE Including: Neoprene Belting + Balata Belting for standard socket set screws 
Solid-woven Belting + untreated, impregnated, coated — many Prin iple of “selector-orienting” 


widths and thicknesses + Canvas Stitched Belting 
Belting Specialties. unit which positions screw is ex 


T - plained, and unit is pictured and 
=: | features listed 


| 


LUBRICATION-—Bijur — Lubricat 


B @ TextiteB Co. ~ Pay cnnegaon Park, N om 


hnical sheet on “Type 


7 | 
ubDricator, pro iding two independ 


178 INDUSTRIAL DISTRIBUTION #¢ NOVEMBER, 1957 











COMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: 


See why Gf THE FIRST RADIAL ARM all-purpose power tool—the [ 


machine that revolutionized the power tool market! 


DE WALT wf THE MOST IMITATED of all multi-purpose power 


- tools (over 40 different manufacturers have tried to 
is the biggest money-maker imitate De Walt’s original radial arm design during 
" the past 35 years) ! 
in the power tool field! THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon 
strated last year alone! 
THE ONLY all-purpos¢ powel tool with 100 
divided, world-wide advertising support—in maga 
zines your customers read for the do-it-yourself infor 


mation they need 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 


help share the cost of your local promotions 


THE FIRST power tool so simple in conce pt so accu 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 


“pro”! 


THE FIRST power tool to do the work 


and cost of a shoptul ot other tools 


THE SAFEST powe! tool desigt 


demonstrated through actual experie! 


THE ONLY power tool of its kind thorou 

by over 35 years of outstanding ps 

industry! 

A COMPLETE AND READY-TO-USE uni 

motor to buy—no tricky assembly by 
customer ! 

Ask Carlisle Hardware of Springfield, Massachusetts ! A THE ONE MODERN, simple, functional di 
needs no trunkful of clamps, guides a1 


devices to make it work! 


THE POWER TOOL with a Direct / 


that offers you the full profit on every sal 


THE ONLY FRANCHISE that offers you con plete 
and fully-proven selling program throughout the 


year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


De Walt Inc., Dept. 1D-711, Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


Send full information on how the De Walt Franchise can boost my profits! 
Another Product Name 
—_—_— —— ‘ 


ra VT ane 


POWER TOOLS Address 
City 
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ent lubricating svstems on singl¢ 
OW machine Operation ind ¢ Ipacifics 


ire discussed, and photos and draw 


Geared Threader ngs show internal mechanism 
is now FLOOR TRUCKS-—Nutting Truck 


& Caster Co., Faribault, Minn 
‘atalog on floor trucks, wheels, 
1A ad isters. Detailed specifications are 
given in table form 
" lt's Safe, B 
.It $ Qare, BOSS... 
7 Don't Need To Watch It 


~ 


ABRASIVES—Behr-Manning Co.., 
l'roy, N. ¥ Folder on “Sl Coat,’ 


1ew resinall metalite belts and discs 






) ] 
Brief testimonials on performance 





AIR CYLINDERS—Renco-Toledo 
Inc., ‘Toledo, O.—Catalog on ait 


linders, including technical de 

nptions, aiiitten, compo 
nents, specifications for various 
units 


STEEL—LaSalle Steel Co.. Ham 
mond, Ind.—Booklet entitled “Re 
lual Stresses in Cold Finished 
Steel Bars and Their Effect on 
\lanufactured Parts, condensed 
ersion of paper presented at ASMI 


mi-annual meeting 








Patents 
Applied for 


COMPOUND-—Wilbur & Wi 
& | ims Co., Brighton, Nlass.—Mail 
i ing piece on “Instant” grease and 


remover compound. Advantages 


* Sells Fast... Only One ire listed and recommended mix 
With Automatic Kick-out ture charted 












RI Led ) 
ee After Full Thread Is Cut V-BELT'S—Boston Woven Hose & 
Drive with : . , , Riu ibb«e ee: Bos ston—C italog parc 
Universal Drive Power drive threading is safe and easy ’ ath 
Shaft operates , : . LSC \ t C 
494 Threader on with this new 4PJ—no more watching of "| ” ~s . ‘ aca 
A. ~<a ; ‘ ‘ age f “Bu t It 
ae 2 at AE we: either die stock or drive! 4PJ can’t jam led mm 
“ . i ° . . l I qu ¢ rT 
Chain Vise, drive pinion kicks out automatically after 5 wu ait CY Li€ oth 
oll FeitentD ; tables for endless V-belt repla 
products. full thread is cut. Extra-easy to handle . . je . 






‘\ 





mistake-proof workholder, no bushings . . 
fully enclosed gears . . . For fast turnover, 
sell RIfeaID most-for-your-money 4PJ 
order today! 


STEEL—United States Stec | Cory 
Pittsburgh—Catalog of educational 
ind entertaining motion pictures 


duced by the firm, including 


The Ridge Tool 0 sna Cte, U.S.A. 


sting of seven new films 


MOTORS—Louis Allis Ci Mil 


vaukee—Bulletin (no 050) on 
limatized vertical hollow shaft 
motors,’ stressing all-weather en 
sure, thrust bearing design, me 
tered lubrication, and protected 
bearing svstem 
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“King Cotton’ Nylon 
Rope Has New Rack 

John Il. Graham & Co., New 
York, \. Y., announces a new coun 
ter display for its nvlon rope. Meas 
uring 24 in. high and occupving less 
than one sq. ft. of counter or shelf 
space, the display carries $, 4%), 4, 


ind ,*. in. sizes 


PUMPS—Deming Co., Salem, O 

Bulletin (no. 6700-E) on line of sub 
mersible pumps and water systems 
Includes selection tables for wells 
up to 450 ft. deep with minimum 
diameter of four in. Construction 


features and auniliarv fittings listed 


AIR—Perfecti 

lotte, N. ¢ 

“Universa ir control equipment, 
a unit for compressed air operations 
that filters water and dirt from ai 
line and lubricates air stream with 
oil mist. Photos depict units in 


various applications 


PROCESS EQUIPMENT— 
Sprout, Waldron & Co., Muncy, 
Pa.—Bulletin (no. 175) on process 
equipment used in mixing, bulk 
materials handling, size classifica 
tion, size reducing. Units arc 
tured and described, and 


tions shown 


FASTENERS—Standard Pressed 
Steel Co., Jenkintown, Pa.—Bull« 
tin on precision industrial fasteners, 
including “Unbrako” socket screw 
products, “Flexloc” _ self locking 
nuts, “Sel-Lok” spring pins, and 


Work-Saving 


for your customers’ hand tools 





Capacity: 
Ve to 2° pipe, conduit; 
to 12° with geared 


tools; Yo" te Y, Easy Sales of this Portable 


_ RribaI> 


200 Power Drive 
with folding legs and tray 


Your customers cut, thread and ream easily when 
this very portable 200 turns pipe for their tools. 
Integral legs and handy built-in folding tray make 
it extra easy to carry and set up. Speed Chuck oper- 
ates easily by hand, grips tight forward, reverse. 
Light, compact, rigid working stance. It pays you to 
stock this easy-to-sell power! Order today. 


The Ridge Tool Company, Elyria, Ohio, U.S. A. 
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The primary market for mechanical packing is big industry where 
the maintenance of powerplant and processing equipment requires 
a steady supply of packing materials. Allpax distributors find 
that serving the needs of this market is a big business and one that 
yields a good return for a minimum of selling effort. 


Allpax nationally advertised products are engineered to meet the 
most exacting requirements and are proven superior through 
years of outstanding performance and user preference. 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “‘Teflon”’* and other packings 
specially prepared for these applications. 


*Du Pont Trademark 


“You will serve industry better with Allpax products’”’ 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 


160 Jefferson Ave., Mamaroneck, N. Y. 
CANADIAN. DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 
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“Hallowell” steel collars. Also: four 
page folder on “Sel-Lok” spring 
pins, with product assemblies illus 
trated; bulletin on Hallowell steel 
shaft collars and common applica 
tions shown; bulletin on 100-degree 
flush head aircraft bolts featuring 
“Hi-Torque,” a new wrenching re 
cess permitting higher torques; and 
1 technical bulletin on high strength 
bolts for aircraft applications 


FIT TINGS—Parker Appliance Co., 
Cleveland—Catalog (no. 4434) on 
rubber-covered single wirebraid hose 
| reusable “Hoze-lok” fittings for 


11 
medium pressure service. Photos 
rated method of applying fit 


WORK GLOVES—Granct Corp., 
Framingham, Mass.—Catalog on 
oated fabric gloves, including 
hemical resistance chart on back 


covel 


CUTTING TOOLS—Beaver Tool 
& Eng. Corp., Gaylord, Mich 
Catalog (no. 57) on “Calibore” tool 


riers, Dars, al Tinding hxtures 


ch unit 


AIR COMPRESSORS—W ayne 
Punsp Co., Fort Wayne, Ind.—Cat 
ilog on air compressors from 4 t 
20 hp. Industrial air requirements 


iTC discussed, selection 


luded, and various unit 


tured and described 


STEEL Sharon Steel Corp., 
Sharon, Pa.—Catalog giving descrip 

chemical composition, strength 
factors, physical properties and 
typical applications of most popu 
ings 


] 
il iinless steels 


FASTENERS nti - Corrosive 
Metal Products Co., istleton-on 
!ludson—Catalog giving price, stock 
ind delivery information on stain 
less steel and nvlon fasteners. Also: 
service stock list, containing items 
irried by ompany for emergency 


needs 


VALVES Nieter 





TWO ACES... 


An 
unbeatable pair 


‘ fi e yy J 

ee 
ae 
Pee 


to sell 
taps and gages 


Ao 
The Card salesman's big job is to help you sell more taps and gages. His factory training, 


his years of experience and his answers to problems are always yours. Make use of them. 


S. W. CARD DIVISION, MANSFIELD, MASS. 
Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco 


DIVISION OF UNION TWIST DRILL COMPANY 
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Which of these 
ACME Precision 


HAIN 
DRIVES 


will 

help you 
drive it 
better? 


Here are just a few of the many 
chain drive positions that are 
unsurpassed for power transmission 
efficiency. Which do you figure 
would give you the greatest 
efficiency, lowest economy and 
longer-life dependability for 

your application? 


To be absolutely sure, let our 
staff of highly skilled engineers 
help you find the best answer. 
They are always ready to assist 
you in obtaining the most 
desirable solution to YOUR 
power transmission problem. 
With over 30 years of scientific 
research, precision chain manu- 
facturing skill and installation 
experience, our engineering staff 
has helped solve hundreds of 
tough-to-crack power transmis- 
sion problems. 


Contact your local Industrial 
Distributor anytime you need 
“any” kind of immediate 
Acme Chain service. 


Write De pt. 15-L 
for new 100-page 
illustrated Catalog, 
including new en- 
gineering section 
showing 36 
methods of chain 
adjustments. 


ME 


for Service 


AC 


COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS «¢ 
STAINLESS STEEL CHAINS * 
STANDARD AND SPECIAL ATTACHMENTS 


VEYOR CHAINS °* 
COUPLINGS ¢ 


HOLYOKE 
MASSACHUSETTS 


DOUBLE PITCH CON- 


CABLE CHAINS ¢ FLEXIBLE 
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Rockwell Mfg. Co., Pittsburgh 

Wall chart containing maintenance 
ind lubrication for 
l-Nordstrom lubricated 
\leasures 19x24 in 


} 


information 
Ro kwel 
plug valves on 
he iV pape! 

Bay State 
Westboro. 
problems in 
rock drill bit 
to 
to 


GRINDING WHEELS 
Abrasive Products Co.., 
Mass.—Brochure on 

percussion and rotary 
data on when 


grind, and how 


lg wheels 


V-BELTS—Goodvear Tire & Rub 
Akron, O.—Booklet 
ind = pre used in 

S Rubber 


preparation, 


on 


ICCSSES 
eps, curing and finishing 
] 


FASTENERS—Mac-it Screw Div.. 


Sti Carlis] & Hammond, 
| l tled “Guide 
of Mac-it 


torque 


Magnetic 


. 7 
Catalog on 


MAGNETS — Stearns 
Products. Milwaukee 


nets, presenting compara 


mance charts and graphs 


Bel 


Co., 


new 


GAGES~— Marcellus Mfg 
re. 11] 


lrical pin, 


Catalog on line 


thread plug, 


as well 


i al , 
irecad Ting gages, 


setting plugs, snap gages, 


STETHESCOPE—\M 
( New York, N. Y 
industrial 
faults 


ous applications are il 


Paquet & 
Bulletin on 
stethescope 
iting ind defects by 
ind \ iI 
lool Co., 
“Automa 


ussing 


POOLS—Thor Power 
Chi igO Book 


tion in Assembly,” 


entitled 
1; 


CLISC 


uses 
f multiple-spindle tools for assem 


On-the-job photos 


processes 
ipplications of firm’s prod 

ucts, and describes regulator mount 
§, alr supply, suspension, main- 


tenance, and other aspects. 





Vv 


national 
advertising 


\n intensive campaign 
of well-read ads reach 
your best prospects in 
every industry. The in- 


fluential men who buy 


or specify see these in- 


formative ads in their 


favorite trade maga- 


zines regularly. 


free distribution 
services boost 


your sales of 


Crosby Laughlin 
a fittings 


VW 


promotional 
material 


Colorful selling aids— 


with your name im- 


printed — are available 


for each month of the 
year! Fact-loaded cata- 
logs and specification 
sheets tell the Crosby 
product 


Laughlin 


story completely! 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


VW 


standard 
packaging 


Crosby Clips and 
Blocks, Crosby Laugh- 
lin “Missing Links” 

and Swing Links and 
Lebus Loadbinders 
are attractively pack- 
aged in durable boxes 
that are easy to han- 
dle... stock... 


play . deliver! 


dis- 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
I 
| 
| 
| 
| 
| 
| 
| 
| 
! 


WY 
field 


sales force 


Irom coast to coast. 
experienced Crosby 
Laughlin field 


men call on your pros- 


Sa les- 


pects and customers. 
They give them valu- 
able product informa- 
that 


ac CCp- 


tion — assistance 
generates user 
tance and sales for 


vou! 


Take advantage of the industry's most complete distributor promotion program— 


it’s an active program that’s working—boosting Crosby Laughlin, the world’s most 
complete line of drop forged fittings for wire rope and chain, into top prominence in 
the industries of America. 

You sell a quality product because every Crosby Laughlin fitting is designed by 
highly trained, experienced engineers—manufactured under strict quality control 
\n active research department continually works to expand the Crosby Laughlin 
line to meet your customers demands. Remember, when you stock and sell 


Crosby Laughlin, you sell safety . . . quality . . . fast availability! 


complete line. . 


*Registered Trademark 


CROSBY LAUGHLIN Deccscon 


SOUTH KEARNY, N. J. @ FORT WAYNE, INDIANA @ LonGview, Texas 
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PARKER 


Replaceable TOOL STEEL Jaws 
PINNED ON 


Use This BIG Selling Point 


Two spiral pins are driven into the drilled 
holes and polished off. Thus the jaws are 
just as rigid as though they were cast on. 
By driving the pins out, the jaws can be 
replaced when worn. The entire top of 
the vise is covered with tool steel (not a 
face jaw) an added protection against 
filing, chipping, etc. Parker steel jaws 


are interchangeable. 
100% SALES THROUGH DISTRIBUTORS 
Serving American Industry for 125 Years 


THE CHARLES PARKER CO. Established 1832 MERIDEN, CONN. 


Lm AEH 


The Collis 


MAGIC-TYPE CHUCKS 


save operating time 





MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring. counter 
boring. drilling. reaming. tapping, etc., can be performed practically con- 
tinuously. 


Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 
mm HE COLLIS COMPANY mm 


Dept. A, CLINTON, IOWA 
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COMPOUND-L. Sonneborn 
Sons, Inc., New York, N. Y.—Bro 
chure on applications and advan 
tages of rust-prevention compounds 
manufactured by firm—SRP 75 
primer and SRP 87 finish coat 
lechnical and packaging and ship 


ping data are included 


BEARINGS—Hoover Ball & Beat 
ing Co., Ann Arbor, Mich.—Bulle 
no. 101) on “Micro-Velvet” 
riving specifications and appli 


m and design data 


PRECISION ‘TOOLS—Brown & 
Sharpe Mfg. Co., Providence, R. | 

Folder on “Intrimik,” internal tri 
point micrometer Photos and 
drawings detail gage. Sets in wooden 


cases are described. Prices are in 


luded 
COUPLINGS-—Link-Belt Co., Chi 
igzo—Book (no. 2775) on full line 


reared flexible couplings, detail 


} 


ig application and selection data. 
lose-up photos and drawings illus 
rate publication. Firm has also 
sued folder on its enclosed drives, 
vith pertinent specification data in 


table form 


TUBING-—Babcock & Wilcox, 
New York, N. Y.—Bulletin (no. 
['DC-153B) presenting stress rup 
ture data on tubing steel used at 
elevated temperatures. Also, folder 
no. TB-419) on use of electric re 


sistance welded mechanical tubing 


VISES—Columbian Vise & Mfg 
Co., Cleveland—Bulletin on new 
line of drill press and milling ma 
chine vises, including cutaway pho 

features, and full 


DISTRIBUTOR RELATIONS 
Henry G. Thompson & Son, New 
Haven, Conn.—Leaflet detailing 
firm’s history, with section on 
method of selling through indus 
trial distributors, stating: “Since all 
Milford products reach industrial 
consumers solely through distribu 
tors, the company’s top-manage 
ment team has constantly sought to 
build stronger and more effective 
relationships with its distributors.” 





METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


CIRCULAg 

SCRAP METAL METAL 
BLADES VENEER CUTTING 
KNIVES KNIVES 


ONE SOURCE FOR ALL MACHINE KNIVES 


Every type of machine knife needed by virtually every 
industry has been supplied with unerring accuracy 
by The Wapakoneta Machine Co. Specialists 
duction of machine knives 
now one of the oldest and largest inde 

knife manufacturers in the wo 
Every blade is engineered to fit 


it’s for the woodworking, : 


A complete line by , veneer industry. Unsurp: 


if li« 
knife specialists. Adver- cilities assure quickest 
tised in U. S. News and 
World Report. 


SQUARE EDGE 


CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


wuTNomA 


SLOTTED HIGH-SPEED HOG ¥ 
PLANER KNIVES KNIVES 


A 
tHE YW/APAKONETA macuine co. 7 4 


THIN PLANER KNIVES 


WAPAKONETA!, OHIO 


Pelee Engineered for the Job . 1891 oon Ce ve 
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“wavTANnted”’ 
plier... 


The ‘Want Books” 

...and ringing cash 
registers...of tool sup- 

pliers all over America 

give profitable proof of 

the growing sales of the 
Channeilock No. 420. 
Hundreds of thousands 

of mechanics buy this plier 
every year. They like its tight 
grip in tight places... its all 
‘round usefulness. And you'll 
like the steady profits of 
America’s fastest selling plier. 
Stock it... catalog it... display 
it... and you'll sell it. Send for 
our new Catalog. 


CHAMPION DeARMENT 
TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 


Ah Wa 


A CLS 
It’s easier to stock 








Book Reviews 





PRACTICAL OFFICI IME 
SAVERS, compiled by Arthur H 
Gager, National Office Management 
Association, McGraw-Hill Book 
Co.. 330 W. 42 St.. New York City, 
$5.00—This is a companion book to 
the Office Management Associa- 
tion’s “Practical Office Short Cuts”, 
published in 1947. It lists 525 ideas 
for saving time in evervthing from 
telephoning to accounting, with the 
emphasis on low-cost of home made 
equipment. Many of the short cuts 
are changes in method with no 
equipment change invloved. Cases 
ire short and concise, with names 
of companies from which they are 
drawn listed for further reference 
Many are illustrated. Contents in 
clude, among other things, billing, 
handling of cash, purchasing, credit, 
rep reduction, sorting. tabulating, 
filing, handling of mail, tvping and 
communications. The book unde 
lines the fact that many of the sim 
plest office routines can be re-ar 
ranged, at little or no cost, to pro 
duce substantial savings in time and 
effort. No office manager should be 
without this manual or one like it, 
especially if he works for a distrib 
utor who is concerned about his 


overhead 


LINEAR PROGRAMMING, by 
D. U. Greenwald, The Ronald 
Press Co., 15 E. 26 St., New York 
City, $3.00—Subtitled “An Explana 
tion of the Simplex Algorithm,” 
this text pre-supposes some mathe 
matical background. Linear pro 
gramming is the process of sorting 
and assessing business variables by 
mathematical formula, to arrive at 
an optimum course of action. For 


just one line of pliers. | It’s PROFIT-WISE to stock the the intellectually curious who al 
a. 0 ; genuine CHANNELLOCK line. ready understand the layman’s ap 


é - 
7 gy —— 
“Le alle OF... 


plication of L.P., this book explains 
the reasons why. 
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GROUND FROM THE SOLID 
END MILLS 
BY 








JUST COMPARE 


och > 
END MILLS WITH —= 
CONVENTIONAL END MILLS “= 


Our END MILLS have an entirely new 
and advanced flute design with an un- 
interrupted contour and hook from one 
flute to the next. 

Flutes ground from solid hardened 
blanks with mirror finish allow a smooth 
flow of chips. Identical flutes as to dimen- 
sions and contour give a perfect distri- 
bution of cutting load. The form relieved 
land provides much greater strength to 
the cutting edge. 

RESULTS: longer tool life, finer fin- 
ishes, and lower production costs. 


Attention Distributors 


There are a few select markets open to 
distributors who can handle Eclipse End 
Mills. 


Please write General Manager, 
Eclipse Counterbore Company, 
Detroit 20, Michigan. 


All applications will be treated in com- 
plete confidence. 


ECLIPSE COUNTERBORE COMPANY > 


1600 BONNER AVE., DETROIT 20, MICHIGAN 
END MILL DIVISION—NORTH BRANCH, WN. J. (.0x or eaniran. woo. 
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DEPRESSED INDUSTRIAI 
\REAS—A NATIONAL PROB 

LEM, National Planning Associa 

tion, 1606 New Hampshire Ave., 

N. W., Washington, D. C., $1.50 
\ booklet describing tl 


lems of some of the economically 


appearing in leading 


istributor 


1e prob 


nes—=more proof that 


blighted sections of the country 
where industry has either moved 


ut or has failed to move in fast 


MORE PROOF! 


In this new machine—and in th 


at your nearb 
powerful od, 


Oster D 


enough. Community and goven 


it pays to be an Oster Distributor! 


trade magozi 


ment efforts to improve 
tion are described. Of 
distributors who are act 
ommittees to promot« 
ty ; +] 


1 
W Industries fo 1¢ 


FULL 2” CAPACITy 


ASS) REINFORCED PI 
rICS, edited by Philip Mor 
Philosophical Library, 15 FE. 4 
New York City. $15 
age collection of articles by 


ties on the manufacture and 


ition of the growing famil\ 


“POWER-MATIC"” FRONT CHUCK 
WITH REPLACEABLE JAW INSERTS 


: ; 
materials Tubes. rods 


ind ippl \ 
ri 


1utomobiles, are treated 

length. Technical but read 

Recommended for the sales 
1 who wants more knowledge 

s new today and is certai 


7 
ome comm pi ic¢ 


( 





BIRDS IGNORE HI-FI 


Birds nesting on the edges of air- 
port runways have caused a number 
of jet plane accidents by being sucked 
into the jets’ air intake, reports Ameri- 
can Machinist, McGraw-Hill publica- 
tion. The cure, or so it was thought 
a high power, ultrasonic generator 
mounted on a truck that was driven 
down the runways. It was believed 
that the sound would scare away the 
birds. After their initial surprise, how- 
ever, the birds tock no notice of the 
noise. But the experiment wasn't 
wasted; it was discovered that the 


sound waves possessed unusual ability 


SELF-CENTERING 
REAR CHUCK 
WEIGHS ONLY 77 POUNDS 


to snuff out fires when bounced off a 
wall or other surfaces. Such sound 
trucks may be used in the protection 
of oil-tank fields from fire 


ORIVE 


for hand pipe tools 


MODEL “100” "mp 


POWER —~ 


ALL NEW 
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solid carbide 


Tools 


ive more because they “‘give’’ less! 
EA 


GREATER RIGIDITY PAYS OFF: There’s no spring or wobble as with 
carbide-tipped steel tools. So, longer life, higher speeds and smooth« 
finishes are built into Heller Solid Carbide Tools 


CHECK THESE SPECIFIC ADVANTAGES! Heller Solid Carbide End 
Mills produce much finer finishes than tipped types. Heller 
Solid Carbide Drills increase production 40 to 50 times over high 
speed steel drills because of higher speeds. Heller Solid 
Carbide Reamers last as much as 50 times longer than steel 


reamers cutting hardened steels at Rockwell C-63. 


RESHARPENING SERVICE ADDS FURTHER LIFE! Heller 
regrinds dull tools to restore them to original precision 
... at a fraction of their original cost. 


COMPARE THE VALUE! Tested against high speed steel 
tools with or without carbide tips, Heller Solid Carbide 
Tools clearly prove that they cost much less in the 
long run. é 


Asa HELLER SELLER 


you have more to tell! 


nant 

bette 

advertising 

your selling 

[ expect from the tool manufacture 
that’s oldest in filing experience... 
newest in cutting developments. 
SIVELY THR 


NEWCOMERSTOWN, OHIO bili ‘alle 
America's Oldest File Manufacturer Subsidiary of Simonds Saw and Steel Co i 





"YOUR OUTSIDE TOOL ROOM" 


| SEIT 


HACK SAW BLADES ETAL CUTTING c $ FLAT GROUND DIE STEEL FAMOUS MELLER FILE \ 
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we’re telling Operations Ideas — 


your customers to buy | Can You Use Any? 
our Shim Stock = 


_ 
| we eer 
FROM you Address Labels 


Appraisor 





The Laminated Shim Company is 
proud of its fine shim stock, of the , - : Mobile Stock Picker 
wide selection available, of the : ‘ 
handy dispensing racks and—par- oo \ Secretarial Chair 
ticularly—we're proud that so 
many leading industrial distribu- ' Punch : 
ched Tape Typewriter 
tors handle our product. Poe 


Year ‘round, consistent advertising White Print Machine 


in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 


© LAMINATED 


Gifts 





4111 Union Street, Glenbrook, Connecticut 
































1 tery 
i laste! 


LOOSENS rusted bolts | rage Ba phe ry 


nuts, screws, “frozen” parts! : med and perforated « 





A powerful blend of quick-acting label 
Ld UDCIS 


solvents. Frees parts frozen by rust, ~ \ | sist sgl 2, 
aes opied at the rate of as 
oz., Pt., Ot.,Gal nal s 150 per minute. Pictured 
5-Gal. Also now in ] C. . 
handy “SPRAY e is the final stage o 
“ANS” 
CA md operation, when the labels 


corrosion, scale, paint, varnish, car- 
bon or gum. Safe for all metals. 





the four 








separated and applied to cor 
For leakproof, pressure-tight connections... a ae ll Bis sop le 
ned in the file for unlimited 
\vailable in two standard sizes 
x 1] and 84 x 14 in., or spe 


Gasket & Joint SEALING COMPOUNDS cial sizes upon request, 


paper can be pre printed with a firm 


the new 


Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumble...meets every name or return address. While 
gasketing and sealing requirement. Prevents standard size labels are 2Z x 1 in.. 
rust, corrosion and seizure of joints. 
For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conoda: Radiotor Speciolty Co, Ltd. Toronto 


perforation sizes can be varied to 
meet individual needs. Gummed 


unperforated paper is also avail 
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WIRECO 
SERVICE 


like BwunStand WIRE 
ROPE 











always on the job! 


Delivery is no problem when for you! You make the sale; then contact your Wireco 


you use the facilities of these 25 fully stocked Wireco Warehouseman! He’ll tailor the order to your speci- 
and your customer’s needs—any size, any 


when you need it... 


Warehouses! Your wire rope needs are ready now for fications 
shipment! Make your sales in md knowledge that length for any job—then ship it immediately! 
promised shipping dates will be met! And when your 


customer knows that he gets what he needs, when he where you need it... Wireco Warehouses are stra- 


‘ r F tevic: , ‘ > > , Z , or! 
needs it, the selling is easy! egically located to serve you and your customer 
Regardless of how decentralized the operation may 


how you need it. . Wireco saves you capital, space be, there is a Wireco Warehouse nearby to insure fast, 


and manpower by maintaining your wire rope inventory efficient service! 


Benefit by this complete network of WIRECO Warehouses 
for your wire rope needs! Write for Information! 


WIRECO 
Buown Stand 


WIRE ROPE CORPORATION OF AMERICA, INC. 
St. Joseph, Missouri 
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Hammerless 
setting 
tool 


Appraisor 

For easy, secure installation of : 
ee ake ace ie Contemplating a new addition to 
aCe ee ee uir stock or plant equipment? 
and cinder block, and all types his new \ppraisor affords a finger 

of masonry. valuation of the merits of any 
The ideo! tocol for installing ind can serve as a telling 
anchors in bottomless holes, in sales promotion Em 
holes with fragile bottoms, loying a time-tested formula, the 
and where ordinary set DpTalSsol takes the risk out of 
oS reer equipment decisions, as well as the 


used, , 
me and talent previously required 


juick setting of the dials and 

rmula is solved. For example, 

a new duplicator will 

ill save $.10 worth 

Safe anchor installa- 


tion in hole with 
fragile bottom det \ppraisor quickly shows 


nimum volume of 600 


ion time on each shop 


Anchor installed in r month is need to justify 
nermal depth hole. sing the duplicator. While 
Note all anchors cre 
ot same depth 





in diameter, the Ap 

ire clear and cover a 

of figures. There is no 
decimal points, as with 

ide-rule. ‘The Appraisor is made 
durable, vinyl plastic, ready for 
of use. Simple, complete in 
ire furnished with each 


Mobile Stock Picker 


nit specifically devel 


filling orders from inven 
Secure onchor instolla- 


tien in bottomless hole 1utomatically transports and 


DISTRIBUTORS: ities lifts the stock clerk to the desired 

. P . = " shelf or bin from which he can fill 
This Advertisement Appeans in Leading “Publications his order, placing the material on 
Dinected, to Your Customers shelves which can be adapted to the 


unit. It i half-ton ipacity and 


ARRO EXPANSION BOLT COMPANY levates up to five fect permitting 


1230 Boone Ave., Marion, Ohio the utilization of a lot of overhead 
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New Wake Forest ¢ ollege campus at Winston- 
Salem, North Carolina. In 27 of the new 
buildings OIC Valves have been used ex 

sively. According to H. S. Moore, Supt. of 
Buildings and Grounds, OIC Valves have 
never created maintenance problems for him 


in all his experience. 


ALVES 


INDUSTRIAL DISTRIBUTION « NOVEMBER 


A brand-new 
college 


122 YEARS OLD 


Ar er tee 
fa —= 1 ” 


and you see OIC Valves 
everywhere! 


Wake Forest College has been transplanted 
from its original site to Winston-Salem, N. C. Its new 
8 sparkling modihed Georgian 


campus consists of 25 


0 miles 


buildings, and everywhere you look everything is 
crisp and modern... from its beautifully designed 
quad: ingle to its very last valve 

If you're ever close to Winston-Salem, visit Wake 
Forest College and enjoy this spectacle of modern 
design and construction techniques 
ideas you ll want to duplicate even 
last OIC Valve the always 1 


able, accepted ilve line 


Cos ' 
Material: 


THE OHIO INJECTOR COMPANY 
WADSWORTH «¢ OHIO 


FORGED & CAST STEEI 





why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 
They know they get the most efficient, economical 
performance from Johnson Gas Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 


No. 120 Hi-Speed 
Furnace Range — 1300° F 
to 2400° F. Reaches 1500° in 


five minutes. 









No. 142 
Heat Treating No. 706 
Furnace Annealing Furnace 


Range — 400° F to 1800° F 
Hardens, tempers, anneals 
steels. 


Range — 1300° F to 
2350° F. Heats fast 
to save time and gas 








No. 118 & 


Combination Bench 
Furnace 
Ideal for all around shop use 


No. 101 


Bench Furnace 


The most powerful bench 
furnace for its size made. 








For information on Johnson's complete line 
of quality Gas Burning Equipment write 
today for the new Johnson Catalog 


No. 60 BCD 
Concentric 
Ring Burner 
With Johnson Venturi Mixer 
and Tube with Heavy Valve. 
Three burner with separate 
controls. 





If it burns gas () 


look to Johnson . . since 1901 


JOHNSON GAS APPLIANCE CO., see E Avenue NW, Cedar Rapids, lows 
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space. Only 30 in. wide, the device 


operates in most narrow aisles. It is 
powered by two batteries, one fot 
drive and one for lift and includes 
1 built-in charging mechanism. The 


machine has two-speed forward and 
reverse drives. It is push-button 
controlled and steered from the 
platform. For positive safety, the 
steering mechanism locks when the 


platform is raised. 





Secretarial Chair 


\ new look of lightness is the 
feature of a new secretarial posture 
chair which has a comfortable foam 
rubber seat with waterfall front 
strongly supported by a ventilated 
metal seat pan. ‘The concave shaped 
backrest gives support and elimi 





ee 
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rome Plated 
Line of S!I-CLONE 
Circular Saws 


Most Complete Line of Popular-Priced 
Saws on the Market Today 





















of All Types 
and Sizes 
READY NOW! 


These new fast-cutting, edge-holding 
saws are fitted and chrome-plated for extra long life 

and resistance to rust. What’s more, they come in a new 
“See-Saw”’ package. Fully guaranteed, this new Simonds 
Line includes nine types and all sizes with round or 
special shaped center hole to fit all popular makes of 
machines used by home and school workshops, 
contractors, and small industrial plants. 


| 





Here are new and unmatched profit- 
opportunities for you. Get your 
stock lined up now with the nearest 
Simonds Factory Branch. 


= SIMONDS 


| SAW AND STEEL CO. 
— ¥ E 
FITCHBURG, MASS. 





Factory Branches in Boston, Chicago, Shreveport, Lo 
on Francisco and Portland, Oregon 





SIMONDS ~__ . 
—— ¥ Fast Cutting 


y tolel a lellel late) 


¥ Rust-Resistant ¥ Long Lasting 
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All over America... 
dall-mrota-4'2e)amaal—t-tal) 


Vivid 
Markings 


that 

ig -Jeat-tla) 
clearly 
visible! 


MARKS LUMBER, STEEL, IRON, 
CONCRETE . . . 2. 2 © oo 


Write for a FREE SAMPLE! 
Specify the surface 
to be marked. 





LUMBER CRAYONS! 


198 


In Red, Yellow, Bive 
and 9 other highly visible colors 


Sold everywhere in Mili Supply 
Houses, Hardware Supply Firms, 
industrial Supply Distributors and 
Engineering Supply Firms. Be Sure 
To Specify: 


DIXON 


THE JOSEPH DIXON CRUCIBLE CO. 
PENCIL SALES DIVISION — DEPT. LID-11 
167 Wayne Street Jersey City 3, N. Y. 


nates backache fatigue by conform 
ing to the user’s back. The padded 
backrest is steel reinforced and fea 
tures a spring clip which permits 
the backrest to follow body 
ments. There is also a name plate 
holder on the back of the seat. 


move 





Punched Tape Typewriter 


the 


\ logical development of 
common language concept on which 
integrated data processing is based 
is a new electronic punched-tap« 
typewriter now offered by a lead 
ing manufacturer of office machines 
and equipment. The machine auto 
matically creates and reads the papet 
tape that activates other equipment 
and wire communications systems 
When used as an ordinary electri 
typewriter in preparing source doct 
ments, it automatically translate 
everything or selected data th« 
typist writes into a punched tap« 
for subsequent automatic proces 
sing; when fed the punched tap« 
prepared by it or other machines 
it automatically reads and types out 
the information at the rate of 12 
per The 
can be adapted to various data-pro 
essing programs with building-block 
flexibility, for it has been made avail 
able in three basic models—a_ tap¢ 


words minute. machine 


punching unit, a tape reading unit 
and a unit that both—thus 
making it possible to arrange th« 
equipment to the specific needs of 
each location in the data 
processing scheme. The typewriter 


does 


overall 


unifies remotework stations, speeds 
input and output to and from a cen 
processing and 
brings automation down to the level 
of basic source paperwork. 


tralized system, 


SELL TOP QUALITY 


ARBOR SPACERS 

SHIMS and SPACING 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 1" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 





FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips '2” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 





SHIM 

STOCK e 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—I2 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032 





WRITE FOR 
Complete, Profitable 
| Dealer Information 
| Teday! 


| DETROIT STAMPING CO. 


332 MIDLAND AVE. @ 
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DETROIT 3, MICH. 


Settle Your Corrosion and 
Ultra-High Pressure Problems 


ONCE AND FOR ALL...! 





STAINLESS STE FE I. 


+ 
Pa , m Ey 
Pa oe: 
a . “ 
e 
HYDRAULIC TUBE FITTINGS 
Weatherhead flareless Stainless Stee Ermeto tube fit Staintiess S$ I 
tings offer the eg lest corrosion resistance presently S178 i 
available for standard hydrauli applications ments re lless { ! I 
» S| \\ | 
@ Maximum high pressure seal « f 
e@ Maximum corrosion resistance ( 
@ Maximum operating temperatures fia o tl oi , 
@ Maximum ease in installation for f y annealed o1 
‘ ; ; 
For many years Stainless Steel Ermeto fittings have \ he 
been in the Weatherhead line. Complete warehouse stocks for s PH 
, I {> 
ure available for immediate delivery at your nearby 
Weatherhead Industrial Distributor ln ' 
Weat d § S | 
\ h \ I 
i ng 





THE WEATHERHEAD CO., FORT WAYNE DIVISION 
FATHERHEAD Dept. J-11, 128 West Washington Bivd 


Fort Wayne, Indiana 
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“RUST-SELE Protective Coatings sold more in 
the first 4 months than our other 3 lines sold 
in a year!” 

.. says one of the south’s best known distributors. 


~“ 


White Print Machine 


\ new bulletin describing a new 
model white print machine includes 
pecifications, advantages and othe 
features. ‘The machine, a full width 
table model will accommodate ma 
terials of any length up to 42 in. 
wide. Controls—speed, ammonia, 
on-off—are easy to read, reach and 
work. The receiving tray will stack 

materials up to 24 in. long 


Investigate the High Profits—Easy to Sell advan- 
tages of RUST-SELE—the most complete line of 
Heavy Duty, Industrial Maintenance Coatings! 
RUST-SELE helps you sell—helps you stay sold 
. . Nationally advertised—nationally sold to 
Industry, Federal, State and City Government 
Agencies...Excellent direct mail programs, Com- 
plete, salesman approved, distributor sales kits. 
Write us now ... Our representative will call 
on you. 


RUST-SELE COMPANY 


9810 Meech Ave., Cleveland 5, Ohio 


Manufacturers’ Agents — 
Territories Still Available. 





YOU'LL HAVE EVERYTHING Gifts 
in Brush and Broom Supply by Depend- 
ing ON THIS ONE SOURCE... . 


You can meet one brush and 

broom need after the other with the design is not limited to Christmas 
CAPITAL line. That's the advantage ind is good for any occasion. ‘The 
of having a complete line to sell and tools 
profit with. Quality all the way 
through—prompt service with every 
order. We urge users to buy through 
their local distributor. 


\ manufacturer of tools is again 
offering a packaged tool, colorfully 
gift boxed, for a business or indus 
trial concern to give to their em 


plovees and/or customers. The box 


ire a nail hammer and a belt 
ixe with sheath 








INDUSTRIAL 


BRUSHES > BROOMS 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. ' Glocky 
Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA “We gave daddy his own phone booth 
Est. 1890 for his birthday——” 


He 
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FOOTE BROS. Srive PINION 
Fakes 38 Biles 


fo guarantee better power transmission 


i 























ee 





7 
RIGHT HAND GROUND PINION STEM ¥% 
SHAFT THREADS LEFT HAND THREADS 


RIGHT-LEFT 
Bye bore. Other sizes have pro- THREADED NUT 
portionately more or less splines. 


Sania 
SPLINE PINION —. Sa | 





DRIVE GEARMOTORS | 
- AND LINE-O-POWER) 
advantages: nen 


| 
1. MORE LOCKING AREA | | 


Self-broaching splines provide more internal lock 
surface than any other pinior assure positive 


anchoring, even under reversing conditions. 


2. GREATER STRENGTH 


Gear and shank are machined from one piece 
struction and spline lock 


weakness due to projecting keyway 


3. PERMANENT, ACCURATE ALIGNMENT 


Self-centering action of ground pinion shank in the 
rately bored high speed shaft assures ac 


assembly and alignment for smoother performar 


4. DUTI-RATED GEARING 
F e Bros. Spline Drive Pinions 
ated Gear er, tougt LINE-O-POWER 
UNIT 


SPLINE DRIVE PINIONS are another example of Foote Bros. leader- 
ship ... another reason you can be sure you're buying the finest 
when you buy Foote Bros. Power Transmission Equipment. 


this trademark : / 

stands for the FODTE BROS 2 

finest industrial Duti-Ratéd . 

gearing made LIFETIME GEMING. Barren Pruser Thanbmission Though Beller Geas 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


4561 South Western Boulevard Chicago 9, Illinois 
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FOOTE 
BROS. 


gives you 
more to 


gett 
more 


chance 
for 








It Pays To Stay Flexible 


STARTS ON PAGE 103 





Get the settee 
Yow like Te 


WE SPECIAL HANDLING routine starts at 
7a? phones, where Fred Cooper and desk part- 


ner stamp orders for emergency processing. 


Globe is your type of supplier — giving you the same top a a 
quality, prompt service and assistance you like to give to your Specials doesn’t justify the cost of 
customers. this,” says Mr. Tiemeyer. “But one 


. , liverv ¢ ig ime now may 
Devoted exclusively to constant research and manufacturing delivery at the right time now may 
be worth thousands of dollars in 


of the finest belting for every need, for particular purposes, Globe :; RY “We 
: a : , goodwill for us later, if we’ve helped 
gives you the cooperation that simplifies your sales job for im- : customer out of a tight spot.” 
< \ € S . 
mediate delivery from complete stocks . . . factory-trained engineers I'he Special Handling privilege is 


to help you service your customers. not abused, he feels, though the 
: langer is always there. “You have 

That is why one sale leads to another when you handle the : a ie 

to control it, and that’s why only 


complete Globe line. specific individuals are authorized 


to pass on these orders. The men 
oS i o & t aa e L Ti ei a assigned know customers’ needs and 
buying practices well enough to 
WHITE SOLID WOVEN COTTON BELTING * WATERPROOF AND make sound judgments, we think. 
WAX TREATED BELTING * PRESS CURED KANRY-TEX BELTING ° al ai eee caine tek ee, 
HYCAR BELTING * NEOPRENE BELTING * PLASCELL BELTING + jue, Ge thn & te Obes. 
CELLULOSE BELTING * STITCHED CANVAS BELTING * ROUND There have been few complaints.” 
BRAIDED ENDLESS BELTS * HEVALOID ENDLESS BELTS * WOVEN Distance is another problem. 
ENDLESS BELTS * CLEANER AND SIFTER BRUSHES * WEBBINGS ° [his is kept in bounds by requiring 
HOISTING SLINGS * BELT DRESSING the specials truck to report in 
hourly. Specials beyond the city 
limits are dispatched by bus or car. 
Savs Mr. Tiemeyer: “So far these 
problems have been minor. Special 
Handling helped us solve the much 
bigger problem of how to stay flexi- 
ble enough for today’s highly com- 
petitive market.” 


KNOWN FOR QUALITY THE WORLD OVER 
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PRECISION 
PERFORMANCE... 


To the quarterback, precision performance 
means the co-ordinated efforts of a well-drilled team 







during those crucial moments 


when victory is at stake. 


To tap users, precision performance means 
production-line continuity, better threaded parts, 
increased tap life . . . and BAY STATE! 






Bay State Tap & Die Company 


Ov TTTisrit ee. rrr Pret tee ee 


On the nearby shelves of your Industrial Supply Distributor ¥ “ 








How You Can Sell More sey cu: ros tr 
BLOW-OFF VALVES) "" 


Che Regular Everlasting Valve Mr. Quinn: “With tapes, we 
(at the left) provides a drop-tight to , 
seal that actually improves with werent changing the basic steps 
use, because each time the disc 
rotates against the seat there is a 
self-grinding, self-lapping action. rately.” 
Other mechanical adjustments 








only doing what we had been doing 
all along, but faster and more accu 





The Everlasting Angle Valve 
(at the right) is built extra tough were made as use of the tapes 
to withstand repeated blow-off pointed up their need. Custom 
ae — and ao designed desks with holes cut in 
} > an at are monel met- ; a 
The disc and se : : the surface for threading tapes wer 
al, and the stem is stainless steel. 





] 
installed to reduce setup time at 


the Flexowriters. A new electrica 





For 50 years Everlasting Boiler Blow-Off Valves have revolving file was purchased for the 

been sold exclusively through Distributors, and 7 inventory control department to 
least 4 in 82 afte . Write for 

been winning repeat orders in sale after sale. Write facilitate looking up stock card ba 

catalog and price information. : 

inces and entering withdrawals, 


EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. since accurate, up-to-the minute in 
ventorv balances are an important 


factor in operating the system 
ver as ng ves smoothly. 


TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF Procedures were worked out care 
fully on flow charts for the new svs 


tem to handle all types of orders 
stock, direct, To Us—and direct To 
SHOVELS Us purchase orders. Back orders are 
not a problem, partly because the 
system is designed to handle them 


AT COMPETITIVE PRICES without confusion or duplication 


is a routine matter, also because 





SHOCK BAND a 
some of them can be “anticipated 


PEERLESS it the stock desk by holding the 


LONG SOCKET 
Brand order until stock arrives in the ware 
STRENGTHENING FROG house or by reclassifving a short 
stock order as a direct order 


ieee For the Future, Automation 
ROLLED 


SHOULDERS 
Mr. Quinn and Mr. Wuerthele 


see limitless possibilities for the sys 
tem—or another like it—to integrate 
RIVETLESS SOCKET - 7 
RAM } the processing of data further. The 
goal, Mr. Quinn pointed out, is to 
HIGH BEND — é 
PERFECT BALANCE use an original writing over and 


+ 
<a o_o a over again for as many functrons as 
STRENGTHENS BLA 
7 AND SERVES AS STEP possible and thus eliminate the 


manual transfer of data altogether 
Y 
SEE YOUR INDUSTRIAL DISTRIBUTOR TODA A stellen aie te te, saline the 


oO. AM ES co. TAMES | number of stations at which a paper 


PARKERSBURG, WEST VIRGINIA must be held up to have data tran- 
scribed to it.) 
Mai talh Id , 
Ames also meneiocwes Re famous Ames aid metal househo Be, Chelnn oon concentrating 
furniture and the new line 9f Ames-Aire casual furniture ~ 





Brand 


FULL TEMPERED BLADE 
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The Veelos Vibration Analyzer 
_ proves that vibration exists! 


Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it’s free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 


How about that storage problem? 


As far as your customer is concerned: He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you're concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100° reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A-B-C! /t’s @ sure-fire way to 
increase your belt business! 


M.M.&B. Co. 1956 


- 


A Many plant men pay for hidden belt vibration — 
and don't even know it. 


B You can easily reveal such vibration, and show 
how Veelos cuts it as much as 90%. 


Cc Thus, you have a sure-fire sales story. . . convincing 
reasons for your customers to buy Veelos! 


PO ea 
Yes, it’s easier to make money with 
Veelos—and we can prove it! 


¢) Your customer actually measures 
é«! vibration—sells himself! 


You don’t have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi- 
bration difference there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs. The Vibra- 
tion Analyzer proves without question that Veelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replace 316 sizes of V-belt—you’ve made a sale! 


Write for free Veelos Data Book 


OS many pages ol important information 
"| about V-belt drives! 


LINK V-BELT MANHEIM 


Manufacturing & Belting Company 
214 Stiegel St., Manheim, Pa 


Veelos is known as 
Veelink outside U.S.A 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length e Adaptable to any drive « Balanced power e Constant power « Vibrationiess power 





This steel! slide—proven unbreakable in years of industrial service—is the 


extra built into Desmond-Simplex vises—the extra without the extra cost. 


Milled from a solid steel bar and fitted through a broached backjaw, it 
gives the ten models of metal-working vises the strength that withstands 


the most severe service 


Other features—providing extra convenience and long life: shoulder-fit 
jaw inserts, full 360° swivel, longer, stronger vise nut, one-piece, non 


pinching handle 


STANDARDIZE ON EXTRA VISE VALUES 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 


ness—promote Desmond. 


INDUSTRIAL DISTRIBUTION # NOVEMBER, 


1957 





on the installation of more heading 
tapes to reduce the amount of typ 
ing on order forms. These tapes 
contain a customer's name, address, 
ccount number, and shipping point 
ind the name of the salesman as 
signed to the account. The conven 
tional wav of handling, such data 
was on customer address cards from 
which the information had to be 
transcribed by hand typing. 


More Tapes Planned 


\ number of heading tapes have 
been installed, though Mr. Quinn is 
still experimenting with a final solu 
tion to the problem of filing them 
With enough heading tapes—Mr. 
Quinn visualizes 1,200 or more— 
ilmost all order writing could be 
done automatically except for item 
ind quantity entries. As for adding 
item and quantity data to the tapes, 
Mr. Quinn feels this would entail 
too cumbersome an operation with 
the equipment now in use. It 
would involve 25,000 or more head- 
ing tapes with the attendant filing 
problems 

Further integration to produce 
stock purchase orders on _ tapes 
Direct shipment purchase orders 
ire already taped) is contemplated. 

More accounting functions may 
ilso be added. ‘Tapes are now used 
to speed up the daily proofs of 
sales totals and to check for dis 

repancies; but the Remington 
Rand punched card section now 
only sales analvsis _ sta- 
tistics. 

“Research is necessary to all ad 
incement,” says Mr. Quinn. “Our 
\bjective is to make data processing 
is fully integrated as we can, though 
ybviouslv common sense dictates 

how far we can go at each stage 
Machine svstems like this are not 
inexpensive. But so far ours has 
more than paid for itself in greater 


iccuracy and speed.” 





BEES’ BUZZ BROADCAST 


Electronic equipment, keeping a 
check on the buzz of bees, tells English 
beekeepers when a hive of bees is 
about to swarm, Electronics, McGraw- 


Hill publication, says. 











THE STANDARD OF INDUSTRY 


ARMSTRONG Clamps are accepted by industry as 
the standard of quality. 

This wide acceptance is the result of ARMSTRONG 
superiority in design and workmanship. ARMS1 RONG 
Clamps are designed with full knowledge of clamp uses 
and requisites—the result of over sixty-five years’ experi- 
ence manufacturing quality tools. 

ARMSTRONG Clamps are drop-forged and machined 
from selected steels for utmost strength and rigidity. 
They are carefully heat-treated and tempered. 

The Arm-and-Hammer trademark is recognized by 
industry as a sign of dependability. For increased profits 

catalog, stock and sell ARMSTRONG CLAMPS 


Write for new ARMSTRONG General 
EXTRA DEEP THROAT Catalog showing almost 5000 
“Cc” CLAMPS 


provide extra clearance required 
for some work. Extremely stiff 
for weight. Screws and hubs are 
accurately machined and aligned 
with machined seats; have slid 
ing pin handles and free-acting 
swivel caps on point. Bodies 
have smooth sandbiast finish 
(8 sizes to 12” opening) 


industrial tools. 


ARMSTRONG BROS. TOOL CO. 
5202 W. ARMSTRONG AVE. + CHICAGO 30, U.S.A. 


MEDIUM SERVICE TOOL MAKERS 
“Ce CLAMPS “Cc CLAMPS 


The design and careful Quality steels, drop 


HEAVY DUTY 3 i selection of steels in this 4 forged, heat treated and 


ogee CLAMPS f { type clamp combine to accurately machined with 
i give it maximum ground seats. Drop forged 
Universally recognized as strongest ‘‘C strength and stiffness screws have both “wing 
clamps made Longer hub holds screw consistent with conven- nut” handle for conven 
alignment against terrific side strain; per- ; ient weight. Heat treated ience and square necks for 
mit tighter clamping and multiplies thread screw with sliding pin tight setting with a 
friction against loosening Extra Large : handle and swivel cap wrench. Either “plain” or 
Screws are heat treated and hardened at on point. Ground seat 4 swivel” screw types 
point (9 sizes to 18” opening) Four sizes: 1", 2 3” of 
(11 sizes to 1214” opening) 4” maximum opening 





~ MACHINISTS’ CLAMP 
SPATTER : 7 PARALLEL CLAMPS 
Jaws drop fergec 


RESISTANT carefully machined PY Carefully machined from 
WELDERS ond hardene d. ere ; selected grade steel and 
ose extra heav will not <> hardened. Particularly 
Cc CLAMPS bend of spring on @ suited for holding work 


Extra Deep Throat short bite and are together when drilling or 
Pattern (see above) faced true. Will grip tapping. Rounded jaw ends 
Body. Swivel and non-paralle! surfaces 
Screw are cadmium because the under quarters. Spring clip 
pape { 
plated over all to re- ece « 
sist welding spatter 
(8 sizes Capacities to 
12” opening) 


increase clearance in clos« 


loose pin in alignment 
while tightening or lo 


the center 
screw is convex, fit 
ting twto a concave ing 

seat for tilting (3 sizes: Capacities 
(Four sizes: Capaci- ,” opening 
ties to 444” opening) NOT DROP FORGED 
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Wooster 
Pipe Roller 


makes pipe painting 
faster, easier 


Contractors and maintenance 
crews will welcome this time- 
saving Wooster PipeKoter. It 
makes pipe painting as fast 
and efficient as painting flat 
surfaces. Even the hard-to- 
get-at top side can be coated 
fast and easy. 

Now contractors can make 
safer bids on such jobs as color 
coding or moisture proofing 
pipe systems, as well as routine 
pipe maintenance. 

Three sizes of PipeKoters 
fit all pipes, from the smallest 
through six inch. Use coupon 
below for demonstration. No 
obligation, of course. 


Wooster 


BRUSH CO. 


WOOSTER, OHIO 


Se ee ee eS eS ee Se ee eee ee ee ee eee 
We'd like to see how 

this new PipeKoter works! 

Nome 

Title 

Distributorship 

Address 

City and State 


Made by Wooster moker of the famous 
Exploded-Tip® Brushes 


208 





‘The Buyer Looks 


at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 





Fall Optimism 

\ renewed optimism that fourth 
quarter business will match earlier 
prediction is reflected in the Sep 
tember report of purchasing execu 
tives. While this pattern is selec 
tive, there are 32% listing bette 
production, compared with 22° in 
July; 46% report the same, against 
54% in July, and 22°‘ 
against 24% in July. On new o1 
ders, 36% show better, against 24°, 
in July; 44% the same, compared 
with 48°%, 


‘ 


28% in July. 


Worse, 


and 20% worse, against 

(he comments of the committe¢ 
members indicate greater selling 
pressures, with keen competition 
prohibiting the passing on of higher 
costs on many items. 

Currently, commodity prices ar 
relatively static and incentives t 
increase inventories are largely non 
existent. 

There is a downward adjustment 
in employment, some attributable 
to seasonal aspects as Summer em 
ployed students return to school, 
and some to overtime elimination 

Of the members of the commit 
tee who answered the Septemb« 
question on their capital expansion 
plans for the remainder of 1957 
the majority replied that no chang 
was contemplated. But 72% sav 
continue as planned, 20%, indicate 
a cutback and 8% are increasing 


Prices Hold Steady 
While most of the 
members report a greater price sta 
bility, the trends are not specifi 
Higher prices are reported by 51] 


commiuttec 


compared with 57% in July. ‘Th 


same prices are shown by 42% 
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L«I 
EXCLUSIVES AT NO 
EXTRA COST TO 
YOUR CUSTOMER, 
BUT THE SAME . 
PROFIT TO YOU! 


t 


> 


DOWEL PIN 
REAMERS 
Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Fiutes. 
14 Sizes from .1230 
thru .4995” Sets, tool 





OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .124 

thru .501” Sets, too! 


These reamers are two 
more reasons why L&l 
is your source for a 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 


LAVALLEE & IDE, INC. 


CHICCPEE, MASS. 




















Pete and it- 


BRASS THREE WAY STOPS 


iienentineanl 


@ TWO OR THREE PORT Every company you call on has use 
@ FOR DIVERTING FLOW for many of the items in the HAYS 
@ FOUR POSSIBLE POSITIONS @ FLOW MARKER ON HEAD line—as users or by reputation they 
@ MADE OF STEAM METAL BRONZE @ PLUGS PRECISION know HAYS. HAYS direct mail and 
GROUND @ INDIVIDUALLY TESTED FOR STEAM, WATER, GAS, AIR magazine advertising reaches more 


SIZES— 1/4’ through 3” (with or without wrench) than 57,000 industrial executives: 
presidents, vice presidents, owners 


IN THESE AND MANY OTHER APPLICATIONS AS FLOW DIVERTERS ’ One pertnem GeMnee menAgE 
production and maintenance execu- 
Use f tives, general superintendents, 
HAYS THREE WAY STOPS works managers, plant managers, 
® superintendents, engineers, and pur- 
Gas Control on Gas Burning Units Steam Cleaning Equipment for Gasoline | hasi aqents 
Gas Engines Service Stations and Garages aay Syow. 
Oi! Well Drilling Equipment mel Equipment a The HAYS Brass Three Way Stop 
Water Pumps Farm Installations and Equipment s is a popular item to sell, and a good 
item to introduce the complete line 


Air Sand Blasting and Cleaning Equipment Ship Construction 
Send for HAYS THREE WAY STOP Folder 131 of HAYS stops, valves, and fittings. 

Also Folder 103-9 illustrating other HAYS Industrial Products < TI i] bl > f ll 
Leading Industrial Distributors stock 1ey are avaua ein a tu range 


0 SREEES SETS SONA, SHED, OS Citnge of types and sizes, to supply every 
_ need in your customers’ plants, for 


SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS oscecag agenlt-neggee yelling 


GRADUATED DIAL LOW PRESSURE STEAM IRON FLARED TUBE 
INDICATOR STOPS STOPS STOPS STOPS FITTINGS HAYS products, through more 


r than 80 years of service, have 
gained a reputation for quality and 
dependability throughout American 
Industry. 














HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA. 
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CONTROLLED ATMOSPHERE 
HEAT-TREATING . 


* 
* 
all popular sizes provides uniformity 


throughout the sling assembly. 


GAMMA RAY 
QUALITY CONTROL 


X-Ray type testing of master, joiner and end 


links assures safe, trouble-free weids. 


EXCLUSIVE, PATENTED 
TAYCO HOOKS 


i-Beam type design pilus alloy steel! 


construction mean extra safety! 
Pat. No. 2,646,306 


Distributors, in all parts of the 

country, are doing a big job with TM 
Triple-Safe Alloy Chain. Gamma Ray 

Quality Control...Controlled Atmosphere 
Heat -Treating... Patented Tayco Hooks are 
the factors that make a tremendous hit with 
customers—make it Triple-Safe—easy to sell! 
Add the superior qualities of this fine chain 
...the helpful sales promotion material ...the 
national advertising ...and you can see that 
substantial sales are in store for you too! Get 
all the facts—write for Bulletin 13 right away. 


SS 


Pai. No. 2,646,306— 7/21/53 


Advertised in Business Week, Stee! 
and other leading trade magazines. 


Chain 19 OW specialty, not our sideline! 


a 9 Ha { 
A GREAT NAME IN 


. 3505 Sma 
SINCE 1873 


Taytor MADE 8. G. TAYLOR CHAIN CO., INC. 
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against 37% two months previously, 
while 7% list prices as lower. Mem- 
bers’ comments support the general 
contention that curtailment of gov 
ernment spending, uncertain auto 
sales, and the present ample supply 
of most items will tend to hold the 
price line for the remainder of the 


year. 


Inventories Down 

The September reports reflect a 
continuation of the inventory re 
ductions of recent months, as 34% 
say inventories are lower, 51% the 
same and only 15% list an increase. 
Those reporting point to depend- 
able deliveries and price leveling as 
lessening the need for superabun 
dant stocks. 


Employment Settles 

There was a slight downward ad 
justment reported in September, 
with 28% indicating less employ- 
ment, opposed to 20% in this cate- 
gory in July. Seasonal layoffs of 
summer help, reduction of overtime 
and inventory corrections are the 
factors emphasized. However, many 
committee members report a con- 
tinuing need for highly skilled 
workers. 


Purchasing Remains Cautious 

Purchasing executives continue to 
keep their forward purchase com- 
mitments on a near-term basis. Pro- 
duction materials, MRO supplies 
and capital expenditures, all again 
illustrate little need for extended 
purchases. 

On production materials, those 
reporting in the hand-to-mouth to 
30-day category increased from July’s 

3%, to 38% in September. Those 
in the 60- and 90-day buying ranges 
eased off, from 63% in July to 56% 
in September. 

The change in MRO supplies’ 
buying was less significant, with 
72% in the hand-to-mouth to 30- 
day category in September, against 
July’s 73%; 26% were in the 60- and 
90-day ranges in July, compared 
with 25% in September. 

Most noticeable change comes in 
the forward commitments for capi- 
tal items and plant expansion. 
Where 59% said thev were in the 








wacwerit 


wine ROPE 
ASSEMBLIES 





Wire Rope General Wire Rope 
Assemblies 5601 (OF tr llelem Coals] 





Corrosion Resistinge 


Rope 4930 Sling Catalog S-8 





COMPANY 


The dependable, quality line 
that gets business and keeps it 


Throughout the years Macwhyte has satisfied its distrib- 
utors with a policy of prompt delivery ...top performance. 


Macwhyte specializes in precision-engineered products 
to cover every handling job. Included in the Macwhyte 
line supplied to users through Macwhyte distributors 
are: PREformed, Internally Lubricated wire ropes, 
celO lated =Je-llel-1e MM a -led=ie-lle(-.eM-laleMe-Jialel(-Mel-laqmie- Meee) *]-) 
slings, Stainless Steel wire rope, Monel Metal wire rope, 
Aircraft Cable and swaged fittings, and Safe-Lock wire 
rope assemblies. 


Large factory stocks of wire rope with complete handling 
Talo mmotthatlatemmr-loilih(l-t-Me-le-Mr-h7-UiT-le](-Me Comm elt Mul -lell- 11h es 
Ask to have a representative call. 


Catalogs provide consumers with complete, detailed informa- 
tion and specifications on all Macwhyte products. Literature 
on specialized uses of wire rope also available on request. 
For Catalogs or information, contact any Macwhyte wire rope 
warehouse or write direct to Macwhyte Company. 


MACWHYTE COMPANY 
2906 Fourteenth Avenue, Ken 


MILL DEPOTS: Pittsburg! 
Detroit 3, 

St. Paui 14, 
Portland 9 
Fran 








120 days and over category in July, 
49% so report in September. On 


e * 
Distributors Sell the other hand, those in the 60- and 
- 8 ° ’ 
‘ 90-day ranges increased from July's 
y 27%, to 38% in September 

, Specific Commodity Changes 
Fo t Vy | While the number of items re 
0a a ves ported up this month is relatively) 
BECAUSE they know repeat orders and ‘Nigh, there seems to be a general 
good profit will follow— feeling that the upward price trend 


BECAUSE they know Keckley Float is leveling. 
Valves will give their customers many On the up side ave: Aluminum 


years of satisfactory service— : 
ingots and castings, steel pipe, 


BECAUSE it is easy to sell Keckley . é 
a Wii ion Bie on enone fittings, shapes and fabricated com 


good strong talking points. ponents, hand tools, rubber, bear 


BECAUSE they know they can get ngs, electrical equipment, fasten 
prompt shipments as Keckley carries _ yhosp ote tes 
ANGLE OR GLOBE complete stocks not only of Float = - a hates, grinding wheels, 
No. 14—Single Seat—Pilot Stem Valves but Temperature Regulators, multiwall paper bags, caustic potash, 
ize 2 ° > 2 > or aine > | ° 
No. 15—Balanced. Double Seated Pressure Regulators, Strainers, Safety steel chain, hardware, and freight 
and Relief Valves. 


Size 2" to 12 
rates 


Write for 43rd Anniversary Catalog No. 57 On the down side are: Brass, cop- 
per, steel scrap, lumber, and petro 


C. KECKLEY COMPANY : focus 


General Offices and Factory In short supply are: Nickel, heavy 


3400 CLEVELAND ST., SKOKIE, ILLINOIS (el steel plates, structural and stainless 
steel 





NEW LINES 


CALDER ... the Dresser Line taken on by 


for Bigger Profits... Easier Sales 
MAAR) 


\ 
BUILT RIGHT—Best materials throughout . . . tool 


DISTRIBUTORS 





. .. Right d Left hand Th ded Bushings : ; 
steel cutters Te] an e an reade ushing WS Nott Co. Minneapolis, a 


_ for Automatic Nha \ a \A \ \\\ ippointed exclusive distributor 
. ~~ AY | throughout the Upper Midwest 
»% for United States Rubber Co.'s 


mechanical goods division 


Cheo. C. Ulmer, Inc., Philadelphia, 


was named distributor for the 
\ Union Twist Drill Co 
\ 
\ Warren & Bailey Co., Los Angeles, 


EASY TO HOLD— \\N was appointed West Coast dis 


tributor for the complete line 
Weight well distributed ' I 

\ 3 YY \ \\ dee cimneth bendiins. of Jamesbury Double-Seal Ball 

Ay .\ es ‘a aA A ae AAR \\ hs \ ilves 
.\Also CALDER en Diamond Dressing Tools 

KAANANAS aA ARS SER AANA AS BK Vail Rubber Products Corp., Ham 

: Sob ONLY THROUGH DISTRIBUTORS mond, Ind., is a new distributor 

» %, RARE &” WAAAY WAAAY of the Republic Rubber Division, 


CALDER MANUFACTURING ‘aoe Lee Rubber & Tire Corp 


2049 North Prince Street ° Lancaster, Pennsylvania Smith-Courtney Co., Richmond, 


\ 
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Take it from us... 


When you want customer satisfaction, bigger profits 
. and roller, silent. and conveyor chain is the 
order . . . your real money maker will be Whitney 


Chain. 


Here’s why — 
New  -. & Whitney's 


complete premium quality line 
packaging includes 


high profit margin plastic enclosed disas- 
sales assured in every plant sembled chain parts for 
nation-wide field engineering easy chain assembly, 
company operated warehouses handling and parts in- 
‘ ate ; ventory ... Another ex- 
national advertising keved to your service . 

& lt Whitne ? , 
clusive litney service 


{nd exclusive distribution of the new Whitney 


Single and Double Pitch Self-Lube Roller Chains ADDED UP...IT’S WHITNEY’S “EXTRAS” THAT 
more sales opportunities in industry and agriculture KEEP YOU WELL AHEAD OF COMPETITION 


ro j 
114 ney 
CREATORS OF SELF-LUBE CHAIN ; Li I ~~ Y 


CHAIN COMPANY 


239 Hamitton St., Hartrorp 2, Conn. 


ROLLER CHAIN @ SILENT CHAIN e CONVEYOR CHAIN ° SPROCKETS ° FLEXIBLE COUPLINGS 
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PRENTISS 


THE “BULL DOG” LINE 
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The way has long been paved for our Dis- 


tributors through 89 years fine performance 


and you sell vise service and satisfaction. 


A few territories still open. 


THE CHARLES PARKER CO 


of PRENTISS VISES. 


Sold only through Distributors 


MERIDEN, CONN. 


PRENTISS VISE DIVISION or 


Va., 
Virginia and North Carolina for 
Niagara Machine & Tool Works 


Was appointed distributor in 


Mad River Suppl Co.. Springfield, 
Ohio, is a distributor for 
Allen-Bradley 


hicw 


Co 


Bornell Supph Co.. 
was named distributor for 


delphia Gear Works 


Piqua, Ohio, 
Phila 


Edco Tool & Supply Co., Lima, 
Ohio, was appointed distributor 


for Heller ‘Tool Co. 


Perry Supply Co., Birmingham, has 
taken on the following lines 
¢ The Deming Co. 
¢ Bucyrus-Erie Co 
Tool Crib, Inc., Knoxville, ‘Tenn., 
was appointed distributor for 
Crucible Steel Co. 


Seattle, 
Flex 


Stack Steel & Supply Co., 
was named distributor for 
angle Corp. 





D-A-T-E+§ 
TO REMEMBER 





Nov. 2-8—World Metals Congress, 
sponsored by the American So 
ciety for Metals, Hotel Sherman, 
Chicago. 

Nov. 3-4—Central States Industrial 
Distributors’ Association Annual 
Convention, Edgewater Beach 
Hotel, Chicago. 


Nov. 46—Ninth Annual American 
Institute of Electrical Engineers’ 
Machine Too] Conference, Hotel 
Schroeder, Milwaukee. 


Nov. 4-8—39th National Metals Ex- 
position & Congress, Interna- 
tional Amphitheatre, Chicago. 


Nov. 1415—10th Annual Profit | 
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Choose... from the 
most complete liné of 


recessed head. drivers! 


BREAK-PROOF 
SHOCK-PROOF 


Screw 


A Driver for 
Every Need! 


—=> © 
Phillips @ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers... Another 
reason why you should 
buy VACO for all your 


screw driver needs. 


Reed & Prince 


—_S= () 


Clutch Head 


Allen 


—o © 


Robertson 


Look for 
the VACO Vari-B8oard 


It's easy to select tl g 
screw driver when you buy 
from the VACO Var 
Board. Displays up to 12 
drivers at a glance ea 
one unconditionally guar- 
anteed! 


Plier 
Vari-Board, Too! 


Complete display of all 
popular styles and sizes 
for on-the-spot selections 


Jj 


Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 
317 E. Ontario St., Chicago 11, Ilinbdis 
In Canada Lynn Products, Ltd 
Montreal 1, Quebec 


Vacc 





Sharing Conference, Hotel Com- 
modore, New York City. 


Nov. 18-21—Tenth Annual I;xposi 
tion of the Air Conditioning and 
Refrigeration Industry, Interna- 
tional Amphitheatre, Chicago. 


Dec. 1-6—The American Society of 
Mechanical Engineers, Annual 
Meeting, Hotel Statler, New 
York City 


1958 


Jan. 5-24—Management Course for 
Industrial Distributors, sponsored 
by the Joint Educational Aids 
Committee, NIDA and SIDA, 
Harvard University, Cambridge, 
Mass 


Jan. 68—Southern Industrial Dis 

tributors’ Association, Annual 
Mid-Year Meeting, Roosevelt 
Hotel, New Orleans. 


Jan. 27-30—Plant Maintenance and 
Engineering Show, International 
Amphitheatre, Chicago 


Mar. 27-29—Electrical Maintenance 
Conference, Shrine Exposition 
Hall, Los Angeles. 


May 1-8—American Society of Tool 
Engineers Tool Show, Conven 
tion Center, Philadelphia 


May 11-14—43rd Annual Conven 
tion of the National Association 
of Purchasing Agents, Conrad 
Hilton Hotel, Chicago 


May 2628—Triple Industrial Sup- 
ply Convention, W ildorf-Astoria, 
New York 


June 29-July 19 — Management 
Course, sponsored by the Ameri 
can Institute of Supply Associa- 
tions, Harvard University, Cam- 
bridge, Mass 


Heres the Contact Wheel 


that gives you More to Sell, 
More PROFIT Opportunity 


new 4 - tr} -: 


PROVEN 
+3 Some ied, F YS 


RUBBER unequalled 


Comformasisiy 


WHEEL 
CONFORMS BETTER — Grinds 
even odd shapes. Deep serra- 
tions allow it to conform like 
no other rubber wheel 
SAVES TIME—Cuts faster, con- 
tacts a greater area with each 
pass 
BELT LIFE UP 200% and Better- 
Production tests prove it. It 
shells out” belt and prevents 
glazing 
LEAVES NO PATTERN ON 
WORK—Over-lapping action 
eliminates stripe or pattern 
when more than one section 
is used 
LASTS LONGER—Made of new 
long wearing rubber. If one 
edge wears, reverse wheel 
and it operates as effectively 


INCREASES ‘- as ever. 
BELT LIFE 
UP TO 


200% Wy it’s The WHEEL 


That makes 
& BETTER " the difference ! !! 


Write for Prices and Literature: 


Literature available to help you sell better 


. . Make your drive count!!! 


CHICAGO RUBBER COMPANY, INC. 
651 MARKET STREET, WAUKEGAN, ILLINOIS 
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REPEAT PRO 


WITH 


SOE 


Repeat orders help keep your business healthy because they 
mean steady repeat profits. Osborn’s more than 65 years 
experience in producing fine brushing tools means you can 
count on repeat profits with Osborn’s complete, top quality line. 
Your customers specify Osborn because they know the name 
... have confidence in the performance of its products 

... accept its consistent quality. Result: steady repeat orders... 
steady top profits. On every call... ask for an Osborn 

power, paint and maintenance brush order. 

The Osborn Manufacturing Company, Cleveland 14, Ohio. 


POWER, PAINT AND MAINTENANCE BRUSHES « BRUSHING METHODS 
BRUSHING MACHINES « FOUNDRY PRODUCTION MACHINERY 
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FROM THE 


om FILES ve 


25 Years Ago 





Distribution experts predicted that 
the efforts by the Committee on 
Industrial Rehabilitation to en 
courage plant modernization and 
improvement would — stimulate 

the purchase of industrial sup 


plies and equipment. 


R. M. Gattshall, executive manager 
of the Joint Merchandising Com 
mittee, discussed the growing im 
portance of the distributor in the 
economic picture before a meet 
ing of the Chicago Mill Supply 
Club 


The Western Iron Stores Co., Mil 
waukee, moved into qua! 
ters at 319 East Clvbourne St 


new 


A reorganization of personnel at 
Hyman Supply Co., Wilmington, 
N. C., was effected following the 
acquisition of all 
stock of the company by J. B. 
Rice 

Cc. M 


treasurer, and W. D. Jones, mem 


outstanding 


he new officers included 
Harrington, secretary 


ber of the board. 


Rich 
60th 


Smith-Courtnevy 
Va.., 


inniversary. 


lhe 


mond, 


Co., 
celebrated its 


Buford Bros., Nashville, Tenn.., 
who took advantage of dull times 
to improve the arrangement of 
stocks, reported a decidedly im 
proved feeling in Nashville. 


J. Simons, Jr., was appointed 


SHELDON 


CHICAGO 





(1) T-Handle Speed Selector 

(2) Micro-Switch Direction Control 
(3) Speed Change Mechanism 
(4) 2 H.P., Three Phase Motor 

(5) Belt-tension Adjustment 

(6) Multiple V-Belts 


Variable Speed 
PRECISION LATHES 


U.S.A. 


INSTANTLY” 


* Spindle speeds changed at 100 r.p.m. per 
second. Built-in tachometer permits accu- 
rate selection of speeds from 200 to 1800 r.p.m. 
in direct drive-40 to 300 r.p.m.in back gear. 


This new lathe instantly meets every changing 
speed requirement in the tool room, or quickly 
sets and holds to any prescribed speed for 
production runs 

Rugged, Heavy-duty Variable Speed Drive 
—an oversized unit with double V-belts 
throughout that delivers positive full-power to 
the spindle. 

High 
1800 r.p.m 
300 r.p.m 


Spindle Speeds—from 200 r.p.m. to 
(direct drive), from 40 r.p.m. to 
in back gear 
Instant and Automatic (power driven) 
Speed Selection—Only 9 seconds to change 
from low to high speeds in cither direct drive or 
backgear. Speeds are changed automatically 
when T-handle is lifted or pushed into engage- 
ment 
High Horsepower at All Speeds—Because 
the drive unit is oversized, it has larger belts 
which deliver maximum gripping power at all 
speeds. A2 H.P., three Phase motor recom- 
mended. 
Additional lathe features: Zero Precision ta- 
pered roller spindle bearings, 54 pitch gear box, 
heavy cast pedestal, tool-room accuracy. Op- 
tional accessories include hardened bed ways, 
LOO long taper key drive or 4” D1 Camlock 
spindles 
Sheldon Precision Variable Speed Drive Lathes 
are available in 11” or 13” Swing. Model 
WM.-56-P (Illustrated) less motor and switch, 
$1,944.00 F.O.B. Chicago. Other 10", 11", and 
13” Sheldon Precision Lathes from $832.00 up 
Also 13” and 15” Sebastian Geared Head Lathes 
Sheldon Milling Machines and Sheldon 
Shapers. 


Write for Catalog 


SHELDON MACHINE CO. INC. 


4232 N. KNOX AVE. * CHICAGO 41, ILL. 


Each Sheldon Lathe has its complete complement of production attachments and accessories 
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| 25 Years Ago (Cont'd) 


? LA : J G R I vice-president of the General 


PLATE FASTENERS FOR CONVEYOR BELTS Machinerv Co.. Spokane. Be 
Jr., son of E. J. Simons, president 





of the company, just completed 
the mechanical engineering 
course at Washington State Col 


lege. 








Make strong dust-tight arry Ruhf, president, National 

joints in belts of any width, Supply & Machinery Distribu 
Special design spreads tension tors’ Association, stated that the 
current business depression had 
done much to improve the stand 
assures smooth ing of distributors with both 
manufacturers and users, but 

warned that such advantage must 

be capitalized upon to be worth- 


across belt, allow natural 


while. 


H. R. Ireland III was elected to 
succeed his father as secretary of 
the Industrial Supply Co., Terre 
Haute, Ind. John B. Scofield took 


. 
ARMSTRONG BRAY & CO. . 

ve ; rene , 
5356 Northwest Highway, CHICAGO 30. U.S.A over the position of gene ral — 
ager of the concern, thus dividing 


the duties formerly held jointls 
by H. R. Ireland II. 


HEAVY-DUTY 


A. L. Freedlander, vice-president 
and factory manager of The Day 
ton Rubber Mfg. Co., announced 


he would ride the Graf Zeppelin 


from South America to Germany 
when the famous airship made its 
fourth trip from Parnabuco, Bra- 
zil, on Oct. 29. 


ARC Available in 18 different 
DED sizes, Pollard one-piece 
WE. Bench Legs are ideal for 10 Years Ago 
single unit or continuous 
Soames. Tels Sasepeey Henry J. Allison of Allison-Erwin 


design, angle-iron con- : : 
eee id and arc welding Co., Charlotte, N. C., presided 


assure many years of ser- at the opening session of the 
vice-free installation! Hardware Convention in Atlan- 
WRITE FOR CATALOG No. 304 tic Cit 

i 





Harry Rinehart, secretary-treasurer 
of the National Supply & Ma- 


chinery Distributors’ Association, 

announced overwhelming  ap- 

POLLARD BROS. MFG. CO. proval for an amendment to the 

6 al 5504 Northwest Highway association constitution and by- 
Chicago 30, Illinois laws which would appoint the 
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10 Years Ago (Cont'd) 





three immediate past presidents 
of the association to the executive 


committee 


In Nov., supply sales fell to 319 on 
the Index, 23.2% below Oct. but 
5% above Nov. 1946. Wholesale 
prices climbed to a new postwat 
peak, while new records were 
being set in homebuilding, auto 
mobile production and_ bitumi 


nous coal output 


\ letter from Harvard University 
appeared in our “Letters to the 
I:ditor” column, requesting per 
mission to include several reprints 
from the magazine in a new 
marketing textbook then being 


compiled 


Gene Flack, president of the Na- 
tional Federation of Sales Execu- 
tives and a member of the Na- 
tional Distribution Council of the 
Department of Commerce, ad 
dressed the closing banquet of 
the 15th annual meeting of the 
Central States Mill Supply Asso- 
ciation at  Chicago’s Palmer 
House 


J. A. Webb Belting Co., Inc., Buf 
falo, precedes ‘the formation of 
an engineering unit, under the di 
rection of Herbert Strickler, to 
service customers’ power trans 


mission problems 


Ed Stvan of Strong, Carlisle & Ham 
mond Co. addressed a sales con 
ference at Shakeproof, Inc., on 
the subject of “Manufacture-Dis 
tributor Relations.” 


Dan Northup, president, Henry G. 
Thompson & Son, hosted a foot- 
ball party at the Yale Bow], aided 
and abetted by his colleague, Al 
l'ucker, who provided a pre-game 


lunch 


ENGINEERED 
FOR SAFETY 


U-W GOLD CLIPS 


®@ Designed for rugged duty 
@ Wide range of sizes from " to 1%" 


@ Convenient packaging speeds handling 


HE Gold-Clip, an important addition to Upson-Walton’s 
complete line of highest quality wire rope fittings, is fast 


becoming industry's standard for rugged, dependable serv- 


ice .. . can set new profit standards for you. U-bolt gold- 
chromate coated after galvanizing fOr easy identification. All 
Gold-Clips are drop-forged from high grade forging steel. 

Available in %" through 14" sizes. Convenient packaging 
speeds inventories, eases your handling job. Write for com- 
plete details. The Upson-Walton Company, 12525 Elmw ood 


Avenue, Cleveland 14, Ohio. 


the UPSON-WALTON (m= 


SINCE 1871 


Manufacturers of WIRE ROPE « ROPE FITTINGS « TACKLE BLOCKS 
CRANE HOOK BLOCKS 


Other offices: Chicago «+ Pittsburgh « New York 
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FOR 


YOUR 


VALVE REQUIREMENTS 


Source 


DETROIT CONTROLS 





Brand 


D.T. elba 
Wi iliinensec 





Type 


Lever Handle Gate Valves—all top quality. For 
full information write for Catalog 800. 





Meet all 


Specifications 





government, 
specifications. 


marine and _ industrial 








No. 130 Quick and full straightway 
opening and closing with short 
movement of lever. For steam pres- 
sures to 100 Ibs. and air or liquids 
to 150 Ibs., up to 500° F. Medium 
bronze construction, with malleable 
iron lever handle. 


¥ 





No. 131 Short movement of lever 
gives quick and full straightway 
opening. For steam pressures to 200 
Ibs., and air or liquids to 300 Ibs., up 
to 500° F. Heavy bronze construc- 
tion. Lever handle of malleable iron 





No. 736 “Quik-flo” Valve. Heavy 
bronze construction and suitable for 
wide application. For hazardous 
liquids; listed by Underwriters’ 
Laboratories, approved by Factory 
Mutual. Steam pressures to 125 Ibs. 
and air or liquids to 200 Ibs., up to 
450° F. Malleable iron handle. 





No. 835 “Quik-flo” Valve. Self- 
closing and of heavy bronze con- 
struction. Designed for controlling 
hazardous liquids; approved by Fac- 
tory Mutual. For steam pressures to 





125 lbs., and air or liquids to 200 
lbs., up to 450° F. Lever handle of 
malleable iron. 





Quality Protects Your Investment-- 
American-Stardard Quality Is Available At No Extra Cost. 








Bridgeport 1, 
Connecticut 
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Division of Amenican-Stavdard 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1957 








10 Years Ago (Cont'd) 





Price cutting, again rearing its head 
after the war vears, was the sub- 
ject of editorial comment in the 


Nov. issue of MILL SUPPLIES. 


Federal Pipe & Supply Co., Fresno, 
Calif., moved into larger quarters. 





Obituaries 








S. E. Williamson 


S. E. Williamson, 
Schlatter Hardware 

S. E. Williamson, 67, president 
of Schlatter Hardware Co., Ft. 
Wayne, died July 18 in Angola, 
Ind. 

Mr. Williamson affili 
ited with the hardware firm in 1932 
and was representative of the Sher- 
win Williams Paint Co. in the Ft. 
Wayne area for 37 years. He re 
signed that position when he be 
came president of Schlatter in 1956. 

Mr. Williamson was a member 
of Summit City Lodge 170, F. and 
A. M., the Scottish Rite and Shrine. 
He also was a member of Bethany 
Presbyterian Church. He served in 
the Navy during World War I. 

He is survived by his wife, Ruth; 
two sons, George and John; two 
stepchildren; eight grand children, 
and a sister. 

John Williamson succeeds his 
father as president of the hardware 


became 


firm. 





Hiram Wilson 


Hiram Wilson, 
John H. Graham 
Hiram Wilson, special industrial 
representative for John H. Graham 
& Co.. 
Mr. Wilson had been associated 
with John H 1916. 
He was originally assigned to the 


Inc., died suddenly Sept. 27 


Graham since 


Pennsylvania territory but in recent 


years had been doing specialty 


work in the industrial trade 





Archie Birmingham 


Archie Birmingham. 
John H. Graham 
Archie 
land 
Graham & Co., 
Mr. Birming 


Birmingham, New Eng 
representative fol John H 
Inc., died Sept 24 


ham joined John H 


Graham in 1910 and rose from office 
bov to New England representative 
He was a member of the Yankee 
Hardware Men and the Eastern 
Hardware Golf Association 








HARRINGTON 





- PEERLESS 


—the complete hoist line that helps you 
build profitable sales in many markets 


PEERLESS PACKET 
HOISTS —' ton 


all-steel or 


Ask for Bul- 


PEERLESS MODEL C 
HOISTS 
capacities 
tent lifting of loads 
for Bulletin P-11 


to 60-ton to 2 
for intermit 


Ask 


capacities 
aluminum 


letin P-5 





PEERLESS PACKET HARRINGTON |-BEAM 





TROLLEY HOISTS TROLLEYS geared 
—'2 to 2-ton capacities and plain models in 

for lifting and con capacities from “% to 
veying loads on a wide 20 tons ease move 
range of I-beams. Have ment of materials, are 
extremely low head adjustable to a_ wide 
room. Ask for Bulletin range of I-beams. Ask 
P-35 for Bulletin P-65 


BEARCAT ELECTRIC PEERLESS PALLEVER 





HOISTS — 17004000 D, PULLERS and 
lb. capacities—feature . l-ton capacities have 
interchangeable spur minum housing for 
gears which permit you light weight, steel me 
to obtain desired hook c m for strength 
speed and determine I tr o brake 
the lifting capacity of olds load in any posi 
your Bearcat Hoist or Ask for Bulletin 
Ask for Bulletin P-53. P-40 





For profitable sales in many markets, stock and sell the Harring 


ton Peerless line of quality hoist products. You can find a 
prospect wherever lifting jobs are done, and seldom will you 
have to turn down an order because there isn’t a Harringtor 
Peerless hoist to do the job 

In addition to the complete line, Harrington protects you 


does consistent national 
Expe! 


4 
} 
n 


with a strong distributor sales policy 
advertising, offers you complete sales promotion aids 
Harrington distributors over the few years 


ence ol past 


shown that the average gross profit per unit is better than 25 
and turnover is as high as 12 times per yea! 
Send for the Harrington 


line and the sales policy backing It 


THE HARRINGTON COMPANY 


if f Hoists Sir 
Plymouth Meeting 11, Pa. 


more information about Peerless 


hers ¢ QT / 
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MORGAN 


OFFERS A 
WELL PLANNED 
AND 
HELPFUL 


VISE 


SALES AND 
SERVICE 


SET-UP 


® Give us the opportunity 
to serve you and we know 
from experience that you 
will find MORGAN a vise 
supply source highly val- 
vable in your sales pro- 
gram. 





Every sale you make is 
backed by an uncondi- 
tional guarantee. Each 
vise reaches you and your 
customers in a_ strong 
fibreboard carton which 
protects against damage 
in transit. 

Write for the 

MORGAN Distributor Plan. 


We urge users to buy thru their local 
distributor. 





| MACHINISTS* VISE 
Solid Jaw Stationary Base 


SHEET METAL 





' MACHINISTS® VISE 
Solid Jaw Swivel Bose 


HINGED PIPE 

















UTILITY BENCH COMBINATION PIPE 


MORGAN VISE COMPANY 


TIO N. JEFFERSON ST 


CHICAGO 6, ILLINOIS 
Established 1892 
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(Starts on page 124) 
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. 





Miller 


Karl L. 


Miller Returns to Executive 


Post with Buffalo Bolt 


C. Neal Turner, president, But 
falo Bolt Division, Buftalo-Eclips« 
Corp., announced the appointment 
of Karl L. Miller 
president. 

Karl Miller entered the employ 
of Buftalo Bolt Co. in 1940 and for 


eight vears covered the Wisconsin 


as assistant to the 


Minnesota territory as a salesman 


In 1948 he was advanced to sales 
promotion manager and later to 
sistant general sales manager 
From 1954 to Aug. 31 of this 
vear, Mr. Miller was Chicago rc 


gional sales manager for Columbus 


McKinnon Chain Corp. 


Gorman Named 


Director of Purchases 


The appointment of Thomas J 
Gorman as director of purchases, 
Quaker Rubber Division, H. K 
Porter Co., Philadelphia, was an 
nounced by George A. Dauphinais, 
vice-president and general manager 

Mr. Gorman joined Quaker in 
1939 and for the past ten years was 
Chief Chemist. 
the American Chemical Society and 
the Philadelphia Rubber Group, of 
which he is a former chairman. 


He is a member of 





1957 





DARNELL 


p> CASTERS AND WHEELS ~@ 


gytl 





The Quality Line 


RUBBER TREADS a wide choice of treads suited to all types 
of floors, including Dernelioprene oil, water and chemical-resist- 
ant treads, make Darnell Casters and Wheels highly adapted to 
rough usege 

RUST-PROOFED by mac plating, Darnell Casters give longer. 
core-free life wherever water, steam end corroding chemicals 
ore freely wed 


LUBRIC ATION all swivel and wheel bearings ore foctory 
pocked with o high quality grease thet “stands up” under ottock 
by heet and woter. Zerk fittings are provided for quick grease- 
gun lubrication 


STRING GUARDS Even though string and ravelings may wind 
Ground the hub, these string guards insure easy rolling at alt 
tunes. 


DARNELL CORPORATION, 


DOWNEY 
60 WALKER STREET, NEW YORK 3. NEw YORK 


LTD. 


LOS ANGELES COUNTY ALIFORNIA 


36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 














E. J. Bolduc 


Wickwire Spencer Steel 
Announces Promotions 


[wo appointments in the Wick- 
wire Spencer Steel Division of the 
Colorado Fuel & Iron Corp. were 
announced by L. A. Watts, general 
sales manager. 

kK. J. Bulduc was named New Eng- 
land district sales manager and C., P 
Harlow will be sales manager of the 
hardware products department 

Nii 
offices in Boston, has been associated 
with Wickwire Spencer Steel since 
1920. Until appoint 
ment, he was Coburn products sales 


Bolduc, who will maintain 


his recent 


manage! 
Mr. Harlow joined 
Spencer Steel in 1936 


recently 


Wickwire 
He was most 
manager of 

Mr. Har- 
low will headquarter at the firm’s 
Wire 


assistant sales 


the New England area 


Fabric 


American 


Wolf, Pa 


subsidiary, 


Corp., Mt 





Cc. P. Harlow 



















Brown asharpe Hes BUT MT CMa 
with Economical Chips in Mind 


_ 


- ‘ 


7 




















= 
— Center cutting End Mill plunges vertically into work- 
————. piece. When milling a slot to desired width, metal 
-P removal is concentrated on the peripheral teeth. 
+4 | - . 
Oi 7 . . 
meee High Speed Slotting with 


High Speed Steel End Mills 


... means High Speed Sales for 
Brown &Sharpe Distributors! 


Yes, continuity in product quality, continuity in advertising promotion, 
result in a continuing increase in cutter sales for Brown & Sharpe 
Distributors! 


Brown & Sharpe emphasizes BUY THROUGH YOUR LOC AL DIS- 
TRIBUTOR for expert attention, job engineered and tested tools, and 
for service from a “standard” stock of over 2300 High Speed Steel 


Cutters! 







Thousands of metalworking buyers read 
Brown & Sharpe’s national advertise- 
ments and CALL THEIR DISTRIBUTORS 
DAILY to order from over 2300 high 
speed steel tools in this 80 page catalog. 


Brown & Sharpe 


BROWN & SHARPE MFG. CO. 





e PROVIDENCE 1, RHODE ISLAND 


STOCK OF OVER 3000 STANDARD TOOLS! 
Obtain impartial High Speed Steel, Carbide and Carbide Tipped tooling 
| recommendations from your Brown & Sharpe-NELCO Distributor. 
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~EeVIeaa Tools 


New steel tapes... 
25, 50, 75 and 100 feet 


L. L. Fowler 


Fowler Heads New 
Infileo Endeavor 


L. L. Fowler, specialist in the 
field of continuous automatic clean 
ing of industrial liquids, joined In- 
filco, Inc. He will head a new de- 
partment which will design and 
manufacture equipment for high 
efhciency coolant and cutting oil 
recovery for use in grinding, honing 
ind other metal working applica- 
hions 

Mr. Fowler was director of pre 
ventive maintenance for Houdaille- 


Herschey following World War II. 


New Stanley Steel Tapes with features carpenters and builders have : 
asked for... priced and packaged to sell. It’s the newest and best In 1950 he joined Barnes Dnill Co. 
designed line with features to talk about . .. features like these: is sales manager of the filtration 


WHITE TAPE—%" wide with protective coating of clear lacquer 
for longer wear. %” graduations. 


EASY TO READ—Big black inch 
numbers with foot markings in 


red for quick reading. FO) iF 3 F 


STUD MARKINGS—Every 16 inches— De aed 
printed in red. | 


DURABLE CASE—Tough steel with plastic fabric cover... in- 
side copper plated to resist rust. 

SMALL AND COMPACT—Fits overall pocket . . . lighter in weight 
than other tapes. 

SIMPLE ASSEMBLY—Easy to clean or replace blade. 

SPURRED HOOK RING—Permits one-man measuring. 


division 

his new endeavor by Infilco rep- 
resents its first entry into the metal 
working field at the production-line 
level in its 63-vear history 


Market Researchers 

Address Statistics Forum 
Reginald C. Morrell, manager of 

market research for Associated 

Spring Corp., and Hugh Britton, 

director of the business census de- 


EXTRA—FREE . : 
Plastic Carrying Case partment of McGraw-Hill Publish- 
: ing Co., were invited to take par 
Stock and sell the complete line. > we ted to take part in 
Stanley Tools, Division of The 
Stanley Works, New Britain, Conn, 


the recent discussion meeting of the 
(American Statistical Association. 

Mr. Morrell spoke on the “Revi 

sion of Industrial Classification”, 

vhile Mr. Britton took as his topic 

STAN LEY he Use of Standard Industrial 

Classification in Market Research.” 

This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric he discussion of industrial sta- 


tools » drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs tistics was a feature of the 117th 
« coatings « strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


imnual meeting of the American 
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Statistical Association in Atlantic 
City Sept. 10-13. Other participants 
in the meeting included Frank A. 
Cisar of the U. S. Office of Statis 
tical Standards, who reported on 
“The Standard 
Classification”, and Louis Levine of 
the U.S. Department of Labor, who 


spoke on “The Role of Industrial 


Revised Industrial 


Classification in State Employment 
Security Programs.” 


Names Market Research 
And Sales Training Manager 
D. W. Widmayer, vice-president, 
Keasbey & Mattison Co., 
nounced the appointment of Han 


an 


ford Gruher to the newly created 
post of Market Research and Sales 
Training Manager. Mr. Widmaver 
stated that the appointment is in 
with the firm’s stepped up 
program of broadening its market 
for existing products and expansion 
into new product lines. 

Mr. Gruher was formerly on the 
general sales staff of the Multiwall 
Packaging Division of the St. Regis 
Paper Co. Prior to 1954, he was 
district 
ventilating and air conditioning 
with the Timken Silent Automatic 
Division, Timken-Detroit Axle Co 

He has lectured on sales manage 
ment and marketing at the Grad 
Adminis 


line 


sales manager of heating, 


of Business 
York University, and 
of the 
Architecture and 
fol 


uate School 
tration, New 
vice-chairman 


is currently 


committee on 


Construction Research Long 


Island Home Builders. 


Hanford Gruher 


New 
ARO 
PAINT 


PUMPS 


@ Safer... 


materials to spray guns 


@ Pumps wide variety of industrial fin- 


ishes 
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—_-4 


EMBER 


eliminates pressure pots... 
no pressure on paint container. 
@ Circulates clean, fresh, uniformly mixed 


“/ 

Tr , 
Ws 
/ 
& 


a 


—— Ce 4 


Big Market 


All types of industrial plants 


Portable 50-lb. unit for 
production-type spraying 


wide use in 


7 gallon portable units for small produc- 
tion plants and maintenance painting 


55 gallon stationary units for larger pro- 
duction plants— pumps from original 
drums of material 


Complete circulating systems for multiple 
spray gun set-ups, continuous operation 


Complete line! Aro paint pumps, spray 
equipment and provide top 
performance for all paint spraying. 


accessories 


WRITE for new catalog 200. 


is 


d 


he Aro Paint Pump line 
sold through selected 


istributors. Ask for 


franchise details 


THE ARO EQUIPMENT CORPORATION 


GENERAL OFFICE"—8R YAN, OHIO 
Piants at Bryan anc Cleveland, Ohio 
Aro of Calif., 31 41 S. Grand Av>., Los Ar 
Aro Equipment of Canada, Ltd ronto 15 
Offices in All Principal Cities 


® 
PAINT PUMPS 


» Also... Industria! Lube Equip- 

ment . Air Tools Air Hoists 

Aircraft Products Grease 
Fittings 


1957 





LUBRICATING 
DEVICES 


EX 


‘“\MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 
@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 


feeds — four sizes of Reservoirs John L. Leisenring 


enn a Gans eS cD aD aD eee eee eee ee em ee ene 


Leisenring and Cadigan 

liabl - :, = : 
A re iab e, positive, and automatic lubricating Appointed by Rockwell 
device—thrifty in oil consumption—requires ’ 


A combination of maxi- 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 

. and other Brass Products 


little or no attention. 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


John L. Leisenring, Chicago dis- 
trict sales engineer for Rockwell 
Mfg. Co.’s Meter and Valve Divi- 
sion since 1948, was promoted to 
assistant manager, gas products 
sales, with headquarters in Pitts- 
burgh. At the same time, it was 


announced that John J. Cadigan 
ESSEX BRASS CORPORATION was eeited to succeed William 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. | MacLachlan as regional 
os — school sales specialist for Rockwell’s 


, Delta Power Tool Division. 
The Quality Line 


In his new capacity, Mr. Leisen- 


ring will assist Donald C. Morgan, 
for your trade 


eastern 








assistant vice president and gas 
products sales manager, in directing 
the firm’s gas meter and regulator 
sales program. 

John J. Cadigan, an 
irts teacher, comes to Delta from 
a teaching position at Hanover, 
N. J., High School. He taught pre- 
viously at Moorestown and River- 


ton, N. i, schools. 


industrial 


* TAPER PINS 
¢ STRAIGHT PINS 


* WOODRUFF KEYS 
* STAN-HI-PRO KEYS 
* MACHINE KEYS * COTTER PINS 
* MACHINE RACK © SPECIAL PARTS 


Here's quality that selle—repeatedly 
“STANHO™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel, 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 

Bulk or packaged. 


Write for details and prices. 


STANDARD 


FIORSE NAIL CORP © 


John J. Cadigan 
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Harnischfeger Appoints 
Jones to Head New Activity 
Henry Harnischfeger, executive 
vice president, Harnischfeger Corp., 
announced the appointment of 
R. P. Jones as general manager of 
the firm’s Soil Stabilizer and Sierra 
Loader activities. In his new posi- 
tion, Mr. Jones will be responsible 
for sales, engineering, production 
and service of both product lines, 
working directly with Jack Catalane, 
general sales manager of Harnisch- 
feger’s construction and mining di- 


vision. 


R. P. Jones 





Pratt & Whitney Opens 
New Branch Sales Office 

As part of a major expansion pro 
gram of branch offices, Pratt & 
Whitney Co. announced the open 
ing of a new branch sales office in 
Charlotte, N. C. 

Located at 1220 Fourth Street, 
the new Charlotte branch will be 
the area headquarters for machine 
tool, cutting tool and gage sales. 
James F. Royster, formerly attached 
to the company’s Birmingham office, 
will serve as manager of the new 
branch. Ralph I. Friend, of Pratt 
& Whitney's Cincinnati office, will 
supervise office details and stocking 


programs 


M-F Lock Nut Appoints 

Edward Klewicke was appointed 
by the MacLean-Fogg Lock Nut 
Co. to handle M-F Lock Nut sales 
in all counties but Wayne, Genesee 
and Oakland in Michigan 





STRONG 7 


NATIONAL ADVERTISING 


Supports You... 
Over 5,000,000 Messages Annually 


FLEXCO and ALLIGATOR 


Belt Fasteners 





SY 


, vit RIC ts ¥ 


36 leading national trade 

publications carry the story of 

FLEXCO and ALLIGATOR to industry 

—the best advertising support provided 

by a belt fastener manufacturer. 


FLEXCO and ALLIGATOR Belt Fasteners are 
consistently advertised to men who buy and 
use belts and belt fasteners .. . urging them 
to buy from their industrial supply house. 


FLEXCO and ALLIGATOR advertising is par- 
ticularly strong in the coal and metal mining 
fields as well as the vast construction market. 
FLEXCO and ALLIGATOR Conveyor and 
V-Belt Fastener advertising, in leading publi- 
cations throughout industry, is slanted to help 
you sell these leaders — the original quality 


FLEXCO HINGED FASTENERS belt fasteners. 


Sell FLEXCO and ALLIGATOR ... the best 
a. aa known, the easiest to sell, the most profitable 
. . « the most complete line of quality belt 


ALLIGATOR V-BELT FASTENERS fasteners in the field. 


| FLEXIBLE STEEL LACING CO. 


4633 Lexington Street, Chicago 44, Illinois 
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“RAWLPLUG | m= 


MASONRY ANCHORS. 


NEVER 
LET GO!”’... 


Says USER 


for over 


18 years 


Using a 5°’ drill Millwright 
bores 3'/' deep hole 


Frank M. Burt 


He inserts 


Rawiplug in 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 
DUSTRIAL PLANT (Name 
on request) 


Millwright Leonard Gillis states: 
“I've been at this plant 1812 years 
and have been using Rawiplugs since 
I started here. I understand that the 3” rew is placed through 
fellows before me were using Rawl- Bem log inte Rawtyin 
plugs. I use about 20 or 25 Rawiplugs =F es —o 
a day for lagging. I find them very oSl wei A 
simple to use. A smaller hole is drilled, ’ 
making the job faster and easier. The tum- 
bler which I just lagged is used for polishing 
and de-burring. It vibrates constantly when 
in use, but Rawiplugs will not let go. 

Some heavy presses were lagged with Rawl- 
plugs about eight years ago, and they are still 
holding firm. 

We also use Rawipiugs to set up quick 
angle iron braces to hook up a block and , 
tackle when moving heavy presses. As a. , eae 
long as I've been using Rawiplugs, I’ve Completely legged relteninnnal 
never had one let go.” tumbler ready for use 


RAWL RAWL HAMMER-SETS ' ced 
-CALK-INS : ee 


all 


David C. Hamilton 





e M. Hassinger 


RAWL DRILL-HAMMER 


= RAWLPLUG Co., Inc. | Dayton Rubber Realigns 


204 Petersville Road Sales Territories 


New Rochelle, New York bi Six new district managers were 


RAWL aie: ippointed by The Dayton Rubber 
CARBIDE: Co.'s Industrial Wholesaler Divi 


RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG-SHIELDS _ DRILLS sion in a realignment of sales te 
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tories, R. G. Burson, sales manager, 
announced. 

Frank M. Burt is the new district 
manager for the northern Georgia 
and eastern Tennessee distnct. He 
replaces K. C. Sparks who was pro 
moted to the newly created posi 
tion of assistant regional manager 
of the southeastern region. Mr. Burt 
will headquarter in Atlanta. 

David C. Hamilton will cover the 
Dallas, Fort Worth, Waco and 
Wichita Falls area with headquar 
ters in Dallas. Lee M. Hassinger, 
a former bearing salesman, will cover 
the New Jersey area 

William J. McClure will be man 
iwer of the western district with 
headquarters in Seattle. He _ will 
ver Washington, Oregon, Idaho, 
Montana and northern Wyoming. 

James A. Tinslev will cover South 
; northeastern Georgia and 

rading area around Asheville, 


A new “end” for 


corrosion problems in hose 


See how the patented Fluoroflex-T 


through the fittings and formed 
Here is complete protection for your 
hose corrosion because flui 
contact with metal 
This is the first time chemically 
tings have been combined with chemically inert hi See how Fiuoroflex-T 
: , tube is carried 
a continuous in rral assembly through fitting and 
across face of flange 


William J. McClure Fluoroflex-T flang hose assembli 

need for 

in the fitting for anti-corrosion o 

tion needs a result of the conti: 

construction, aning problems and entrapme 

terials are eliminated for all practical purpose 
This hose 

ana the most ive nds l ap} abl For frequent discon 

where vibrati , obler n ring nects, a modified 

ea gk pisate te. opi — _— _ construction is avail 

indefinitely even at 500°F able using a second 

ary Fluorofiex-T jack 


Stocked by leading distributors nationally eted flange. This is 


I 
data replaceable spares 
® Fluoroflex-T is a Resistoflex trademark, ree.. US 4 the major assembly 

® Teflon is a DuPont trademark from seal-damage 


Originators of high temperature fluorocarbon hose assemblies 


esistoflex 


CORPORATION 
James A. Tinsley Roseland, New Jersey - Western Piant: Burbank, Calif. - Southwestern Plant: Dallas, Tex 
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when your customers need small pumps 


you can build extra profits! 


BRONZE 
Almost 100 sizes and combinations available — 
Gear, Centrifugal and Neoprene Impeller types 





MANY 
INDUSTRIAL USES 
AMERICAN GEAR PUMPS 


7 sizes from 4%” to 
1%” ips., each upper 


@ Coolant Pump Systems or lower, single or 
double shaft, spur or 


@ Fuel Pumping herringbone gear. 20’ suction lift 
7 without priming. Develops 100 psi. 
@ Boiler Feed Systems a. Donald L. Wilson 


@ Drainage Systems patsieiieth (neuen = N. C. He will have headquarters 
- in Greenville, S. C. Donald L. 


as well as many other key IMPELLER PUMPS Kr : 
pumping jobs involving sizes from %” to 114” ips. ~~ ’ Wilson will cover the Canton, Ak- 
ron, Cleveland and Sharon, Pa., 


liquid, high vi it id, Easily Rh. impeller 
-_ d, high ——— fluid is keyed to shaft. Passes small 


or semi-solid transference. | parcicies without jamming. onan” sia ds teat 
lf priming. Operates in both j irca with headquarter;s in eveianad. 
directions at high or low speeds 


including 





Write today for detailed information including 

prices and attractive distributor discounts on the j 

complete AMERICAN Line. Excellent deliveries. . . Ts 
Gartland and Gierl Win 


AMERICAN MACHINE PRODUCTS, INC. | Thor Salesman Awards 
172 CENTRE STREET EE Te NEW YORK 13, N. Y. Samuel P. Gartland of Peoria, III., 
ind Leo Gierl of Allison Park, Pa., 
were both named “Man of the 
Month” in a nationwide salesman- 
ship contest conducted by Thor 


Threaded Rod Power Tool Co. 
Steel and Non Ferrous | Mr. Gartland is a veteran indus- 
; trial service engineer with Thor's 


Chicago branch. Mr. Gierl is a Thor 
tool service engineer in Pittsburgh. 
James Landrum of Fairlawn, 
N. J., Newark contractors tool serv 
ice engineer, and Russell E. De 
Bard, Jr., of Phoenix, electric tool 
service engineer in Los Angeles, 
BENDS COLD! were runners-up in the contest. 
. All four Thor employees will re 
ceive savings bond awards. 








Has Thousands of 
Industrial Uses 


SINTZ crt* high quality-low cost threaded , 

rod has a 1000 and 1 uses! .. . With SINTZ Allen Raises New Plant 
— = make quick repairs economi- Construction is underway in 
cally and reduce down-time to a minimum. Bloomfield, Conn. for the new 


Try SINTZ once and you'll be convinced. . 
*Cold Rolled Threaded—Bends Cold main office and manufacturing facil- 


ORDER FROM YOUR MILL SUPPLY HOUSE— ities of Allen Mfg. Co. The plant 
INDUSTRIAL JOBBER OR DIRECT FROM . . will comprise a 250,000 sq. ft. 
CLAUDE SINTZ INC. — — ‘" single-story factory section and a 
1940 STANLEY AVENUE teeland | two-story, 20,000 sq. ft. office build- 
DETROIT 8, MICHIGAN a ing, interconnected by a. glass 
Be enclosed corridor. Completion is 

STUDS e PIPE PLUGS e FORMED RODS =: meeaeentes forecast for Aug. 1958. 
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Anti-Corrosive Names 
Four Product Managers 


Four regional product managers 
were appointed by Anti-Corrosive 
Metal Products Co., Inc., to direct 
the firm’s 
system. 


new customer service 

Headquartered at the company § 
plant in  Castleton-on-Hudson, 
N. Y., the four 


periodic field trips into their areas 


men will make 
to acquaint themselves with cus 
tomer requirements. 

Frank Richards will the 


area west of the Mississippi, exclud 


cover 


ing New Mexico, Texas, Louisiana 
and northern Oklahoma and Arkan 
sas. These states will be the prov 
ince of Arthur Kuhn, who will cover 
the other southern states as well. 
Willis Earing will travel through 
Illinois, Indiana, Michigan, Ohio, 
western and West 
Virginia. Roy Harrington will cover 


Pennsylvania 


eastern Pennsylvania, northern Del 
aware, New Jersey and New York. 


Anti-Corrosive’s customer service 


system was established to center 


customer service requirements in 


one individual. His responsibility 
will be to represent the customers’ 
interest at manufacturing headquar- 
ters and to see that product per 


formance is satisfactory. 





MRS. OLGO GOULOFF, standing, 
and Mrs. Mona Bacon check inventory 
at Oren-Vanaman’s new quarters in 
Fort Wayne, Ind 





ONE DOSE OF BIG 7 MEDICINE—EVERYTHING’S OK! 


You can perform a real service for 
your customers when you handle 
R/M Big Packings by showing 
them how they can bring order out 
of chaos in their stockrooms. Since 
only 7 types of packing can solve 
almost any problem, stocking is easy 
Matter of fact, any one plant can 
usually do an efficient job with only 
3 or 4 different types of packing 
This is real sales ammunition for you, 


but it’s not all. You can also promise 
lower maintenance costs, less down 
time speedier delivery ind 
simplified ordering. That’s a lot of 
advantages for you to offer 

To top it off, 
policy of 17 
packings for maintenance are sold 
only through R/M dis 
tributors. It means that all your sell- 


ing time 


greatly 


R/M’s 
R/M 


remember 


years’ standing 


authorized 


rings your cash registe! 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


PACKING DIVISION, PASSAIC, NJ. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


INC. 








PACTORIES: Passaic, N.J.; Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Neenah, W 


Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC. Mechanical Packings « Asbestos Textiles « Industrial Rubber « Eng 
Sintered Metal Products e Abrasive and Diamond Wheels « Rubber Covered Equipment « Brake | 


Clutch Facings « Industrial Adhesives « Laundry Pads and C 


e Bowling Balls 
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FANNER 


GIVES SERVICE PLUS 
SERVICE LIFE! 


FANNER thumbscrews and thumb 
nuts are made under closely controlled 
conditions to exacting tolerances. 
Inspection after each manufacturing 
operation insures delivery of only top 
quality products to customers. More- 
over because of FANNER’S extensive 
manufacturing facilities — from raw 
material to finished product, you find 
at FANNER a complete stock of all 
types of thumbscrews and thumb 
nuts, plus a service that meets present 
day hurry-up delivery requirements. 
See the complete line by writing 
for FANNER Catalog T-7 today. 
Also 
A COMPLETE LINE OF 


MARINE 
INDUSTRIAL HARDWARE 


and 


WIRE ROPE FITTINGS 


THE FANNER 
MANUFACTURING CO. 


Industrial Hardware Division 
Executive Offices and Plant 


BROOKSIDE PARK © CLEVELAND 9, OHIO 


WRITE TODAY 
FOR A FREE 
COPY OF 
THE NEW 
CATALOG T-7 
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George C. Sessions 


Associated Spring 
Creates Marketing Post 


lhe appointment of George C. 
Sessions to the newly created post 
of marketing manager for its Barnes 
Gibson-Raymond Division was an 
nounced by Carlyle F. Barnes, pres 
ident, Associated Spring Corp 

In his new assignment, Mr. Ses 
sions will supervise all sales, market 
research, sales promotion, advertis 
ing and related activities for the 
B-G-R division. 

Mr. Sessions has been with Asso 
ciated Spring for nearly 25 years 
For the two he was 
assistant production manager for 
the firm’s Wallace Bames division, 
but all of his previous experience 
sales 


past years 


has been on the side. He 
joined the Wallace Barnes division 
in 1933 as a sales correspondent in 
Bristol, Conn., and in 1947 
promoted to outside sales repre 
New England 


in particular 


was 
sentative, covering 
and the Boston area 
Leschen Appoints Hannon 
District Sales Manager 

W. J. Hannon was appointed 
Chicago district sales manager for 
Leschen Wire Rope Division, H. K. 
Porter Co., Inc., Pittsburgh. 

Mr. Hannon’s new district in- 
cludes the states of Michigan, Wis 
consin, Minnesota, North Dakota, 
eastern Iowa, and northern Illinois 
and Indiana. Until his present pro- 
motion, he was district representa 
tive for Leschen in the St 
territory. 


Louis 


a new line of 
air-operated 
hydraulic presses 


RING UP SALES ON THESE FOUR MODELS: 


> 25 fONS for general pressing and 
production work. 


’ 50 tONS for assembling, straighten- 
ing, and bending in minimum time. 


+ 75 fONS for handling heavy-duty 
press jobs quickly and easily. 


>150 tONS meets the need for extra- 
heavy press work in heavy industry. 


CHECK THESE IMPORTANT DAKE FEATURES: 


Rapid Ram Approach—automatically 
changes to power stroke when it con 
tacts the work. 

Extra Long Stroke—handles 
pressing jobs more easily. 
Movable Workhead— self-contained, 
easy to center over work. Workhead 
can be purchased separately 
Modern Design—all operating con- 
trols at convenient working height 


long 


Write for Bulletin 391 


DAKE CORPORATION 
631 Monroe Street 
Grand Haven, Michigan 








John H. Scherer 


Thermoid Company Names 
New Vice-President 

Warren E. Hill, president, ‘Ther 
moid Co., announced the appoint 
ment of John H. Scherer as vice 
president and director of marketing 
and sales 
Allen. 

For 20 years, Mr. Scherer was 


to succeed Raymond F. 


with Permacel Tape Corp., where 
he was a member of the board of 
directors and, from 1949 to 1955, 
served as vice-president in charge of 
sales. More recently, he was gen 
eral sales manager of the Can Divi 
ion of Crown Cork & Seal Co 


Imperial Brass Moves 


\ completely integrated tube fit 
ting and tubing tool manufacturing 
facility was placed into operation 
at Niles, Ill., by The Imperial Brass 
Mfg. Co. Containing over six acres 
under roof, the new face brick and 
glazed tile structure will house the 
company’s executive and sales offices 
as well as all of its manufacturing 


facilities 





NUCLEAR POWER GATHERS 
STEAM 


Electricity from Britain's first atom- 
derived electric power station at Calder 
Hall is coursing into the national sys- 
tem, reports Chemical Week, MeGraw- 
Hill publication. The Calder Hall start- 
up marked the first step in a 20-year 
atomic power program that Britain 
hopes will provide enough electricity 
to maintain expansion of power ca- 
pacity in the face of the country’s 
dwindling coal supply. 











— WOODS "SURE-GRIP" 
Timing Belt Drives 


ASSURE 

NO STRETCH— 

NO LUBRICATION= 
REDUCE 
MAINTENANCE 
TIME AND COSTS 


Showing close-up of WOOD'S “Sure-Grip” 
Timing Belt Drive on this big lathe 
WOOD'S Drive has efficiency of close 


to 100%. 


HERE’S WHY WOOD’S “TIMING” BELT DRIVES ARE 
YOUR CUSTOMER'S BEST BET: 


No Slippage— Positive engagement of WOOD'S “Sure-Grip” 
Timing Belts’ teeth with pulley grooves assures no slippage, 
no creep, no power loss and precision control of speed ratio. 
Light or Heavy Drives—H.P. range is 1/100 to 750 or more. 
Stock drives run to 200 H.P., but wider belts and pulleys can 
be made to order in Standard lengths and diameters. 
No Lubrication— Absence of metal-to-metal contact eliminates 
need for lubricants, lubricating devices, oil-retaining housings 
. cuts cost and weight. 
Virtually “sound-proof’’—Operates silently at lower belt speeds 
. . Some sound is created by its turbulenée and displacement 
at high belt speeds. 
Highest Mechanical Efficiency—No friction-creating joints, 
negligible heat generation, no slippage loss, no lubricant drag, 
minimum bearing loads. Efficeency — very close to 100%. 
Economical—Long service life, competitive initial cost, no 
lubrication or maintenance, possible savings in design, ease of 
installation . . . all adding up to real economy ! 
Write for further details, today ! 





T. B. WOODS SONS CO. 





CHAMBERSBURG, PA. 


Branches: Cambridge, Mass., Newark, N. J., Cleveland, O., Atlanta, Ga., Do 


OUR 100th ANNIVERSARY 
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DROP FORGED ALUMINUM 
WELDING PIPE FITTINGS 


5200 SOCKOLETS were used on this pipe 
fabrication contract—one of the seventy headers is 
shown below. Note uniformity, strength and 
ruggedness of this drop forged fitting at the 

critical branch connection. 


LOW COST—the pipe fabricator who was 
awarded this job was the one whose bid was 
based on using Bonney Sockolets. 


A. V. Moroz 


Moroz Succeeds Nelson 
At Thor’s Chicago Branch 

\. V. Moroz was appointed elec 
tric tool sales manager for the Chi 
cago branch of Thor Power ‘Tool 
Co., succeeding Arthur R. Nelson 
who retired after 2% vears with the 
firm 

Mr. Moroz joined the Chicago 
branch of Thor as service engineer 
in 1954. He led all Thor electric 
tool salesmen in the country for 
the first half of 1957. 

Mr. Nelson joined Thor in 1910 
In 1917 he began 24 years as an 
automotive manufacturer's and job 
bers salesman, then returned to 
Thor in 1941. He was appointed 


° ° ; Cag | < al iIndnager ( 
if you use aluminum pipe, Chicago branch sales manager for 


SPECIFY and USE 
Irving M. Converse, former ex 


ecutive of Peat, Marwick, Mitchell 
MLG, SIMONI and Co.., was named comptroller of 


WELDOLETS 
SOCKOLETS 
THREDOLETS 
ELBOLETS 


Sold through leading 
warehousing distributors 


electric tools in 1952. 


Names New Comptroller 


ALUMINUM 

CARBON STEEL 

STAINLESS BONNEY 
ALLOY 

for all services 


PENNSYLVANIA DIVISION 


BONNEY FORGE & TOOL WORKS 


DEPT. F ALLENTOWN, PENNSYLVANIA Arthur H. Nelson 
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hor Power ‘Tool Co. to fill th« 
post of the late Frank J. Weit¢ 
kamp. 


Names Sales Manager 
For Kraeuter & Co. 


Joseph Zeclenka, vice-president 
and general manager of Kraeuter & 
Co., announced the appointment of 
Joseph Buhler as national sales 


he firm 


manager for t 

\MIr. Buhler has been associated 
with Kraeuter for more than 12 
vears, as a salesman. Until his ap 
pointment as sales manager, he cov 


ered the metropolitan New York 


Female |. P. T 
Both Ends 


“BOSS” 24:-Honing AIR VALVES 


Built to withstand the hard knocks of mining and construction service, 
ae ae “BOSS” Valves are also ideal for general use on pipe lines, hose 
and New Jersey territory. He pre lines, compressor tanks, etc., and for the handling of water. They do 
viously handled the Chicago-Mil not require packing. 
waukec ha 1 and the southern sea Bronze plug firmly seated by spring tension against harder metal 
7 cat e~ — ee of valve body is automatically honed to perfect seat as handle is 
enanned in meschandisine ond du: turned. A straight, full-flow opening extends through valve body and 
tool pri plug, providing greater capacity with no fric- 


ing the war he became a 


ority specialist with Wright Aero tion loss. Valve opens or closes by a quarter 
nautical in Washington and Wright turn of the handle. 
Field, Dayton, Ohio 


Oo! 





INTERNALLY ATTACHED HANDLE — In sizes %" to 
1%" valve stem and handle are combined in o strong, 
one-piece, forged steel unit which is anchored to the 
bronze plug within the valve body. This patented 
feature eliminates stem and handle breakage. Sizes 
Ya", ¥e", Yo" and 2" have externally riveted handles. Male |. P. T. Both Ends 


“Boss” Valves Are Completely Described in Catalog No. 250 


Harvey P. Roland, treasurer and man 
ser of the supply department, Cuttin 
ls Inc., South Bend, Ind., checks 
order with Nirs \lildred Behret 


n 
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CAN SELL THE VOLUME 
INDUSTRIAL MARKET 


With Wilbur & Williams Specialized Coatings | 


George P. Merrill 


Merrill Leaves Stanley; 
Two Sales Posts Filled 


George P. Merrill, general sales 
manager of Stanley Hardware, an 


iounced his resignation effectiv« 


\t that time, he will leav« 
Stanley Works after nearly 22 

@ RUST @ NON-TOXICITY ears of t 
@ WETNESS @ FREEZING TEMPERATURES luties as cutis cretary-treas 
@ FUNGUS . CHEMICAL FUMES” eT the American Society of 
@ ODOR-FREE PAINTING @ SLIPPERY FLOORS rchitectural Hardware Consultants 

California 

Before jolIning I he Stanle 


T WW 


ike up new 


rks in 1936, Mr. Merrill was 


ict builders hardware 











general sales managet 
— : Hardware in 1946 

Full distributor protection 

Name Ebstyne, Robertson 





} 


Exclusive, wanted sales advantages — each W & W product must have at Harold D. Ebstv a 
least 3 exclusive sales advantages over competitive industrial paints just to a ORYRE Was appomice 
stay in the line... so you know you sell the best! 


Strong Statements? Strong products . .. write today for full information on available distributorships. 
THESE NON-COMPETITIVE W & W PRODUCTS ASSURE YEAR AROUND SALES PROFITS 


Totrust instant Dry Metal Coat — Rubber -Coat Skid Grip Floor Compound — 
h one-coal, Ski 1-proof 


one coal, anli-rust primer-finish 
Totrust instant Dry Enemel ‘ Rubber -Coat Acrylic Masonry Coating — 
the fully chemical-resistant enamel needs no primer 
Super Dampcoat Enamel — : 
goes over damp walls, stands constant moisture, W & W Instant Window Glass Paint — frosted, blue ana 
fungus resistant, no odor to affe t foods Frigid-Coat Enamel — 
DuPont's Liquid Neoprene and Hypaion allows pat 
Zine Shield — galvanizing applied by brush or spray ithout odor 


ning 
ling 


THE WILBUR & WILLIAMS CO. 


130 Lincoln Street Boston Brighton, Mass. 
Harold D. Ebstyne 
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press HARE 
>» PENCIL ONLY 
USE nO.¢ \ 
COMPANY 


A 


THE BRISTOL 


Now Bristol Socket Screw Division 
Ships your urgent orders in one day or less 





ia 


And, cuts distributor paperwork up to 26 times! me day or less if you reques 
There’s no typing to do, no pricing. And that’s not all: There’s no need for you to check 
Big reason for this outstanding time and work save. invoice, acknowledgement or packing list against order. 

is the new, prepriced Bristol E-Z purchase-order-invoic« The camera doesn’t make mistakes! 

form. Just fill in the blanks using an ordinary lead pen- Just one way Bristol’s advanced business methods 

cil. Net prices per hundred are printed right on the help the distributor. You can add: New individual pack- 

form. No looking up prices. No complicated discounts to aging—even for bulk orders. New, simplified labeling. 
figure. Mail. Your paperwork time can be cut from as much New, speedy phone and TWX service—answers your 
as 80 minutes to about 3 minutes—a 26-fold reduction! questions in seconds! These are just a few of the big 

When your order reaches Bristol, we make fast photo- new features aimed at making life easier and more prof- 
copies of your order—takes only 3 minutes to produce itable than ever for the Bristol socket screw distributor. 
acknowledgement, packing list, invoice, etc., and route P.S. A few localities are still open for distributo 


¢ 


to the proper departments. Your order is on its way in Write for information. 


ranips. 


Precision socket screw manufacturers since 1913 THE 


Oris Hex Socet Sree “ae BRISTOL 


; *ab 4 
* = = | 
GY To! | 
' i 
ed . tele @€smp-i 28) Mia Abt e), | 
oie ee oe ee Be diameter. WATERBURY 20, CONN. 
— - — = * ——— 
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SPRING WASHERS [ 


—keep district manager o Chicago 
bolted rea for Stanley-Judd. Gordon H 


Robertson, Jr., was named sales rep 


. 
assemblies resentative for The Humason Mfg 
: Co., also a subsidiary of The Stan 
tight pion t a 


ec\ W orks. 
Mr. Ebstvne joined Stanley-Judd 


permanently! in 1956 as a salesman in the Chicago 


irea. He was formerly associated 


with the Schenlev Laboratories in 


Kantlinks by National New York. Mr. Robertson joined 
are the spring lock the Customer Service Department 


washers your customers it Humason after his discharge 
rely on for the bolted 


from the Armed Forces in January 
security of their finished se 

products. Distributors Mad River Supply 

know that easier-to- Names Mill Supply Head 
handle packaging, sales- William G. Carver 1 


has been ap 


producing literature and pointed manager of the Mill Supph 
a sound distributor pol- Division of Mad River Supply C 
icy add up to greater Springfield, Ohio. 

profits on spring lock He was formerly y 


washers! Larkin Co.. Davton 





Catalogs Available— 


Complete Na- ‘ete 
tional Catalogs <& 
are available = 
for counter ~jiarhak 
stacking or dis- jee 
tribution to 

your customers. 


NATIONAL — easier to sell because your customers 
know these dependable spring lock washers by name! 
Opportunity for Distributors! 


NATIONAL offers an excel- THE NATIONAL 
lent opportunity to industrial LOCK WASHER COMPANY 


distributors. W rite, today, for NEWARK’ 5. NEW JERSEY Checking an order at The Mossman 
complete information on the VE WA “Ww Se Yarnelle Co.. Ft. Wavne. Ind. 


NATIONAL line! MILWAUKEE 2, WISCONSIN unterman Harold Beard 
Representatives in Principal Cities in the United States and Canada CONTINUED ON PAGE 242 


AL 
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Distributors Find 
Gun Drills a Big 
Profit Producer! 


Chicago-Latrobe Distributors are 
steadily increasing their business 
with Gun Drills. Reason? It’s 
simple. More and more production 
men are finding that C-L Gun Drills 
produce excellent results on many 
otherwise difficult drilling jobs. 
And Chicago-Latrobe Distributors 
get the business because C-L tratned 
Sales Engineers have done so much 
more to help sell them. The ad you 
see to the right of this column is 
the current C-L ad on Gun Drills. 
It is appearing in nearly all of the 
most influential trade magazines 
... taking the C-L story direct to 
your customer. 

In Gun Drills as in the rest of 
the Chicago-Latrobe line there’s a 
never-ending effort to: (1) Produce 
finer products. (2) Produce more 
effective tools and aids for the C-L 
Distributor. If you want a better 
line to sell— call in Chicago-Latrobe. 


Chicago-Latrohe 
Gun Drills... 


PART OF THE COMPLETE 





‘All he did was suggest 
Chicago-Latrobe Gun Drills...” 


More than one production man has pulled his shop 
out of a tough spot by discovering that Chicago- 
Latrobe gun drills offered a new and practical way 
to do certain difficult drilling jobs. Consult your 
Chicago-Latrobe distributor. He’s had wide experi- 
ence in this specialized field, and he has a C-L Service 
Engineer available to him who rates as the final 
authority on gun drilling. 


DRILLS - REAMERS + CARBIDE TOOLS + COUNTERSINKS - COUNTERBORES ~- SPECIAL TOOLS 





CHICAGO-LATROBE LINE 


© 











CHICAGO+LATROBE 
427 W. ONTARIO STREET - CHICAGO 10, ILLINOIS 


OFFICES AND WAREHOUSES 
NEW YORK + DETROIT + CHICAGO + LOS ANGELES 
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BUT WOULDN'T YOU 
RATHER HAVE THE LATEST 





Now... 


another significant 
advance in a 


great tool line 


Heller 


Ud lempered” 


Flat Ground 


Die Steel 


Heller’s new JOB TEMPERED Flat Ground 
Die Steel is a truly significant advance in the field. 


For one thing, its analysis is reeommended by 
a group of leading consulting metallurgists. For 
another, it is precision-ground to a smooth surface 
finish of 25 to 35 micro-inches with all surface 
defects and decarburization removed to save 
time and effort in tool making. 


It’s easy to heat-treat, too. For instance, 
Heller Oil-Hardening Die Steel will achieve a 
Rockwell C hardness of 64-65 when hardened 
within a temperature range of 1450°F. to 1540°F. 
And a similarly wide range applies to the Air- 
Hardening type. Simple tempering instructions 
are supplied with each piece, so the entire heat- 
treating process is non-critical and virtually 
foolproof. As a result, you are sure of getting all 
the benefits of JOB TEMPERED tools, dies, 
jigs and fixtures when they’re made from this 
superior Heller Die Steel. 








The Industry’s Most 
Powerful Merchandising 
Program Backs This 
Great New Die Steel! 
Heller has consulted wit , received ¢ 


qualif ed ¢ 


to be sure that the analy 


is the very hect f 
going to back tl! 


_ tool engineer Industrial real 
_MaRHINERY Equipment ||4, 
News ae 





And you Bg pi y I andising material 
: wall charts, ‘““‘How to use JOB TEMPERED 
Tools booklet lescriptive f ler lirect mail 
material nd ma ther sales aids to help ; 





Great New Markets... 

When You Handle Heller 
14 |B) 7-1 (©) a @) a Flat G d Dies 
STOCK SIZES ' se oo ones 


INANE: iuaaieg veuen ‘ 
makers, Mmact 
trial plant will find for H 
sales opportu 
make. So it’s another He 


line with prospe 





... the analysis recommended by leading consulting 


metallurgists for Job Tempered Tools and Dies 


Great New Support 
Heller For Distributors... 
Every time Heller advertises t 
you get another push, thanks to Heli 


SOLD EXCLUSIVELY THROUGH 
Heller | 
DISTRIBUTORS 


"YOUR OUTSIDE TOOL ROOM" 


Heller caZacer” [pols 











HELLER TOOL CO., America’s Oldest File Manufacturer 
Newcomerstown, Ohio A Subsidiary of Simonds Saw <« 











New CAMPBELL CHAIN Cnludive 


@- REZ rt 


MEASURE-MARK 


ORIEIGN 


Chain sellers and buyers everywhere have been 


quick to recognize these advantages of new Campbell 


“Measure-Mark” Chain. . 


QUICK, EXACT 
MEASUREMENT 


be 0 sda 
ena poate Ae 57 


INVENTORY 
CONTROL LABELS 


Space provided for "Perpetual 
Inventory" control. Guaranteed 
footage marked on label. 


. furnished at no extra cost! 


COLOR-CODED 
IDENTIFICATION 


re 


ORANGE—Cam- Alley Stee! 





GREEN—Pree! Cai 


(Es 


Color-mark on the chain instantly 
and positively identifies grade of 
chain—in or out of the container. 


STANDARD PACK— 
_ MARKED BY FEET 


In each dander, standard 
footage by chain size—for each 
- grade. Standard 5a cost. 


= aici a 





Ask your Campbell representative—or write us for full 


details on this revolutionary new chain development. 


CAMPBELL 
CHAIN 


AVAILABLE ONLY FROM 


CAMPBELL CHAIN @onacy 


York, Pa. «W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 
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Thomas E. Berry 


DeWalt Names 


New Sales Executives 


Three 


lhree new sales executives were 
ippointed by DeWalt, Inc., a sub 
idiarv of Machine & 
yundrv Co., it was ann 
nde Hamlin, DeWalt 


lhomas E. Berrv was 


American 
nuunced by 
president 
named as 
stant general sales 


manager 1n 


personnel] train 
g and development. In addition 


he will be responsible for 


large of held sales 


] 
dealer 


personnel training in connection 


vith dealer schools conducted by 
DeWalt 

\lr. Berry joined the c 

1955 as district sales manager for 

metropolitan New York terri 

He previously held sales and 


promotion positions with Air Re 


mmMpany i 


duction Sales Co. and the National 


Broadcasting Co 
C. B. Hull III is the new assistant 
manager 


reneral sales responsible 


Cc. B. Hull Hl 









| 
| 
‘ 
| 
| 
| 





tor internal sales operations. He 
will also serve as an advisor to man 
agement on market conditions and 
general sales policy. Before joining 
DeWalt in 1955, Mr. Hull was asso 
ciated with the General Analine 
and Film Corp. where he served 
successively as market analvst, tet 
ritory sales representative, special 
representative and St. Louis branch 
inanager 

Marlin R. Bover was named to 
the position of sales promotion 
manager. Since joining DeWalt in 
1954, he has been assistant to the 
merchandising manage 

In his new capacity, Mr. Bover 
will be responsible for the coordina 
tion of DeWalt product promotion 
it national trade shows and exhibits, 
ind deplovment of salesman-demon 
strators as part of a new sales plan 


for DeWalt dealers 





Marlin R. Boyer 





We Gs 
4 


“Looking over last month's sales 
report—" 








Equsple now a 
SHELVING 


'... often copied, but never equalled 


* om .§ bee, 
a8: = e 2: Woe 


= HE. ee iewt Ft 8 


on 8 alt wt 6-8 Pe s. 
@ su.cis- 
us" 





The fine quality of our product and exclusive stud as- 
sembly makes Equipto shelving the leading line with 
progressive distributors. Equipto works with the dis- 
tributor and offers his customers engineering assistance 
and free layout service. Fast shipments of merchandise 


is assured because of a large inventory of stock. 


Month after month advertising, free catalogs, direct 
mail pieces, envelope enclosures, and publicity provide 
the distributor with ample ammunition to increase his 
volume and sales. This, plus Equipto’s 50 year old policy 
of selling ONLY through distributors, means more ef- 
ficient selling and buying for everyone. 


If you are not now handling the Equipto line, write us to 
learn if a distributorship is available in your area 
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like Kester Solder, Fred, “When it comes to rigid alloy qual- 
production ity control, George, you have to 
hand it to Kester Solder.” 


“Nothing 
for speeding up those 
soldering jobs.” 


Mark T. Gilkison 


Gates Rubber Names 
Industrial Sales Head 


0) 

Mark TI. Gilkison was appointec 

of the industrial sales d 

“| like the way Kester Solder goes sion, Gates Rubber Co., according 
to work, Harry. It's always fast, neat 

economical.” ] nnoul I nt b H. Mir 

CC uncement Dv ¢ In 


“Been using Kester for almost half 
a century, Tom.” 


leant na dir or of 


== ric, president and dire 


a, Wy ; 
: 
4 : , 
- i- ~ e cd I rKISON, Who was assistant 

. - : he. ] 
= ¢ ty p manager of the division, replaces 

«ar 

Wi, J T! who assumed sales 
° ~ luties for Gates on the west coast 
; r. Gilkison joined Gates 1 
\ 1S correspondent. H« 


ea 
ror a vear as held engineer, 


; 


] ] ] 7 
became market developmen 


“The Technical and Engineering “We have no trouble with inspec- | . 2 
Service at Kester is a great help in tion rejects now, Bill, since we I CCl n the industrial division, 


licking production problems, Bob switched to Kester Solder P 


then promoted to hose 
t 


nager before assuming the 


Fae post issistant manager in 1949 
- “——e@ 
(A THAT'S THE WAY 


i . 
THE WORD GETS Halsted. Foote Promoted: 


AROUNS ANMONS VOUR Others Named by A-C 


CUSTOMERS ; . 
ippointment of Robert | 


‘ 


~ 


° ~ , ° } } ] 
Capitalize on Kester Solder’s vir- ste general manager of the 
tually universal acceptance, long- | quipment Division and 
time reputation, unswerving high vote as assistant director of 
quality. Sell Kester . . . and you purchases for the firm was an 


sell the best—all-ways! aoamred ty AliieChalerss Mic 


r. Halsted succeeds P. F. Bauet 

is recently named managing 

lire r of Allis-Chalmers Interna 

tional, a new operating division 

\Ir. Halsted joined Allis-Chalmers 

n 1935 as a salesman in the Cin 
Te 


nati district ofhce. He was 
- 4214 Wrightwood Avenue, Chicago 339, Illinois named manager of the Charleston, 
¢ Brantford, Canada W. Va., office in 1940. In 1945 


Newark 5, New Jersey 
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When you handle 


Thermoid 
Rubber and Friction 
Products 


Your area is 


PACKED WITH 
POTENTIAL 





It’s true! You have prospects in every industry when 
you handle the Thermoid line. With Thermoid, you can 
supply an unusually wide range of Hose, Conveyor Belting, 
Power Transmission Belts—Flat and Multi-V—plus a full 
line of Industrial Friction Materials! And remember, all 
this is backed by Thermoid engineering service and 


technical sales help! 


hermol 


Thermoid Company, Trenton, N. J. 











HYDRAULIC JACKS include single and dovu- 
ble pump models; self-contained pullers, — 
foot-lift jacks; remote-controlled pullers with 
power or hand pumps in 3 to 200-ton ca- 
pacities. Complete accessories and attachments 


i 
: PO 

MECHANICAL JACKS include a wide range of 
lever and screw types, and an extensive va- 
riety of special jacks for railroads, mines, utili- 
ties, oil fields and construction. 2 to 50-ton ca- 
pacities. Complete accessories and attachments. 


SIMPLEX JACKS 


can be a key profit line 
for YOU 


Most Complete Line 

Industrial hydraulic and mechanical jacks. Helps you 
give prospects exactly what they need—quicker. One 
source buying speeds order handling, too. 


High Profit Growing Market 

Increasing use of hydraulic jacks means more unit 
sales with larger dollar volume. Freight allowance 
on 200 Ibs. or over means more profit. 


The Best Known Name in Jacks 

Since 1899 Simplex Jacks have been preferred by 
contractors, machine shops, riggers, ship yards, oil 
drillers, coal and metal mines and many other in- 


dustrial enterprises. 


o7°sS SGQePrtae FO SBE SIMPLEX 


WORLD'S tanGest mPGOUS. OF INDUSTRIAL 
MECHANICAL AND HY 


unarot SACKS verre. 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Illinois 
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he became manager of the Cleve 
land office and four vears later man 
ager of the central region. Mr. Hal 
sted was appointed manager of the 
processing machinery department in 
1955 

succeeds Mr 
Allis-Chal 
mers processing machinery depart 


been 


Edward H. Baxa 
Halsted as manager of 
ment, with which he _ has 
associated since 1941. 

\Ir. Foote replaces C. H. Norton 


| years 


who recently retired after 3] 
of service in the purchasing divi 
sion. Mr. Foote joined A-C in 1936 
ind has been associated with the 
division since 
West Allis 


1953 


firm’s purchasing 


1942. He has 
Works purchasing agent since 


ind will combine that post with his 


been 


new one. He is a member of the 
National Association of Purchasing 


\gents 


Area Sales Slots Filled 


( ( Jordan was appointed 
southeast regional representative fo 
power plant equipment, Allis-Chal 
Mr. Jordan, 


; afte 
steam turbin¢ 


mers Industries Group 
who joined \-C’s 
department in 1923, has been power 
plant equipment representative 
the north central region since 1954 
Four western sales appointments 
were announced by Allis-Chalmers 
Industries Group. James C. Barnett 
was assigned to the Dallas district 
ofice; Hugh ‘IT. Coplen to Phoenix; 
heodore | Nevers to Portland; 
ind, Dale Stephenson as _ powet1 
plant equipment 
the southwest 
quarters in Dallas 
Mr. Barnett joined Allis-Chal 
+ 


mers in 1951 and was most recenth 


representative m 


+} 


region, with head 


plant engineer at the firm’s Boston 
Works. Mr. Coplen just completed 
\-C’s training course 

Mr. Mevers has been a 
Allis-Chalmers in 
1952 Mi 


Stephenson was an application engi 


for graduate 
engineers 
representative for 
Los Angeles — since 
neer in the company’s steam tur 
bine department. 

Donald Sibley and 'T. 'T. Thorne, 

assigned as sales 
sentatives in the Charlotte and 
Washington, D. C., offices respec 
William T. Hoeck and Wal 


Jr.. were repre 


tivel\ 








the order 


im every 


~._advertisement _ 


If you are a Century Distributor, we're constantly building 
acceptance for you...in every Century ad in a selected 
list of publications your customers read. For years Century 
has carried on a consistent advertising program—always calling 
attention to the Industrial Distributor. Not only that, we “‘ask 


for the order” for you, as shown in the ad reproduced here 


This is just one way in which Century pre-sells for you, then 
backs you up with good products, good service and a contract 
that permits you to get al/ the advantages of your selling efforts 


lf you aren’t already a Century Distributor, you’re passing up 
good business in motors, and tie-in sales as well. Call your 
nearby Century District Sales Office. 


Performance- Rated © 


MOTORS ‘CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Louis 3, Missouri * Offices and Stock Points In Principal Cities 
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U.S. Air Force F-101 B Voodoo engine on Bassick Casters, 


Broad line selling wins *8000 order 


Large workstand brings men to job 
at McDonnell Aircraft. 


F-101 B radar (left) and small 
workstand (right) on casters. 


THE 

BASSICK COMPANY 
BRIDGEPORT 5, COHN. 
IN CANADA: 
BELLEVILLE. ONT 


248 


This industrial distributor salesman 
has been selling Bassick casters to 
McDonnell Aircraft Corporation, St. 
Louis, for years. His latest order for 
800 truck casters and locks -- shipped 
in one day, by the way -- came to almost 
$8000. Look how he sold the full line! 


Sells casters, locks, levelizing 
jacks. First there were big 10" double 
wheel Bassick Floating Hub casters for 
the jet engine stands above. Then he 
recommended economical casters for work 
stands (left); sizes depended on the 
size of the stand. Bassick position 
locks were also used on the stands to 
hold them steady and safeguard workers. 
(How many of your customers could also 
use position locks?) 


There were single Flo-Tread Wheel 
Floating Hub casters to carry aircraft 
components like the radar assembly 
(left), and 16-inch casters and Bassick 
Levelizing Jacks (not shown) for 150007 
pound run-in stands used in testing the 
aircraft engines. 


Angle here for you. With the full 
line of Bassick casters and related 
equipment, you can do the same complete 
selling job. It's never too late to 
uncover new applications and up your 
profit figures. 





SYMBOL OF EXCELLENCE 

















MAKING MORE KINDS OF CASTERS, . MAKING CASTERS 00 MORE 
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ter R. Tarbert, Jr., recently com 
pleted AC's 


graduate engineers and will serve as 


training course fo! 


sales representatives in the Toledo 


district ofhces 
Nolan, also a grad 


course, Was 


Detroit 
John J. 


training 


and respec 
tivel\ 
uate of the 
named representative in New York 
and muning 


for crushing, cement 


sales 


Charles B. Pickering 


Pickering Joins 
Diehl Sales Staff 

Charles B. Pickering joined the 
New England sales staff of Diehl 
Mfg. Co 
the sale of integral and fractional 
New 
England states, with headquarters 
In Needham, Mass. 

Before joining Diehl, Mr. Picker 
ing was with the Allen-Bradley Co 


in Boston as a sales specialist in 


He will concentrate on 


horsepower motors in the 


industrial motor controls. Prior to 


that, he was with Westinghouse 
and Raytheon as a sales and field 


engineer. 


Rockwell Establishes 
West German Outlet 


With the 
WERKE, leading 
West manufacturer of 
gasoline and diesel engines, Rock 
well Mfg. Co. has established its 
hrst 
subsidiary in Europe. 

In announcing the 


purchase °of ILO 
G.m.b.H., a 


German 


wholly-owned manufacturing 


purchase, 
which represents an initial invest 





ment of $2 million, Willard | 
Rockwell, president, stated that the 
reason behind the move was the 
necessity of protecting his com 
pany’s current European markets in 
the face of the approaching Euro 
pean Common Market and Frec 
rade Area, and to insure expansion 
of those markets in the future 
ILO-WERKI two-cvcle, 


cooled engines are used 
industrial applications to 
motive power for agricultural imp| 
ments, portable spravers, constru 
ion equipment, concrete mMIxe! 
refrigeration and air compressors 
The German company has 
headquarters and principal factor 
in Pinneburg, near Hamburg, and 
ilso operate plant in Muni 
‘he two 
215,000 sq. 1 of manufacturing 
space manned by 1200 emplovees 
ILO-WERKE management, headed 
will remain e same 
The ample manufacturing 
ties of ILO-WERKE will 
them to launch production of Rock 
well products. Rockwell alread 
plans to erect a valve plant there 


in the near future 


McCreight Assigned BRASS AND 


To Sales Post 

James R. MecCreight ALUMINUM NUTS 
pointed territory manager t] ee ee 
Blackhawk Mfg. Co., according t 3 Fischer. The reasons are few but IMPORTANT 


17 nt } . } . » > 
in announcement by G I . 7. (1) Fischer nuts are turned for greater precision 


rig , rT nt i har } 
ig, vice-p esident in charge of s 5 Each is countersunk on both sides. Tapped square 


Mr. McCreight, who just cor . with face to class 2 tolerances. Burrless for 


pleted the firm s training prog! im”. faster starting, sm other and easier 
will serve customers in Kansas, Né (2) You win because Fischer prices are 


braska. southwest Iowa, and western tive. There’s no premium for precision 


Missour 


yet you have sales leverage that can’t be beat 
(3) You win because Fischer guarantees prompt 
- delivery. We even maintain shipping stock of 

COMMUTING HELIPORT , standard types and sizes 

Pittsburgh is using a portable float- You can’t lose for winning with Fischer. Why 
ing helipert te service commuters in - ; not write today for information. Ask for 
towns and factories located on the 
Allegheny and Ohio Rivers, reports 
Aviation Week, McGraw-Hill publica- 
tion. The helivort is in six sections and 
can be expanded to meet increased 
traffic. After the heliport is towed to 


an onchorage, a compensating stair- 





complete catalog 


there’s no premium for precision with 


way, thet allows for rise and fall of % 
the river, connects the station and the : FISCHER SPECIAL MEG. COMPANY 


bank. . 
772 492 Morgs, St . Cincinnati 6, Ohio 
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Iron City products have 
gained nation-wide fame for 
the rugged quality of hand 
tools such as the contractor's 
pick. 103 years of experience 
insure continued production 
of superior products. 


*296 | 


Iron City clay picks are ac- 
cepted as a standard by ex- 
perienced workmen in many 
fields. Only the highest grade 
of steel best suited is used for 
the clay pick and all other 
Iron City tools. 


Manufacturers of 
PICKS @ MATTOCKS @ HOES 
SLEDGES @ WEDGES @ BARS 
TRACK TOOLS @ SOLID BOX 
VISES @ ANVIL TOOLS AND 
TONGS 











Write for Latest Price List 
— — 
ROM / 
‘ city 


IRON CITY TOOL WORKS, ING 


Pittsburgh 1, Pennsylvania {i 





T. Patrick Dougan 


Glen E. Mallory 


American Latex Elects 
Dougan and Mallory 


American 
recently announced the election of 
I’. Patrick Dougan to the post of 
executive vice president and gen 


Mallon 


Latex Products Cor 


eral manager and Glen E. 
to treasurer-vice president. 

Following the board of directors 
meeting, Mr. Dougan stated that 
the firm plans to expand their pres 
ent research and development pro 
gram to concentrate on the unlim 
ited use of flexible and rigid plastics 

The election of Clowes M 
Christie, president, American Latex 
Products Corp., as president of 
Davton Rubber 
last month. 


Co. was disc losed 


Maintenance Conference 
Announces 1958 Program 
New topics to be introduced at 
the ninth Plant Maintenance & 
Engineering Conference in January 
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ALL 


MWKe=) >, 
“ia 


ARE GREAT 
im 


C 
COMBINATIONS 


Be coe 
te one 
heres ° 
that'll 


low cost Palmetto* 


ke moneys 


Pipe, flanges and valves 
and new Gas- 
kets make an unbeatable combina- 
tion that increases the initial order 


handsome 


influences repeat 


business 


New Palmetto No. 2876 Com- 
pressed Asbestos Flange Gaskets 
were designed with distributor profit 
in mind. Their quality is worthy of 
the Palmetto name yet their price 
structure enables you to meet and 
beat competition! Customer resist- 
ance vanishes when you make Pal- 
metto quality available for as little 
or less than ordinary or unheard of 
gaskets. 


Don’t miss out on those easy to 
get extra sales . . . When you sell 
pipe, flanges and valves sell the 
maximum money-making combina- 
tion by including Palmetto. 


Send for 

new price list 
and discount 
schedule now 


PALIMETT® 
of) 


GREENE, TWEED & CO. 








Marman Universal 
Band Clamps may 
be used on either 
circulor or irreg- 
vlar shopes ond 
for either per- 
manent or tem- 
porary instal- 
lation, 


Universal Band Clamps Solve 
Hundreds of Industrial 
Fastening Problems 


Exceptional Profit Opportunities for Distributors! 


Marman Universal Band Clamps offer high performance in strength 
and dependability. The stainless steel band fits cny shape or contour 
and the self-locking action of the swivel nut makes the clamp com- 
pletely vibration proof. Available in band lengths to fit tubing, ducts 
and hose from %” to 16%” O.D. tube size. Mail coupon below for 
complete information on Marman fastening and joining products. 


Flagmaster and Patchmaster are Aeroquip Trademorks 


DIVISION 


COMPANY 
ADDRESS 
CITY 


=aeroquip Corporation TITLE 


11214 EXPOSITION BLVD.. LOS ANGELES. CALIFORNIA 
IN CANADA: AEROQUIP (CANADA) LTD.. TORONTO 10, ONTARIO 
Marman Products are Covered by U.S. and Foreign Patents and Other Patents Pending 
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OTHER MARMAN 


PROFIT OPPORTUNITIES 


rs 
a 


ia 


Pes 


- 


aye 
7 ¥ 


Adjustable Band Clamp Diome 
problems are solved with this eas 
odiustable High ; sth 8 


Quick « 


Universal Flagmaster Th 
less vr na recictant “Ff 


Universal Patchmaster Series 
Adjustable Patchmaster Clamps st 
pipe leoks af pressures up to & 
Stainless steel patch plate and 
synthet rubber pad conf 


pipe contour, Sizes 


ter 





Clipper machine-laced joints 


are installed faster 


NTIME 


Clipper machine-laced joints 
are more durable 


Clipper machine-laced joints 


are more flexible 


SAVE DOWNTIME 


Clipper Belt Hooks and Lacers make belt joints as 

strong, smooth and flexible as the belt itself. 

Exerting pressures up to 45,000 pounds, Clipper 

Belt Lacers imbed hooks firmly and flush with the 
surfaces of the belt, making strong, smooth joints 

that give longer life and save downtime. Clipper ; 
Belt Lacers lace belts up to 12 inches wide THIS AD IS 
in one operation, speeding belt replacement WORKING 
and installation and saving downtime. 
Each hook is separate from the others 
giving flexibility not possible with 
other methods . . . saving belt wear 
and downtime. 


FOR MORE INFORMATION 


Detailed product information and 
case history examples of Clipper 
machine-lacing benefits are con- 
tained in Bulletin No. 157. Send 
for your free copy today. 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 


992 Front Ave.,.4.W. Grand Rapids 2, Michigan 
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FOR YOU IN 


reflect the rapidly changing aspects 
»f maintenance in the nation’s fac 
tories. Prevention of air and wate 
pollution and the impact of auto 
mation on maintenance top the list 
of subjects to be discussed 

Over 425 companies are partici 
h 


patil 


ig in the conference which 
held annually during the first three 
davs of the Plant Maintenance & 
Engineering Show, and which this 
ear is set for the International 
Amphitheatre, Chicago, Jan. 27-3 

Reduction of electric power bills 
ibor relations, and the broad rc 
sponsibilities ot plant engineering 
are among the new topics to be 
introduced this vear. There will 
ilso be a new session devoted to 
he small-sized plant where less 
than ten employees are engaged 
naintenance work. 

Although the practice of divid 


ittendance 


ich the 
iddition, te1 
ial sessions 
problems. ‘The 
metal-working, —petroleun 
ssing, paper industries, re 
search and development laborato 
rubber, chemical, metal-fabri 
food processing, foundries, 


‘ ] 1 
sree! mulls 


Boice-Crane Appoints 
Distributor Salesman 
Boice-Crane Co appointed 


+ 


(Thomas J. Spetrini as its repre 


Thomas J. Spetrini 


1957 











ere. Ae oe a, Dep 
BAND SAW BLADES 


Tough flame-hardened teeth, uniformly set to a 
tolerance of .001”, retain their razor-sharp edges 


> 
> . “* 
gee even under strenuous cutting conditions. 
ee 6. ‘ 
= 3 x 6) 4 aeeactmismoctathramelrilemeciecem@ Umi (oan 
& a Et ee machining techniques, LENOX band saw blades 
THE TOOLS IN “THE REAIO. BOX perform consistently and accurately on all types 
SZ , of machines. 
TASS? 
i Pi + . . . . . . 
‘4 Engineering and research facilities are at your service 


for the solutions to your cutting problems and 
production questions. Call or write today 
for full information. 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD »+ MASSACHUSETTS + U.S.A. 


a eee 





... makes sawing 
automatic 


For the labor savings of automatic high 
production metal sawing, at low cost, 
write for complete details or contact 


your local Kalamazoo distributor. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


1s2/ Marrison St. Kalamazoo, Michigan 
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sentative in the New England area 
Before becoming a manufactut 
ers representative, Mr. Spetrini was 
manager of the Power ‘Tool Depart 
ment at Wm. K. Toole Co., indus 
rial distributors of Pawtucket, R. | 
Mr. Spetrini will maintain his 

1 North Providence, R. I. 
cover all the New England 


New York 


Richard O. Gordon 


Power Steering Specialist 
Joins Vickers Hydraulics 
ichard O. Gordon joined the 
Mobile Hydraulics Division — of 
Vickers, Inc., according to an an 
nouncement by A. M. Lane, gen 
eral sales manager. Mr. Gordon 


} 


ll sales activity and 


vill supervise a 
guide engineering design relating to 
Vickers Hydraulic Power Steering 

Boosters 
Mr. Gordon, a member of the 
ciety of Automotive Engineers, 
been engaged in the design, 
ind servicing of power steering 


evices for 21 vears 


Columbus McKinnon Names 
Area Sales Head 


lhe Columbus McKinnon Chain 

rp. appointed Ray N. Warnke 
entral regional sales managet 

In his new capacity, Mr. Warnke 
will represent both the industrial 
hain and Chisholm-Moore hoist 
divisions of the company. Mr 
Wanrnke was formerly field salesman 


n the Chicago region. 











UNGROUND HOBS 


— There's no need to pay a premium for hob tolerance 
IIlinite Certified Unground Hobs provide all the tolerar 


i¢ 











Zz cutting most gears, particularly if they are processs r fu 
Heres how, operations .. . and cost much less than Class A or B are 
For visual proof of accuracy, each Illinite Unground Hot 
Lie) cut by an electrically recorded Toolgraph® Chart—your certif 
a > and quality offered by Illinite research 
gear hobbing Find out all about Illinite Certified Unground Hobs. Read 


booklet illustrated below which lists certif unground ho 





rele}3 4.4 + 4 well as Class A and B hob tolerances for comparison 
ILLINITE Standard Hobs are available from your local Distributor's stock 
him today 


SEND FOR 
CERTIFIED UNGROUND HOBS 


Lists tolerance data for Certifie 
Hobs as well as Class A and Bt 


mparis 


RIGHT AND WRONG OF MODERN 
HOB SHARPENING 

Contains helpfu t 

sharpe 7 mett 


mum t fe 


DISTRIBUTORS! 


Have you heard about the Illinite line 
promotional plan? Sound advertising 
and informative literature really helps 


you sell. Write today for details. Metall Cutting Too! 


DIVISION OF ILLINOIS TOOL WORKS 
2501 N. Keeler Ave., Chicago 39, Illinois 





SPEEDY 1-TON AIR PRESS 
Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to $°; 
stroke %"; table 5” x 5”. 

; FOOT CONTROL 
Operated by foot or 
fingertip controls. $85 


PLANS are discussed, following the 
HIGH SPEED - POWERFUL GRIP "ANS te discussed, following th 


pointment a 

7 . tributor for U. S. Rubber Co.’s m 
New, improved model speeds up all repeat mene pct te “ro Forage ane ggg” sam 
operations— milling, drilling, tapping, punch- vice-president of the division, with 
ing, bending, riveting. Both hands left free to R. W —— and 2 \. Lindfors 
3 . : . e-presidents of the inneapolis dis 

SPEEDY AIR RAM Ne. 70 produce more! Light squeeze to 2250 pounds seek. ica sere. ’ 

Mounts in any position. pressure! Extra thick jaws for attaching jigs. 


ly . ” ” . 
Compact, extremely Jaws open to 3 inches; 6" to %” maximum 


sturdy. Exerts gentle te a“ - 
pressure to one ton travel. Complete with foot control, air hose 
thrust. 644" high, 5%” RTI ssncictelrcireagssexiack $44.00 Union Drawn Fills 
wide. $35.00 . . > 

, Executive Posts 


Write for new Air Tool Catalog ? 
, Retirement of D. D. Buchanan, 


W. R. BROWN CORP., 2657 N. NORMAND® AVE”, CHICAGO 35, ILL. , 
‘ manager of Republic Steel 


R FILTERS « PAINT SPRAYERS « AIR COMPRESSORS ‘orp.’s Union Drawn Steel Divi 








and appointment of Tom M 


You Move More Merchandise ‘'":,)":.:9 ms 


.< 


when 4 E { Ng rp LOOSE-LEAF P vice-president in charge of opera 
BINDERS aN tions for Republic. 


H. B. Anderson, superintendent 


° ° : : 
Make Selection Easier=2w~ 6 virion Diawn's Benet Falls Ps. 
, plant, was named assistant division 

managep succeeding Mr. Girdler. 

L.. NicRevnolds was named as 

stant manager of sales for the 

vision 

Mr. Buchanan has been asso 
ited with the steel industry for 


5+ vears. He began his career with 
Union Drawn in 1924 as manager 
if +} P - EB 
Busy buyers went feels fest. Mee of the company’s Beaver Falls plant 
your catalog gives them the right in- No. 3. Six vears later he was ap 
formation in five seconds, they reach 
for their order pads 
That's why Heinn Loose-Leaf Binders it the firm’s headquarters in Mas 
and Colorific indexes play a vital port : . 
7 , 4 
in wholesale selling. Product infor- ii, ( )hio, and, in Dec. l 35, was 
mation stays up to date and in se- named division manager. He is a 
The Noland Company. progres- quence for fast, easy reference. And . ; ° 
i » progre fe member of American Society of 


sive distributor of Newport News, the custom-tailored binders look and 
feel elegant — and add the force \lechanical Engineers, a member 


Va., reports: “This binder was of impression velve te your an 

very well received by our custom slicanent f American Iron and Steel Insti 

ers and salesmen. All comments tute and a member and past presi 
Write for 


have been favorable and we feel information on an i - : lent of The Wire Association. 
. . ow einn 
sure ‘ ‘res » r oe 1S . T 
sure it has inc reast d our ale : con help Mr. Girdler joined Union Drawn 
We have found from experience Se Q4z 
your cataloging in 1945 and was named assistant 


that a loose-leaf service is far su- problems 304 W. Florida St., Milwaukee 4, Wisc 
perior to a bound catalog.” Copyright 1957, by The Heinn Company, Milwaukee 


nted. ‘assistant general manager 


superintendent of the company’s 
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Beaver Falls plant in 1947, and 
superintendent in 1949. He was 
appointed to the newly created 
position of assistant manager of 
operations for Union Drawn in 
1952. He is president of The Wire 
Association and a member of Amer 
ican Iron and Steel Institute. 

Mr. McRevnolds, who joined 
Union Drawn as a metallurgist in 
1935, will assist members of the 
company’s sales organization in the 
promotion and handling of alloy 
and specialty steels. In 1945, Mr. 
McReynolds left Union Drawn tem 
porarily to become chief metallu 
gist for Morse Chain Co. and was 
later employed by Sharon Steel 
Corp. before returning to Union 
Drawn in 1954 as a sales engineer 
The appointment of Mr. McRey 
nolds will give the firm two assist 
ant managers in its sales organiza 


tion 


Yates-American Consolidates 





Consolidation of the High Point, 
N. C., and Memphis, Tenn., branch 
offices of the firm was announced 
recently by Yates-American Ma 
chine Co. Their new southern 
branch, located in Atlanta at 532 
-laster Ave., N. E., will serve cus 


tomers in the south central and 











southeastern areas 





* LOW INITIAL COST 

* EASY TO INSTALL 

* LOW MAINTENANCE 
* MINIMUM INVENTORY 


Ask Your Distributor For These CLARK Fluid Controls 


Inverted Bucket Traps Venting Traps Pressure Regulators 
Open Bucket Traps Thermostatic Traps Y-Type Strainers 
Float Traps Vacuum Traps Pressure Reducing Valves 


OMPLETE 


STANDARDIZE ON THE se i 


JAMES J. WALSH, newly appointed 
general manager of the ‘Tool Supply 
Co., Cleveland. Mr. Walsh was for 
merly district manager of the cutting 
tool division in Motch & Merryweathe 


1} 
Machinery Co.’s Detroit branch. 
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This is KRAEUTER'S 


NIPPER 


Robert W. Pierce 


Pierce Heads New 
Olin Aluminum Branch 


Only 4%” — but all bite and Olin Mathieson Chemical Corp 
preeae. announced the opening of a New 


And below are Little Nipper’s England sales office for Olin Alu 
pals—Larry Long Nose, Rudy minum at 49 Waltham Street, Lex 
Round Nose, Frankie Flat Nose ington, Mass. The office will be 
Tam. ax teak toe managed bv Robert W. Pierce 

forged for precision work. Mr 
Cushion grips at no extra cost. 


Pierce was associated with 
the Aluminum Co. of America for 


more than four years. He was pre 


The job goes easier and quicker 
with fine tools. And that’s viously with the United States 
where Kraeuter comes in. Leather Co. 


Sold only through recognized, 
legitimate distributors. 


Marshall-Wells Acquires 
Gordon & Belyea 


Stock inventorv, accounts recei\ 

ible and the goodwill of a pioneer 

No. 82 British Columbia hardware firm, 

ACTUAL SIZE Gordon & Belyea, were purchased 

by the Marshall-Wells Co., Ltd., for 
nearly $4 million. 

The 50-year old company will be 











il come a division of the new multi 
< A - million dollar corporation — of 


A 
x . F * || Marshall-Wells B. C. Ltd., which is 
| soon to be formed. In announcing 
the sale, H. B. R. Kirkpatrick, 
Gordon & Belvea president, stated 
that the two operations will retain 
their separate identities. Both com 


No. 81 panies will continue to serve their 





























customers with no change in sales 


BUY THE FINEST personnel or management 
BUY KRAEUTER : ) eae: oo nee involved in 
\ the sale , r Vee opert 
BUY AMERICAN e sale ordon & Belyea property 
and all company shares will remain 
AS MODERN AS TOMORROW in the possession of Mark J. Long of 
4 Winnipeg who, with his associates, 
kraeutei &CO.incC icquired control of the firm in 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 @ NEWARK.N.J, March 1956. 
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The Winnipeg firm of Marshall 
Wells, was taken over by the Ameri 
can firm of Gamble-Skogmo, Inc., 


earlier this vear 


Brierly, Lombard Sponsors 
Timing Belt Seminar 

Jointly sponsored by Brierly, 
Lombard & Co., Inc., Worcester, 
Mass. and New York Belting & 
Packing Co. a Timing Belt seminat 
was recently held at the Hotel 
Bancroft in Worcestet 

According to I B. Watrous, 
president of Brierly, Lombard & 


Co., 35 attended the seminar includ 


ing research and development engi the row a 
neers from major machine builders A/ 
in the area and production and % ye: 
maimtenance engineers 

R. EK. Bruce, district sales man CHAIN ot fr ee 
iger, New York Belting & Packing tase oie Chen 


Co. assisted in presenting the merits 





of this type of power transmission 


ind explained recent size additions Almost certainly it would. In the 


si tls seinen Maes first place, we make all types of 
aa steel drive and conveying chain 
plus sprockets and attachments. 
This means you could offer wide 


W-S Fittings Division , 
product service to your customers 


Names Wyres Sales Head and prospects. In addition, you 


could call on the engineering knowl- 
edge and technical sales assistance 
. of engineers trained in al/ types of 
named sales manager of the W-S chain, a// types of applications. All 
Fittings Division, H. K. Porter Co., this can certainly add up to greater 
Inc., Pittsburgh chain sales — and greater profits. 

Mr Wryres is 2 vetern of Don’t you think so? We'll answer 


vears experience with the W-S Fit your inquiry promptly. 
tings Division, having joined the alll 
machinery ivision in 1940. In TRANSMIT 
1948 he was assigned to the New POWER 
Jersev-New England territories. In \ 


1952 he was promoted to the west 


James H. Wyres, former district 


manager for west coast sales, was 





MANHATTAN UNDER CEMENT 


To get a non-statistical idea of the 
size of the new highway building pro- 
gram, some comparisons were worked 


out by the McGraw-Hill Department cf 





Economics 








Just the aggregates that will go into 
base course construction, they estimat>, 
would form 500 conical piles, each the 
size of the largest pyramid, Cheops 


With the paving moterial needed, it The [Uratrota) Chain y-Vi1-| 


would be possible to bury all Manhcat- 


under a 17- layer of concr 
eve porch oot layer of concrete Manufacturing Company 
SANDUSKY, OHIO 











CONTINUED ON PAGE 262 
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Y au pia, i Ga i 


Y-GELF DRIVES 


1, “UNDER-ONE-COVER” CATALOG MA- 

TERIAL. For the convenience of distribu- 

tors and their salesmen, Dayton provides this handy 

binder containing comprehensive descriptive and 
technical information on the entire V-Belt line. 


helps 


distributors 


SELL 


2. THE DAYTON HANDBOOK enables dis- 

tributors to give on-the-plant-floor first aid 

to their customers in developing V-Belt Drives to 
meet actual job needs. 








Preventive 
Maintenance 
tellers] | 





3, CUSTOMER SERVICE is pack- 
aged in the form of a Preventive 
Maintenance Manual to help customers get 
maximum life out of their V-Belt drives. 
In addition, an extensive film on the same 
subject is presented to interested custom- 
ers on behalf of Dayton’s distributors. 


een, Daou hele d 
CASE-HISTORY ADS hit hard in lead- — / 


ing businesspapers . . . pre-condition 






mer 


TRADE SHOW EXHIBITS presenting 
the Dayton line in numerous applica- 
tions are shown at the various trade shows and 
conventions around the country. The exhibit 
shown here was presented at the Power Show 
and at the Plant Maintenance Show. 


5. DISTRIBUTOR SALES PROB- 
LEMS, as learned from the distri- 

butor, himself, out in the field — are the 
core of Dayton’s advertising program 
Here Sales Promotion and Advertising Di- 
rector J. D. Hershey and Sales Manager 
R. G. Burson discuss a prospective ad 





tMEnNT A C MAINTENAWN t 


prospects by showing specific ways in which 
Dayton belts have helped solve actual industrial 
problems. “Factory,” says Dayton Ad Director 
Hershey, “takes our story to the crucial inside- 
the-plant men who are so difficult for salesmen 


to get to.” 


FACTORY can give added power to your sales program because 
it starts its work at the point where the buying begins— where the 
need first arises . . . hits all the men in manufacturing plants who 


get into the buying act every step of the way. Because FACTORY 
and only FACTORY sells the Plant Operating Group .. . the 
management men and engineers with operating responsibilities 
for production, plant engineering and maintenance, and direction 
of people. 














This and similar ads 
are appearing in 30 
Leading Publications 
TO HELP YOU SELL 
VIKING PUMPS 








HELPS DOUBLE 
DEMAND 


Adhesive 


Lcels Permafuse 


New 
for 


Permafuse Corp Westbury 
York, manufactures adhesives 
bonding brake linings to brake shoes 
With only one Viking J-152 Pump, 
Permafuse has produced such high 
quality adhesive that demand has 
doubled. So they're adding a new 
heavy-duty Viking K-212 Pump that, 
with other equipment, will more than 
double production 

The Viking J-152 Pump does a 
variety of important jobs for Perma- 
fuse 1. It pumps synthetic 
rubber plasticzers, solvents and cata- 
lysts from drums and tanks to process- 
ing kettle. 2. It then circulates and 
blends materials for 24-hour periods 
3. After processing, the Viking Pump 
delivers adhesive through meter and 
filling machine into cans and drums 

Vikings can do multiple job pump- 
ing for you, too. For information, see 
your nearby Viking distributor, or 
write for bulletin 57Smm. 

VIKING — the leader, 

not a follower, 
in Rotary Pumps 


resins, 


{| VIKING PUMP CO. 


Cedar Falls, lowa, U.S.A. 
In Canada. it’s "ROTO-KING” pumps 


See Our Catalog in Sweet’s Plant Engineers File 


262 


Taft-Peirce Announces 
Sales Assignments 

Richard R. Read and Herbert A. 
Potter were appointed branch man- 
ager, Detroit, and 
Rochester, N. Y., respectively, a 


announcement by 


] 
Sales 


manager, 

cording to an 

l'aft-Peirce Mfg. Co 
Mr. Read has served 


assignments 


l'aft-Peirce 
in various sales since 
1950 and was 
manager of the 
office. In his new capacity, 
direct 
plete l'aft-Peirce line in the Michi 


- 
as WC! 


recently sales 
N. ¥ 
} 


ne W 


most 


Rocheste1 


sales activities of the com 


n and northern Ohio area, 


fad 


as coordinate sales engineering ac 


tivities of the instrument gage and 
contract services divisions 

Mr. Potter, 
with the Production 
Staff, Stromberg-Carlson (¢ 
supervise ‘Taft-Peirce 


New York 


issociat 


formerl\ 


( 
Engineering 
, 


Sdies 1h WeCS 


erm and Pennsvlvania 
Flexible Names Hawkins 
To New Post in Chicago 
Hawkins wi 


; 


Cent! 
lubing Corp 
firm’s 


Stephen K 


) 
pointed manager, i 


tions, for Flexibk 


He 


newly 


] rs 
will be in charge of the 


established sales and distrib 
uting operations in Chicago 
will serve the midwestern area 

Mr. Hawkins came to | 
from A. K. Robins Co., Inc., 
he was manager of the Robins Rub 
Previously, he 
been district sales manager for 


public Rubber Division, Lee Rub 
bet A 


which 


exible 
where 
h id 


ber Division. 


Re 


lire Corp 





r. L. Baker (ijeft) has joined M 
lool & Supply Co., Lima, Ohio, a 
itting tools and abrasi\ 
neering problems. He has been 
vith Norton Co iS Northwe 
representative. G. K. McK 

Mr. Baker on territor 


lalist on 


briefs 
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Special analysis Moly alloy steel, 
mill rolled to uniform gauge. 
Heat treated to 460-512 Brinnell 
hardness and tensile strength of 
200,000-275,000 p.s.i. Selected 
XX White Ash handles. Patented 
steel I-beam reinforcement stops 
handle breakage. Fully finished. 
Uniform quality 12 to the dozen. 
Workers like them for perfect 
hang, balance and finish... and 
they last 2 to 3 times as long 
as others. 

See Wood for non-sparking, acid 


resistant ALUMINUM shovels, too! 


THE WOOD SHOVEL & TOOL CO. 
Piqua, Ohio 


TOOLS BY wooP 


.\ 


D 





Pratt & Whitney Announces 
New Branch Sales Offices 

Edward P. Gillane, president, 
Pratt & Whitney Co., Inc., an 
nounced the opening of three new 
branch sales offices in kev cities 
throughout the U.S. 

The opening of its new Hartford 
district sales office was marked by 
an “open house” for hundreds of 
customers in the Connecticut area. 
“Open house” ceremonies also 
marked the dedication of the firm’s 
branches in Milwaukee and the 
Linden Industrial Park area of 
Rochester, N. Y. These branch 
offices, and one opened Sept. 24 at 
Charlotte, N. C., are but the first 
of several contemplated by the com 
pany to provide prompt customer 
service and immediate deliveries. 

Machinery sales at the new Hart 
ford office are under the direction 
of Paul C. Renno. Herbert H. Wil 
braham heads cutting tool and gage 
sales. Frederick D. Watson and 
Arthur J. LaDucer head these oper 
ations in the Milwaukee branch 
Stanley E. Huffman, Jr., was ap 
pointed manager at the new 
Rochester branch office 


Siferd-Hossellman 
Promotes Salesman 


Eddie Graff has been promoted 
to sales manager of cutting tools 
and abrasives for ‘The Siferd-Hossell 
man Co., Lima, Ohio. 

Mr. Graff has been an outside 
salesman for the firm for five vears. 
Before that he had sold for hard 


ware firms 





“If | miss this putt, I'm gonna blame 
you for urging me to go golfing in the 
first place, and cancel al! my orders 
with your company, hear?” 


Stock these 


No question about it—Flexible duct- 
ings give you more to sell. If your 
customer is handling air, gases, liq- 
uids or light solids, you can show 
it better and at 


FLExiBLe 


...and you'll have the answer to your 
customers’ ducting problems right on hand 


him how to do 


less cost with these lightweight, re- 
inforced fabric ductings. Because 
they’re flexible, you can beat out 
rigid ducting nearly every time! 
Take a look at them... 


SPIRATUBE— Rugged and durable, designed 
for use at low temperatures and pressures. Can 
be supplied with thermoplastic scuffstrip where 
it will be dragged over rough surfaces. Retracts 
to a fraction of extended length—important 
to you for storage! Available in diameters 
from 3” to 30". 


SELL IT FOR—fume removal, ventilation, re- 
moval of abrasive particles, dust collection, 
handling of light solids, temporary ventila- 
tion systems. 


FLEXFLYTE—For service involving high pres- 
sure and extremes of temperature (—120° to 
+ 650° F.). Linings and coverings are coated 
fiber glass or cotton. Coatings are vinyl, neo- 
prene rubber, or silicone rubber. Available in 
diameters of 42" to 12”. 


SELL IT FOR—handling air at extremely high 
temperatures, heater ducts, defrosters, de- 
icers, installations where moving parts will 
cause constant flexing, for exhausting harsh 
fumes, conveying fibers, grains, sawdust, other 
light solids. 


SPECIAL SHAPES—Fiexible’s engineers will work with your customers to 
develop special shapes of Flexflyte, where designs call for these. 

SILICONE DEPARTMENT—Our special Silicone Department is highly 
skilled in working with this very difficult material. 

EASY TO INSTALL—Both Spiratube and Flexflyte are easily installed. They 
can readily be bent around obstacles, flexing in smooth radii with minimum 
pressure loss. No elbows or special fittings needed. 


— 








, 


Ay 
i 








GUILFORD, CONNECTICUT 


VAC-U-FLEX—a new, lightweight vacuum 
cleaner hose for industrial use. 

Far lighter, far more flexible than conven- 
tional hose. Made from Miraflex, an extremely 
durable plastic, permanently bonded over a 
reinforcing helix of covered steel wire. Won't 


| peel or ravel, and has smooth inside bore that 


won't catch dirt. Available in 144", 142", and 
2” diameters. Standard 10-foot lengths can 
easily be joined by special airtight couplings 
to form any length required. 


Write for full information on Flexible ductings. 


glexible Typing 


CORPORATION 
e LOS ANGELES 64, CALIFORNIA 
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New way to buy the 
finest drills made! 


1 UNNI WAGE 
RW 
TAPER LENGTH .}\ 


DRILL SETS (\\\\\\h 


phe brennan 


rye e err AA 
° FRACTIONAL WY 


+ 


pee itenne SIZE SETS Charles Mikesell is the new vice presi 


¥ q } b A! dent in charge of industrial supplies at 
MAN AY) a S , a. \A\ The South Bend Supply Co., South 
‘ Bend, Ind 


Stanford Institute Honors 
Steel Executive 

Leslie B. Worthington, president 
of the Columbia-Geneva Steel Divi 
sion of United States Steel Corp., 
was named to the board of directors 
f Stanford Research Institute 

Mr. Worthington began his 
reer on the sales staff of Carnegie 


ey're made of iality high s steel heat } : > 
@ They're made of top quality high speed — Illinois Steel Corp. In 1942 he be 
treated in continuous mill length bars to assure I 
the ultimate in uniform hardness, extra toughness. 


THREE EXCLUSIVE NEW STANDARD STOCK DRILL SETS 
SUPPLIED IN CONVENIENT NEW FOLDING INDEX CASES 
AVAILABLE NOW AT NEW LOW MONEY SAVING PRICES! 


came vice-president of United States 

They're ground-from-the-solid after hardening by Steel Supply Division and assumed 
special Ace-originated processes which produce ts presidency in 1942. He was ap 
more highly polished flutes plus keener, stronger ne ‘ol 
cutting edges ... finer, longer lasting drills. pointed president of Columbia 

GSUUER SES SETS Geneva Division in Jan. of this year. 


Mr. Worthington is a member 


Call your local distributor or ; ‘ 
write direct today for details A Cc E D R 7 L L of the board of trustees of the San 
on this NEW WAY TO BUY a ADRIAN, MICHIGAN Francisco Bay Area Council, and a 
THE FINEST DRILLS MADE! director of the | niversity of Illinois 

Originators of Ground-from-the-Solid High Speed Stee! Drills Foundation. He is a member of 








the American Iron and Steel Insti 
Taper Length Drills Stub Length Drills “Hi-Brinell”’ Drills Carbide Tipped Drills tute 
12” - 18” Longboy Drills Heavy Duty Drills Solid Carbide Drills Step & Subland Drills z 
Hardened H.S.S. Blanks Slow Spiral Drills Taper Shank Drills “"L” & “M” Plastic Drills 
General Purpose Drills Fast Spiral Drills Chucking- Reamers Drill Length Reamers 


ede like theese 





e 





in Magazines 
like these 


... help build 
ACE DRILL SALES 
for you! Se Sy 
W iatrowski. P 
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McGovern Elected 
As U. S. Rubber Head 


John W. McGovern was elected 
president of United States Rubber 
Co. and designated chief operating 
officer by the board of directors 

Mr. McGovern succeeds H. | 
Humphreys, Jr., who will continue 
as chairman of the board of directors 
and chief executive officer 

Mr. McGovern joined U. § 
Rubber in 1920 as an accountant 
\fter serving in numerous account 
ing, industrial engineering and pro 
duction posts, he became general 
manager of the tire division in 1943 
He was elected a vice president in 
1945, a director and member of the 
executive committee in 195] and 
executive vice president in 1956 

At the same time, Eugene A. Lux 
enberger, formerly vice president 
and general manager of the footweat 
and general products division, was 
clected a group vice president, in 
charge of the company’s tire di 
vision, footwear and general prod 


ucts division, and mechanical goods 


division 


George R. Vila, former vice presi A 5 A SIZES and : YPES 
a o @ 


dent and general manager of the 


chemical division, was also elected a 

group vice president. He will be of RELIANCE SPRING 
responsible for the operation of 

Dominion Rubber Co.. Ltd.. Latex LOCK WASHERS 

liber Industries, Inc., and the chem 

ical, textile, international and plan Aggressive selling is not the only attribute an industrial dis- 
tation divisions tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”. 





And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes . . . and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


Half-time receptionist and _half-tim 
switchboard operator at Koontz-Wag 


ner Elect Ce South Bend 
Ind., is Mrs. Fr I 
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GARLANI 


RAWHIDE 
HAMMERS 





Hammerlok: 


COUPLING LINK € - 





Make yourown  ~ op - 


HERCALLOY Sc > _ er. 


8 
Chain Assemblies Taking a telephone order is LeRoy 


. ee, president, Lee Supply & Tool 
with all components furnished from Co. Ciicem 
your distributor's stock. . “S 


















NO PEENING NO WELDING Square D Co. Names 

First Vice President 
Lawrence G. Maechtlen was 

named first vice president of the 

Square D Co., according to an an 


nouncement by Gordon Patterson, | 
president. 

Mr. Maechtlen joined Square D 
in 1926 as a draftsman, later becom 
ing chief engineer, works manager, 
district manager, sales manager and 
manager of the western division 
He has been a director and vice 





Rugged... 


RE-USEABLE president of the company since 


1951. 
\ native of Los Angeles, Mr AND 
Maechtlen is past president of the ; , 
Los Angeles Electric Club and a R h a 
@ Hammerlok is made of alloy director of the Merchants and Man.- | aw l e 


steel...is stronger than Herc- ree 
Alloy chain... is thoroughly ufacturers Association and the Pa 

field tested cific Coast Electrical Association a ets 
@ Write for literature or ask 


your industrial distributor 
about Hammerlok. 









Sanson & Rowland If you sell where precision 





Elects Officers striking is done . . . and 


At a special meeting of the board chances are, that’s in 95% of 
gy et pe 1" aa of directors, Sanson & Rowland, | your accounts . . . you should be 
| Inc., the following were elected offi- 

cers of the firm: Aaron I. Sanson, 
| III, president-treasurer; Richard W 
| Goodby, vice-president and general 
manager; James G. Pepper, vice 


URES LUECLLIL, president in charge of purchasing: 
Thomas A. Ross, secretary: and, | WRITE... FOR FULL 
DETAILS 


COLUMBUS M KINNON J. Robert Lewis, assistant treasurer. 
C At the same meeting, Richard W. and PRICES 


selling Garland products. 
From a profit standpoint, you'll 


be smart to 








CHAIN CORPORATION Goodby was elected a director of 
TONAWANDA, NEW YORK the company to fill the unexpired rland 
DISTRICT OFFICES: NEW YORK term of the late Earl H. Goodby. 
CHICAGO * CLEVELAND re sident yo f+ MANUFACTURING CO. 
bP i nae ice-president and treasurer of the 
oe eee ‘corporation. 48 WATER STREET ¢ SACO, MAINE) 


266 INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 

















U. S. Steel Names 
Purchasing Director 


William W. Crawford succeeded Because QUALITY 


Ralph C. Moffitt as director of pur 
chases for United States Steel sells better Ree 
Corp., following Mr. Mofhtt’s ap 


pointment as vice president-pur sell M | L t '@) R D* 


chases. 


Mr. Crawford joined the corpora REZIS ine) R a 


tion in 1946 and served as buyer in 


the electrical group, assistant pur W if L 2) iz D - iz DG b 
chasing agent and purchasing agent BLADE S 


for electrical and mechanical equip 


— — mae seoey, assistant with SHATTERPROOF 
hee Chaska a CONSTRUCTION 


Mr. Crawford is education com 
mittee chairman for the Pittsburgh 
chapter of the National Purchasing 


Agents Association. 


Circle F Makes 
Sales Appointments 

E. A. Ring, vice president, Circle 
F Mfg. Co., announced the appoint 
ment of Anthony ‘Timar as division 
sales manager. 

At the same time, it was an 
nounced that William R. Harris, 
formerly assistant sales manager, 


was promoted to division sales man 
ager, O.E.M. sales. Arthur E. Claus, 


formerly sales manager, was named 


to the newly created post of general 
sales manager. 
Mr. ‘Timar was sales manager of 


Rodale Mfg. Co. until his latest 
: Wherever a shatterproof power hack saw blade is 

appointment at Circle F. required, the MILFORD REZISTOR Welded-Edge 
rates first in customer appeal and user approval. 
This 3-ply blade has a cutting edge of high speed steel 
with teeth as hard, sharp and long-wearing as any 
all-hard blade . . . and for superior shatterproof 
qualities, the high speed steel edge is WELDED and 
HOT ROLLED into a back of tough, resilient alloy. 


Morse Twist Drill SOLD EXCLUSIVELY THROUGH MILFORD DISTRIBUTORS 
Shifts Two Executives ... backed by the MILFORD Sales Policy that insures 
full benefits from the sales they have worked to develop. 
C. F. Duff, sales manager, Morse 


I'wist Dnll & Machine Co., moved 


to the firm’s home office in New Bye \ L F o R D ...@ name that signifies fine 


Bedford, Mass., where he will con quality plus the latest advances in 
—— metal cutting to your customers. 


tinue his national duties. 
J. James Brown, formerly with 
the company’s eastern district, was 


transferred to Chicago as midwest THE HENRY G. THOMPSON & SON COMPANY + NEW HAVEN 5, CONNECTICUT 
district manager Saw Blade Specialists for 80 Years 
ei sent HACK SAW AND BAND SAW BLADES * HOLE SAWS * GROUND FLAT STOCK 
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WILLIAM SLOCUM, buver for Rose 
Kimball & Baxter, Inc., Elmira, N. Y 


Kardex automatic tray machine 


A Small Item eee ro sting orders from inventory cards 


With a Big Responsibility! 





Leaky joints in factory service lines can cause costly shutdowns > ° 4 ed 
. «+ and they can be avoided. Precision engineered Wheeling Promotions Announces 

“X-L” Pipe Couplings insure tight joints always; they're manufac- a ’ - 

tured under strict Quality Control that have made them industry SEND FOR FREE At Black & Dec ker 

leaders since 1918. Available in diameters from '%" to 12”, in all CONDENSED hi fact : t 
types, each enyineered with strict adherence to A.I.S.1., A.P.I.. CATALOG HTC manufacturing appoim 

A.A.R. or other applicable specifications. ments were announced by Lhe 


Black & Decker Mfg. Co. and John 


WHEELING MACHINE PRODUCTS CO Reid was named Latin American 
- sales manager, replacing Frank S 


WHEELING, WEST VIRGINIA Romero, who was just appointed 
til Ci sales consultz 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL Latin American sales consultant 
John Fox, holder of Black & 


Deckers +5-vear service pin, was 
named manager of the firm’s Hamp 
stead plant. He was formerly man 
iger of the plant at Towson, Md. 
Karl Salanda was promoted from 
manager of the Hampstead plant to 
director of industrial and plant engi 
neering. William Ford succeeds 
Mr. Fox at Towson. Mr. Ford 
joined Black & Decker in 1934 but 
left the company in 1951 to become 
plant manager for Aro Equipment 


Corp. in Bryan, Ohio 
John Reid previously held Latin 
American sales posts with the Gen 


eral ‘Tire & Rubber Co. and The 
B. F. Goodrich Co. 





HOUR METERS TAKE AWAY THE GUESSWORK Names Product Managers 
Beat down-time on production equipment! Maintenance record systems are of value I Bonded Al 
only when they are based on accurate operating time. The Hobbs Hour Meter 1¢ Bonded Abrasives Division 
furnishes the time data essential for a genuinely effective maintenance program of The Carborundum Co. assigned 


se and time information vital for cost and production records. Compact and easy 
to install on any equipment operated by alternating current. Ruggedly built . . . 
sealed against dust and moisture. Easy to read. liaison capacity between the manu 


© Write for Catalog AC-587 for complete information. facturing departments and the field 


six product managers to serve in 


sales force. The six managers are 


A DIVISION OF D. H. Currie, G. S. Eisaman, H. M. 
JOHN Ww. FO bs CORPORATION Sw Newberry, J. W. Ripple, W. Vi 


2079 YALE BLVD. SPRINGFIELD, ILLINOIS Barrett and F. J. Miller. 
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Materials Handling Posts 
Filled by Yale & Towne 


Frederick S. Miller was promoted 
to manager of worksaver and ware 
houser sales for Yale Materials Han 
dling Division, ‘The Yale & ‘Towne 
Mfg. Co. At the same time, it was 
announced that Richard G. Ochsner 
was named manager of the mate 
rials control section for the division 

Mr. Miller joined the Yale sales 
organization in 1953 and has served 
as assistant sales manager of work 
saver and warchouser lines since 
1956. 

Mr. Ochsner will be in charge 
of the procurement, control and 
maintenance of all productive ma 
terials used in the company’s mate 
rials handling equipment manufac 
turing plant. His previous affilia 
tions include RCA, the Midvale 
Co., Westinghouse Electric Corp 
and Wilson Inventory Corp. 


Distributor Salesman 
Among Bristol Appointees 


G. K. Foster, formerly associated 
with Gilbert-Mann Co. and The 
Bay State Supply Co., both of Cin 
cinnati, was among three new socket 
screw field representatives recently 
appointed by The Bristol Co 

Others named were R. E. Helsa 
beck, who formerly operated his 
own retail hardware store in Wins 
ton-Salem, N. C., and C. A. Rust, 
a former sales representative in Los 
Angeles for The Simplex Packaging 
Division of Food Machinery and 
Chemicals Corp. 

Mr. Foster is assigned to the com 
pany’s Cincinnati office. Mr. Hel 
sabeck and Mr. Rust will work from 
Bristol’s Houston and Los Angeles 


offices, respectively 


Tube Turns To Expand 


The Tube Turns Division of 
National Cylinder Gas Co. will 
increase its manufacturing area ap 
proximately 40% by converting 
buildings on property adjacent to 
its main plant in Louisville. Three 


Write to Joyce today for 
descriptive literature and 
sales policy! 





i. ‘ : 5 
) Profitable Joyce GeMo-Sach/t \ine 


...a jack for every customer need! 


NEW JOYCE YELLO-JACKIT LIFTMASTER 
HAND HYDRAULIC JACKS 
3 to 100 ton capacities 


Eight models for industry, construction. Screw exten 
sion type ram with fractional rise control. Rugged 
lightweight. High efficiency permits short handle oper 
ation in close quarters 


JOYCE YELLO-JACKIT 
SCREW JACKS 


5 to 36 tons capacity . . . dirt-proof, bell-shaped 
housing ... positive safety stop 


JOYCE YEWLO-JACKIT 
RATCHET JACKS 


5 to 20 ton capacity models for mines, industry, 
construction, truckers, oil fields. Rugged... pre- 
cision-built...properly balanced for easy carrying 


JOYCE YELLO-JACKIT 
TRENCH BRACES 


.'s 





——$ armas 


This lead item is a traffic budder. 

Can be sold with or without pipe. Operates in any 
width trench. Adjusts to any angle on ball and 
socket joints ... steel screw 


JOYCE YELLO-JACKIT 
JOURNAL JACKS 


Capacities from 25 to 50 tons for short, powerful lifts 
Extremely lightweight, durable and safe 


JOYCE YELLO-JACKIT 

BALL BEARING GEARED SCREW JACKS 

Capacities from 25 to 50 tons. Toe lift for low lying 
loads (not illustrated) 


JOYCE YELLO-JACKIT 
AIR MOTOR JACKS 


Here's the real bonus sale. For railroads, construction, 
maintenance, industry. 20, 35, 50, 75 and 100 ton 
capacity models with or without exclusive Joyce Toe 
Lift. .. Exceptionally lightweight easily portable on 
large semi-pneumatic tires cannot be overloaded 

. automatically shuts off at end of rise. Rugged, sim 
ple Ingersoll Rand air motor 


Joyce offers distributors: quality products strate 

gically located service depots immedigte deliveries 
. factory representatives to help you national 

advertising .. . sales promotion mailing pieces 


THE JOYCE-CRIDLAND CO. 


existing buildings are to be con ™ \ | 2027 E. FIRST ST., DAYTON 3, OHIO 
nected, creating a new’ manufactut oF - 
CANADA: Midland Foundry & Machine Company, Ltd., Midland, Ontario 





ing area under one roof 
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Your customer can rest comfortably 
when his sheet packing is 


160 proor 


With certain bottled goods “PROOF” 
is an all-important yardstick. The same 
test could logically be applied to sheet 
packing. 

For example, DURABLA Sheet Pack- 
ing is 160 “PROOF”, which means that 
a minimum of 80% of the sheet is top 
quality asbestos fibre. This is higher 
“PROOF” than your customer can ob- 
tain in any other gasket material. 

That is why gaskets cut from 
DURABLA Sheet are so effective for 
sealing water, steam, all oils, gases, alka- 
lies, acids, refrigerants and hydrocar- 
bons. In fact, DURABLA is the ONE 
material that can be used with proved 
knowledge of safety wherever gaskets 
are required. 

DURABLA Asbestos Sheet is available 
in eight commercial gauges. Gaskets are 
made in all sizes and shapes. 

Along with the above facts, tell your 
customer he can forget his worries when 
he uses DURABLA. The “PROOF” is 
in the packing. 

For more information, send for bulle- 
tin ID-117. 


DURABLA MANUFACTURING COMPANY 
114 Liberty Street 
New York 6, N. Y. 
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Ihe manager of the industrial supply 
department at the National Mill Sup 
ply Inc., home office in Ft. Wayne, 
Ind., is C. F. McLeish 





Automation Termed 
Small Business Aid 


\ leading U.S. industrialist de 
clared recently that automation by 
means of industrial instruments can 
enable thousands of the nation’s 
small businesses to survive the in 
flationary effects of rising labor and 
material costs and the inroads of 
large-scale competition. 

“Automatic controls and similar 
cost-cutting tools can help offset 
higher costs by increasing produc 
tivity and minimizing waste,” Henry 
F. Dever, vice-president of Minne 
apolis-Honeywell Regulator Co., 
said. “Failure to recognize this 
fact can lead to business disaster.” 

“With more and more firms ex 
periencing a tightening squeeze on 
profits, and with no sign that we 
have reached the end of the annual 
rounds of wage increases, only those 
companies who look realistically 
ahead and take steps to improve 
productivity can hope to stay in 
business.” 

Mr. Dever, head of Honeywell's 
Industrial Division in Philadelphia, 
made his comments in Cleveland 
at the Instrument Society of Amer 
ica’s 12th annual convention. He 
was recently named general chair 
man of the 1958 ISA convention 
and exhibit in Philadelphia. 

\s an indication that more diffi 
cult times might be ahead for small 
business, Mr. Dever cited figures 
showing that business discontinu 





ances in the first six months of 1957 


were numerically higher than in any All New from Binks 


comparable period since 1940. Most 


of these were small manufacturing 17 Ib ° [ h dli 
firms, he explained. 2 ° materia an ing pump 

Once small business realizes the e 
economy of instrumentation, he supplies up to 4 spray guns 
predicted, it will be big investors in 
automation in the future 

“If living standards are to con 
tinue to increase, and we are to have 
more leisure time, then instrumen 
tation and automatic control, as 
well as other forms of automation, 
inevitably will have to be part of 
the scheme of things.” 

\s to the future, Mr. Dever said 
that one of the most significant 
trends is that of the use of data Here is a versatile pump that will help 
handling systems for analytical con your customers cut finishing costs 
trol of industrial processes. “These It can be used to send paints and coatings 
new industrial forms of data han direct from original shipping drum to 
spray guns. The pump has plenty of power 
to supply up to four spray guns 


either directly or through a paint 
convert these measurements into circulating system. 


numerical values, and print the in 


dling measure variables such as tem 
perature, flow, pressure and the like, 








Operates through 2” bung hole or from 
open drum. No longer need a 2” opening 
be a production bottle-neck. With an 


punched cards auxiliary clamp the pump may be operated 


formation on electric typewriters, Or 
store it on magnetic tape or 


“This information can then be from the rim of an open drum. A portable 
visually analyzed or ‘fed’ into elec drum cover offers convenient, simultaneous 
operation of an agitator with the pump 
on an open top drum. A variety of 
pump and agitator mounting combinations 


tronic computers and the results 
used to more efficiently control in 
dustrial operations and processes, fs available. 


he said 
Economical to operate — maintain. 


Double action pump strokes provide 


Buffalo Distributor steady delivery up to one gallon per iaiiaiies 4 
minute Rugged construction insures ~e amine dam 


Elects Klawitter perfect, long-life alignment of moving Can also be 


r , y vi — reduces wear. The pump neec 
Walter C. Weed, president, me a masoeggr” cae pom athens 
Weed : 3 no lubrication. Spaced design separates 

eed & Co., Buffalo, announced motor from pump — positively prevents 
the election of Jack L. Klawitter as fluids from entering critical air 
a director of the firm. motor parts 

Mr. Klawitter, who joined Weed wisi ania 

oO Get all the selling facts on Bir 
& Co. in 1946 as a salesman, was ° ces 

. ial handling pump. Send fo 
recently promoted to the position Bulletin 707 plus price list 


j nted with on 
iS 
ogitotor 


of general manager and assistant to 


ime pocmcent Ask about our spray painting school 


Open to all...NO TUITION...covers all phases. 





SMALLEST UNDERWATER TV 
CAMERA 


Great Britain has developed a hand- 
held underwater television camera 
which it claims is the world’s smallest NE FOR RAY J 
and cheapest, according to Engineering EVERITH A ree : —_ ———_—_—__—_— . 
News-Record, McGraw-Hill publication. SPRAY PAINTING Binks Manufacturing Company 
All a diver has to do is aim the camera, 3128-30 Carroll Ave. West, Chicago 12, II! 
which is buoyant in water. 


PRAY 











REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES * SEE YOUR 
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HELP YOURSELF 
TO EASY 
CLAMP SALES 
WITH THESE 


MARKET 
CONDITIONERS! 


America’s oldest clamp manufacturer 
Single source for all popular clamps 
Wide range of sizes and types 
Convenient packages for easy handling 
Factory — Distributor cooperation 
Special Catalog for industrial sales 


Priced for profit . . . priced for turnover 


Write for descriptive sales bulletin. 


sale-cal 
Con 1D rOLon 


BR by 


a. ine \, eee 


ce 
Aamcar, 1913 


A-C Assigns Smith, 
3 Sales Representatives 

Appointment of Wayne I Smith 
as Rocky Mountain regional repre 
sentative for distribution and trans 
mission equipment was announced 
by Allis-Chalmers Industries Group 
At the same time, sales representa 
tives were assigned to Baltimore, 
Dayton and Los Angeles 

Clare K. Tubbs, sales representa 
tive in Detroit since 1951, was trans 
ferred to the company’s new Day 
ton district. James R. Howard and 
James HH. Carpenter, Jr., recent 
graduates of Allis-Chalmers training 
course for engineers, were assigned 
to Los Angeles and Baltimore re 
spectively. 

Mr. Smith came to Allis-Chal 
mers in 1940 as a sales engineer. He 
has served as sales representative in 
the Denver district since 195] 


Norden-Ketay Divisions 
Acquire New Sites 
Consolidation of the operations 
of Norden-Ketay Corp.'s two Long 
Island divisions in fully integrated 
plants was accomplished when Pre 


cision Components Division and 


Gyromechanisms Division moved 
into new quarters recently. 

\ 31,000 sq. ft. addition to the 
firm’s Precision Components Divi 
sion at Commack represents a 36% 
increase to that division and brings 
total area to over 85,000 sq. ft 


Division moved 


Gyromechanisms 
into a new 17,000 sq. ft. building 


at Huntington Station. 


Crouse-Hinds Promotes 
Clarke and Northup 

John R. Tuttle, president, Crouse 
Hinds Co., announced the promo 
tions of Albert H. Clarke and Rus 
sell P. Northup to vice-president for 
manufacturing and vice president 
for engineering, respectively 

Mr. Tuttle also announced that 
John B. Crosby will succeed M1 
Northup as Condulet sales manager 
and William A. McAuley will be 
come new products manager in the 


sales division. 
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SLOCOMB 


a good measure 
for new Profits 


Over 700 Models 


Three major factors mean greater 
sales .. . bigger profits... when you 
carry Slocomb Micrometers 


1) Unlimited size for large microm 
eters. There is never a micrometer too 
large for Slocomb to supply from stock, 
or if necessary, build to order. Slocomb 
has the reputation for building them 
big, building them accurate, and ship- 
ping them promptly. 


Qe Special Purpose Micrometers for 
every special operation. Slocomb makes 
a complete line of special purpose 
micrometers to meet the specialized 
needs of modern industry. Snap gage 
micrometers, quick-acting, direct-read- 
ing micrometers, tube, screw thread, 3- 
flute, rolling mill micrometers are but a 
few of the special micrometers Slocomb 
is ready to ship from stock. There are 
more than 700 different models in the 
Slocomb line, many of them exclusive 
Slocomb designs. 


a Standard micrometers, too, are an 
important source for repeat profits from 
the Sloconib line. Such features as posi- 
tive, compensating adjustments, over- 
sized terminals, easy-to-read satin 
chrome finish and an aggressive new 
management serving the world with a 
century old product. 


Write today for complete information 
on selling the Slocomb line. 


J.T. SLOCOMB CO. 


Glastonbury, Connecticut 
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Vonnegut Acquires Mobile Unit oe 

For On-The-Job Demonstrations | 1 
ring 
right | 
for act 


strauio 


They 
Dumo 
signed 
some 
lines 
pects 
stration 
his OWI! 


sales © 





Hennessey 4 - 
; y Appotinte ; 
; ted Mac Stropes Demonstrates Dumore Unit. Von- chines 


Troj: 

jan Representati ‘ ; ; ‘ 

Che alive negut brings industrial machinery right to plont 
ie Yale & 


Contractors 


preset 


mobil 


low > . 
ne Mfg. Co., 


Macl 
Machinery D 
appol > , ivision, . 
os nted Harry Hennessev district Company, with stores ways to cu -_ 
Sales , . C . , o 
representative for the Ir throughout the city, has ac- | UP production. 
— } tion 


line of t : 
ractor ‘ eb ss . ~~ | 
of Coarse. S$ shovels for the states — i a ennai THE DISPLAY '1 the sta- | conj 
Carol; gia, South Carolina, Nortl mo ile demonstratio® unit © | tion wagon was designed in 
arolina, Kentucky, Alaba ' bring industrial machinery sanction with THE Dumore 
8} ? . AME ° . . 
issippi and Tennessee na, Mis right into the customer's plant | Company Shows gully 
Mr. Hennessev ass for actual on-the-job demon- equipped with Dumore pared 
umes this posi strations. vie drilling aU oe, can 
matic drilling ©4 ipment, os 
can be removed and actually 


The Vonnegut Hardware | many new applications—and this 
t costs and to step 


Cor 
equ 
mal 


; 


tion 1 ~ 

after navills ecn sales repre 

aS ative f dT ic | 
i XK 


oO 
taken into a factory for a" ail 
“on-the-job” demonstration 


They point out that “The 
r th 4 Dumore mobile unit was de- 
Hie ast ; . 

signed to merchandise fully 

some of our more technical 

lines and to give our pros- MAC STROPES, seen above, fr 
cts an immediate demon- 7 

ante : ' a factory trained Vonnegut | P 
stration right in his plant on 


Gants if Pilidelphie ur Supply 
eight : 
a 


when necessary- 





| engineer, has just returned 


his owe products. Since many from an extensive training 
sales on highly technical ma- | program at the Dumore Plant 
chines hinge 0” the visual | on Automatic Drilling Equip 
presentations, we feel this ment. He 3s available with 
mobile unit will accomplish | this Dumore Unit for im 


this and show the prospect | mediate demonstration. 


Why don't 
ded ourdyny en neers agen selling. You, too 
Write for fact: ine" for greater sale x , can 
s s and 
on how to get a mobile demonstrati -< in 
for your exclusive use. stration unit 
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@ MNMG | Seecer 
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TOOL POST AN 
HAND GRINDERS 
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SOSSNER 
EXCLUSIVES 
MEAN 

NEW 

SALES 
OPPORTUNITIES 
FOR 
DISTRIBUTORS 


For full 
details contact: 


TRIPLE TEMPERED TAPS 


A STANDARD WITH 


N SOSSNER 


DELIVERS 


FULL VALUE 


Yes! Sossner taps are tempered, not just 
once, not just twice, but THREE TIMES 
The result ...a tougher, more reliable, 
longer lasting tap ...less chipping, 
breakage. 

Triple Tempering can make all the dif 
ference. Get FULL VALUE taps...Get 
SOSSNER. 


OTHER SOSSNER EXCLUSIVES == 


“elektraLUBE”’ SPIRAL TAPS 


Suggests Outside Capital 
To Finance Replacement 


The current tight money situa 
tion in the U.S. does not prevent 
the purchase of machinery and 
equipment needed to decrease costs 
and increase profits, according to 
the head of a large industrial financ 
ing firm. 

Thomas E. 
C. I. T. Corp., in a recent address, 


Lenihan, president of 


said that there is an acute need in 
many industries throughout the 
country for replacement of old ma- 
chinery and equipment that has 
outlived its usefulness and is nib 
bling away profits with slow pro 
duction and excessive maintenance 


osts. 


Mr. T. T. Sossner 
Sossner 

Tap and Tool 
Corporation 
LYnbrook 9-7620 


The most complete line 
A 4 Regular a Delayed replacement creates too 
Permanent Hook ~ great a gap between installed capac 
Super-Lubricant Three Flute Y 


itv ; l -ased whi 
nentitine aoe ty and increased production which 








would be possible with new ma 


And he 





chinery, Mr. Lenihan said 
added: 
“Industry must decide when re 


SOSSNER TAP & TOOL CORPORATION 
29 BROADWAY. LYNBROOK, L.I., N.Y 


FACTORY WAREHOUSES IN NEW YORK AND LOS ANGELES + DEALER STOCKS IN OTHER CITIES 


placement is economically justified 
and when failure to replace equip 
ment would weaken competitive 
standing.” 

Verv few companies, he contin 


= 


Sa = ued, are able to draw too freely on 
Re we operating funds for capital invest 
{ CRE a oN ments, so the practical answer to 
S Fe ae: the problem of financing equip 
' ia |} i 
4 Yuet 


ment is to use outside capital which 
] 


eo joe ee 


a<at 2 [he proper purchasing program will 
FORMULA | S wh make it feasible to retire 
| ral a of the new equipment largel 
KEY-TITE Or eZ of increased earning capacity 
A 40-Year Best 
Seller NOW Im- 


proved for More 
Customer Satis- 


repaid over a period of time. 


% 


SORPCN _—_ 





MORE PLIABLE, LONGER 
OPEN-CAN LIFE, SAME 
POSITIVE SEALING 
ACTION, BACKED BY SUS- 
TAINED ADVERTISING, 
faction, Increased KEY-TITE Pipe Joint Seal- 


Dealer Profit ing Compound will satisfy 
your customer’s every need for 


threaded or flanged connections 
for water, gas, low-pressure 
If you steam lines. 


haven't received the 
W-K-M 


“New Improved Formula” 
owision of QC f_inpusraies oc 


Promotion Kit, 
write for your 
copy today 
PLANT: MISSOURI CITY, TEXAS ; 
MAILING ADDRESS: P. 0. BOX 2117, HOUSTON, TEXAS eth, 
. Rather confident you’re going to 
win that free trip to Mexico, huh, 


Fenton?” 


KEY-TITE is a registered trademark 
of acf Industries, Incorporated 
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Louis F. Nero 


Louis Nero Joins 
Fort Worth Company 


Louis F. Nero joined the engi 
neering sales division of the Fort 
Worth Steel & Machinery Co. as 
regional! sales engineer. With head 
quarters in Jersey City, he will serve 
industries in the New York area and 
other eastern industrial centers. 

Mr. Nero was most recently dis 
trict sales engineer for Link-Belt 
Co., with whom he had been asso 


ciated for 20 years 


William S. Alexander 


Roebling Names 
Sales Representative 


William S. Alexander was ap- 
pointed sales representative for the 
Wire Rope Division of John A. 
Roebling’s Sons Corp. 

Mr. Alexander, who joined Roe- 
bling Corp. in 1955, will cover the 
Georgia and north Florida territory, 
with headquarters in Atlanta. 





mG 
X 














X 
A 
x 
X 
A 




















What does “X” mean to you? 


[_] The unknown 

[ ] Kiss in a love letter 

[_] Multiplication sign 

[_] Where the treasure is buried 
[] Last letter in “Sex” 

[_] Railroad crossing 

[ ] Legal signature 


And now, for a modern “*X” that expands your vision of the future, 


TURN TO THE NEXT PAGE...=-=> 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





Vir. Claus leads a double life 





eeethanks to Air EXpress with eXclusive door-to-door delivery! 


The gentleman in the red suit calls on the toy industry 
before August. But one smart manufacturer discovered 
how to eXpand his selling season almost to the night 
before Christmas! While competition slacked off, he 
sought and delivered new orders...he refilled old orders 
. overnight, anywhere in the country! It was like 
adding an eXtra Christmas season. And it was done by 
using Air EXpress, the only complete door-to-door air 
shipping service to thousands of cities and towns. 


You can eXtend your selling season in eXactly the same 
way. No matter what you sell, Air EXpress eXpands 
your freedom of action. It gives you all America or any 
part of America, overnight. It puts at your command 
10,212 daily flights on America’s scheduled airlines, 
13,500 trucks (many radio controlled), a nationwide 


private wire system, 42,000 trained personnel. Yet Air 
EXpress is ineXpensive; for instance, a 10 lb. shipment 
from Chicago to Kansas City costs only $3.14 with Air 
EXpress — $2.01 less than any other complete air ship- 
ping method. 


EXplore all the facts. Call Air EXpress. 


AUR | DPRESS 


 wraomn | = 


GETS THERE FIRST via U. S. SCHEDULED AIRLINES 


CALL AIR EXPRESS...division of RAILWAY EXPRESS AGENCY 
INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





New Orders Holding Steady 


| SEASONALLY 
(MOUSTRIAL SUPPLIES AND MACHINGRY 


AD/VSTEO NEW OC8DER DEA 


J 


ADIVSTEO DEX 
(MOUSTEIAL PRODUCTION 
MANUFACTURES DURABLE 


r 
fee SEasOmaur 


SAASOMOL Fmams 


1953 
1 by indust 


1954 


Yearly Averages 
eft hond scale 


947-49 


JASOMOL FmAmMIsATONOIF 











1955 1956 1957 





Machinery Manufact \ 


4% 


Montnly Averages 
(Right hand scale 


OO ( New Series 


adjusted for seosono! voriation) 


‘V 





\/ 


Source: Federal Reserve Syster 
Based on sample reports from opprox aataly 
500 stores which are estimated to accoun 
for 87% of all department store sales 


LZ 








HB. (ju sony tvdastrial Supply 


pre ere een tenner ertenten 


NEW BUILDING occupied by H. B. Guildford & Co., 


vides driveway with customer parking a1 


incoming and outgoing shipments 


a and features lo 


The symbol of 


~~ 
Cc Cc Cc ei adlial 
ZUR? SO: ISS 


modern lifeline 
of 
American business! 


Torrington, Conn., pro 
loading dock in rear for 


“&— SEE PAGE ON LEFT. 
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INDUSTRIAL DISTRIBUTORS 
JOBBERS and DEALERS 


Reasons why you should write 
for our “PROFIT” package 


* Product you can back with confidence 
























* One Year Warranty * Money-Back Guarantee 

* Realistic Sales Policy * Powerful Advertising 

* Above Average Profit * Complete Line of Pumps s 
DIAPHRAGM PUMPS fe 














Handle CROWN PUMPS for greater SALES, more PROFIT 

. with complete assurance your customers will be 
fully satisfied with the job performance of CROWN 
Pumps, and enjoy CROWN’S Double-Protection. e 


WRITE TODAY! 


e ELECTRIC POWERED PUMPS 


PORTABLE PUMPS 


NEWLY APPOINTED director of 
purchases and traffic, A. M. Byers Co., 
is Fred Engelhardt. He has been with 
Byers for the past 40 years and has 
served as the firm’s purchasing agent 
for the past 15 vears 














Fulton Named Manager 
Of New A-C Branch 


Robert B. Fulton was appointed 






manager of the new district office 
established in Davton by Allis-Chal 


mers Industries Group 




















SELF-PRIMING CENTRIFUGAL PUMPS . 
Mr. Fulton was formerly man 
CROWN MANUFACTURING COMPANY ¢ Waterloo, lowa wer of the firm's Cincinnati branch. 


, He joined Allis-Chalmers in 1943 


Why CHOKE’ your 


soldering iron? 

















and served as sales representative in 
the Pittsburgh, Detroit and Cin- 
cinnati districts. 

William F. Vander Mass, for- 
merly district manager in Grand 





Rapids, succeeds Mr. Fulton in Cin 





cinnati. James A. Sudduth, a sales 









representative in Toledo since 1950, 





becomes manager of the Grand 






Rapids district. 








—ijust “CRADLE” it with o 
HEXACON 
HATCHET SOLDERING IRON 









i “choke” the conventional A COMPLETE LINE 
The operator has to “choke” the co a if pS. AS 
straight iron to hold it, whereas the ¢ BY HEXACON 
HEXACON HATCHET IRON “cradles” in —Originator 
the hand with no perceptible grip whatsoever Ay ond Pioneer 





— thus relieving hand strain and eliminating CAT.NO. WATTS TIP DIA PRICE 







the “heavy hand”, the cause of poorly sol- 25H 25 1/8” $46.50 
dered joints. Because HEXACON HAT- ~ 36H "30 3/16" 6.50 
CHET IRONS are perfectly balanced in ~~30H $0 1/4". 6.75 
weight, they enable the operator to solder in es 3/8” 11.00 
a natural position and relieve fatigue of arm OOH +100 3/8” ~~ ~+12.00 
and back. 1500 150, 3/8" 12.75 
DISTRIBUTORS! HEXACON offers more than forty a. eS. ——!3-50 
different Industrial Soldering Irons (HATCHET SS Sa De a 
Line is only one of seven distinct types), ranging 300H 300 7/8 18.25 











from 25 watts to 700 watts with tips from ‘,” to 
134” in diameter — for every soldering need. 


HEXACON ELECTRIC COMPANY 


138 West Clay Ave., Roselle Park, New Jersey 
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CARL SHEPARD, outside salesman 
for J]. W. Minder Chain & Gear Co 

Pe | Los Angeles, does Saturday duty on the 
order desk 







Goodyear Announces 
Personnel Changes 


Personnel changes and shifts at 


the district and assistant district 
manager levels were announced by 
©. A. Schilling, sales manager, 


Industrial Products division, Good 
vear Tire & Rubber Co., Inc. 

R. J. Burns, district 
St. Louis since 1954, was appointed 


manager at 


assistant general manager of the 
metal products division. Mr. Burns 
was formerly associated with Car 


negie Illinois Steel Corp. before 
joining Goodyear in 1947. He was 
then field representative for Good 
vear in Cincinnati and Chicago. 

H. F. Schweitzer, district man 
ager at Charlotte, N. C., since 1956, 
replaces Mr. Burns at St. Louis. 
Mr. Schweitzer, who joined Good 
year as a Sales trainee in 1947, has 
served as industrial products clerk 
in St. Louis and field representative 
in Chicago 

W. A. Cooper was promoted to 
Mr. 
Cooper joined Goodyear in 1936 as 
i stock clerk in the St. Louis dis 
trict office. He 
Minneapolis and a field representa 
tive for the Industrial Products di 
vision at Pittsburgh and Knoxville, 
appointed assistant 
New York in 


district manager at Charlotte. 


served as a clerk at 


before be lg 
district 


1955 


manager in 


\MicClelland, formerly as 

t manager in Chicago, 
New York City in 
Mr. McClelland 
1949 as a sales 
field sales 
field 
Kv., 


was shifted 
the same capa 
joined Goodvear in 


F< 


enginec it St 


traine¢ served as a 
Louis and a 
representative at Madisonville, 
and Chicago. 

Westi Hansen, former field repre 
sentative at Chicago, Bay City, 
Mich., and, most recently, Dayton, 
Ohio, was promoted to assistant dis 
trict manager, Chicago. Mr. Han 
sen, a native of Denmark, joined 


1948, 


Goodvear in 


Changes Noted in Research 


A major reorganization of re 
search and development personnel 
Products 


The 


Industrial 


ilso announced 


in Goodvear’s 


division was 





WANTED 


DISTRIBUTORS 


... FHE LINE 
GIVES YOU MORE TO SELL 





THAT 


@ Lower stock investment @ More sizes 
in high volume items @_ Rapid delivery from 
Rapid Stock @ A guaranteed sales plan 
@ Sales training and merchandising help 


We're so convinced Rapistan wheels and casters will be a good 
profit item for you (regardless of any other line or lines you have 
now) that this is our policy: 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand. 


Write today for an explanation of the Rapistan franchise plan. 
I will personally send you complete information by return mail 


as well as a catalog and other details. 7 —_ ; 
Ae ema t— 


Product Sales Manager 


The RAPIDS-STANDARD CO., INC. 
306 Rapistan Bidg 
Grand Rapids 2, Mich. 


fastest growing name in casters 
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PRECISION BRAND 
, ARBOR 


SPACERS 


eh 
4 and SHIMS 






FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 


ordering 


PRECISION STEEL 
WAREHOUSE, Bee S- 


MAN N 

















tha eIG ORANGE FN, 1») 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Uy Use on “HIGH TEST” Chain 


EXTRA STRONG 
GRAB HOOKS 


Even the pin is made 

of hi-strength steel and 
heat-treated 

Available 

for Chain 

Sizes V4" 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 
SLIP HOOKS 
Available 
a for Chain 
5/16", % Sizes ¥ 
5/16" 
and ue 


ns, Va", 
aneuae and CHAIN 
Screw Pin SHACKLES 
















Forged of HI-STRENGTH "STEEL 
Available in sizes 4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


changes were made to improve 
liaison between Akron plants and 
outside industrial products plants. 
Stress will be placed on eliminating 
complications in matters of cen- 
tralized management control as 
these affect technical methods and 
the adoption of new processes or 
products. 





Lloyd B. 


Mize, Jr. 


Lloyd B. Mize, Jr. Named 

Transmission Specialist 
Industrial Supply Corp., Rich 

mond, Va., appointed Lloyd B. 

Mize, Jr. to the newly created post 

of power transmission specialist 
Mr. Mize been a sal 


has salesman 
with Industrial’s affiliate 


company, 


Mize Supply, Waynesboro, Va., 
since 1954. He has just completed 
several study courses with powe 
transmission manufacturers. He will 


work on a consultant basis with the 
firm’s salesmen in an overall effort 
to increase the sale of power tran 


mission equipment. 





CANDLES BURN LOW 


The candlemaking business just isn’t 
what it used to be. That was the con- 
clusion of the Standard Oil Company 
of Indiana when they dropped out of 
the industry this month, reports Chemi- 
cal Week, McGraw-Hill 
With the departure of the last oil com- 
pany from candlemaking, the $20 mil- 
thinly 


publication. 


lion market is now spread 
among some 100 manufacturers. About 
90% of the candles produced today 


ore for church and home use. 
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DISTRIBUTORS 
WANTED 
\e 


\) 
HAMMERBLOW 


Wire Rope Cutters fl 


tT. 


wT a 


a} 


r) 
Ort. bie 







3 sizes for all needs 


cos’ 
\o 


Deol 
a 





If you now sell to wire rope users 
—the oil construction or 


industries—HAMMERBLOW 


teal *i ial 3 
ealial lal! 
Cutters meon extra sales and pro- 
fits for you. Write today for in- 


formation on distributor set-up in 


your crea 


HAMMERBLOW 


WIRE ROPE CUTTER CO. 


78 Austin Street Nework 2, N. J 


Want Fast 







Service? 


Order S PA Ni 
BRASS FITTINGS 


To give our customers 
the fastest possible 


‘4 delivery service, 
cs . . 
jae we maintain one of 
v ‘ 
apor® 


America’s largest stocks 
of Brass Fittings, 
manufactured by Span 
to the most rigid quality 
w® specifications. In many 
instances, shipments are 
made “same day.” 
Write for free catalog. 














HERE’S OUR SUCCESS ST 
IN A NUTSHELL Zz 


(Be 5 — i i's) —— RG —>' > — OR — > « i. et «Vike 


‘b | ev etes write r 
= SAFETY VALVES— RELIEF VALVES—PRESSURE GAUGES = 



































V V 
DISTRIBUTOR FRANCHISE 

d @ Offers full line of profitable products 0 

A Provides factory-trained sales engineers for direct v 


sales help 





JACK GEHRINGR 
tion to the sal a - 'S a recent addi 0 @ Discount schedules clearly defined and strictly i 
Fect"d _ sas staff at J. B Cox +e observed we 
a . industria] Suppl; Co., Los 0 UV 
gCIC . 
@ Maintains sufficient distributors in an area in ac 
cordance with market requirements, but no more 
, hi iatitetisiteeis h than can get adequate volume with reasonable h 
N a profits OR 
New Breme, Vv y 
1 ‘ , 
ie ; Hardware @ Provides our distributors with catalogs, educa- 
ges Sales Post tional helps and sales materials to assist in servic 
ee . ir trade and : lv pr , > sale fi 
Victor Maurer. sales manaser of 6 ing their trade and actively promote the sale of A} 
New Br _—" pe Lonergan products 4 
remen Hardware & Supply 1 v 
. ° . ¥ 
Co., New Bremen, Ohio has taken @ Supplements distributors’ stocks by a factory in 
\ I F . ‘ “y fc sual r ‘ements 
O - responsibility for all industria] h ventory for unu ual requirement A 
Sales ] ; f ; AR 
Ray Alexander, former head ~*. @ Conducts product meetings by capable sales engi- & 
or the indust: i] department has 0” neers to enable your own men to effectively pro- U 
left the firm s mote and sell for you, the Lonergan line 
Mr. Maurer |} 
I ure? , . 
turer has been with the  @ We will continue to manufacture a complete line 4 
~Ompany ten years. The firm no be of products that will produce companion sales & 
longer handles perishable tool lines 0 through variety as well as quality, assuring repeat 4 
Its ; é . sales ; weasing ¥ \ 
rhe in this department was ales and increasing volume 
JuTChas \ : . . 
P chased by Dickman Industrial fj @ Continue our design policy of constantly improv- ‘, 
Service, Sidnev, Ohio. Bs ing our present products and developing new ones £4 





to serve a diversified market 






Guarantee satisfactory performance of our prod 
ucts through proper application, backed by nearly 
a century of engineering know-how 












DEALErRs Norte: 
Please write o 


Lonergan ESTABLISHED 1872——__ 
J. E. LONERGAN COMPANY 


211 RACE STREE 
T 
PHILADELPHIA 6, PA, 


aa - 

Some c 

. a choice territories yet open 

call us for complete details! Se 









At Wayne Rubber & Hydraulics, Inc 
Ft. Wayne, Ind, Don Rife. n 


charee of ina 
harg industrial supplies 





is im 
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DIAMONDS 


Cmiley says: eam, 
Vt, lo @_\\ 






diamonds 
and really 


SAVE MONEY! 





(Smiley was using this 
= standard 1 ct. tool 
COST $45.00! 


+ 


RESET COST! 





LOOK AT 
THE WASTE! 


LOTS OF 
PAPERWORK 


. “7 i TOO! 
Smiley's choice NOW | 


The expendable 
“ECONOMY” tool 


CONTAINING six 
1/6 ct. diamonds 
(total 1 ct.) 


COST $28.70 











NO RESET 
COST 


NO WASTE 
HERE 


NO PAPERWORK! 











a bet 
no wonder he smiles#/ 
Precision’s economy tools cost much 
less, and they‘re so easy to use, too. 
for more information, write 


PRECISION DIAMOND 


TOOL COMPANY 
P.O. BOX 274 + ELGIN, ILLINOIS 
Telephone SHerwood 1-4847 


282 





The person who does the clerical work 
in the industrial supplies department of 


Industrial Sales and Service, South 
Bend, Ind., is Mrs. Dortha Chandonia 





New Distributor Stages 
Supply-O-Rama 


Follansbee Metals Corp., Roches 
ter, N. Y., dramatized its entry into 
the industrial supply business with 
a three-day “Supply-O-Rama” at the 
plant. 

Ihe show was manned by manu 
facturers’ representatives as well as 
the Follansbee sales and engineer 
ing staffs. Among newer develop 
ments shown was the Zagar printed 
circuit drillhead, a 20-in. drill press 
with variable speed and a new 30- 
ton press brake. 

Thomas E. O'Neal, 
dent of Follansbee, emphasized that 
the company’s addition of indus 
trial supplies, including tools, fast- 
eners, materials handling, power 
transmission and shop equipment, 
will provide a completely new serv- 
ice in that area. 


vice-presi- 


Howard Supply Expands 


Howard Supply Co., Los Angeles, 
completed construction of its new 
15,000 sq. ft. warehouse at 5125 
Santa Fe Ave., in time for the firm’s 
20th anniversary. Harold E. How- 
ard, president, said the additional 
space was required because of the 
expansion of the firm’s steel divi- 
$10Nn. 
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Materials Handling 


Equipment 
... built by 


a a 





3A Series Single Boll 


ace Swivel 
1A Series Rigid Caster—sizes: 
Caster—sizes 2 to 8 in. dic. 
2 to 9 in, dic. 





50A Series Single 
Ball Race Pressed 
Stee! Swivel 
Caster—sizes 
2 to 6 in. dio 


36A Series Double 
Boll Race Swivel 
Coster—sizes 
4 to 12 in. dic 


All Bond Casters ore available with metal 
or floor protective wheels—plain or roller 
bearing 





40A Series Double 
Ball Race Structural 
Steel Swivel 


41A Series Structural! 
Steel Rigid 
Caster—sizes 
4 to 10 in. dio. 
(companion types 
to 12 in. dia.). 


Caster—sizes 
4 to 10 in. dia 
(companion types 
to 12 in. dia.). 


Universal Lift 
Jack and Platform 





Sell dependable Bond materials han- 
dling equipment... you'll satisfy your 
customers and increase your own 
profitable business. We have a copy 
of Bond Catalog K-40 waiting for 
you—vwrite today. 


Bm Foundry & Machine 


Company 
MANHEIM, PENNSYLVANIA 














Ken Schell, seated, new purchasing 
agent for the Allen Steel & Supply 
Co., Inc., Ft. Wayne, Ind., goes over 
quotations with C. M. Fist, vice presi 
dent and sales manager 





Republic Supply Announces 
Scholarship Awards 


For the third successive year, 
four scholarships for college study 
were awarded to children of em 
ployees of The Republic Supply 
Co. of California, under the provi 
sions of the W. Dale Russell Memo- 
rial Scholarships. 

John J. Pike, president of the 
firm, announced this vear’s winners 
as follows: Herbert E. Horstmann, 
son of Chester Horstmann who is 
employed in Republic’s refinery 
sales department in Los Angeles. 
This is the third time Mr. Horst- 
mann’s son has won the award. 

Rosalynne Bassell, whose mother 
is employed in the firm’s order and 
quotation department, San Lean 
dro, Calif. 

Barbara A. Wold, daughter of 
Earl Wold, who is in the company’s 
purchasing department at Los 
Angeles 

Warren N. Rupp, whose mother 
is employed in Republic’s customer 
accounting department, Los An- 


geles 


Permatex Promotes Lott 


\lan W. Lott was appointed 
executive vice president of Perma 
tex Co., Inc. Mr. Lott joined Per 
matex in 1954 as general ofhce 
manager and most recently served 
as assistant to the president. 


| Ath i The World's Finest and 
0 Most Saleable Line of Vises! 


\ 


Milling Machine Vise— 


Dependable. Accurate. Base accurately graduated over 180 
degrees on indexing machine—not hand stamped. Easily set for any 
angle required. Vise can be easily removed from Swivel base by 
loosening two bolts, and used as plain milling machine vise. Remov- 
able jaw facings made of hardened alloy tool steel. 


the MACHINE & FOUNDRY CO. 
ATHOL, MASS. 
"Strength Where Strength is Needed” 


Specthy 
RHOPAC 


e Boiler Gaskets 
@ Folded Tapes 


Plain or Tadpole) 
e Retort Door Packings 


... for Prompt Delivery - Low Prices 


We offer you one of the largest 
selections and stocks of top qual- 
ity boiler gaskets, asbestos wire 
inserted tapes and mechanical 
packings (sheet ond mechanical) 
available anywhere. Our modern 
facilities and mass production 
methods guvorontee you prompt 
delivery and lowest prices ot all 
times. 


Technical and Consulting Service 
inquiries invited. Over 35 yeors 
of gasket engineering experi 
ence at your service 


3423 Cleveland Street, Skokie, Illinois 


Monufacturers of mechanical packings, industrial and boiler gas- 
kets, radio speaker gaskets, steel rule dies, flexible packing hooks 
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A TOUCH ADJUSTS IT! 
THREE TONS CAN’T BUDGE IT! 


WILTON RAPID TITAN C-CLAMPS can be adjusted with the slightest pressure, and 
tightened so securely that they'll support over three tons of weight! Wilton’s 
patented wear-proof nut allows the spindle to be engaged or disengaged auto 
matically, and tightened securely over its full length and diameter. No buttons, 
springs, or triggers. Your customers will save time and labor throughout their 
plants with WILTON’S RAPID TITAN C-CLAMPS! 

UNCONDITIONALLY GUARANTEED FOR THREE YEARS BY WILTON! 


Write for the new Wilton Catalogue. 


WILTON 100: mre. co. inc. 


1D-11 SCHILLER PARK, ILLINOIS 
Wilton Vises are Sold by Leading Distributors Everywhere 


_ MULTI-~-ANGLE 


< DRILL UNIT “Maggy > 


ne 


FOR VERSATILITY, SIMPLICITY, ECONOMY 


You can help your customers solve many drilling 


problems by recommending a Commander MULTI- 
ANGLE Drill Unit—the complete, compact unit 
that easily adapts to almost any special drilling 
job. It’s ideal for angle drilling and espe« ially 


valuable when tooling space is limited 


FEATURES THAT HELP YOU SELL: 

e Compact—only 1 15/16” wide x 10 3/4” long 
e@ Drills on close centers 
e Hydraulic spindle actuation—up to 4” stroke 


@ Adapts to many power sources—flexible 
shaft, air or electric motors 


@ Only $125.00 complete 


Write for Commonder's Full Line Catclog describing 7 other tools. 


ILLINOIS 
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Steele’s Enlarges 
Industrial Division 


Steele’s Industrial Supplies, Inc., 
Lima, Ohio, has taken over a 40 by 
70 ft. warehouse annex vacated by 
its afhliate, Steele's Painting Sup 
plies. 

I'he painting supply company has 
moved to a new corner location at 
403-408 East High St. The added 
space will be used for expanded in 
dustrial supply lines and a new in 


dustrial display room 
Officers Named 


number of executive promo 
have been made at Steele's 

Necly, treasurer and indus 
supplies manager, was named 
ice president in addition to his 
other posts. V. P. Beery was pro 
moted from assistant secretary to 

retary. 

Re-elected were: Mrs. C. D 
Steele, president; John W. Ash 
baugh, Ist vice president and 
eral manager; Fred Donte, manager 
of Jasperson Supply Co., St. Marvs, 
Ohio (an affiliate); W. T. McGrav, 
manager of Steele’s Painting Sup 
plies, and Dwight D. Newton, man 
iger of Steele’s Automotive & Mill 
Supplies, Findlay, Ohio. 


Machine Tool Firm 
Opens Denver Branch 


lhe S c 8) Tool 0... Los 
\ngeles, opened a branch in Denver 
to provide service and parts to indus- 
tries using machine tools in_ the 
metropolitan area 

The branch will carry a $200,000 
tock of cutting tools. It is equipped 
vith a teletypewriter and card index 
installation to insure that all orders 
ire expedited by manufacture 

Manager of the Denver branch 
vill be E. A. Nve, who has 15 years 
of business experience in Denve 
the last four as a manufacturer's 
representative. 

On his staff will be Ross J. Todd, 
1 mechanical engineering graduate 

the University of Colorado, and 
Robert R. Parish, an engineering 
graduate of the University of New 





Mexico. Dale G. Cumley will be 
on the sales engineering staff. 

In attendance at the open house 
were P. S. Omohundro, president of 
S. C. O. at Los Angeles, and Jack L. 
Iverett, vice-president and manager 
of sales. 

Ground was later broken for a 
2800 sq. ft. addition to the present 
warehouse 


Market Analyst Joins 
Hewitt-Robins 


Richard W. Stickney was ap 
manager of commercial 
Hewitt-Robins, Inc., 
according to an announcement by 
KF. L. Griffith, vice-president and 
general sales manager, industrial 


pointed 


research of 


products division. 

Formerly employed by the Ameri 
can Brake Shoe Co. as a market 
research supervisor, Mr. Sticknes 
also worked with Radio Corp. of 
\merica as manager of sales research 
and the ‘Toledo Scale Co. as market 


analvst 


Announces New Site 


Hewitt-Robins, Inc., announced 


that it will move next vear from its 
present North Central 
headquarters in Chicago to a new 


regional 


ofice and warehouse in the Melrosx 
Park industrial center about 12 
miles west of the Chicago Loop. 
The new building will be one 
story high and will contain 30,000 
sq. ft. of space. ‘The office area will 
be air-conditioned and the ware 
house will be equipped with a 5-ton 
overhead crane and other mechani 
cal equipment for the efficient han 


dling of material 





WHALES TO GET “SHOTS IN 
THE ARM” 


The modern harpoon gun, science’s 
contribution to the hardy sea trade of 
whaling, now serves a new function: 
It acts as a syringe to inject antibiotics 
into whales, reports Chemical Week, 
McGraw-Hill publication. Norwegian 
whaling companies have worked out 
the technique, which is used primarily 
to reduce losses of the killed whales 
due to spoilage rather than to cure ills 


of the giant mammals. 











‘WHO’. 


ALWAYS FIRSTEST 


with the bestest 
precision screw 


machine products. 


_ 


CAP SCREWS - COUPLING BOLTS 
SET SCREWS: MILLED STUDS 
N\ lh I, ... Our specialty. 


The Ofttemiller line is sold exclusively through 
Mill Supply houses and Industrial Distribytors. 


*x ° 
W"HA-SttomiLlor CO’ YORK, PENNA. 





SALES TIPS 


FOR PROFITABLE 
SELLING 


Muit-orILL : 


what does a MULTI-DRILL do? 


A MULTI-DRILL will drill 2 to 8 holes at 1 
stroke—cut production time... reduce tool 
investment . .. lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped 


features that help you sell 


Extremely flexible—quickly adjustable to drill any 
hole pattern within a 9” circle 


Centers as close as '2"’. 


Standard Extension Spindles available to 
«ncrease working area to 22'2"’. 


Precision spindle assemblies . . . 

enclosed ball thrust bearings . . . heat 

treated alloy gears .. . heavy duty universal joints 
gvarantee long, trouble free service. 


Fit any drill press. 


Manufacturing Company 
4217 W. Kinzie Street © Chicago 24 


INDUSTRIAL DISTRIBUTION #¢ NOVEMBER, 1957 





Since 1903 THE TRADE CALLS 
for 


black 
. DA €- Mo 
devil STEEL BLUE \ 


TWIST DRILLS—REAMERS 


CELFOR TOOL COMPANY ny ae Dies and sy 
DIVISION OF AVILDSEN J - | =Templates| 
TOOLS & MACHINES, INC : 





Charles E. Weisenauer is president and 
sales manager of Tools & Abrasives, 
Inc., Ft. Wayne, Ind 





Firth Sterling Appoints 


canal 
‘ . " a Steen os’ 
Canadian Representative with te 


‘irth Sterling (Canada) Ltd. ap = 

I : . SD C ? id td I = Repeies package 8-oz. can fitted with 
pointed Leonard E. ‘Toews as sales == Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 


~presentative } he prov > oO face ready for layout in a few minutes. 
Te} ose tive nu the province < f The dark iilue background makes the 
Ontario. scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 


Formerly merchandise sales rep- ciency and accuracy. 
resentative for the Northern Elec Write for full inhormetion 
tric Co., London, Ont., Mr. ‘Voews = THE DYKEM COMPANY 
= Established 1920 
CHICAGO PLANT ARE == 2305A North 11th St. + St. Louis 6, Mo 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS a service mechanic for International =" = ——————— 
Nickel Co., Sudbury, Ont. , — 


has also worked as a miner and as 


Ihe formation of Firth Sterling 
W. A. W “ ITN FY (Canada Ltd. was announced rT \ Y 
earlier this year. The plant, which | § | = iE cI TOR AX 
LEV rE R PU NC H ES began production in September, has LAMINATED HARD MAPUE 


complete facilities for sintering and 


pressing percussion inserts. 


SELL mn 


FOR THE HARDEST SERVICE Firth Engineer Speaks 


William E. Montgomery, chief 
engineer, carbide sales division, 
Firth Sterling Inc., was the princi ee, 
pal speaker at the Oct. meeting of Aggressive distributors in certain 
the American Society of Tool Engi areas are needed immediately to 
neers, Philadelphia chapter. His sell TOLCO “industry proven” lami- 
topic was “Machining High Tem nated bench tops and other maple 
perature Alloys. top products. TOLCO tops have the 
natural beauty of hard Northern 


q 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
PAN-AM HIGHWAY GETS maple . . . the acceptance of the 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


No. | Punch: Capacity % inch hole through '% inch 
iron. Stock size of punches, % inch to 9/16 inch 
by 1/64 inch. Complete tool includes one punch 
and one die of specified size and die adjusting key 
A well balanced tool. Main parts are drop forged 
with insertable pipe handles. 





NEW LINK greatest number of industries in the 


A aow cel teldge of Guovedo in country . . . and the dollars and 


the mountainous interior of Ecuador cents advantage of low cost main- 
has been hailed as an important ex- tenance. Nationally advertised and 


tension that will cerry the Pen-Ameri- sold through authorized distributors. 
can Highway to the country’s Pacific 


Ne. 2 ee em grey By 5/16” hole thru '4” tron 
Length 23”—Weight '4 ibs.—Throat Depth int is”. 
Stock punch sizes, 3/32” to ‘2" by 1/64” 


Complete tool includes one punch, one die of speci- 
fied size and die adjusting key. Special punches 
and dies made In square and oval to customer's 
order. 


FRADE MARK 
port cities of Manta and Guayaquil WRITE TODAY FOR THE TOLCO 


Engineering News-Record, McGraw-Hill DISTRIBUTOR’S PROFIT PLAN 
publication, reports that the bridge 


eliminated @ ferry system thet could THE TOLERTON COMPANY 


be used only during high water. Vehi- 
cles had to ford the stream during P. O. Box 1658 Alliance, Ohio 


low water. Established 1894 


REGISTEREQ 


@ Send for catalog and see your 
local distributor. 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL 
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Scott Inaugurates 
New Distributor Service 


Establishment of a new distribu- 
tor service was announced by Scott 
Paper Co. at the Scott Merchants 
Advisory Committee meeting which 
was held in Chicago in connection 
with the National Paper Trade As 
sociation convention. 

Identified as the Scott Merchants 
\dvisory Service, it will incorporate 
and expand a number of programs 
now being offered to its distributors 
by the company. These include 
distributor management seminars, 
distributor salesman training pro 
grams, regional and classified direc 
tory advertising programs. 

The first major action of this 
service was the publication of a 39 
page “Survey of Paper Distributor 
Firms in the United States and 
Recommendations for Their More 
Efficient Operation.” The survey, 
conducted by Associated Industrial 
Consultants, covered operations of 
87 paper distributors and was com 
missioned by Scott to discover 
methods its distributors can use to 
increase their profits through effec 
tive management. 


Crucible Steel Names 
Midwest Representative 


Crucible Steel Co. of America 
umnounced the appointment of 
John J. Bollinger as sales representa 
tive—midwestern region—for the 
company’s spring division. Mr. Bol 
linger will maintain headquarters in 
Chicago 

Mr. Bollinger joined. Crucible’s 
spring division in 1937 and served 
in various production, technical and 
administrative capacities until 1956, 


] 


when he Was appointed manager of 


] let; 
employee relations 


Opens West Coast Plant 


Firth Sterling, Inc., announced 
construction of its fourth tungsten 
carbide sintering facility at Los An 
geles. The California plant will 
manufacture carbide cutting tool 
tips and blanks, as well as carbide 
wear parts, providing fast delivery 
on non-stock items 


HEAVY WROUGHT BRASS HOSE 


Clamps 


1 Rigid ears remain parallel 
when tightened. Forms 
perfect nut lock 

2 Strong ears permit tight 
ening in vise for Maximum 
clamping power 

3 Tongue follows channe 
makes secure 360 degree 
grip on hose 

4 Flexible band permits 
opening and closing many 
times 


B. SHERMAN 
MANUFACTURING CO. 


BATTLE CREEK, MICHIGAN 





@ The item 


Heli-Coil’”’ SHOP-PACK thre 
epa kit ntaiing everything me 

if tes 
@ The selling features: rea 


of industries 
® The payoff 

re rders f 
You pply 
and repairme hundre 
Heli-Coil SHOP-PACKS 


! 


Each Heli-Coil SHOP-P 
Heli-Coil Screw-Thre 
plus tap and inser 

from 6-32 t 

Pipe threa 

easiest 


repair 


od 
ead 4, HELI-COIL CORPORATION 


2411 Shelter Rock Lane, Danbury, Conn 
A Division of Topp Industries, Inc 


*Reg. U. S. Pat. Off 
In Canada: W.R. WATKINS CO., Ltd., 41 Kipling Ave., 5.1 


INDUSTRIAL DISTRIBUTION # NOVEMBER, 1957 








a ag aaa 
a. ene ‘ 
Buyers Purchasing _ 


Digest - 
Canadian Machinery HYDRAULI 


Conover-Mast VISE 


Directory 3 ' speeds up production! 
Hardware Age ; ¥ frees operator's hands 
Hardware Retailer | for Gqeeettet werk 


Mn tech . 2 Every plant, machine 
S leacner Vale 


. 
MacRae’s every metal working 
company can speed 


wil and Factory production, save time 
Motor Service and manpower, reduce 


: costs with Columbian 
New Equipment Hydraulic Vises. 
Digest athens 


Popular Mechanics : For full details, write 
School Shop 
Thomas Register 


for Bulletin LL-2029 


, The Columbian Vise & Mig. Co 
Y ted Cleveland 4, Ohio 


controlled by 2 simple Sledge Tested 
foot pedals! 7 gucranteed unbreakable 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


Vocational Education 








CASH IN| 


ON THIS 


7-POINT 
PROFIT stock SQV 
PROGRAM = Sier- Got 


i FLEXIBLE 


Use Prot Mag! GEAR COUPLINGS 


Lowest Competitive Prices! 
+ - Sier-Bath Flexible Gear Couplings have 
Firm Pricing Policy! tremendous popularity, thanks to their 
Protected Territories! unique design, simplicity, lower cost, 
higher capacities, smaller size and lighter 
Fast Turnover—Adequate weight! Distributors work on a sound 
Factory Stock! PROFIT PROGRAM, guaranteeing exclu- 
i i . Both 

National Advertising to hep leg 

Your Markets! ment business has 


7. Catalogs and Other Sales Tools! high volume. 





Write today for complete information! 


op. Bab fp Gen and PUMP co, INC 


FLEXIBLE COUPLING DIVISION 
9246 Hudson Bivd., North Bergen, N. J. 
FOUNDED 1905 MEMBER A.G.M.A. 
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International Nickel Fills 
Distributor Sales Post 


The promotion of Robert E. 
Savage as head of the distributor 
sales section of the Nickel Depart- 
ment of The International Nickel 
Co., Inc., was announced by Lars R. 
Larson, vice president and general 
sales manager. In his new post, Mr. 
Savage succeeds the late E. !. Both 
well. 

Mr. Savage joined International 
Nickel in 1949 as a member of the 
companys Development and Re- 
search Division. He was previousls 
associated with Bethlehem Steel 
Co., Carnegie Illinois Stee] Co. and 
the Pittsburgh Stee] Foundry Corp. 


DeWalt Names 
New Area Heads 

DeWalt, Inc., announced the ap 
pointment of G. W. Holey and 
Frederick B. Smith as district sales 
managers with headquarters in Des 
Moines and Kansas City, respec 
tively. 

Mr. Holey, who joined DeWalt 
in 1956 as a demonstrator salesman, 
will be responsible for sales in Iowa 
and Nebraska. Mr. Smith was for- 
merly assistant district manager in 
Des Moines and will now be respon 
sible for sales in Kansas and the 
northwestern part of Missouri. 


Hutson To Represent 
Aluminum Paint Line 


W. R. Hutson & Co. was ap- 
pointed district sales representative 
in Georgia and Tennessee for Per 
mite Aluminum Paints, according to 
an announcement by R. Wain Bow- 
man, manager of the Permite Paint 
Division, Aluminum Industries, Inc. 

Mr. Hutson served as partner and 
plant manager of the Hutson Mfg. 
Co., Conyers, Ga. and later became 
secretary-treasurer and sales manager 
of the Hutson Division, Gibson Ho- 
mans Co. In 1956 he was promoted 
to vice-president and sales manager 
of the firm. 





Drill Head Completes 

First Phase of Expansion 
Completion of the first phase of 

its $750,000 building program was 

the United States 

Drill Head Co. with the opening of 

its new Standard Foundry Division 


announced by 


plant in Cincinnati. First in a group 
of three buildings to be erected on 
the 13-acre site, the new plant is in 
charge of Gerald Brunsman. 
Construction has already begun 
on the second building in the proj 
ect, which will the 
Standard Pattern the 
company. The third unit will house 
U.S. Dnill Machine ‘Tool 


Diy 1s10n 


accommodate 
Diy is1i0n_ oft 


Head's 


Borden’s Appoints 
Sweet and Bushee 


\ppointment of S. Robert Sweet 
and John A. Bushee to its Coatings 
and Adhesives Department was an 
nounced by the Chemical Division 
of the Borden Co 

Mr. Sweet, who formerly handled 
technical sales for Borden’s in the 
midwest, was assigned to the de 
partment’s sales staff. He will han 
dle Placco-brand building mate 
rials in the Philadelphia area. 

Mr 


eral Latex Chemical Corp., was as 


Bushee, formerly with Gen 
signed to Borden’s Latex Labora 
tory in Peabody. Mass. 


Wahlenmaier Succeeds 
Procter at Fairbanks Morse 


W. F. Wahlenmaier was ap 
pointed manager of Fairbanks, 
Morse & Co.’s New Orleans branch, 


who is 


succeeding Page S. Procter 
retiring 

At the Robert H 
Morse, president, announced that 
Milo C. Roy, formerly manager of 
the Chicago 


branch, will 


time, 


Same 


and _ service 
Mr. Wahlen 
maier as manager of the company’s 
Portland branch. W. B. Morse was 
the 
manager to manager of the Chicago 


sales 


succeed 


promoted from assistant to 


branch. 


ILLINGS 


DISTRIBUTOR NEWS 


THE BILLINGS AND SPENCER CO. - HARTFORD 1, CONN. 


What makes 


A BILLINGS 
reversible 


oo 
e —— } ‘ 
, a > 
SY 


HET WHEEL 
PAWL oo. 








RATCHET 
tick? 


DIREC. 


*Featured above No. $-1410 








MISSION 
OF POWER 


TRAN. 





Ratchets are in 4%", %”", 42", %", 
1” Sq. Dr. Socket Sets—See pages 
23 thru 32 in the Billings General 
Catalog. 











a recent addition 
LONG TANG Carbon Stee! 
CONSTRUCTION —Page 34 


2 pre 


E> oistrieuroRs 


WRENCHES 
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ape 


f 90° ANGLE 


One glance above eis ine 
story. It's the direct transmission of 
power that gives Billings Ratchets positive 
holding power... in either direction. The 
ratchet paw! meets the tooth of the ratchet 
wheel at a 90° angle. 


Simplicity gives strength 


moving parts. 


Strength—in excess of poundage re- 
quired by U. S. Gov. spec 
effect on operating mechanism 


without any 


Weight—one of the lightest, 18 oz 
and perfectly balanced for work 


Handle—fis the hand comfortably. A 
flick of the thumb shifts the ratchet direc- 
tion—no broken finger nails 
Since 1869 
TOOLS & FORGINGS 
of Quality 
Users know the name 
BILLINGS GUARANTEES 


satisfactory performance 


Look into the Billings Selective Distributor 
Sales Policy—the move may be beneficial 


¢ SHOP TOOLS 


1957 





Packaging Society 
There are perforated - » tan liegt 
: Elects Mount 


HANGER IRON he Society of Industrial Packag 


“34.20” : ing & Materials Handling Engineers 
for YOU recently announced the election of 
in John Mount to a two-year term as 
the PAINE line mee president of the Society. Mr. Mount 
of Hanging OS ae is manager of the Marine Service 
pas > es y Tay ahiks 3 : Department, Insurance Co. of 
™ rt North America. 
Cf , Other officers elected at the same 
Saves you time, Fs _ es Lor time included John W. McRey- 
inventory and if ; + See nolds director of materials handling 
freight costs. 5 ieee engineering and standards at Kraft 
. Foods Co.; Charles L. Lippman, 
eas x. 3 self-dispensing Sergey Steel Division, 
Bc ht cota, ae~ carton S. Steel Corp.; John W. Kraus, 
Wee \ccessories Division, ‘Thosapson 
Products, Inc.; Winfred L. Utley, 
!owmotor Corp.; Milton G. Weis- 
horn, Jiffy Mfg. Co.; Louis S. 
Beale, Wirebound Box Manufac 


— Strong, color- NO NEED TO “RUN OUT” ON THE JOB 
ful cartons, Now you can have quality Paine Perforated 
clearly labelled. Hanger Iron in 100 ft. coils — Marked every six 
inches for easy measuring — Packaged in dur- turers Association; and A. M. Louns 
able corrugated carton which is self-dispensing. burv, Edgar's Warehouses, Inc 


Send for Complete Catalog Koerner, MacLean Named 
By Carpenter Tube 


THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 


THE PAINE COMPANY, 17 Westgate Road, Addison, Mlinois 


Joseph A. Koener, manager of the 
north central sales territory for the 
S | T | \llov Tube Division of The Car 

e d 00 penter Steel Co., was appointed ter 


Operators ENJOY UST Fs ritory sales manager of the metro 


politan New York City area. He will 


Up YX Production be succeeded in the north central 


territory bv Jack T. MacLean, Jr., 


DOWN ‘ej e@) COSTS formerly a salesman in the com 


panv’s midwestern regional office 


on “SMALL-WORK” Grinding Mr. Koerner started with Car 
and TS Jobs! penter in 1949 as a sales correspond 


ent and was appointed manager of 











Meny of YOUR customers con the north central territory five years 
PROFITABLY USE Foredems. POW- [he Carpenter territory as 
FLEXIBLE SHAFT MACHINES ond their oe Seve heme | td to Mr. Maclean cover 
featt ; " it hand industrial publications sil L. ACL A« tS 
Ae se ° sre sd ACCEPTANCE for our product now North and South Dakota, Minne 
pieces (pencil size or larger) make friends and in its 34th Yeor. For o surprisingly 7 = 
influence orders. Unhampered by bulk and weight, LOW INVESTMENT (less than $100) ota, Wisconsin, and parts of Illi 
_ the operator produces more and better work be- you can give effective representa- ois and Michigan. 
tion to this fast-paced line. Foredom 
» cause FATIGUE IS NOT A FACTOR. More and more cin Sah aahee tay Gaaadiion 
pe al is st $8 z a gia SV end YOUR PROFIT. Carboloy Appoints 
is so downright ‘ : 
profitable for distributors Bert Cross was named by General 


to sell. Electric’s Metallurgical Products 


Department as a service engineer in 


REPEAT BUSINESS ON ACCESSORIES! ; 
the Atlantic district for Carboloy 


For details of our outstanding Here are just a few of the many accessories listed 
eee ay write for in’ our catalog to make your sales of Foredoms cemented carbides, with headquar 

ata 10. , . 
” BUILD PROFITS. ters in Kenilworth, N. J. Mr. Cross 


was formerly a carbide tool specialist 


CHELAN El E C mane C 0 M PA N 4 | with G. E.’s Steam Turbine Depart 


27 PARK PLACE, Dept. ZEMIN NEW YORK 7, N.Y. | ment. 
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Steel Production in Low ‘Eighties’ 


% OF RATED 
CAPACITY 





Yeorly pverages BA? Weekly Stotistics 
Left hand scale) (Rigs hand scale) 


| 


j 
| STEEL STRIKE. 
Jul 7-23% 
"14-29% 
*21-18.3% Source 
“28-54% The American iron it 

owe 4.189% ; & Stee! institute 
| i ; 't-S7S% 
ayptis Litiitiititiry r/o Seabees eeereoere se 
935 1940 945 1950 1955 JFumamsitd ASOMO ST FMAM ST ASONODO 
1956 1987 














Steel ingot production early last month was at 82.6 of rated capacity as mills held a 
fairly steady pace. There was only a slight improvement from summer lows; unlike 
last vear, when the steel strike drew off the supplies and caused production to spurt 
in early fall to over 100 





Salesmen Complete Simonds Course YOU'LL MAKE 
PLENTY OF SALES! 


— when you handle the complete 
line of PORTER METAL CUT- 
TERS. Each PORTER CUTTER does 
@ number of jobs better than 
any other cufting tool — and 
PORTER CUTTERS handle every 
type of job! This means that 
every metal-cutting firm — every 
industrial and utility company, 
every contractor and municipsli- 
ty on your prospect list is a 
likely customer — and a more- 
than-satisfied customer. Check 
the job-coverage list below with 
your metal-cutting prospects’ 
needs. Then write for the PORTER 
CUTTER catalog — and start 
going pieces! 


There is a PORTER CUTTER to 
cut ALL these metals — BETTER! 


BOLTS — RODS — WIRE — 
SCREWS — RIVETS — SOFT 
STEEL OR METAL — Capacities to 
¥," ... Close or Flush Cuts — Gen- 
eral Cutting — Special Position Cuts. 
Salesmen and production men gather outside their classroom after graduation from MEDIUM HARD METALS — Ca- 
ted by Simonds Abra ( Philadelphia pacities to ¥g" .. . Close or Flush 
Cuts — General Cutting — Special 
’ Sa : ' Position Cuts. 

C lassroom WOTK pius rac tory tours « eo. < le cland; Lee Pric ur, Grans HARD STEEL - FLAT BARS - STEEL 
showing manufacture and product den-Hall & Co., Saginaw, Mich.; Canis * COPPER AND ALUMI. 
application were featured at the Bert Freestone and Cliff Daines, A a aiel + Gan Gee 
recent Grain and Grade School for KR. Williams Machinery Western, ING RODS + SPRING WIRE - 
distributor salesmen conducted by  Ltd., Vancouver, B. C.; Al DeLuca can ania: ae 
Simonds Abrasive Co and Max Manaly, Martin Mill Sup ELECTRIC WIRES + WIRE ROPE 

. . . . d CABLE « Also — . . 

Those attending included Fred _ ply Co., Stanford, Conn.; Earl Click TION CUTTERS. a 

Peters and Norman White, Doussan Central Rubber & Supply Co., In Production. 

[ool & Supply Co.. New Orleans; dian ipolis; John DeFields, Kendal] WRITE FOR Proof — of the 

Frank N. Yogerst, Manufacturers Industrial Supply, Benton Harbor, TER CUTTERS. Rok tor oon: 

Supply Co. St. Cloud, Minn Mich.; Joseph Weniger and Carl oP eneke, an8 one =. 
Wayne Hunter, Pate Supply Co., Lulka, J. H. McCullough & Son, tree for your prospects 

Birmingham; William Armold, Cen Philadelphia; J. C. Amdt, Elmer 

tral Mine Supply Co., Mt. Vernon, Wilander, B. C. Peters, R. L. Doss 

Ill.; W. Laycock and Norman Ban- and T. 'T. Rowlands, Simonds Abra- H. K. PORTER, Inc. 


field, Strong, Carlisle & Hammond _ sive Co. Somerville 43, Mass 


Grain and Grade School, conduc 
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GET 
A FIRM GRIP 
OW HOSE 
\) PROFITS! 
oN 
-— 
Sell UNIVERSAL 
All-Metal Hlexble Hose 
NOW! 


Ask for INDUSTRIAL-DISTRIBUTOR Price Bulletin IPB 





Quality .. . All METAL FLEXIBLE HOSE PRODUCTS 
UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue * Chicago 23, Illinois 














3 © 
| holding devices for 
| rapid-fire production 


Handy 
Drill Press 
Vise 


*'Grip-Master"* 
Screwless 
Vise 





“ 
ge *"Grip-Master’’ Fixture Lock 
‘> — 


EXTRA \ 
PROFIT MAKERS 
Write for full details on 
the fast growing line of 
Heinrich Holding Devices. 











QUALITY TOOLS 
HEINRICH TOOLS INC., Dept. 227L, Racine, Wisconsin 





292 INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 


National Tube Names 
Swank and Cramer 


Robert L. Swank was appointed 
manager of sales—plastic pipe—for 
National Tube Division of United 
States Steel Corp., succeeding Rob- 
ert K. Henderson who was ap 
pointed National Tube district 
sales manager in Philadelphia 

At the same time, Robert FE. 
Williams, National Tube general 
manager of sales announced that 
Thomas D. Cramer was appointed 
assistant manager of sales—plastic 
pipe—for the U. S. Steel Division. 

Mr. Swank joined National ‘Tube 
in 1946 and was assigned to the 
division's sales office in Detroit. He 
was transferred to the Chicago dis 
trict sales office in 1953 as a resi 
dent salesman in Des Moines. Mr. 
Swank will headquarter Pitts 
burgh 

Mr. Cramer joined U. S. Steel's 
commercial research department in 
1950. He transferred to National 


] \\ 


, 
ind was named a sales representa 


tive for plastic pipe in 1955 


American Blower Names 
Albuquerque Manager 


\ppointment of Edward E. How 
ird as branch manager of its new 
sales office in Albuquerque, N. M., 
was announced by E. W. Peterson, 

e president, marketing, for Amet 
can Blower Division of American 
Standard. 

Mr. Howard joined American 

in 1953 and is a graduate 
company's student sales engi 
g program. For the past four 


| 
served as a sales engineer 


Denver territory 


American Crucible Names 
Manufacturer’s Agent 


W. Fletcher was named man 
ufacturer’s representative in South 
erm California for American Cru 
cible Products Co., according to an 
imnouncement by James L. Bar 
doner, sales manager. 

Mr. Fletcher has been a manu 
facturer’s agent in the electrical and 
ulrcraft fields in southern California. 








Baltimore Distributor Holds Product Exhibit 
| — SOLID 


CARBIDE 
and H.S.S. 
ROTARY CUTTING TOOLS 


Stock Tools: 


Burrs—Carbide 
START FE : ' 
TOUR HERE o Drills—Solid Carbide 
y rcuLow annows 4 q Internal Grinding 
istomers visited the tl l hibit which featured d ws of 5 Burrs—Solid 
Donald Munroc e-president jan loffma Carbide 
NMachiner A Suppl Ci he rl ! ! mcnt 
: Reamers and 
End Mills 
—Solid Carbide 
. Slitting Saws—Solid 
Carbide 
j Rotary Files H.S.S 
: —Hand cut and 
. : : ground from the 
ia A - Solid 


Specials: 


In addition to the foregoing, 
ESSEX maintains a special tool 
designing department and can 
supply the following in Solid Car- 
bide: 


Counterbores 


: : Step-Drills 
), president, Carey Machinery & Suppl ¢ reets re — 
doughertv, both with Arcrods, In it the in tr luct h Twist Drills 
the Baltimore dist Dies 


trihnitor 





Grooving and Milling saree 
Michigan Firm Buys Building in Li yas 
chigan Firm Buys Building in Lima 
Key Cutters ee 
T-Slot Cutters 
Router Bits —" 
Profiling Cutters, Etc 
a 


to sketch or blueprint 


Complete resharpeniing 
and reconditioning 


service available 


Areas available 
for distributors 
—inquiries invited. 


: Makers of Fine Tools Since 1868 
Building and pipe yard at 26 *. Pearl St., Lima, Ohio, has been purchased by 


Utilitv & | tnal Supp 0. of Jackson h., for permanent headquarters for ESSEX ROTARY FILE & TOOL 


ts I n prancl I hh Was ¢ seg? in leased quartet ra fall] p Ben KS pl} CORPORATION 


va ttine to 1 r supplies for ctatt * 4 salesmen Rule 
295 MADISON AVE. © NEW YORK 17, WN. ¥ 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1957 





NEW! 
"LONG REACH” 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 


O00000000COSCSCCOOOO_ COoccooosoooooooooooeeooCNSOeS 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 

x IT FILLS A LONG STANDING NEED 
(1¥%2 TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 

% COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 

% RUGGED CONSTRUCTION—GUARAN- 
TEED FOR ONE YEAR 

% SELLS FOR ONLY $53.70—YET OFFERS @ 
HIGH DISTRIBUTOR DISCOUNTS 

OTHER LUG-ALL MODELS FROM %4 TON 

TO 2 TONS ARE AVAILABLE TO MAKE @ 

A COMPLETE LINE OF PORTABLE WINCH 

HOISTS. 

Special corrosion resistant, salt spray test- 

ed LUG-ALLs available in all capacities. @ 

Because LUG-ALL Is The Best, It Is The Most @ 

imitated Winch Hoist On The Market * 

CAR DOOR PULLERS THAT OPEN DOORS $ 
IN A JIFFY ROUND OUT THE LINE € 

WRITE TODAY FOR MORE INFORMATION @ 


THE LUG-ALL COMPANY § 


© HAVERFORD 11, PENNA. @ 
Seeecesccoocesooooooooesces 


Darnell Corp. Makes 
Sales Appointments 


The Darnell Corp., Ltd., an- | 


nounced the appointment of Robert 
J. Geberth as manager of their New 
York division. At the same time, 
A. L. Foster, sales manager, named 
two new field representatives, Wal- 
ter Harryluk and John V. Gardner 

Mr. Geberth was formerly field 
representative in New York and 
Pennsylvania. 


Sprout-Waldron Names 
Pacific Representative 


Harold J. Alstead, vice-president 
in charge of sales, Sprout, Waldron 
& Co., Inc., announced that Ermest 
\. Alvord will represent its Pulp 
and Paper Mill Division as well as 


| handle industrial accounts on the 
| Pacific coast. 


Mr. Alvord was recently chief 


| engineer for the Flintkote Co. in 


Meridian, Miss. He was previously) 
associated with U. S$. Gypsum Co 


in Clark, N. J. 


Presents 500,000th Motor 


The half-millionth electric motor 
produced by Kingston-Conley, Inc., 
for Rockwell Mfg. Co.’s Walker 
lurner Division was presented to 
Rockwell executives at a ceremonial 
dinner in Pittsburgh. Chester Bland, 
president of the New Jersey moto 
manufacturing firm, presented the 
chrome-plated, specially inscribed 
motor to F. P. Maxwell, vice presi 
dent in charge of Rockwell's Power 
Tool Divisions. 





VISIBLE GASOLINE TAX 


Service station dealers in several 
states are starting to make consumers 
aware of exactly how much of their 
gasoline dollar is going for taxes. 
Petroleum Week, McGraw-Hill publico- 
tion, reports that station operators in 
Delaware have put up permanent signs 
calling attention to the eight cents tax 
that the state’s motorists pay for each 
gallon of gas. Similar postings are oc- 
curring in West Virginia (nine cents) 
and Colorado (nine cents). 








DOWEL PINS 
~ 


PRECISION BRAND® t 
Preferred by Machinists ‘> 


Distinguished for quality, 


accuracy, uniformity, straight- 

ness, etc. PRECISION BRAND 

dowel pins are made from the f 
finest steel obtainable for 


this purpose. They are 
hardened and ground to 

+ 0001” and are available 
from “%" to 1” dia., %” to 6” 
lengths. Supplied in .0002” 
and .001” over basic sizes. 
PRECISION BRAND dowel pins 


are attractively packaged 
and also come in bulk quanti- ~ 
ties. 


PRECISION STEEL 
WAREHOUSE, INC. 








INCREASE PRODUCTION 
AND 


SAVE FLOOR SPACE 


PRODUCTION HANDLING 
EQUIPMENT 


27 STANDARD STYLE 
and 
150 STANDARD SIZE 
PLATFORM, SHELF, TRAY, RACK, STAKE, 
BIN, BOX and TABLE TRUCKS 
TO SELECT FROM 
SPECIAL SIZES CAN BE FURNISHED. 


Write for further information. 


WILDER MFG. CO., INC. 


DEPARTMENT F 
MECHANIC ST. & ERIE R.R Port Jervis, N. ¥ 
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Standard Pressed Steel Graduates 15 W ALTON 


g ; 
TOOLS 

When Ietalworkers 

Need Turning Space 


for 


ef , 
arash Close Quarters 
Pa ; 7 ; ; : , 4 T. . 
School’s out for these 15 men, first class of the fall season to complete the four-day . apping sae 


t 
all-products training course for distributors conducted by Standard Pressed Steel Ci 


(hirteen of its distributors’ sales- Haase and J. R. Hearron, Wessen- 
men and three of its own produc dorff, Nelms & Co., Houston; R 
tion men recently graduated from  C. Ellsworth and G. A. Monty, Du 
a four-day training course conducted mont Industrial Screw Corp., Los WALTON 
by Standard Pressed Steel Co. at Angeles; Philip Price and Harold TAP 
the firm’s headquarters, Jenkintown, Behr, Grayson-List & Co., Secaucus, EXTENSIONS 
Pa. This was the first class of the N. J.; W. T. Pierson and D. M relliial 4m 
fall season. Ringsred, W. H. Schulz Co., St PROVIDE 
The course offered a concentrated Paul, Minn.; O. J. Calhoun and NEEDED 
review of product features designed Albert Malton, Par Industrial Sales LENGTH 
to aid in the sales and application Ltd., ‘Toronto; C. H. Stickle, Harry 
engineering of the company’s pre- I. Sanctuary Co., Poughkeepsic 
cision industrial fasteners and N. Y.; and H. C. Young, K. A 
pressed-steel shop equipment. Krout and J. V. Olshefski, Standard 
Among the graduates were M. A. Pressed Steel Co. 


During threading operations 
every metalworking shop fre 


quently faces the troublesome 





problem of tapping in cramped 

and awkwerd places where 

+ . . . s difficult or impossible to 

Springfield, 0., Distributor Expands turn @ top wrench. Without 
’ “9 

9ecial tap extensions muct 

— nnecessary time can be added 


to the ost sheet 


For this reason Walton Tap Extensions ore 


MAD RIVER SUPPLY CO. > caine Seah tes cei Shading eae 


provides Distributors and their salesmen with 
he opportunity to promote profitably the cosf 
saving teatures of these nexpensive hond 
tools. They are money mokers for Distributors 


und money savers for metalworkers 





Other Walton Specialized Tool Tap Extre 
tors; Pipe, Stud, and Screw Extractors Mult 


Position’ Tool Holders 


PROFITABLE DISTRIBUTOR 
PROPOSITION 
Distributors not now 
handling Walton Special 
ized Tools will find these 
nationally advertised 
products a valuable addi 
tion to their line. Write 
Walton at 602 New Park 
Avenue, Hartford 0 
. . Cenn.. for complete de 
Large parking lot has turned out to be one of the major advantages of d Rive tails 


Supply Co.’s new headquarters in Springfield, Ohio. Company moved her 


im i Ls, 
has now completed most of renovations and finishing touches The WALTON Company 


More room, pleasanter surrounds have enabled firm to handle increased busines 


with greater efficiency, says the management. This is sales department with execu HARTFORD 10, CONN. 
‘ 


tive offices in background 
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INDUSTRIAL 
DISTRIBUTORS 


You get faster delivery, 
better technical service be- 
cause we manufacture Dia- 
mond Grinding Wheels ex- 
clusively. No stock required 
—custom orders delivered 
with stock-item speed. And 
exclusive Pressurelok® de- 
sign has proven top per- 
formance. Write for informa- 
tion on territories available. 


U. $. Diamond Wheel Company 


Aurora, Illinois 


STOCK 
BORE 
SIZES 


With Cup-Point 
Socket Set Screws 


- €LIMAX 
: - PRECISION 
SHAFT COLLARS 


Climax Shaft Collars are precision bored, 
machined and plated to assure fit and 
service. Cup-point socket set screws hold 
tight. From “se” to 3” bore in Ae” 
increments. Write today for prices. 


Prompt delivery from stock in 
standard package quantities. 


ome 
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Want Better Management? 
Set Up Control System 


An effective control system will 
pay off in the profit column, accord- 
ing to a recent management aid 
bulletin of the Small Business Ad- 
ministration, “Effective Control For 
Better Management.” 

Controls act as a check and in- 
dicate whether or not things are 
working as planned. “A sales man- 
ager dictates a letter acknowledging 
receipt of an order and promising 
shipment before a certain date. He 
then asks his secretary to send a 
copy of that letter to the shipping 
room with a note: ‘Please date and 
return to me when the order goes 
out.’ That’s a control system.” 

In setting up effective controls 
there are two factors to consider. 
One, the system should be simple 
ind, two, employees naturally re 
sent check systems. Install your 
control system with patience and 
tact so it will be accepted by those 
who will operate under it. Other- 
wise, it may not have much success, 

wutions the aid bulletin. 

How much control vou already 
have will determine how long it will 
take to get an adequate system work- 
ing. If vou can build on an exist- 
ing foundation of good basic rec 
ords, plus some experience with 
various kinds of budgets, you don’t 
have so far to go. And you can 
generally expect results in a matter 
of months. If vou have to start from 
the beginning, some authorities say 
vou shouldn't expect the new sys- 
tem to be very effective until the 
third vear. 

Don’t attempt too ambitious a 
program at the start. The best 
approach is to insist that some 
progress be made constantly and 
that innovations be adopted at a 
rate that enables your organization 
to absorb each new technique. 

Chere is no need to wait until 
all the groundwork is done before 
seeing evidence of progress. You 
can set tentative goals and check 
movement toward them 60 days 
after the basic decisions are made. 

Control involves three factors: 

1. The goal, which states what 
is to be done. 





2571 


COMPRESSED AIR 
SEPARATOR - FILTER - TRAP 


MURPHY 
TRIUMPH AA 


Installed near point of use, it 
separates and ejects moisture auto- 
matically, then filters out all scale, 
rust or other impurities and 
delivers air clean and dry; 
of instrument quality. 

Write now 
for FREE Data Sheet No. 2571. 





National advertising has doubled 
sales leads, and we have a few 
active territories open. Can you 
sell our guaranteed aftercoolers, 
separators, filters, traps? Attrac- 
tive distributor agreements can 
be made now. Write. 


YJAMCO 


JAS. A. MURPHY & C0., INC. 
1422 EAST HIGH. STREET 
HAMILTON, OHIO 


THE MOST COMPLETE SOURCE 


For Every ‘ 
impo ( 


SCREWS 


BOLTS-NUTS 


TUBULAR RIVETS 
WASHERS - RIVETS 
GP FASTENING DEVICES — 
IN ALL METALS aa 
@ STEEL ® BRASS 
®@ EVERDUR © MONEL 
@ STAINLESS STEEL 
@ ALUMINUM 
@ NICKEL ALLOY STEEL 
@® NAVAL BRONZE 


SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 


AUTHORIZED DISTRIBUTORS 
PARKER-KALON 


SHAKEPROOF 
PRODUCTS 


KEYSTONE 


BOLT & NUT CORP. 
135 CHURCH ST.,N.Y.7,N.Y. WO 4-4600 
NASHVILLE TENN. SALES & WAREHOUSE 
9 Sth Ave South 
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| since the 


| turned by 


| ofhces as well as service facilitic 


2. The procedure, which specifies 
how and when something is to be 
done, who is to do it and what 
makes up satisfactory performance 

3. The checkup, which indicates 
how well the job was carried out 

Keep your control system appro 
priate and simple, warns the bu 
letin. ‘There is a danger of having 


much control resulting in a 
flood of 


records. 


too 


unnecessary reports and 


Announces 


Link-Belt 
Expansion Plans 


Link-Belt ¢ 
Ange ( 
which will | 
and 
storys 
sq. tt 
doubles 


rac ilitie 


Plans f 
measuring 
dustry wit! 
problems we 
Pressed 


will be 


ard 


when thr 
labs wi 
pany s 
town, | SPS 


subsidiaric ( i Cap 


Hyster Builds in Illinois 
Construct 

turing plant at Danville, | 

Hyster ¢ IS progressing 

hrst spadetul of dirt was 

company 

Ermest G. Swigert, last 
} } 


I'he completed plant will house 


and administrative 


president, 
summe! 


1 


Hyster’s sales 


1] ‘ 


and manufacturing. 


PRODUCTION 
COSTS GO... 


“5 ] 


: 


at asin 5) BP) Puce 


ose 
Olen 


CHICAGO 


MOUNTED WHEELS 


Yes sir, you can't beat Chicago 
Mounted Wheels for economy AND 
Chicago W heel 


de alers can 


quality! franchised 
guarantee their custom- 
ers’ production costs will drop and 
when they 


ted Wheels 
t afford 


go down, down, dowr 
start using Chicago Mour 
Cost-conscious Customers Cat 
NOT to buy Chic igo Mo 
Wheels. They're faster, cooler-cuttir 
last longer! 

Chicago Mounted WI 


guaranteed to stay on the 


ul ted 


reels are 
mandrel! 
uniform, true-running. Available 
a complete range of sizes, shapes, 
grains, grades and bonds 

Remember . Chicago Mounted 


Wheels are First and Finest 


CHICAGO WHEEL & MFG. CO. 


Dept. 1D-11 


1101 W. Monroe Street + Chicago 7, Illinois 
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step up...to 
greater 
protits 


a : 


with 


DIE CAST 


zine ALtoy FAST; —— 


Because GRC die casts wing nuts, wing screws, cap nuts, round-head 

thumb nuts, round-head thumb screws, rivets and other standard fastenings in 
brightly finished, non-corrosive zinc allow at lower cost to assure RIGHT prices 
promotes them . . . to manufacturers in ads in over 30 national magazines 


you CAN capitalize on this great sales potential . realize GREATER PROFITS 


when you sell GRC rustproof fasteners in quantity to your manufacturing customers. 


DON’T WAIT . . . ACT on OPPORTUNITY! 
Write, wire, phone TODAY for more information 
Be sure to see GRC at the Metal Show 
BOOTH 1343 


GRIES REPRODUCER CORP. 
World’s Foremost Producer of Small Die Castings 
165 Beechwood Ave., New Rochelle, N. Y. NEw Rochelle 3-8600 

















HOW TO SERVE 
YOUR CUSTOMERS 


— L 8 gs7! 


Do as many Distributors have 
done for the past 66 years—make 
“Positive” your sole source of 


> § MONLINK POSITIVE 
a TYPE supply. 


PRODUCTS OF 
DISTRIBUTORS’ CONFIDENCE 


FOR 66 YEARS 


Yes—“Positive” designs meet ALL fast- 
ening needs in critical assemblies of 
plants all over America. And “Positive”, 
selling through Distributors, is an un- 
failing source of supply that can AL- 
WAYS be depended on. 


wioM cOWAR TYP 2 OSITIVE 


RIBBED TYPE 


LOCK WASHER CO. 











AVE. A & MILLER ST, NEWARK 5, N. J. 
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Danner Succeeds Holden 
As P. A. at Raymond 


Lester M. Danner was promoted 
to purchasing agent for Raymond 
Mfg. Co., a division of Associated 
Spring Corp., succeeding Cornelius 
H. Holden, who retired after more 
than 40 years’ service with the Ray- 
mond division. 

Mr. Danner joined Raymond in 
1941 after 10 years with Eastman 
Mfg. Co. From 1942-44 he was 
director of priorities for the com- 
pany, and was then appointed assist- 
ant purchasing agent, which posi- 
tion he held up to the time of his 
recent promotion. He is a member 
of the National Association of Pur- 
Agents and is a_ past 
Northwestern 
Agents 


chasing 
president of the 
Pennsylvania Purchasing 
Association. 

Mr. Holden joined Raymond in 
1916 and worked in the shipping 
room and the superintendent's of- 
fice. In 1920 he was transferred to 
the newly formed cost, payroll and 
purchasing department and nine 
vears later assumed the responsibili 
ties of purchasing agent. In 194] 
he was elected a director of Asso 


fc 


ited Spring Corp. 
New Manager For 
Ex-Cell-O of Canada 

Richard E. 
general manager of Ex-Cell-O Corp. 


of Canada, Ltd., London, Ont. He 
leaves his position as manager of 


Krengel was appointed 


interplant production, in which he 
coordinated work of the Canadian 
and American plants. 

Mr. Krengel joined Ex-Cell-O in 
1929 and has served in both manu- 
facturing and sales capacities. 


Atrax Establishes 
Distributor Liaison 


Frederick H. Edwards, Jr., was 
appointed field representative for 
the Atrax Co. to serve in a sales 
liaison capacity between the plant 
and industrial distributor. 

Mr. Edwards territory includes all 
of the New England states. He was 
formerly associated with Pratt & 
Whitney Aircraft Corp. 





Packaged 
PIPE NIPPLES 


ALUMINUM 
PIPE NIPPLES 


Alloy 6061 (6/S-T6) 
A.S.T.M. B-274 


FROM STOCK: 


Ye" to 6”Standard Weight 


Ftsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 


oY ord ers 


Carry off 


for the handy 
HUOT 
MACHINISTS CHEST, 
Ee | 


MODEL 104. Cork lined protective drawers... 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18’ 
scale. 1934” long, 1334’ high, 834" deep. 
MODEL 105. A “king-size” chest for tools up 
to 24°. 9 drawers. Size 2614°x144%"x12\". 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Minn 
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Mystik Adhesive 
Elects Smith 


Appointment of Robert D Smith 


as vice president and general man- 


ager of Mystik Adhesive Products, 
Inc., was announced by the firm’s 
board of directors. He will be re- 
sponsible for the direction of the 
integrated production and market- 
ing activities of the firm which was 
formed, as a separate concern Jan. 
1, 1957. 

Mr. Smith was a member of the 
Chicago firm of Arthur Young & 
Co. from 1937-42. In 1946 he joined 
Show Printing Co. as 
comptroller. He was elected a di 
rector of Mystic 


in 1951, when the 


Chicago 


Adhesive Products 
firm was being 
operated as a division of Chicago 
Show Printing. In 


named vice president 


1953 he was 


Sponsor Extra Workday 
Final figures by W 
D. Corlett, president, The Chicago 
Screw Co., and Ralph Rubino 
president, Local 59 UAW (AFI 
CIO), reveal over 99% of the firm’s 

1552 employees participated in 


I 
special workday for the benefit of 


innounced 


Chicago and suburban Community 
Chests. Emplovees donated 
than $14,000 of th 

this Saturdav to the C 


: E 
Chest of their choice 


Open House at New Plent 


Che Dake Cy Haver 
Mich., House’ 


. : 
} Ty 
to mark the m t 


TD c of 


recently held “Oper 


$500.000 

Road. Th 

on a 10-acre 
Haven, contains 
shop space and 5601 


Space 


Announces New Name 


Robertshaw-Fulton Controls Co 
Fielden 


Instru 


changed the name of its 
Instrument Division to the 
ment Division, according to an an 
Arden, 


I'he division is located in 


nouncement by Thomas 71 
president 


Philadelphia 


SELLING LIKE... 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 33-C 


They’re hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years... because of their 
money-saving advantages 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap 
plications. They're available in a 
wide selection of types and sizes 
Write for details. 


SPROUT-WALDRON 


Manufacturing Engineers | 
Since 1866 j 


3 Logan Street 
Muncy, Pa, 








Beebe 


WINCHES 
IN /ACTION 


ions 
€ 


applications 


te 


Hundreds of mean thou 
sands of sales possibilities for 


distributors 


__ VERSATILITY 





Dozens of uses for Beebe Winches 
on docks and ships. For examp] 3 
Positioning heavy oil disc loan 
hoses Use wherever gin pol ne 
derrick are needed wt 





ES— 
y DUTY WINCH 

5 ="s 15 ton mode's 
: oun WwORM SAFETY WINCHES 

ale types 250 to p00 Ibs 


with 
* BEEBE ELECTRIC HOISTS - 
magnetic brokes te “ 00 
models to spec ficatio 
— BEEBE ELECTRIC CAR PULL 


or drum types 


we BEES 


BEEBE 
* —_Worm geor nternal 


Special 
ERS—copstan 
} 


avited 


Distributors inquiries ! 


Monufacturers of the strongest gecred powe 


for its weight in the world 


Beebe Bros. 


MANUFACTURERS 
2720 Sixth Ave. Seuth 


had SEATTLE 4, WASHINGTON 


Marathon Electric Names 
Regional Sales Manager 
Rudy P. 


gional manager for Indiana, was ap 
western 


Salzman, formerly re 


pointed central regional 
sales manager for Marathon Electric 
Mfg. Corp., according to an an 
nouncement from the company’s 
home office at Wausau, Wis. 

In his new post, Mr. Salzman will 
direct the company’s sales engineet 
ing activities in Indiana, Illinois, 
Kentucky, western Michigan and 
eastern Missouri. He will operate 
from regional offices in Indianapolis 


and Chicago. 


Abrasive Engineer 
Moves to West Coast 
Robert F. Kelleher 
ferred to Bay State 
ucts Co.’s west coast branch, 
announcement by Fred 


was trans 
Abrasive Prod 
iccord 
ing to an 
Stockinger, west coast district man 
ager. 

Mr. Kelleher served as an abrasive 
engineer for Bay State in the De 


troit area since 1952. 
West Coast Site Acquired 


At the same time, Bay State an 
nounced the purchase of 15 acres of 
land in Santa Cruz County, Calif 
The company plans to build a man 
ufacturing plant and warehousing 
facilities on this site but the con 
has not been 


struction date 


nounced. 


Plans Iron Powder Plant 


Construction of a new plant for 
the production of iron powder will 


be undertaken shortly by the Alan 
Wood Steel Co. at Ivy Rock, Pa 
Harleston R. Wood, president, 


stated that the new plant will cost 
approximately $3,600,000 and will 
have a capacity of 50 tons per day of 
iron powder. National Cylinder Gas 
Co. has agreed to construct a new 
oxygen producing plant in the vicin 
ity which will supply the oxygen 
required in the manufacture of iron 
powder. 










D> NEW LIGHTWEIGHT y 
_ HYDRAULIC BENDER 
BY GREENLEE 





powerful new 





salesmaker for you 





Here’s the kind of real port- 


ability your customers are 
looking for in a hydrauli 
bender to form '9”" to 2” pipe 
and conduit. One man can 
easily carry and operate the 
new advanced-type GREEN 


Lee No. 880. Light, but str 





aluminum alloy used in many 
parts for big savings in weight with no sacrit 
strength. There's power to spare here and a 


i : : , 
90° bend can be made with one ram stroke 


hments this versatile bender can also 


* 






wall 








juit, tubing, bus-bars, 
The new GREENLEE 
No. 880 Ber 


der i ith 


yaraulk 


separ 

pur nad ram is 

casi and ‘as 

operated or can be i, 
teamed with a Greentee Power Pump for fast 
production jobs. It’s a widely need- 

ed new tool tie-in your sales 


efforts now for extra profit! Write 


for Bulletin E-217 


el Td 


GREENLEE TOOL CO. 


1931 Herbert Ave., Recktord, Illinois 





and prices. 
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Packaged 
MACHINE 
KEY STOCK 


s 
MA K-A-KEY. 

s &e@ 
12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: Vig. Va. Vis. ¥- “is. '/2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
ways: Ye” square; V4" x '/4"; Va" x Sig" — 
will file to fit Ye" x4" keyway: 5/)¢” « %* 
—will file to fit Sig" x5/jg" keyway; ¥"x 
hh,” — will file to fit a keyway; 
he” x '/>” —will file to fit 4" x Hh," key- 
way. Additional sizes available. 





DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 








NOW Speed Vise brings you a new 
larger model ...a model that will give 
your customers a wider range of Speed 
Vise capacities ...a model that means 
new sales—new profits to you. 

NOW you can offer your customer 
Speed Vise efficiency ...Speed Vise 
economy for larger parts on larger 
machines. 

NOW you can offer your customer 
greater savings than ever before. 


Write Today For Complete 
Information And Prices On 
The ALL NEW Speed Vise. 








CARDINAL MACHINE CO. 


1819 Dana Street, Glendale, Califognia 


Allen Succeeds Monroe 
In Air Moving Association 
Marshall | 
executive vice president of the Aun 
Moving and Conditioning Associa 
eeding L. O. Monroe 


Allen was appointed 


tion, Inc., succ 
who will retire 

For the past several years, Allen 
Magnesia Il) 
Association. 


was manager of the 
sulation Manufacturers 
He was previously secretary and staff 
National Aircraft 
Standards Committee, sponsored by 
the U. S. Aeronautics Chamber of 


Commercc 


engineer of the 


Announces Production Code 


At a meeting of the 58 member 


association in Chicago, details were 


) 
announced of an international pro 
gram designed to protect specifiers 


; 


and users against incorrec 


proper performance ratings 
moving equipment 
The result of almost two vears of 


AMCA, the 


identifving 


planning by program 


provides a means of 
products which have been proper) 
their 


tested and performance a 


curately rated according to a uni 


the 


form procedure set up under 
AMCA Standard ‘Test Code. It is 
expected that nearly all leading U.S 
and Canadian manufacturers of this 
equipment will take part in program 


scheduled to take effect Jan 


Lufkin Moves to Suburbs 
Ihe eastern division office and 
warehouse of The Lufkin Rule Co 
was moved from New York City to 
modern offices and facilities at Mid 
dletown, N. Y. The new 
will permit larger stocks and im 


] 
location 


proved shipping service to Lufkin 
customers, according to G. R. Car 
penter, eastern division sales man 


ager. 


Keasbey & Mattison Fills 
Service-to-Sales Post 

The appointment of Gerald Ff 
Connell to the newly created posi 
tion of 
was announced today by Clyde R 


service-to-sales SUpervIso! 
Hutchcroft, manager of the research 
and development division, Keasbey 


& Mattison Co. 
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® BOLTS 
® NUTS 

® RIVETS 
e SCREWS 


supplier 


Large enough to fill all your re- 
quirements on any quantity of 
bolts, nuts, screws and rivets. 

Small enough so your needs 
aren't “lost in the shuffle’. At 
CLARK, every order is an impor- 
tant order... receives the per- 
sonal attention and prompt 
handling it deserves. 

Write today for complete cata- 
log on quality fasteners by CLARK 
—the right size supplier. 


aon’t 
forget. 


CLARK fasteners are treated with an ex- 
clusive rust-resistant protective coating 
that also protects your reputation 


oj EY Vd 4 


BROS. BOLT CO. 
MILLDALE, CONN. 
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Who's Minding The Store ? 


. ..in the magazine publishing business, it’s 


The Audit Bureau of Circulations (ABC) is a cooperative organization that 
sets standards of good business conduct for its publisher members. Twice each 
year ABC auditors carefully scrutinize the entire circulation structure and 
operation of every member magazine. In a very real sense, therefore, they are 
“minding the store” — making sure that no false or misleading claims are made 


regarding the size or composition of a magazine's audience. 








McGraw-Hill is a charter member of ABC and has 
supported its aims continuously for over 40 years. 
We believe this membership serves you by providing 
full assurance that every subscriber to McGraw-Hill 
magazines displaying the ABC symbol is paying to 
receive his copies. 





Accurate Figures about you are the heart of 
ABC’s job. ABC does a candid, unbiased, certified 
audit of all subscription figures of member maga- 
zines — and of the subscribers’ jobs, functions, and 
locations. These audits help editors to tailor the con- 
tents of their magazine to your specific job interests. 





You’re the boss when you pay money for any maga- 
zine. Your vote of confidence and your renewals of 
subscriptions are dominant in the thinking of editors 
and publishers. Advertisers are vitally interested, 
too, and their support helps earn the dollars needed 
to do a stronger, more useful editorial job for you. 


You, the subscriber, win when you buy business 
magazines that hold membership in the Audit 
Bureau of Circulations. The ABC symbol signifies 
that the publication to which you subscribe makes 
every effort to provide you with the type of informa- 
tin you need to do a better, more effective job. 
It also indicates that the publisher maintains the 
highest standards of business ethics. 


MCGRAW-HILL PUBLICATIONS 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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STARRETT PRECISION MAKES GOOD PRODUCTS BETTER 


* New, long 50- 
division Vernier 
scales 

Me me 
nier scales elimi- 
nate poraliax er- 
rors 


« Inside and out- 
side scales on the 
some side for easy 
reading 

e Extra long adjust- 
ing jow for perfect 
squareness — rigid 


jaw construction 

* Master bar 
hardened and sta- 
bilized for moaxi- 
mum rigidity 

¢ Satin Chrome 
finish — glore-free, 
rust and stain re- 
sistant 





New STARRETT Satin Chrome MASTER-VERNIER CALIPER 


for faster, easier, error-proof reading with life-time accuracy 





Truly a masterpiece of precision toolmaking, the new Starrett MASTER-VERNIER Caliper 
this new Starrett No. 123 MASTER-VERNIER opens up many new opportunities for profitable 
Caliper delivers a lifetime of easier, faster meas- sales. Take one with you when you call on shops 
uring with accuracy that is almost completely making precision products. Shop men can’t 
error-proof. resist it. The L. S. Starrett Company, Athol, 

A major improvement in Vernier gage design, Massachusetts, U. S. A. 


[ e€ by gs 44 bb PRECISION TOOLS 
a LO >| > re >| L World's Greatest Toolmakers 























1] Accoloy X-weld 125 Chain 
Pat. No, 2763768 








2 New Shaped Master Link 








3. ACCO Registration Ring 








4 Registration Certificate 


You give all these ‘‘plus values’’ 
in Acco Reagistered Sling Chains 


e When you sell ACCO Registered Sling 
Chains, you are furnishing slings of such 
proved safety and efficiency that they are 
the standard by which all other slings are 
judged! And, in addition, you provide all 
these important, exclusive “‘plus values”’: 

1 Accoloy X-weld 125 Chain - Where 

extra strength is desired in an ACCO 
Registered Sling Chain, the patented new 
Accoloy X-weld 125 Chain is used. Its king- 
sized welded area and non-kinking feature 
assure greater ruggedness and better service 
at no increase in price. 

2 New Shaped Master Link - ACCO en- 

gineers have created the new Shaped 
Master Link which, without any increase in 
weight, holds its form under loads up to 18% 
greater than a standard round section can. 
This means extra security for loads. 
3 ACCO Registration Ring - The pres- 
ence of this serially-numbered ring on 
an ACCO Registered Sling Chain shows that 
each component has been tested before as- 
sembly ... that the assembled sling has been 
proof-tested to twice its working load limit 
. and that all tests have been successfully 


passed before registration of the complete 
sling and shipment from the factory. 
4 ACCO Registration Certificate 

Every buyer of an ACCO Registered 
Sling Chain is furnished with a Registration 
Certificate signed by American Chain & Cable 
Company, Inc. This Certificate gives assur- 
ance that the sling meets ACCO’s severe re- 
quirements of quality and proof-tested per- 
formance, and that it has been individually 
registered on ACCO’s permanent records. 

Tops in safety and strength 
ACCO Registered Slings, with Magnaflux- 
tested hooks, give the best in strength, 
safety, service—and long-range economy. 
Sell them with complete confidence. 


For full data, write us at York, Pa. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 








WHAT 
“ACCO REGISTERED” 
MEANS 


The best material 


y 


Unit safety factor (on bodies 
rings, links, hooks) 

3 Proof test of complete sling 
to twice the working 

load Ihmit 

Actual field service test 

of each design 


— 


~ 


Metal identification ring 
on each sling 


o 


Signed Registry Certificate 
with each sling 











Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
* Indicates Warehouse Stocks 


*Portland, Ore., *San Francisco 











